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_ fact that you carry Webster’s Mi- 
crometric Carbon paper marks you as 
the progressive dealer in your section. It 
means that you have five extra sales fea- 
tures to help you sell more carbon paper. 
No other carbon paper manufacturer can 


offer you all these features. 


Here is your chance to get more new busi- 
ness. And you can use this successful 
patented invention to help you sell more 
Star Brand Typewriter ribbons, more of 
the other stationery lines you carry. Thanks 
to the high quality and uniformity of 


Webster products, you can count on con- 


sistent repeat business, too. 
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THE ADVERTISEMENTS 


These advertisements present ‘the products of the leading manu- 

fac turers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishe rs obviously can- 

not undertake to guarantee transactions between ad rertisers and 

customers. They do, however, offer their service in resolving 

any disagreements which result from relations established 
through the journal. 


Ace o Products, In 109 Jasper Chair . : in 
\ce Fastener Corp 82 Jasper Desk Co 148 
Acme Staple Co 176 Jasper Seating Co 178 
Adams, Henry T., Mfg. Co.172 x 

eas — Co sa8 Kilian Mfg. Corp 164 
Aladdin Mfg. Co 138 bed ta 
Allen Calculators. In g2 Lanston Monotype Mch. Co.115 
Allen & Co... 170 Lefebure Corp ‘ .103 
Allen-Wales Add. Mch. Cp.174 1008e Leaf Metals Co ave 
All-Steel-Equip. Co 160 u 

Alma Desk Co 118 Mailmarts ; 175 
Amer. Aut. Elec, Sales Co..113 Manifold Supplies Co 70 
American Can Co 150 BEOPmIIO CO. .cccccccs ..176 
Amer, Number. Mach. Co. .176 Markwell Mfg. Co.... 177 
American Seating Co 171 Martens Type Cleaner Co.177 
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Autmtec. File & Index Co. .151 Moore Push-Pin Co 175 
Autmtc. Pencil Sharp, Co. .168 Munson Supply Co.. 171 
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N 
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Nat'l Brief Case Mfg. Co. 


Bankers Box Co RO . 154 
Barkley, C. L.. & Co 161 Nat'l Business Show Co 112 
Bassick Co., The 120 Nat'l FiberstoK Envel. Co.129 
Beach P ublishing C 0 174 Neva-Clog Prod., Inc.....141 
Bentson Mfg. Co 178 New Indiana Chair Co 156 
Bickett, L. M.. ¢ 124 Niagara Duplicator Co. 100 
Bright Chair Co. 151 
Bristow, Stanley R 172 Oakville Company 91 
Browne-Morse Co 174 Office Appliance Co. 164 
Buckeye Ribb. & Carb. Co.167 Olm Company, The er 
Bump Paper Fastener Co.166 Oxford Filing Supply Co. .127 
Cc P 
Calvert Lamp Co., The 159 Pacific Cb. & Rib. Mfg. Co. 133 
Cameron, Cal ; 167 Parrot Speed Fastener Cp.147 
Carpenter, E. W., Mfg. Co.175 Peerless Key Co., Inc. 174 
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Clarotype Co., The 175 Pelouze Mfg. Co.. sweat 
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‘ ‘olumbia Steel Eq. Co 105 Pruitt, Ine - +177 
Cook, H. C.. Co ; 169 Prym, W illiam, of Amer. .172 
Corry- Snansates n Mfg. Cp.155 Q 
( ‘oxhead, Ralph C., Corp. .171 Quality Park Env. Co 122 
Cram, George F., Co., The.163 Queen Ribbon & Carb. Co.163 
Crown Ribbon & Carb. Co.158 R 
Currier Mfg. Co 177 Regal Typewriter Co 153 
Reliable Tw. & A. M. Corp.175 
Defiance Sales Corp 163 Remington Rand, Bue. .117, 143 
Dex Mfg. Co. : 177 Roberts. Weldon, Rub. Co. 98 
Dick, A. B., Co 64 Rockwell-Barnes Co. . 81 
Dictaphone Sales Corp 126 toosen, H. D., Co. 176 
Ditto, Inc. : 13 Royal Typewriter Co. 180 
DoMore Chair Co., Inc S4 
Doppelt. Charles, & Co 162 Sainberg & Co 1 
Dorson Time Instrum, Co.160 Schwab Safe Co. . oa 
Downey, C. L., Co 179 Sengbusch S-C Ink St. Co. 
Dunham-Watson Co 174 Shaw-Walker Company 1 
E Sheaffer, W. A., Pen Co 
Eagle-Ottawa Leather Co. 93 ‘Sheppard, C. E., Co. 


Eaton Paper Corp 171 Sherman-Manson Mfg. Co 

Elliott-Fisher. .95, Back Cover Shipman-Ward Mfg. Co 

Esterbrook Steel Pen Co. .159 Sibley, Edw. L., Mfg. Co.. 
F Sikes Co., The..... 
Smith, Bradner, & Co. 
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Ae ay ae one Smith, L. C., & Cor. Tw. Inc. 
Sections tnater G iz, Speed Key Mfg. Co. 1 
Wawn Brands, Ltd. 162 Speed-O-Print Corp. . 
FR Mfe — ; a7 4 Sponge Rubb. Produc ts ( ‘o.1 
Ta 7 "ie : Staedtler, J. S., Inc. ..153, 1 
Piheche a Cos vo ++ Standard Mailing Mach. Co.1 
Frankel Carb. & Ribb. Co. .160 + ae Brothers Mfg webbed 
. : . . St. Johns Table Co. oa 
Fulton Specialty Co 158 Storms, H. M.. Co 1 
. ‘ Gq ee Strayer Coin Bag Co.. 1 
General Fireproofing Co.72, 73 Sturgis Posture Chair Co.169 
General Pencil Co 164 
Gits Corporation, The 146 =Technygraph, The 172 
Globe-Wernicke Co 167 Toledo Metal Furn. Co. ...130 
Graff, Geo. B., ¢ o. 173 Triner Scale & Mfg. Co 167 
Guide System & Supp. Co.132 Trussell Mfg. Co 152 
Gunn Furniture Co : 144 Tybon Corp aa ..174 
Typewriter Circle Co .176 


H 
H. A. Ink Eradicator Co 


U. S. Tw. Rib Mfg. Co 
35 United Tvpewr. & A. M. ¢ 


Harriman-Welts Prod. Co 
Harter Corp., The 


176 Uv 
Hanson Scale Co. Py | Oy nderwood- Elliott- Fisher 
Harding, Milo, Company 165 Co 95. Bac k Cover 

172 

135 2 
Hedges Mfg. Co 163 Universal Index Tab. Co 6 
Heyer Corporation 181 Vv 
Higgins, Chas. M., & Co 166 Vail Manufacturing Co 97 
High Point Bdg. & ChairCo. 90 Victor Safe & Equip. Co.. .136 
Hotchkiss Sales Cy 89 w 
Howell Company 157 Wabash Cabinet Co 134 

I Wagemaker Co : 167 

Ideal School Supply Co 7S Waterman, L. E., Co 108 
Imperial Desk Co 151 Weber Costello Co 161 
Imperial Mfg. Co 74 Webster, F. S., Co. ree 
Imperial Methods Co 94 Wholesale Typewriter Co. 128 
Indiana Desk Co 156 Wiggins, John B., Co.....173 
Ink Specialties Co 170 Wilson-Jones Co. 119 


Internat'l Typewriter Exch.140 y 
Invincible Met. Furn. Co 1 Yawman & Erbe Mfg. Co 139 











For the benefit of the subscribers the line Ss advertised are here 

classified. Many of the requirements of the modern business 

office are represented. Should subscribers be interested in any 

article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation 
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Globe-Wernicke Co ? is 107 Checks, Stamped Metal 7 
Victor Safe & Equip. Co 136 Meyer & Wenthe 174 
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Remington Rand, Inc 117. 143 Coin Bags, Trays - Wrappers os 
Underwood, E. F 95, Back Cover Downey, C. L : 4. 
Binders, Catalog and Periodical Strayer Coin iia CO.... lf 
Acco Products, Inc........ . 109 Copyholders ; 
Aigner, G. Fi. Od...ccoces 149 Acco Products, Ine.... tr 
Blackboards, Framed Amer. Automte, Elec. Sales Co 3 
Weber Costello Co 161 e Dex “a ba ‘ 
Blank Books rayon, Bla : 
National Blank Book Co .. 99 Weber ©~ ello Co 161 
Rockwell-Barnes Co. ; 81 Cushions and Pads, Chair se 
Wilson-Jones Co 119 Bickett. 1, ia co : : ae 
Blue Print and Pian File Cabinets Srenve Rubber Products | 106 
All-Steel-Equip. Co 180 Cuspidor Mats 
Art Metal Construction Co oa ae tickett, L. M.. Cr 124 
Browne-Morse Co : 174 Cuspidors a 
Columbia Steel Equip. Co.... 105 Faries Mfc. Co 168 
General Fireproofing Co 72, 73 Dating Stamps # 
Globe-Wernicke Co 107 Amer. Number. Mach. C« 176 
Shaw-Walker Co.. The 111 Fulton Specialty Co 158 
Yawman and Erbe Mfg. Co 139 Meyer & Wenthe 174 
Bond Boxes Desk Calendar Pads and Stands ve 
Art Steel Co... , Defiance Sales Cor 1653 
General Fireproofing Co.. 72, Desk Lamps, Electric — 7 
Globe-Wernicke Co Adjustable Fixture Co 160 
Bonk Cases Aladdin Mfg Co..... 138 
All-Steel-Equip. Co 160 Calve rt lamp Co The 159 
Alma Desk Co 118 Faries Mfg. ( BSS 
Art Metal Construction Co.... . 75 Desk Pads : 
Browne-Morse Co , 174 Aimer G. J. Co 14) 
General Fireproofing Co 72, 73 Bickett, L. M., © 124 
Globe-Wernicke Co ° : ..107 Sainberg & Co 15% 
Wabash Cabinet Co 134 Desk Pending-Letters Holders 
Yawman and Erbe Mfg. Co 139 Acco Products, Inc 1A9 
Book Rings Desk Trays : 
Adams, Henry T.., Mfg. Co 72 Aigner. G J Co 149 
Carpenter, E. W., Mfg. Co... 175 Art Metel Construction re 
Oakville Company ........... 91 Art Steel Co Ine anon 
Berkkeepina Machines General | Fireproofing ¢ 72, 73 
Underwood, E. F ..95, Back Cover Globe- We — . . 107 
Box Letter Files , ae = t.. 1s? 
Art Steel Co 2 ose 59 7, “ . >”) 
Ginke-Werniche Co. .... e107 Yawman and Erbe Mfg. C« 13 
Hedges Mfe Co : 182 Desk Work Distributors -/ 
Rockwell-Barnes Co. ............ 81 oe SS: a 72 
Brief and Zipper Cases Currier Mfe Co 177 
Doppelt. Charles, & Co 162 Glohe-Wernicke Co 7 
National Brief Case Mfg. Co 14 Sainbere & Co 157 
Stein Bros. Mfg. Co............. 77 Victor Safe & Equip. c 126 
Bulletin Boards Desks 
Weber Costello Co.. 161 Alma Desk Co 118 
Business Shows Art Metal Construct 7 
Natl. Business Show Co 112 Automatic File & Index ( 151 
Calculatina Devices Browne-Morse Co 174 
Meilicke Systems. Inc 177 Cameron, Cal 16% 
Reliable Tw. & A. M. Corp 175 a Sa ote a = 105 
Calculating Machines General Fireproofing 7s oS 
Allen Calculators, Inc _.. 83 Globe Wernicke Co ser 
Allen-Wales Add. Mach. Corp....174 Gunn Furniture Co 44 
Coxhead, Ralph C.. Corp.........171 Howell Company 15 
Felt & Tarrant Mfg. Co....... 104 Imperial Desk Co 151 
Lanston Monotype Machine Co 115 Indiana Desk Co.. 
Sundstrand ..... 95, Back Cover Invincible Metal Furn. ¢ +A 
Calculating Machines, Used = * 3 —_ oe - « a“ 
= on eta e Furniture (¢ 
Reliable Tw. & A. M. Corp.. 175 Shaw-Walker Co.. The Wl 
Wholesale Typewriter Co 128 Weesmeier Go. - 187 
Carbon Papers Yawman and Erbe Mfc ( 139 
(See Ribbons and Carbons) Dictation Machines, Mfrs. of 
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All-Steel-Equip. Co 160 Dictation Machines (Used) 
Art Metal Construction Co........ 75 Pruitt. Ine. .. rte 177 
Art Steel Co. . uence hin 
Automatic File & ‘Index “Co. : 151 as - oe at fi 
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Cameron, Cal 167 Harding, Milo, Co 165 
Columbia Steel Equip Co.... 195 Heyer Corporation The co 
Corry-Jamestown Mfg. Corp 155 Mailmarts we 0007S 
Currier Mfg. Co : 177 Mimeoeraph. The an 
Globe-Wernicke Co 107 Niagara Durlicator Co 10 
Guide System & Supply Co 132 Pruitt. Inc. .. 177 
Imperial Methods Co....... 94 Smith. L C.. & Corona Tws 7) 
Invincible Metal Furn. Co 123 Speed-O-Print Corporation 148 
Metal Office Furniture Co 92 Standard Mailing Machines Co...145 
Shaw-Walker Co.. The. .. 111 Duplicating Machines (Used) 
Yawman and Erbe Mfg. Co 139 Pruitt Ine 177 
Cash Boxes zs . United Typewr. & Add. M. Cp....172 
Art Steel Co., Ine.... ... 159 Duplicating Machines Supplies 
General Fireproofing Co is, 4 Columbia Ribb. & Carb. Co....... 
Casters, Caster Bearings, Slides Dick. A. B.. Co 69 
Baasick Co The 120 Dunham-Watgon Co 17 
Faultless Caster Corp 178 Fawn Brands. Inc 142 
Kilian Mfg. Corp 164 Fibroin Stencil ¢ p 1 
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Invincible Metal Furn. Co "92 Globe-Wernicke Co. ............. Globe-Wernicke Co. ten eeeees ' iy Staples, P Fectenine 
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Moore Push-Pin Co. .. 75 . 

Victor Safe & Equip. Co 136 in every land have made, and are making, good use Swinging Typewriter ewriter Stands a 

a 5 TP 149 of this bureau; manufacturers in every section of the railode-We bons 
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Telephone Stands Martens Type Cleaner ( li 
Art Metal Construct ‘ Mittag & Volger, Inc 16) 
Gieneral Fireproofing « 72 Webster, F. 8., Co 
Globe-Wernicke ¢ 107 Typewriter Cushion Keys 
Yawman and Erbe Miu. ¢ l Munson Supply Co. . 171 

Thumb Tacks Peerless Key Cc 174 

i7 


Graff, George B ‘ 17 Speed Key Mfg. Co if 
Moore Push-Pin Co 17 Typewriter Cushion Knobs and Base 

Oakville Company 91 Amer. Writing Machine ¢ , 0 
Vail Manufacturing ( 07 Ames Supply Ce 7 


Bickett, L. ML, Ci 1 
Peerless Key Co lj 
Sponge Rubber Products (: l 
Typewriter Parts and Tools 


Time Clocks and Recorders 
Dorson Time Instruments ( 
Trimming Boards 


Ideal School Supply ( Ts 
Type. Typewriter Amer. Writing Machine Co 1h 
Amer. Writing Machine ¢ 1! Ames Supply Co 79 
Ames Supply Co . 79 Shipman-Ward Mfg. (< 137 
Shipman-Ward Mfg. ¢ 137 Wholesale Typewriter C« 128 
Typewriter Cleaning Material Typewriters, Mfrs. of 
Amer. Writing Machine ¢ lif Corona Typewriter 71 
Clarotype (Cr 175 Coxhead, Ralph ¢ Cory 171 





OFFICE APPLIANCES 


WANTS AND LOR SAIL 


The rate for classified advertisements is 


SITUATIONS WANTED 
MECHANIC FOREMAN, fifteen years experience, 
capable all makes Thirty-four years old, married and 
ippearance ; desires permanent position, reasonable salary 
care Office Appliances, Chicago 
rYPEWRITER MECHANIC ; ten years as foreman with large Royal dealer 
twenty years all makes; also rebuilding experience; would like change 
Address K-111, care Office Appliances, Chicago 
CAPABLE TYPEWRITER REPAIRMAN whose experience includes con 
nections with manufacturer and with dealers is open for new connection 
Has also served as combination repairman and salesman. Can show good 
record. Middle West location preferred, but not essential. Address K-122 
care Office Appliances, 
REPAIRMAN THOROUGHLY 
1dding machines and other office equipment, 


producer ; thoroughly 
reliable, good 
Address K-124 


Chicago 
experienced on all makes of typewriters, 
seeks new connection Has 


served also as salesman Now employed but has reason for considering 
new opening Efficient and reliable Address K-120, care Office Ap 
pliances, Chicago 

CARBON PAPER MAN desires situatior twenty-five years’ experience 


yperating all kinds of machines, formulas care Office Ap 


piiances, 100 East 42nd Street, New York, 
SALESMAN WELL GROUNDED in furniture, both wood and steel, and in 
stationery lines is open for new connection Operated own business for 
ten years and then sold out ata profit. Formerly district manager for Safe 
Cabinet Has traveled for steel furniture manufacturer and has sold direct 
n city territory Knows most of the dealers from the East to Denver and 


Address K-112 
Y 


from Winnipeg to Oklahoma City Will also consider connection with 
nanufacturer selling either furniture or stationery lines to dealers First 
preference is for connection in some eastern state, but will gladly look 


from any section of the country Address K-118, care 


into proposition 
Office Appliances, 
SALESMAN WITH FIFTEEN YEARS 
sires to represent office furniture manufacturer or to make connection 
with established dealer Can lay out bank job or other special work so 
factory can manufacture from his drawings. Knows the trade in the East 
ind Middle West Can show fine sales record and ability to produce new 
business Address K-119, care Office Appliances, Chicago 

SALESMAN WITH WIDE and successful experience desires to make new 
connection with manufacturer to sell to the trade Knows stationers 
throughout the Middle West and the South. Excellent results in selling 
loose leaf, inks and adhesives, and ribbons and carbons. Has managed 
prosperous retail store First-class reference Now connected, but can 
commence active work on new line on few weeks’ notice. Will consider 
full time with one manufacturer or division of effort for two or three 
Address K-121, care Office Appliances, Chicago 

COMPETENT SALES PRODUCER whose experience includes management 
of sales organization of more than two hundred is open for connection 
is branch manager, sales agent or sales manager for office specialty man 
ifacturer Started as city salesman and rapidly built up important con 
nections. Now part owner of a well established business but prefers to 
return to office equipment Partial to Pacific Coast because of Cali 
fornia origin, but made best progress in the East and will gladly con 
sider any locality Address K-123, care Office Appliances, Chicago 
SALESMAN WHOSE ENTIRE BUSINESS career of twenty-three years 
has been in the typewriter fleld, prefers to change to some other offics 
specialty in the capacity of Chicago sales agent or branch manager. Has 
maintained good volume consistently through lean years as well as through 
more prosperous ones. Well acquainted with buyers downtown and many 
leading concerns in other sections. Can make new hook-up on short 
notice. Address K-117, care Office Appliances, Chicago 
SALESMAN WITH EXCELLENT RECORD of results is 
nection as manager of stationery store or department, or as 
contacting dealers Has served as salesman and 


experience in steel equipment de 


open for con 
manufac 


turers’ representative 
branch manager Experience covers loose leaf, steel files, filing sup 
plies, indexing, wood furniture and posture seating. Has handled stock 


specially designed made to order equipment Age forty-one 
Best references. Address K-116, care Office Appliances, Chicago 

SALESMAN WITH SEVERAL years’ experience selling pencils, stapling 
machines and fountain pens to the trade, is open for new connection in 
the Southwest Will give full time to one manufacturer or divide time 
between two or three which do not compete First-class references from 


lines and 


well known stationery manufacturers Address K-113, care Office Ap 
pliances, Chicago 
STATIONERY SALESMAN WITH RECORD in personal production and 


seeks connection as manager of sales for manufac 
Well equipped to handle complete 
First 


managerial capacity 
turer of loose leaf or other equipment 
sales program including building up and direction of organization 
class references. Address K-114, care Office Appliances, Chicago 
TRAVELING SALESMAN, large acquaintance with trade and highly rec 
ommended, seeks opportunity to prove his worth His experience and 
ability will prove an asset to manufacturer of office equipment or sta 
tionery items. Address K-115, care Office Appliances, Chicago 


ADDING MACHINE PARTS 


ADDING MACHINE PARTS Write for Price List. I. A 
Oakland, Calif 


Dehn, IJr., 


NEW 
1450 102nd Ave 


Remington Rand, lu 117, 14 Remington Rand, I 117, 14 
Royal Typewriter ¢ 180) Sheppard, ¢ a ..llt 
Smith, L. C., & Corona Tws ‘ 71 Victor Safe & Equ ‘ 13¢ 
Underwood, E. F , Back Cover Wilson-Jones (Cx 11% 
Varityper .... 71 Yawman and Erbe Mfx ¢ 13u 
Typewriters, Rebuilt and Used Wardrobes 
Amer Writing Machine Co il All-Steel-Equip. ¢ .. 160 
Internat’! Typewriter Exchaner 140 Art Steel Co 159 
Pruitt, Ine 1v% Browne-Morse (o 174 
Regal Typewriter Co 15 - - —.- o 
Reliable Tw. & A. M. Cor 175 General Fireproofing ¢ 72, 73 
Shipman-Ward Mfg. ¢ 137 Globe-Wernicke 107 
Typewriter Circle Co.... 176 Waste Baskets 
United Typewr. & Add. Mach. Cp..172 American Can ¢ -- 150 
Wholesale Typewriter Co 128 Art Steel Co .159 
Visible Systems Equipment Cameron, Cal 167 
Aigner, G. J., Co 149 General Fireproofing ¢ 72, 7 
Art Metal Construction (*« 75 Globe-Wernicke Co 107 
(ilobe-Wernicke Co 107 Metal Office Furniture ¢% ~. 92 
Nat'l Blank Book (« oy Shaw, Walker (*« The 111 
eight cents a word, minimum charge, $1.60. 
SALESMEN WANTED 
NEW—RIGHT NOW—NEW! YEAR'S INCOME in 3 months New Fed 


eral and 
system every 
penalties. Millions users must buy again now. Our men selling 5 to 25 
daily our officially approved, copyrighted Liberty Tax Record. $4.10 cash 
protit every sale. Repeat commissions without callbacks. Live leads fur 
nished Big season now. Choice territories going fast. Commonwealth 
Publishing Company, 508 South Dearborn, Chicago 

PROMINENT COMMERCIAL STATIONER with important agencies would 
like to hear from salesman experienced on stencil duplicating machines 
An opportunity for a capable producer with the right personal qualities 
to make permanent connection with reliable organization. Send complete 
information to Y-214, care Office Appliances, Chicago 

SALESMAN WANTED to represent wood desk manufacturer in the South 
west. Prefer some one already established with furniture lines and now 
calling upon office furniture buyers in that section. Send complete infor 
mation concerning experience, lines carried and territory to Y-213, care 
Office Appliances, Chicago 
SALESMAN WANTED now 
Ohio, Indiana, Illinois, Iowa, 
Wisconsin, Michigan and Nebraska 
Chicago 

SALESMEN AND STORES WANTED to sell check stub holders, cracker 
jack letter opener and letter sealer. E. A. Marks, Box 108, Chelsea, Mass 


REPRESENTATIVES WANTED 
KEPRESENTATIVE WANTED by manufacturer of complete line of dupli 
cating supplies now traveling all or part of the states of Nebraska, South 
Dakota, North Dakota, Minnesota, Iowa, Wisconsin, Illinois, Indiana, 
Michigan and Ohio. Address Y-211, care Office Appliances, Chicago 
iF YOU SELL DIRECT to offices you can sell our high grade Typewriter 
Specialty profitably Liberal profit on each sale Protection given 
Quickly becomes a major line. Write for details giving territory you cover 
Address Y-216, care Office Appliances, Chicago 
MANUFACTURER OF MEDIUM priced office desks seeks representative 
for Texas. Prefers salesman well acquainted with office furniture dealers 
Would like to hear from some one now selling steel files, but that will 
not be essential to man having other requirements. Send complete infor 
mation to Y-217, care Office Appliances, Chicago 
NATIONALLY KNOWN staple manufacturer desires exclusive representa 
tive for Chicago territory for sale of products of two factories to con 
sumers. Good profits. Address Y-218, care Office Appliances, Chicago 


EXECUTIVES WANTED 
SERVICE EXECUTIVE WANTED: Victor Adding Machine Company, 3900 
N. Rockwell, Chicago, invites application from high class Service Executive 
to assume charge of its national service program, operating from Home 
Office. Must be skilled mechanic, and experienced and fully competent 
in executive work of handling service matters, and of promotion and con 
stant building up of national service structure 


PATENT ATTORNEY 
PATENT ATTORNEY, specializing in office 
Address ©. A. Gustafson, P. O. Box 707, 
Washington, D. C 


State Tax Laws create immense demand for simplified record 


businessman must have to protect himself against fines and 
or 


calling on retail and wholesale trade in 
North Dakota, South Dakota, Minnesota, 
Address Y-212, care Office Appliances, 


equipment and appliances 
Benjamin Franklin Station 


BUSINESS OPPORTUNITIES 


WANTED Proven articles of merit for stationery 
tory use Exclusive royalty only. Our progressive 
merchandising facilities established over ten years can help you 
Y-215, care Office Appliances, Chicago 

AMERICAN PATENT RIGHTS or licensing arrangements available for 
inexpensive binding device for pocket notebooks Papers held in leather 
1 other cover by means of special clip binder. An article of merit which 
offers excellent opportunity to some manufacturer with established dis 


trade, office and fac 
manufacturing and 
Address 


tribution among stationers in the United States and Canada Address 
Y-219, care Office Appliances, Chicago 

FOUNTAIN PEN REPAIRING 
ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904 
Standard Prices—regular trade discount All work guaranteed Prompt 


Send a 
Chicago 


saves postage and time 


service. Send all makes to one place 
State St., 


trial package today Welty Pen & Repair Co., 38 8 
FOR SALE AND WANTED TO BUY 

BOOKKEEPING AND BILLING MACHINES—Specializing in Burroughs, 

Moon Hopkins, Elliott-Fisher and National Accounting Machines—Bought 

Accounting Machines Corporation, 343 S. Dearborn St., Chicago 

Adding Machines, all office 
} So. Dear 


and sold 
ELLIOTT-FISHER MACHINES, Typewriters, 
equipment, bought and sold. Chicago Office Appliance Co., 53: 
born, Chicago 

ELLIOTT-FISHER billing and bookkeeping machines, also all office ma 
chines, bought, sold and rebuilt. Teeter-Warsh Co., 309 W. Kilbourn 
Ave., Milwaukee, Wisconsin 








‘ 


MH TORER ) 


FOR SALE AND WANTED TO BUY (CONT'D) 
ELLIOTT-FISHER MACHINES, Typewriters, Adding Machines, all of 
fice equipment bought and sold. W. J. Crowley Company, 434 Caswell 
Bidg., Milwaukee, Wisconsin 
BILLING AND BOOKKEEPING MACHINES, late models Elliott-Fisher, 
Underwood, Burroughs, etc., bought and sold Maloney, Gilmore Co., 
908 8. Dearborn St., Chicago 
WANTED BURROUGHS Bank Bookkeeping Machines Class 2306 & 1300 
Chattanooga Typewriter Co., Chattanooga, Tenn. 

WANTED, Burroughs Duplex 9 and 11 bank, any type carriage, serials 
over 700,000. Frank E. Wilber Co., 595 Market St., San Francisco, Cal 
DALTON ADDING AND BOOKKEEPING Machines sold, exchanged, re 
paired, overhauled, rebuilt. Will buy Underwood Fanfolds, Comptometers, 


juote prices, serial numbers, models Peter Paul Mechanical Service, 
136 South Dearborn, Chicago 
VISIBLE EQUIPMENT Bought and Sold Established over ten years 


ind the first concern to deal exclusively in all 
equipment. Special attention to dealers 
iO1 Broadway, New York 

FOR SALE 1,000 Duplex IVI panels for 444°’ and 5’’ card, 500 8°’ panels 
$1.00 each in lots of 25. Visible equipment, all makes, dictating. ad- 
dressing and duplicating machines bought and sold Hanover Office 
Equipment Co., 80 Greenwich St., New York City 


makes of visible filing 
Commercial Card System Co., 


7 
WANTED: Kardex, Acme, Postindex, 


Remington $23 Bookkeeping Machines 
Broadway, New York. 


Comptometers (Models F-H-J), 
Universal Office Equipment, 396 





DICTAPHONES, EDIPHONES, SUPPLIES headquarters — machines 
bought, sold—Wholesale, Retail—Write us. Chicago Dictating Machine 


Co., 19 8. Wells St., Chicago 
DICTAPHONES, EDIPHONES—rough or rebuilt 
Increase your sales and profits—write us American 
Co., 1141 Broadway, New York City. 
WILL BUY Line-A-Time Copyholders regardless of condition. You can 
take them in trade for desks and other equipment. We pay you cash 


special prices to dealers 
Dictating Machine 


Modern Office Appliance Company, 53 Park Place, New York 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers 
Folders, Typewriters, Adding Machines. Write for FREE Money Making 
Circular. Pruitt, 527 Pruitt Bidg., Chicago. 

CHECKWRITERS. 100% Rebuilt. All makes in stock. Repairs. Parts 


for all machines. Send for catalogue. 
Park Place, New York 


Check Protector Corporation, 53 
I 


Export Statistics by United States Department of Commerce 


United States Exports of Typewriters, et ney | Machines, 








Typewriter Ribbons, Carbon Paper and Office Forms, 
June, 1935 
7774 7775 
7770 7772 Used and Type- 
Standard type- Portable type rebulit writer 
writers, new, writers, hew typewriters parts, 
‘ountries No Value. No Value No Value Value 
\ustria $2 $ 3,015 169 $ 4,161 158 $3,712 $ 114 
Azores and Madeira 
Islands 1 144 
Belgium 75 13,49 17¢ 4,919 1,208 
Bulgaria 
Czechoslovakia i R5 5, 67 9 256 99 
Denmark 38 1,128 200 62 
Estonia .. 18 1h 
Finland . 0 1,248 49 1,170 137 
France N77 19,710 0 907 729 
Germany 53 4,627 239 
Gibraltar 4 4 14 409 
Greece 1 24 4 70 
Hungary 20 0 588 
Irish Free State : 40 2,141 
Italy . , 82 ; 27 11 550 84 
Latvia . 2 106 : 
Lithuania 24 1,548 44 1,495 
Netherlands 165 11,217 (28 22,137 06 8,975 92 
Norway 162 9,968 168 5,166 118 3,720 212 
Poland and Danzig 33 2,416 230 5,925 7 290) 941 
Portugal nt 2,466 26 864 eces 
Rumania .... l 61 20 840 
Spain ... 288 20,817 201 6,310 199 5,526 49 
Sweden 65 4,268 479 16,881 59 2,07 783 
Switzerland 190 13,966 681 21,685 12 0 95 
United Kingdom 2.098 134,969 1,125 27.969 271 6,327 &. 800 
Yugoslavia l 733 129 4,644 
Canada 14 7,969 153 5,161 114 3,022 35,995 
British Honduras : 1 50 
Costa Rica l 610 
Guatemala 12 642 18 5OS . 
Honduras 2 1,751 18 5 7 4 20 
Nicaragua 2 124 7 455 3 4! 31 
Panama 5 2,298 12 509 17 ’ 126 
Salvador 4 335 44 
Mexico s 23,050 27 9,569 158 5,209 175 
Newfoundland and 
Labrador 2 150 is 4S¢ 
Bermuda . 70 
Barbados 
Jamaica . 7 ps4 54 
Trinidad and Tobago ll 749 1 a 7s 19 
Other British West 
Indies . 2 138 25 ‘ 
Cuba 49 21,524 87 2,888 70 2,755 1,698 
Dominican Republic 7 42 77 
Netherland West Indies 2 142 17 637 1 4 J 
French West Indies 1 86 . ‘ 
Argentina ... 325 23,051 mM 1,713 91 3,147 416 
Bolivia . tS 2,789 12 380) 30 
Brazil . oe 629 42,0089 197 7.667 22 S08 27 
Chile 4 254 18 458 55 1,94 91 
Colombia ” 6,70 77 2,791 5 184 190 
Ecuador . l 14 18 61¢ t if 8 
British Guiana . H 234 6 27 
Surinam .. se 200 | 127 
French Guiana . 4 177 7 
PUNE scecce , 54 3,848 16 53 15 528 380 
Uruguay . 2h 1,4) 2n 694 
Venezuela .. ; 3,291 41 1,400 7 12 
Aden ... pee 2 158 Ss 268 1 47 
British India oie 51,999 214 7,19 lf 10,906 91 
British Malaya be 1,720 85 2,92 6 
Cevion ° ° 7 474 64 2,089 60 
Cee wese 2s 1,612 58 1,921 67 1,838 0 
Netherland India ‘t 6,635 132 3.880 2 on 9 
French Indo-China 51 2.260 20 502 
ifong Kong ! 914 40 1,440 10 Ss 
Iraq ‘ 15 1,050 108 
Japan ‘4 8.552 126 5,392 203 5,920 154 
Kwantung 7 2,195 S 222 
Palestine 8 2,725 15 540 5 1h 16 
Iran Ss 560 ‘ 29 
Philippine Islands 8 oo 69 2,671 147 4,616 x0 
Siam oes 920 sees eses 2 60 0 
Syria . l 64 4 128 ¢ 188 
Turkey . 23 1,681 42 1,612 : 
Australia 529 31,376 401 9,587 5 156 $11 
British Oceania 6 216 ° 
French Oceania 1 165 8 2 R54 
New Zealand 27 1,667 . 14 427 18 
Belgian Congo 4 26 il 25 
British East Africa 2 140 12 4 ¢ 1% 67 
Union of South Africa 17 14,825 64 2,110 7é 2,961 569 
Other British South 
Africa . ‘ 624 1 40 
Gold Coast ; 12 ays ° 
Nigeria 229 7 279 
Egypt 7 2.442 30 97 _ 




















MULTIGRAPH RIBBONS  re-manufactured Duplicator inks and type 
writer ribbons. Established over 10 years Write us, save money 
Lewis Co., 953 N. 4th St., Milwaukee, Wis 
7774 7775 
7770 7772 Used and Type 
Standard type- Portable type rebulit writer 
writers, new writers, new typewriters. parts 
Countries No Value No Value No Value Value 
Algeria and Tunisia 25 1,754 5 175 : 3h 
Madagascar ..... nee 6 20 l 36 3 93 
Other French Africa 17 #28 22 619 . 
Italian Africa ..... : 10 re 6 216 6 285 
SO Sa — 2 240 
Morocco ..... sau 6 ; 122 
Mozambique .. nowee ) 270 l 43 
Other Portuguese Africa 6 223 
Canary Islands .. 11 772 12 +) 
Other Spanish Africa 225 17 27 1,482 
Total 9,470 $615,208 8,025 $254,751 1.066 $93,444 $55,048 
Shipments to 
Hawaii ... 72 $5,336 83 $3,051 80 $885 $39 
Puerto Rico . 2S 1,920 16 580 1h 247 40 
Virgin Islands 2 129 
Dupli- 
cating 
4750 ma- 
Filing folders, chines 
index cards, 9392 9395 parts, 
and other Carbon Typewriter supplies 
office forms. paper ribbons for 
Countries Ib Value Lb Value, Doz Value Valu 
Austria 1 §$ 2 
Belgium i” & 1] 67 403 235 $ 614 §$ 2,042 
Czechoslovakia 107 23 9s Rv) 87 184 . 
Denmark me ‘ sone even 191 
Finland ae 95 ey 
France 80 37 ' 339 240 878 
Germany aeyrne 536 945 - - 60 216 75 
Greece. . , ; oes 318 446 81 238 968 
Hungary ... : 33 22 eee 
Iceland .. . 178 41 eves ese 
Italy ... $80) 280 58 44 2,166 
Netherlands : 17 80 668 314 1,695 
Norway “ 60 48 865 847 367 
Portugal .. 78 22 ° 
Spain ... ‘ 210 240 3 
Sweden .. 74 2.987 2,054 305 
Switzerland sug 879 814 115 
United Kingdom 475 },645 5,180 5509 
Canada : 4,553 4,898 2,177 5,120 
Costa Rica 16 3 16 18 
Guatemala 571 53 141 
Honduras 1,090 52 
Nicaragua 78 59 - 
Panama 653 1 549 212 
Salvador 183 207 ann 
Mexico 906 159 1,234 
Newfoundland and 
Labrador 1,258 287 79 32 
Bermuda 811 540 
Jamaica 1,103 i383 142 117 1 234 
Trinidad and Tobago 389 140 
Other British West 
Indies f 1 
Cuba we . 2. 79 2,734 2.136 444 M7 128 
Dominican Republic 31 01 245 6 22 18 
Netherland West Indies 258 12 5 os 41 
Haiti, Republic of 164 35 40 = 
Argentina .. . ee oses 2 16 865 
Bolivia 7” 39 289 I Rn 270 on 
42 193 356 216 507 73K 
CRD .cosese 20 14 Sil 3 9 257 
Colombia 2.3 827 514 408 1,040 88 
Ecuador . 582 82 oe ee ee 
British Guiana 760 228 1 4 . 
Paraguay 247 iT . aaa 
PUNE cecess 1,595 445 R59 1,007 256 
Uruguay 111 60 360 200 392 
Venezuela . 656 421 783 1,470 326 
Aden . ‘ 10 7 
British India 75 ‘7 3,187 1,779 610 
British Malaya - eee ° 
Ceylon ..... ‘ on 55 
China ... 6,131 1,582 2,876 229 
Netherland India 75 37 66 420 
Hong Kong .... 394 , 
Japan ...ce-- 864 418 12,739 67 284 366 
Kwantung - : 280 
Palestine ... . 288 66 174 eves 
Philippine Islands i770 li7 3,780 1,719 72" 1,282 29h 
SOBER cccccccs ; 125 301 eee 
GED. cocece 179 ‘4 sees 
BU scccccse 11 7 aa 
Other Asia ..... 208 78 . one 
Australia ...... 33 41 8,519 2,003 241 752 2,828 
British Oceania 2 1 > 
French Oceania 3 27 o% 
New Zealand ... 102 24 150 73 ll 59 
Belgian Congo ... 105 29 agee eee eves ope 
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Cxechos 197 
Denmark , Y : a5 
Finland s 1,22 
France 24,228 0 7,591 
Germany ! ‘ 6,72 
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PATENTS 


Copies of patents shown here can be obtained 

from_the Commissioner of Patents, Washington, 

C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





Design Patent No. 96,643. William H. Bond, Jr., 


East Grand Rapids, Mich. (assignor to American 
Seating Company, Grand Rapids, Mich., a corpora- 
tion of New Jersey). Serial No. 56,703. 

2,010,950. Fountain pen. Francis D. Hardesty, 
Ferndale, Mich. Application April 21, 1933. Serial 
No. 667,139. 

2,011,040. Fountain pen desk set. William R. 
Cuthbert, Fort Madison, lowa (assignor to W. A 


Sheaffer Pen Company, Fort Madison, a cor- 


poration of Delaware). Application April 20, 1935. 
Serial No. 17,452. 
2 011,092. Type bar and holder therefor. William 


Uhi and Gordon W. Wolfe, Rochester, N. Y. (as- 


signors to The Todd Company, Rochester, N. Y., a 
corporation of New York). Application Dec. 14, 1932. 
Serial No. 647,172. 

2,011,104. Manifo'ding means for tyoewr'ters. Ray- 


mond L. Gillson, Cincinnati, Ohio. Application May 


2, 1932. Serial No. 608,636. 
2,011,195. Adjustable scriber for lettering. Adolf 
W. Keuffel, Montclair, N. J. (assignor te Keuffel & 


Esscr Company, Hoboken, N. J.. a corporation of 


New Jersey). Application May i7, 1933. Serial No. 
671,465. 
2,011,270. Pencil tead. Isidor Chesler, West 


Orange, N. J. (assignor to The Eagle Pencil Com- 
pany. New York, N. Y., a corporation of Delaware). 


Application July 6, 1934. Serial No, 733,979. 
2 011,274. Calculating machine. Cari M. F. 
Friden, Piedmont, and Gustav Lerch, Oakland, Calif. 


(assignors to the Marchant Calculating Machine Com- 
pany, Emeryville, Calif.. a corporation of California). 
Application Feb. 8, 1930. Serial No. 426,921. Re- 
newed July 17, 19 

2.011.306. Control of printing means for adding ma- 
chine. Oscar J. Sundstrand, Bridgeport, Conn. (as- 
signor to the Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of ee Application 
. 1933. Serial No. 704, 

2,011,356. Bookstack. John aid Ford, Wash- 
ington. D. C. Application Aug. 25, 1932. Serial 
No. 630,470. 

2,011,625. 
New York. N. Y. 
Athens, Ohio, a corporation of Ohio). 
Feb. 5, 1935. Serial No. 709,731. 

2,011,639. Fountain pen desk set. 
nesson, Berwick, Penna. Application July 20, 
Serial No. 891,265. 

2,011,679. Card 
Stanley B. Freiberg. 
Dec. 12, 1928. Serial 

2,011,700. Typewriter. 
N. J., and Claude T. Rice, 
signors to the said Claude T. Rice). 


Writing board. Edward J. Gerety, 
(assignor to The McBee Company, 
Application 


Karl Y. Johan- 
1933. 


tray construction and guide. 
Cincinnati, Ohio. Application 
No. 325,589. 

Raiph Atti, Union City, 
Brooklyn. N. Y. (as- 
Keptication Aug. 


24, 1931. Serial No. 558,896 

2 011,708. Duplicator. Charles H. Bradt. Groton, 
N. Y. (assignor to L. C. Smith & Corona Typewriters 
Inc., Syracuse, N. Y., a corporation of New York). 
Application Feb. 24, 1934. Serial No. 712,720. 

2.011.759. Typewriter keyboard. Herbert E. Frost, 
Floral Park. N. J. Application Nov. 26, 1932. Se- 
rial No. 644,526. 

2,011,879. Multipocket brief case and portfolio. 
Leo Stein, Chicago, 111. Application June 14, 1934. 
Serial No. 730,555. Divided and this application Feb. 
27, 1935. Serial No. 730,555. 

2,011,887. Apparatus for obtaining variable spacing 


for typewriters and the like. William Oscar Bell, 
Chicago, Ill. (assignor to Oscar H. Loomis, Chicago, 


i.). Application March 3, 1932. Serial No. 956,551. 
2.011.898. Stencil paste. John W. HWliff, Ridley 
Park, Paul Robinson, Lianerch, and William White- 
searver, Rutledge, Penna. (assignors to E. |. du 
Pont & Company, Wilmington, Del.. a corporation of 
Delaware). No illustration. Application May 2, 

1930. Serial No. 449,352. 
2,011,945. Magnifying device. Walter E. Mathi, 
Application Aug. 4, 1932. Serial No. 


Oakland, Calif. 
683,651. 


2.011.991. Means for feeding sheets of paper, etc., 
to typewriting machines. Lugi Armanni, Clerkenwell, 
London, England (assignor to Charles Samuel Maurice 


Gabriel, London, England). Application May 6, 
1933. Serial No. 669,757. In Great Britain, May 10, 
1932. 

2,012,001. Means for facilitating the training of 
typists. Alexander H. Fairchild. Birmingham, Ala. 
(assignor of one-half to George M. Lemmon, Home- 
wood, Ala.). Application May 19, 1932. Serial No. 
612,174, 

2,012,035. Sway type partition and drawer. James 


R. Clark, Rochester, N. Y. (assignor to the Yawman 
and Erbe Manufacturing Company, Rochester. N. Y., 
a corporation of New York). Application Aug. 16, 


1934. Serial No. 740,046. 
2,012,058. Rubber band package. Kenneth R. 
Shaw, Easthampton, Mass. (assignor to Easthampton 


a cor- 


Rubber Thread Company, Easthampton, Mass., 
1930. 


poration of 7 [rnnaed Application May 5, 
Serial No. 449,815. 

2,012,105. Duplicator, Alfred Machey. La Grange. 
it. (assignor to Ditto. Inc.. Chicago, Il1., a corpora- 
tion of West Virginia). Application June 13, 1932. 
Serial No. 616,986. 

2,012,282. Platen roll for typewriting machines. 
Albert W. Metzner, Dayton, Ohio (assignor to The 
Standard Register Company, Dayton, Ohio, a corpora- 
tion of Ohio). Application Sept. 11, 1933. Serial 


No. 688,936. 
2,012,320. Calculating machine. Ernest Racz, De- 
troit, Mich. (assignor to Burroughs Adding Machine 


Company, Detroit, Mich., a corporation of Michigan). 
Application April 8, 1933. Serial No. 665,057. 
2,012,330. Listing calculating machine. Hand 
Widmaier, Munich-Harlaching Germany. Application 
Hee 1930. Serial No. 474,946. In Germany May 


2,012,453. Safe and vault protective device. Alex- 
ander Lowry and Robert B. Reynolds, Pittsburgh, and 
John W. Young, Ben Avon, Penna. (assignors to Fed- 
eral Laboratories. Inc., Pittsburgh, Penna, a corpora- 
tion of Pennsylvania). Application March 28, 1930 
Serial No. 439,641. 
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2,012,524. we supply carrier for typewriting ma- 
chines. Tim Thrift, Elmira, N. Y. (assi ry to 
American Sales Book Company, Eimira, N. Y., a cor- 
poration of ed Application ‘July 28, 1931. 


Serial No. 553,557 

_ 2,012,526. 
liam B. Whitmore, Chicago, Iti. 
Inc., a corporation of West ay yam 
March 30, 1933. Serial No. 663,581 

2,012,604. Device for moistening gummed surfaces. 
Otto M. Gillner, Rockville Centre, N. Y. Application 
March 2. 1934. Serial No. 713,639. 

2,012,670. Postage meter. Luther L. Mack, South 
Pasadena, Calif. (assignor to U. S. Postage Meter Cor- 
poration, a corporation a Delaware). Application 
. 1930. Serial No. 468,420. 

2,012,857. Re-inforced éremer construction. Sol 
Scheinman, White Plains, and Jacob Mandel, Brook- 
lyn, N. Y. Application April 30, 1933. Serial No. 
666,895. Divided and this application April 3, 1935. 
Serial No. 14,519. in Canada April 14, 1934, 

2,012,972. Securing means for printing forms. 
Hen C. Osborn, Cleveland, Ohio (assignor to The 
Multigraph Company, Cleveland, Ohie, a corporation of 
} y ~~ Application Nov. 15, 1933. Serial No. 

2,012,983. Display rack. James E. Bales, Aurora, 
ill. (assignor to Lyon Metal Products, Incorporated, 
Aurora, Ill., a corporation of Illinois). Application 


Stencil and inking device therefor. Wil- 
(assignor to Ditto, 
Application 


Feb. 1, 1934. Serial No. 709,285. 
2,013,097. Paper fastener. Atti N. Hanna, Newark, 
N. J. Application Sept. 7, 1934. Serial No. 703,043. 


2,013,153. Card filing device. David E. Hunter, 
Muskegon, Mich. (assignor to The Shaw-Walker Com- 
pany, Muskegon, Mich.. a corporation of Michigan). 

1934. Serial No. 742,533. 


Application Sept. 4, 
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2.0135 72 2,013,259 
2,013,253. Adjustable copyholder. Henry 1. Rich- 
ards, Washington, D. C. pplication May 31, 1933. 
Serial No, 673,750. 
2,013,259. Gravity duplicator. Ludwig W. Wagner, 
Chicago, II. (assignor to S. Eugene Miller, Aurora, 
1.). Application April 29, 1933. Serial No. 668,614. 


2,013,280. Music printing device. Earl Maze, Fort 


vere, Ind. Application Aug. 6, 1934. Serial No. 
2.013.416. Snap ring loose leaf binder. Arthur 


w. 
McClure, Syracuse, N. y- (assignor to McMillan Book 
Company, Syracuse, N. Y., a secpereteon of = York). 
Application May 12, i934. No. 725,32 
2,013,542. Desk top. Henry P. eae, Grand 
Rapids, Mich. (assignor to American Seating Com- 
pany, Grand Rapids, Mich., a corporation of New 
¥. Application Aug. 4, 1934, Serial No. 


ersey 
738,463 

2,013,552. Loose leaf binder. James C. Dawson, 
Webster Groves, Mo. (assignor to Elma N. Dawson, 
Webster Groves, Mo.). Appiication Jan. 12, 1934, Se- 
rial No. 706,397. 

2,013,571. Guide for hand duplicators. Porter H. 
Mason, Norfolk, Va. (assignor to The Multistamp 
Company, Norfolk, Va., a corporation of Virginia). 
Application Nov, 4, 1933. Serial No. 696,725. 

2,013,579. Sheet making machine. Christian Paul- 
sen, Clifton, N. J. qa s to Boorum & Pease Com- 
pany, Brooklyn, N. Y., poration of ny! pareay. 
Application April 13, i934. Serial No. 720,4 


2.013.584. Process of making pencil leads. Erich 
Schwanhausser, Nuremberg, Germany. No ittustra- 
tion. Application Nov. 19, i931. Serial No. 576,221. 


in Germany Nov. 19, 1930, 














Officers and Directors of the 


National Typewriter and Office 
Machine Dealers Association 


1935—1936 


Seated, left to right: James P. Ward, Sr., Shipman-Ward Manufac- 
turing Company, Chicago; G. S. Cambias, G. S. Cambias Typewriter 
Exchange, New Orleans, La.; C. Elmer Anderson, Anderson Typewriter 
Company, Pasadena, Calif., vice-president; Theodore Schafer, United 
Typewriter Company, New York, N. Y., president; Elmer Young, 
Young Office Equipment Company, Chicago, treasurer, and Mrs. 
Jessie I. Taylor, Globe Typewriter Exchange, New York, N. Y. 

Standing, left to right: C. O. Scott, retiring secretary; W. H. Wolo- 
witz, United Typewriter & Adding Machine Company, Washington, 
D. C.; W. T. Corney, Thomas & Corney Typewriters, Ltd., Toronto, 
Canada; Harry E. Russell, Office Equipment Company, Des Moines, Ia. ; 
James Erback, General Adding Machine Corporation, Newark, N. J.; 
W. F. Clausing, International Typewriter Exchange, Chicago, III.; 
C. J. Dean, Dean Typewriter Sales Company, Detroit, Mich.; R. H. 
Preston, Preston Typewriter Company, Knoxville, Tenn., and Jack 
Mitchell, The Mitchell Typewriter & Office Equipment Company, 
Pontiac, Mich. 


(See page 24) 
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APPLIANCES 


THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


THE TYPEWRITER AND OFFICE MACHINE MEN’S CONVENTION 


Elsewhere in this number is presented a full report of the tenth annual 
meeting of the National Typewriter and Office Machine Dealers Association. 

The convention was held under almost ideal conditions and surround- 
ings. Headquarters were located in the Mayflower hotel, Washington, D. C., 
one of the world-famous centers of political and industrial convocations. 
Being held during the last days of August, it was expected that the weather 
would be hot and oppressive, but to the happy surprise of visitors, the tem- 
perature was mild and delightful. 

The achievements of the convention will, we believe, not only be of real 
value to the industry but will enhance the prestige and increase the in- 
fluence of the organization. 

Dues were advanced, and the Board of Directors was charged with the 
duty of appointing a paid secretary at a salary which would enable him to 
devote all his time to the interests of the association and its members, and 
to increasing the membership. 

The convention selected a representative staff of officers—all able men 
of long experience and sound understanding of the business. 

Kansas City, Mo., was selected as the 1936 meeting place, and it was 
suggested that the time be about the middle of June. 

Plans and policies will be formulated regarding discounts, beneficial 
arrangements, etc., as incentives to increase the membership of the asso- 
ciation and advance the interests of the industry. 

The excellent work done by William H. Wolowitz and his National Con- 
vention Committee, as well as that of other individuals and committees, 
was worthy of the praise and thanks accorded by the convention. 


+ Oe + 


NATIONAL STATIONERS CONVENTION TAKES UP 
IMPORTANT SUBJECTS 


As this issue of Office Appliances goes to press the thirtieth annual con- 
vention of the National Stationers Association at Kansas City, Mo., ap- 
proaches. The meeting will commence on October 7 and the concluding 
session will occur on the tenth. 

This convention will be distinguished by the addresses of prominent 
speakers and by the practical importance of the subjects which will find 
a hearing. 

Present as the quest of the association will be G. Stewart Vivian, former 
Chairman of the Council of the Stationers Association of Great Britain 
and Ireland, who will discuss the association methods and achievements 
of the British organization. 

Kansas City, located near the geographical center of the United States, 
is a famous railroad center, and is noted for its modern architecture, its 
fine homes and office buildings, its parks, and all the things which make 
for progress and comfortable living. It is the front door of the great south- 
west, and partakes of the vigor and hospitality of the people of that section. 

One of the topics which will come up for consideration is the California 
Fair Trade Act, and a considerable delegation from California is expected 
to be present to explain the purposes of the Act. The N. 8. A. Measure- 
ment plan and the N. 8. A. yardstick will receive attention. Many other 
subjects will be discussed and a large attendance is expected. A full out- 
line of the program will be found elsewhere in this issue. 
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R. A. Maish 


Vice-President and Chairman 
Manufacturers’ Division 





R. C. Moore 
Vice-President and Chairman 
Field Division 











J. O. Davis 
Vice-President and Chairman 
Manufacturing Stationers’ 
Division 





(Portrait of B. J. Bristoll, Vice-President 
and Chairman, Office Furniture and Office 
Outfitters’ Division, Appears on Page 16) 














C. P. Garvin 
President Secretary and 
General Manager 


H. A. Morgan 


Thirtieth Annual Meeting May Be 

the Biggest Gathering of Stationers 

in the History of the Organization 

—Several Perplexing Problems Will 

Be Ironed Out—Kansas City a Place 
of Beauty 


ITH a blanket invitation issued to all commercial stationers 

regardless of their membership in the organization, the thir- 
tieth annual convention of the National Stationers’ Association 
in Kansas City is expected to bring out one of the largest crowds 
of delegates in the history of the industry. 

From practically every section of the country stationers have 
signified their intention of attending the convention. From the 
North, South, East and West reservations for rooms have been 
received at the Hotel Muehlebach while the Kansas City Cham- 
ber of Commerce has worked day and night providing adequate 
accommodations for the visitors in other hostelries in case of an 
overflow at the Muehlebach. 

Many railroads have matched the hospitality and helpfulness 
of the Kansas City people by providing special trains and excur- 
sions rates to “The Heart of America.” Even air lines and busses 
report heavy travel to the place where, in the words of associa- 
tion leaders, the nation’s stationers are going to “work it out for 
ourselves.” 

The convention will open Monday, October 7, but on Sunday 
there will be a meeting of the National Executive Committee with 
President H. A. Morgan, presiding. That meeting is slated for 
10 a.m., with another meeting of the Board of Control set for 
2 p.m. It is expected that a number of past presidents and offi- 
cers will attend the latter gathering. At 4 o’clock Sunday after- 
noon there will be a meeting of the Banquet Gridiron and Enter- 
tainment Committee whose duty it will be to take care of a 
very interesting program of entertainment for the visitors. 

Monday morning will see a meeting of the Executive Com- 
mittee of the National Council of Manufacturers and Distribu- 
tors of Commercial Stationery and Office Outfittings. There will 
also be meetings of local associations and of the Steering Com- 
mittee. 

In the afternoon the first general session will be held with an 
address of welcome and reports of committees, report of the pres- 
ident and the general manager and addresses on prison-made 
goods, chain store competition, trade relations and other impor- 
tant subjects. 

It is gratifying to announce that one of the prominent speakers 
at the convention will be G. Stewart Vivian, former Chairman 








W. E. Stockett, Jr. 
Treasurer 


Edward Wobber 
Vice-President and Chairman 
District and Wholesalers’ 
Division 


of the Council of the Stationers Association of Great Britain and 
Ireland, and delegate from that organization to the thirtieth an- 
nual convention of the National Stationers Association. Mr. Vi- 
vian will be the guest of the association. 

Another feature of the convention will be the presentation of 
the legislative pattern in order that all persons present shall have 
before them in graphic form an outline of the legislation passed 
by the last Congress and approved by the President. 

Intensive consideration will be given to the California Fair 
Trade Act and to California Assembly Bill No. 1870, defining what 
is cost and making it illegal to sell goods below that figure. Plans 
will be made to secure unity of effort in states having fair trade 
acts, and committees will be appointed to encourage the passage 
of such acts in all the states of the Union. A large delegation 
will be present from California to explain the workings of the Act 
and give the views of dealers with reference to it. 

The NSA Measurement Plan and the NSA Yardstick will be 
presented to the convention in their up-to-date form. Imme- 
diately after the convention important services will commence to 
function under the NSA Yardstick. 

Among the distinguished speakers will be Charles F. Collisson, 
farm editor of the Minneapolis Tribune, who will speak on “The 
Road Back to Prosperity,” emphasizing the influence of “the cow. 
the sow and the little red hen.” 

At 9 o’clock Monday evening there will be a meeting of dealers 
to be followed by dancing at 9:39. 

Two scheduled executive meetings will utilize all of Tuesday, 
one for the distributors and the other for the manufacturers. Both 
meetings will devote themselves to overcoming obstacles and iron- 
ing out problems which must be hurdled and smoothed out before 
the convention ends. 

In the morning session of Wednesday there will be a conference 
of association members. Members only will be admitted to this 
conclave where will be considered certain work of the Association 
now being developed for the members themselves. Admission will 
be by card. 

Wednesday afternoon will witness the second and last genera) 
session of the convention. President Morgan will preside and 
there will be a number of addresses on interesting subjects and 
the reading of committee reports. The big event of the day will 
be the thirtieth annual banquet, held that evening with the Com- 
mercial Stationers Gridiron. 

Committee meetings and a meeting of the new board of gov- 
ernors will be held Thursday morning. The balance of the day 
will be devoted to a golf tournament. 


Points of Interest In and About Kansas City 


Delegates who have never before visited Kansas City will have 
their time cut out attempting to see all of the places of interest 
of which the residents are justly proud. First and foremost there 
is the modern downtown district with its skyscrapers. There is 
the beautiful Kansas City Art Institute, the famous Ivanhoe 
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Masonic Temple, the parks, old world statuary and the 
charming residential districts. 

The lakes, with their paved shoreline roadways, club 
houses and bathing beaches will prove strong attrac- 
tions for the visitors as will Swope Park, the city’s 
greatest and most renowned public recreational place. 
More than 1300 acres of landscaping, grand old trees 
and handsome buildings comprise this playground 
Tennis courts, public golf course, picnic grounds and a 
zoo complete the picture. 

Other rare and outstanding sights for visitors are the 
Fairfax Airport, Liberty Memorial, Santa Fe trail mark- 
ers, Kansas City-Horner Conservatory of Music, Indian 
Scout Monument, Fort Leavenworth and Fairyland, 
said to be the largest amusement park in the West. 

One of the cities which is already making bids for 
the 1936 convention is Grand Rapids, Mich., and a 
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strong delegation of stationers and others from the 
Michigan furniture capital will forward the claims of 
that city. 


CONVENTION PROGRAM 
SUNDAY, OCTOBER 6, 1935 


Meeting National Executive Committee, Convention. 
Headquarters, President H. A. Morgan, presiding. 

Meeting Board of Control, Room No. 4, President H 
A. Morgan presiding. 

Note:—Board of Control consists of Governors, Of- 
ficers and Executive Committee, Past Governors and 
Officers are invited to attend this meeting. 

Meeting of the Banquet Gridiron and Entertainment 
Committee, Room No. 3 


MONDAY, OCTOBER 7, 1935 


Morning Conferences 


Executive Committee of the National Council, Room 
No. 4, R. A. Maish presiding. 

Meeting of Local Associations, Music Room, Harold J. 
Hampton, Secretary of Stationers Club of Indianap- 
olis, presiding. 

Meeting of Steering Committee, Convention Head- 
quarters, Charles P. Garvin presiding. 


Afternoon Session 
First session of the Convention, Ball Room, Presi- 
dent H. A. Morgan presiding. 
President appoints Sergeant-at-arms. 
Will Reuter, Chairman of Local Committee, intro- 
duces H. E. Boning of the Kansas City Chamber of 


Commerce. 
Address of Welcome by William Pitt, Kansas City. 


Oo. 

Response to Address of Welcome by A. L. King, 
President Boston Stationers Association, Boston, 
Mass. 

Address by G. Stewart Vivian, former Chairman of 
Council, Stationers Association of Great Britain and 
Ireland. 

Report of President H. A. Morgan, Stationers Cor- 
poration, Los Angeles, Calif. 

Address on Trade Relations by Harold J. Hampton, 
Indianapolis Office Supply Co., Secretary of Station- 
ers Club of Indianapolis. 

Address on California Fair Trade Act by Edward 
H. Wobber, Wobber’s, Inc., San Francisco, Vice Presi- 
dent Distributors and Wholesalers Division. 

The Cow, the Sow and the Little Red Hen and 
Their Effect on Business by C. F. Collisson, Minne- 
sota Tribune, Minneapolis, Minn. 

Report of General Manager. Charles P. Garvin. 

Report of Treasurer, W. E. Stockett, Jr., Stockett- 
Fiske Co., Washington, D. C. 

Report of Auditor. Woodson P. Waddy, Everett 
Waddey Co., Richmond, Va. 

Naming of Convention Committees: 

a. Steering Committee 

b. Budget Committee 

c. Resolutions Committee 
d. Nominations Committee 
e. Credentials Committee 





OCTOBER, 1935 








P. T. Pearce 
Governor 
District No. 9 


W. C. Northern 
Retail Director 
District No. 9 


f. Necrology Committee 
g. Classifications Committee 
h. Special Committees 

New Business. 

Evening Session 

Dealers’ Executive Meeting, Chairman Charles P. 
Garvin. 

Dance and Musical Entertainment by the Kansas 
City Stationers at the Hotel Muehlebach. 

TUESDAY, OCTOBER 8, 1935 
Distributors will meet in the Ball Room under the 
joint Chairmanship of Harry A. Morgan, President Na- 
tional Stationers Association and Edward H. Wobber, 
Vice President Distributors and Wholesalers Division. 
Among the subjects that will be discussed will be: 

The Fair Trade Acts. 

California Assembly Bill 1870. 

The Business Furniture Situation After NRA. 

Local Associations and Their Work. 

The trend of Manufacturer-Dealer Discounts and 
What to Do About It. 

Competitive Relationships of Jobbers and Whole- 
sale Paper Houses versus the Commercial Stationer. 

The Tax Situation and Its Relationship to the 
Commercial Stationer. 

The NSA Yardstick and Measurement Plan. 

Retail Salesmen’s Compensation. 

Inter-dealer Relationships. 

Chain Store Competition. 

Open forum on legislation enacted by the last Con- 
gress and its effect on the commercial stationery 
business. 

The manufacturers will meet in the Cafe Trianon and 
among the contemplated subjects are: 

Fair Trade Acts. 

The Tax Situation. 

The Wagner Labor Disputes Bill. 

The National Council and Its Work. 

The NSA Yardstick and Measurement Plan and a 
number of other subjects particularly applicable to 
the interest of the manufacturer. 

WEDNESDAY, OCTOBER, 9, 1935 
Morning Session 
Joint session of dealer and manufacturer members. 

Address on Competitive Outlets by A. J. Walker, 
Farnham Staty. & School Supply Co. and Past Pres- 
ident of National Stationers Associaition. 

Adeauate Statistics in the Stationery Business and 
How They May Be Secured Through the Measure- 
ment Plan by C. P. Garvin, General Manager, Na- 
tional Stationers Association. 

The Necessity for Adequate Statistics in the Com- 
mercial Stationery and Office Outfitting Trade by 
R. A. Maish, Dennison Manufacturing Co., Framing- 
ham, Mass., Vice President of the Manufacturers 
Division. 

Open Forum. 
There will be additional speakers in this session. 
Afternoon Session 
Second General session of the Convention, H. A. Mor- 
gan, presiding, Ball Room. 

Address on Prison Made Goods by J. S. Sptott, 
Globe-Wernicke Co., Cincinnati, Ohio. 

Address—The Commercial Stationers’ Problem— 
Price Cutting versus Overhead by W. A. Sheaffer, W. 
A. Sheaffer Pen Co., Ft. Madison, Iowa. 
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Address—The Problems Confronting the Printers 
and Commercial Stationers After. NRA by Oliver 
Wroughton, Secretary-Counselor Graphic Arts Or- 
ganization, Kansas City, Mo. 

Address—The Year Ahead by Charles P. Garvin, 
General Manager National Stationers Association. 

Report of Chairman of Manufacturers Division. 

Report of Chairman of Field Division. 

Report of Chairman of Distributors and Whole- 
salers Division. 

Report of Budget Committee. 

Report of Credentials Committee. 

Report of Special Committees. 


Wednesday Evening 
30th Annual Banquet and Commercial Stationers 
Gridiron, Ball Room. 


THURSDAY, OCTOBER 10, 1935 
Annual Golf Tournament. 
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An Organization of “Career” Men 


It Pays to Build Up a Sales Staff of 
“Career” Men, Says B. J. Bristoll, 
Vice-President, Koch Brothers, Des 


Note.—Koch Brothers, a Des 
Moines organization of print- 
ers, stationers and office outfit- 
ters, approaching the half cen- 
tury mark of existence, have 
more than weathered depres- 
sion and recovery years. Gen- 
eral retrenchment in office 
equipment allowance budgets 
of insurance and state and 
county government groups 
spurred the firm to more per- 
sistent sales efforts resulting in 
definite increases in sales vol- 
ume, pyramiding season by 
season, making the recent 
years among the best in Koch 
history. 

Much of the credit for this 
improvement gained despite 
the pessimism prevailing in 
business’ general outlook is ac- 
corded by Blaine J. Bristoll, 
vice-president and general 
manager of the company, to his 
sales group of fourteen “career 
men.” These salesmen enthu- 
siastically pass the credit at 
once to Mr. Bristoll, pointing to 
the advantages of unusually 
complete early training by the 
firm, the good-fellowship of the 
frequent get-to-gethers, and 
finally the definitely helpful di- 
rection of the vice-president 
who considered general busi- 
ness depression merely as men- 
tal pessimism, and who taught 
his “boys” not to accept the 
negative reply. 


E SELECT our future 

salesmen with a real dis- 
crimination. For many years it 
has been our policy to seek 
them while yet youngsters just 
finished with their high 
schools, those who have estab- 
lished notable records of seri- 
ous study during their school- 
ing. The boy who, at fifteen or 
sixteen, strives to make a mark 
for himself in school is one 


Moines, Ilowa—As Told to Daniel 


Ladd 














Mr. Bristoll 


worthy of attention; there are 
altogether too few of them to 
be found. 

A young man starts with us 
in the storage or shipping room 
of the plant, where he serves 
many months’ apprenticeship. 
When we feel he has in some 
measure discovered what sta- 
tionery and office equipment 
amounts to with but little 
coaching from us, he is eligible 
for a place in the store behind 
a counter, and he is soon trans- 
ferred to such a place where he 
may learn at first hand some of 
the fundamental principles of 
over-the-counter salesmanship. 


“Career” Men Closely Watched 


Once they commence their 
work within the store they are 
watched more closely than 
ever. Here again one of several 
is going to distinguish himself 
among the others in some man- 
ner, whether it be in a larger 
percentage of sales than ex- 
pected of him or an unusual 


adeptness in handling custom- 
ers of all classifications, or 
whatever, anyway, within a 
year or two one will be found 
ready for the next forward 
step. This young man is 
brought to a realization that 
upon his handling of the work 
to be assigned to him depends 
his later sales career with us. 
He is given time to consider 
this new situation from all an- 
gles so that he will not too 
quickly stumble over difficult 
problems to arise almost daily. 
He is assigned to duty within 
Des Moines’ wholesale district, 
actually the toughest ground 
for anyone selling anything. 
He is permitted ample time to 
prove himself here where few 
men would care to work. If the 
set up does not break his back, 
if he makes a creditable show- 
ing, all things considered, we 
begin to regard him in the light 
of being or possessing real 
sales material, and he surely 
deserves it at this stage of his 
progress. Now, the youngster 
who is well on the way to be- 
coming a salesman, in fact, can 
no longer be termed a young- 
ster because of the mark of 
adult determination placed 
upon him through his survival 
of the trying experiences 
among the wholesalers. Next 
comes a year or two operating 
within an eight-mile radius of 
the city limits, reporting prog- 
ress each day the same as our 
seasoned city salesmen of 
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whom there now are eight. His 
duties in the new territory give 
him an understanding of the 
merchandiser operating in the 
small community. 

Sales among the less pro- 
gressive type of business man 
to be found thus situated are 
not easily attained and require 
a new sort of salesmanship if 
success is to reward effort. 
After graduation from this 
phase and when another suit- 
able young man can be made 
ready to take the work over, it 
is then determined whether the 
“sophomore-salesman” is to go 
into the Des Moines field or is 
to be established in a state ter- 
ritorial outpost. Naturally, 
this decision is to be made 
mostly by the man himself, as 
it is required that he set up his 
home within his territory, to 
appear at sales meetings here 
each two weeks or once a 
month, depending upon the dis- 
tance from Des Moines his 
work takes him. 


Learning from the Ground Up 
These men may well be 
termed “career-salesmen.” 
They have learned merchandis- 
ing methods and policies from 
the ground up and the fourteen 
now active have service ranges 
starting with four years and 
reaching twenty. Their annual 
sales quotas range proportion- 
ately up to $52,000. Each man 
works to make the definite 
sales minimum and invariably 
each one exceeds it, continuing 
their efforts to make a real 
worthwhile showing for them- 
selves which, years earlier, dis- 
tinguished them in their high 
school work. These men are 
the real Koch organization and 
without them there could not 
have resulted the showing dur- 
ing recovery years which has 
so signalized our comparative 
annual sales figures, especially 
in the movement of steel office 
fixtures and office furniture. 
We have the genuine loyalty 
of these men who have learned 
they have our loyalty in fair 


dealing. Without this close 
friendship it would prove tough 
going for each one of us. We 
are one complete family and 
our sales meetings are not cut 
and dried affairs but are, in- 
stead, gatherings for the ex- 
change of personal experiences 
and opinions. When we meet I 
expect to learn just as much 
from them as they will from 
me. I am their honestly inter- 
ested employer and they have 
well learned this. I know the 
personal and family history 
and ambitions of each almost 
as well as I know my own. 
When anyone of the “‘boys”’ be- 
comes involved in a difficult 
jam, whether or not associated 
with their work, they have 
learned to turn to me first of 
all for my suggestion and aid. 

I have devoted much of my 
time to the study of the char- 
acter and actions of each and I 
have found this one of my most 
interesting, while accurate, 
means of calculating produc- 
tion minimums for them. 
Should one of these aggressive 
boys suffer unexpected need of 
financial aid they know where 
to find it. If one of their fam- 
ily becomes ill, I give the mat- 
ter personal attention until 
confident that the person is 
receiving the best available in 
hospitalization or medical at- 
tention. It matters to me, as 
I am acquainted with the mem- 
bers of the family of each man, 
and they frequently try to re- 
pay me by their friendliness. 
And the men themselves are 
constantly working to repay 
me for some favor or extra con- 
sideration through pointed 
sales drives. 


Personal Problems as Well as 
“Shop” Discussed 

They enjoy coming into my 
office to talk personalities as 
well as “shop,” knowing that I 
am truly interested. I am told 
in detail how extra commis- 
sions are spent, usually it cov- 
ering a purchase of an article, 
or the fulfillment of a financial 
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ambition discussed with me 
earlier or perhaps even in plain 
view during sales forums here. 

I would not and could not ex- 
change this exceptional group 
of appreciative workers for a 
new plant; they come first in 
importance to the maintenance 
of the net profits, then comes 
the plant. They, of course, un- 
derstand and appreciate real 
progressiveness and upon my 
return from state and national 
association gatherings they 
ply me with questions after I 
have described the matters of 
interest which developed. As I 
tell you this I am preparing to 
leave for a couple of weeks’ re- 
laxation away from the cares 
of the trade. I know that each 
man will continue his best ef- 
forts during my absence and 
that affairs within the store 
will proceed the same as if I 
were to remain. Every section 
is definitely departmentized 
where one man is responsible. 
Office detail will be handled as 
usual and there will not be a 
piled stack of accumulated let- 
ters or difficulties found unan- 
swerable as might have easily 
proved to be the case had I not 
practiced a policy of giving to 
and taking confidence of all 
employes. 

We help the boys in all but 
one thing, and this, too, they 
well realize. They get the list 
price for their transactions— 
there is no other way. If they 
make the mistake of discount- 
ing this merely to secure the 
attention of the new and per- 
haps unfriendly prospect, they 
will find themselves with an 
armload of trouble which we 
will have no part in. This point 
is stressed in our personal ex- 
changes and but rarely does 
difficulty of such sort crop up 
among the men. That is one of 
our iron-clad restrictions and 
we give them plenty of reason 
to believe that we mean thus 
about this. Any other trouble 
we share with them until it is 
disposed of entirely. 
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EDITORIAL 


Ihe Outlook 
Business appears to be moving out of the Sar- 
gasso sea in which its operations have so long 
been enmeshed. Many are emulating the pioneer 
spirit of the fathers of the Republic, going ahead 
in spite of obstacles in the belief that the country 
is greater than any individual or group. 

We began as an agricultural nation. We spoke 
and still speak the language of crops. We became 
acquainted with the deliberate processes of nature 
and learned patience. In the intervals between 
harvests we cared for the farm stock, repaired 
buildings and fences and put machinery in condi- 
tion to plant, cultivate and harvest the coming 
grain. But there was plenty to do nevertheless, 
and women as well as men found themselves tired 
at the end of the day, ready to sit in the light of 
the parlor lamp and read serious novels or books 
of travel, biography and history. 

From such roots has our country grown and if 
it has seemed to depart from the original pattern, 
we believe it is more in the seeming than in the 
reality, and that, at the core, we are fundamen- 
tally sound and homogenous. 

To agriculture, we added industrial and manu- 
facturing processes. 

As far as the government is concerned, the vast 
amount of legislation, much of which is of doubt- 
ful constitutionality, will force the administration 
to work overtime in the appointment of boards 
and administration, and to formulate rules under 
which different agencies are to work. President 
Roosevelt’s promise of a “breathing spell’ for 
business is perhaps less ominous than it sounds. 
Business will go on and continue slowly to im- 
prove. It will be retarded by too much regula- 
tion; but stimulation will come from the vast 
sums soon to be spent on make-work plans and 
other means of distributing the staggering appro- 
priation placed in the hands of the administration 
by Congress. Creating jobs out of the whole 
cloth, so to.say, for upwards of four million men, 
will be a task of huge proportions, particularly as 
it is hoped to accomplish it before mid-winter. 
At the same time relief spending will be grad- 
ually reduced. 

The idea of government control of hours, wages 
and labor relations is still pursued, and an N.R.A. 
substitute bill is being drafted which, it is hoped, 
will overcome the objections of the Supreme Court. 

The political campaign of 1936 started in 1933. 
What was done then by way of so-called emer- 
gency legislation has some relation, we believe, to 
plans in the minds of administration members for 
the 1936 campaign looking to carrying out policies 


the groundwork of which was established in the 
previous three years. 

The administration has not given up the main 
trend of its policies. Stopped in part by the U. S. 
court, it still carries on quite handily with the 
$4,800,000,000 appropriation the expected distri- 
bution of which constitutes a wonderful beacon 
on the political horizon. 

The President’s observation regarding a breath- 
ing spell for business was probably not happy in 
its implications. Washington will be active, never- 
theless, all along the line and the new deal will 
continue to be planned and pushed into some sem- 
blance of practicability. 

We may understand that the 1936 campaign is 
on and that the new laws aim at permanency, with 
social plans uppermost. Control is the watch- 
word—centralization of power. 

But whatever the politicians may do, business 
will go on. It may not advance rapidly, but ad- 
vance it will in spite of regulations, restrictions 
and mounting taxes. 

A boom is predicted for 1937 to ’40. Should 
war come in Europe within the next year or so, 
business in this country would be stimulated dur- 
ing the hostilities, but there would probably be a 
recession afterward. From a humanitarian and 
an industrial standpoint, a war would be a calam- 
ity in the end, for war is a destroyer, not a builder 

Authorities say that there will be an advance in 
business of about ten per cent in the latter part of 
1935 and 1936 with a boom in the offing to begin 
in 1937. Many people believe this estimate too 
low, and that the advance registered by the end of 
the year will go well above the percentage stated. 


- 


Govermment Orders Without Profit 


4 The practice of letting merchandise go to the 
government at figures which preclude profitable 
operation is one of the disturbing factors of the 
market. The following excerpts from a letter by 
a southwestern stationer state the case well: 

A state procurement officer, charged with the 
duty of buying office equipment and supplies, re- 
cently asked for bids on specially made steel cab- 
inets with accompanying files to house cards of a 
certain size extensively used in business and in 
government departments. A prominent stationer 
who received a request for a bid on this material 
declined to offer one, and gave his reasons in a 
polite, but cogent letter. He pointed out that the 
state was evidently going to test these bids by 
cut prices which had been secured on other items 
from time to time for various government 
agencies; that the offer in hand asked the priv- 
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ilege of paying at the rate of ten per cent thirty 
days after date of delivery, and ten per cent a 
month thereafter, with no undertaking on the 
part of the government to complete the purchase, 
partial payments to be applied as rental in case 
the state decided to turn the equipment back to 
the “successful” bidder. 

We quote the following passages from the sta- 
tioner’s reply: 

“Aside from the fact that we could not possibly 
run our business at a profit on such installment 
terms at such prices, there is the further handi- 
cap that this is special equipment which would 
be very low in sales value in case you returned 
it tous. The fact that this would have value for 
the purpose planned does not mean that it would 
have a merchandise value in our stock. Probably 
we could not move these sections if they were 
returned to us at any price, and ten per cent of 
the original price would be too high a price to 
tempt possible customers. 

“In the case of this particular schedule, one of 
our men spent nearly all day with one of your 
representatives planning the equipment for these 
files. It is a pleasure to us to give service of this 
kind, to counsel with possible customers and to 
lend equipment in many cases pending the arrival 
of definite special equipment. But your govern- 
ment methods are making it increasingly difficult 
for us to give what we believe to be these useful 
courtesies in the handling of business. We have 
to make a profit on the business we transact. We 
do make a profit. None of our people have been 
on relief. If we handled all of our business on 
the basis you require on these schedules, we would 
all have to go on relief. 

“We appreciate the difficulties of your position, 
and we thank you for your offer.” 


* * 


A western dealer of prominence gives some 
emphatic views on government contracts. He re- 
gards it as subversive of good business for man- 
ufacturers to take government contracts at prices 
about a third less than the price at which dealers 
can buy the same goods. 


* * * 


The Division of Procurement, which swallowed 
the government’s General Supply committee, took 
in its warehouse and miscellaneous purchasing 
activities. All this has to do with the head office 
in the District of Columbia. There is the same 
cleavage between purchases for offices at the cap- 
ital and purchases for offices in the field as here- 
tofore, we understand. The sponsors of the 
system realize that a central purchasing agency 
for all supplies would be topheavy and could not 
meet the requirements of local conditions in all 
parts of the country. The Division of Procure- 
ment and the procurement officers in the several 
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States expect to get the best terms they can in- 
duce the trade to offer. If the terms stipulated 
result in no bids, then the government must 
modify its demands. If the trade will insist on 
profitable dealings, the government will be 
obliged to advance its figures. 


a ed 


Business Trend in Office Equipment 
Upward 

Recent rising business activity has 
strengthened the market in office machinery and 
equipment, according to the view expressed by 
“Standard Trade and Securities” for September 
25. “Following better than average resistance to 
seasonally depressing influences in the spring,” 
continues that publication, “demand for mechan- 
ical business aids increased substantially in July 
and August. The mid-summer months are nor- 
mally the worst of the year for office equipment 
companies, but several leading makers have re- 
ported that August volumes were the best thus 
far in 1935. The upward sales trend is being ex- 
tended this month (September), and the indica- 
tions are that third quarter shipments will exceed 
those of both the first and second quarters. 


“One of the most constructive aspects of recent 
sales gains is the fact that they have included the 
higher priced lines, which have lagged in the 
earlier stages of business revival. It is apparent 
that sales resistance is lessening noticeably with 
the general increases in corporate income, and 
with larger business volumes taxing existing 
facilities. 

“The bulk of sales gains, however, is still in such 
lines as typewriters, adding machines, duplicating 
equipment, and lower-priced models of accounting, 
billing and calculating devices. One leading type- 
writer maker’s sales in the first eight months of 
this year surpassed any previous nine months on 
record, and August volume was the best for any 
month in the company’s history.” 

The editor of Standard Trade and Securities 
goes on to say that with improvement in manufac- 
turing and commercial activity the office equip- 
ment trade should at least record seasonal gains 
this fall. Government business should be an im- 
portant factor in business betterment, particularly 
in the administration of the Social Security Act, 
which will require an immense amount of record- 
keeping. 

It is believed that office equipment sales for the 
full year will be from ten to fifteen per cent above 
those of 1934. But—estimated sales for 1935 are 
twenty-five per cent less than those indicated for 
1930, and forty per cent under the peak year of 
1929. 


There is said to be what amounts to a shortage 
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in second-hand machines, particularly typewriters 
and adding machines. 

Apparently no important price changes are im- 
minent. 

The total exports of office equipment for the 
first seven months of this year were 25.9 per cent 
greater than in the corresponding period of 1934. 
In the first seven months of the present year ex- 
ports of standard typewriters were fifty-one per 
cent larger than in the corresponding period a year 
ago, and exports of portable typewriters were 
nineteen per cent greater. 
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The concluding paragraph of the Standard 
Trade and Securities analysis reads: 

“With unit margins likely to widen somewhat 
with further sales expansion, profits of leading 
office equipment companies should tend to increase 
more rapidly than sales. In the first six months 
of 1935 combined earnings of the seven principal 
producers were 14.4 per cent larger than in the 
corresponding period last year. The relative im- 
provement during the last half of the year should 
be greater—estimated at thirty per cent ahead of 
last year’s totals.” 


Hobart Martin Moves His Office 


Hobart W. Martin, for twenty-six years as- 
sociate editor of Office Appliances at its Chi- 
cago headquarters, will transfer his desk and 
activities to California early in October, 
there to continue his editorial work and to 
serve as the journal’s special representative 
in southern California. Thus fulfilling the 
wish of several years to be near his daughter 
and son-in-law, Mr. and Mrs. H. B. Cope- 
land, Jr., of Redondo Beach, an ocean resort, 
within a few miles of Los Angeles. Here he 
will set up working quarters and spend some 
time each month calling upon the trade. 

Mr. Martin (“Hobe” to a host of friends in 
the industry and out) joined the staff of 
Office Appliances in 1909, and for his first 
assignment covered the stationers’ convention in To- 
ledo, Ohio. A capital amateur photographer, he there 
took the first miscellaneous pictures of the convention 
which from that time have been the particular feature 
of this journal’s convention reports. It was at this con- 
vention that two notable mayors vied for popularity; 
the mayor of Toledo and the mayor of Pecan Gap. But 
that’s another story, as Kipling puts it. 

For twenty-three successive years, Hobart Martin 
with his camera was a regular attendant at stationers’ 
conventions, the most distant one covered being that 
of the Pacific Northwest dealers held in Victoria, B. C., 
in 1923. 

One of the high lights of Hobart’s convention experi- 
ences which he always recalls with a chuckle, was the 
appearance of his daughter, Vivian, then five years old, 
at the Baltimore convention in 1910. 


H. W. Martin 





“Vivian,” says Hobart, “had a wonderful 
time until Admiral Schley wanted to kiss her. 
The Admiral had a beautiful Van Dyke beard 
of which he was quite proud, but it was the 
first one Vivian had ever seen—at least at 
close range. The attempt ended with Vivian 
yelling at the top of her lungs and the gal- 
lant Admiral retiring his forces in confu- 
sion.” 

Although a graduate at law and admit- 
ted to the bar, Hobart, as he explains it, 
“wanted to write, not talk.” So, two years 
after his graduation from the Union College 
of Law, Chicago, now the Northwestern Uni- 
versity Law School, he became correspond- 
ent for the American Stationer (later ab- 
sorbed by Office Appliances) and The Paper Trade 
Journal, published by The Lockwood Trade Journal 
Company of New York. 

When Evan Johnson, after four years with the Lock- 
wood Company in New York, came to Chicago in 1900 
to establish a western publishing office for the com- 
pany, he and Hobart Martin became associated in the 
work. Seven years later Mr. Johnson became the part- 
ner of George H. Patterson, founder of O. A. Mr. Pat- 
terson died in 1908, and in 1909, Hobart Martin became 
associate editor of the journal. 

While Mr. Martin’s distance from headquarters will 
not permit his attention to many things which have 
come under his supervision in the past, the journal will 
still have the benefit of his scholarly mind. 


And besides, members of the staff taking trips to Cali 


(Note.) I 
Bookings are already being made 


fornia will have a place to put up. 


VoTice—A man giving the name of R. W. Douglas and carrying Office 
Appliances subscription blanks, is not only not in any way connected 


with this business, but is entirely unknown to us. 


Prospective sub- 


scribers are requested not to place orders for subscriptions through 


him. 


Orders may be given to authorized representatives carrying 


proper credentials, or sent direct to the publication office at 417 South 


Dearborn Street, Chicago, Til. 


Here and There 


Harris Meets a Reporter with 
Imagination 
One newspaperman, plus one darned 
good imagination, plus one casual state- 
ment equals one story! 
At least that is how Frank F. Harris, 
assistant Chicago branch manager for 


and that. 


The Carter’s Ink Company, figures, fol- 
lowing a recent little episode. 

It seems Mr. Harris met a newspa- 
perman and they had a chat about this 
In the course of conversa- 
tion Mr. Harris happened to say that 
the sale of red ink had declined from 


fifteen to twenty per cent in recent 
months while the sales of writing fluid 
of different hues showed a ten per cent 
increase. 

The reporter didn’t take notes (few 
good ones ever do) and he didn’t seem 


impressed, so imagine Mr. Harris’ em- 
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barrassment the next day when he saw 
a news item in a Chicago paper, based 
on the red ink sales decline containing 
the following: 

“The statistics were interpreted to 
mean that fewer losses were being in- 
scribed on business ledgers.” 

The story was repeated over the radio 
and spread throughout the country by 
a news service. 

Mr. Harris’ conclusion is that you 
never can tell what will happen when 
you start talking to a reporter. 


-—- 
Gjessing Becomes a Composer 

"Tis a far jump from selling Ameri- 
can-made office supplies to writing pop- 
ular music for phonograph companies, 
but it just goes to show how versatile 
a good salesman can be. 

All of which is by way of introducing 
G. A. Gjessing, of Sjofartsbygningen, 
Oslo, Sweden, as a composer of music 
as well as a salesman. Following a num- 
ber of years of selling in America, Mr. 
Gjessing returned to his native land 
as representative of the Joseph Dixon 
Crucible Company, the Carter Ink 
Company and the Wilson-Jones Com- 


pany. 

Mr. Gjessing is a partner in the firm 
of Jorgensen & Gjessing. In the eve- 
ning hours, while resting from his labor 
of selling, he has “been fooling around 
a little with making songs.” 


His letter 








Mr. and Mrs. G. A. 


Gjessing “At 

Home” and “On Vacation.”—In the 

lower picture, Mr. and Mrs. Gjessing 

are indicated by crosses. The snap was 

taken aboard the U.S.S. Arkansas when 
it visited Oslo last summer. 


to Office Appliances tells the rest of the 
Story: 

“Imagine my surprise,” he writes, 
“when one of my acquaintances, who 
heard some of my products, talked with 
our biggest publisher here and he called 
me up, heard my things and went wild 
over them. The result is that one of 


my waltzes was published by a phono- 
graph company. This fall I come out 
on the Columbia Recording Company, 
His Master’s Voice, Odeon, Sonora and 
Rex records.” 

Included in the songs Mr. Gjessing 
wrote was a tango entitled “My Seno- 
rita from the Sunny South” which he 
dedicated to his wife, who is a native of 
Florida. 

But it seems that once a salesman 
always a salesman and Mr. Gjessing is 
going to stay with selling. His letter 
ends: 

“T have been asked to write melodies 
for a musical show but had to refuse 
as my time does not permit me to put 
any special effort into composing 
music. 


Page Appointed Kentucky 
Colonel 
W. K. Page, vice-president of the 
Addressograph - Multigraph Corpora- 
tion has been commissioned a Kentucky 
colonel by Governor Ruby Laffoon. The 


commission was tendered Mr. Page by 





Col. W. K. Page 


four members of Sales Agent L. J. 
Taylor’s Cincinnati Addressograph 
agency. They are Ethel Lonsway, spe- 
cial clerk; Hilda Golberg, embossing 
supervisor; Catherine Howard, order 
clerk, and Margaret Linn, office man- 
ager. 

In answer to the presentation speech 
made by Miss Lonsway, Mr. Page re- 
plied: 

“I sincerely appreciate this great hon- 
or bestowed upon me today by Gover- 
nor Ruby Laffoon of the Common- 
wealth of Kentucky, and shall endeavor 
to do my best to fulfill the duties of 
Colonel.” 

Among those who witnessed the cere- 
mony were J. S. VanLeer, treasurer of 
the corporation; R. N. Fellows, vice- 
president and sales manager of the Ad- 
dressograph Company, and H. L. Metz, 
manager of the foreign department. 

Mr. Page is the fourth member of 
the office equipment industry to be 
given a place on the staff of the gov- 
ernor of Kentucky. The appointment 
of James P. Ward, Sr., president of the 
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Shipman-Ward Manufacturing Com- 
pany, was recorded in the September 
issue of Office Appliances. William A. 
Metzger, sales manager of the portable 
division of the Royal Typewriter Com- 


pany was commissioned last July. The 
first to receive the honor was George 
S. Parker, chairman of the board of 
The Parker Pen Company, who was in- 
vested with the rank of a Kentucky 
colonel last year. 





No, He’s Not Doing a Strong Man 
Act. The Mighty Tarpon Are Hung on 
Wires (almost lost in the half tone 
reproduction) and Alex Patterson, 
Southern Manager of the All-Steel- 
Equip Company, with Headquarters in 
Birmingham, Is Merely Holding Them 
Broadside so That Their Full Size 
Will Show.—Mr, Patterson caught the 
big fish on August 16, in Sanibel Pass, 
Ft. Myers, Fla. It took him fifteen 
minutes to land the sixty-five pounder 
and twenty-seven minutes to capture 
the seventy-five pounder. Mr. Patter- 
son was a guest of F. G. Garrison, 
manager of the D. & C. Office Out- 
fitters, Ft. Myers, Fla. 
-o- 
Friday the “Thirteenth” Jolts 
“Doc” Hanson 

As his associates in the industry are 
aware, Walter “Doc” Hanson, head of 
Hanson Business Machines, Cleveland, 
Ohio, has always considered the figure 
thirteen as significant of good luck in- 
stead of bad. “Doc’s” advertising plays 
up the “lucky” thirteen in many ways, 
including the posting of an arrow- 
shaped label carrying the words, “Read 
with smiles—13 of ’em.” That is why, 
when he drove to his office on the morn- 
ing of Friday, September 13, he said to 
himself, “Who cares for any old super- 
stition?” Nothing happened. 

“I ought to write a book on this 
Friday the thirteenth hokum,” he 
thought at five o’clock that evening as 
he walked to his parked car. But the 
car wasn’t parked. It wasn’t even in 
sight. So Mr. Hanson rode home on 
a street car (or maybe he walked) and 
Cleveland police are still looking for the 


machine. 
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Increasing Demand Builds Profits 


for Posture Chair Dealers 


Mr. Walcott 





Note.—Mr. Walcott’s experience 
as a dealer in Washington, D. C., 
gives him first hand information 
as to dealers’ problems. His opti- 
mistic analysis of the outlook for 
posture chairs points to a genuine 
dealer opportunity 


By H. S. Walcott, Vice-President in 
Charge of Sales, The Harter Cor- 


poration, Sturgis, Michigan 


OR the past several months I 

have spent the major part of 
my time traveling in the East, 
South and Middle West and this 
has given me an opportunity to 
contact many users of posture 
chairs, as well as the dealers. 

It has been most enlightening, 
as well as gratifying, to find so 
many industrial concerns com- 
mitted to posture seating. Several 
such companies have been quietly 
conducting tests for months for 
the purpose of definitely determin- 
ing if properly designed and cor- 
rectly adjusted posture chairs 
would actually reduce fatigue and 
increase efficiency. In every in- 
stance the reports were favorable 
and as a result of these investiga- 
tions many of our dealers are en- 
joying a greatly increased volume 
of posture chair business; yet 
there are thousands of employers 
of seated workers (and too many 
dealers) who are overlooking the 


importance of providing correct 
seating equipment. 

Seats are provided for workers 
for the purpose of relieving fatigue 
—and that is the only reason. 
That the kind of chair used is a 
factor of considerable importance 
in reducing fatigue is now gener- 
ally recognized by those who have 
made a study of the subject and 
that this definitely results in im- 
proved health and morale, plus in- 
creased productivity, is an ac- 
cepted fact. 

This is not intended to be a dis- 
sertation on posture but I must 
emphasize the fact that the seated 
worker who maintains correct pos- 
ture enjoys better health and in- 
creases his efficiency. This is no 
longer a matter of theory alone 
but has been proven in thousands 
of instances. 

To maintain correct posture 
without mental or physical effort 
a scientifically designed chair with 
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a wide range of adjustments must 
be provided—and a posture chair 
is the only type that meets such 
requirements. 
Importance of the “Lowly” Chair 
Probably no piece of office 
equipment is so essential nor gives 
more service per dollar invested 
than does the “lowly” chair, yet 
too many purchasers of such 


equipment fail to recognize this 
fact and too few dealers are taking 
it upon themselves to educate their 
customers in seating technique 
with the consequent failure to 
properly serve them and the loss 
of very attractive profits. 

There are comparatively few 
lines available and many areas are 
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now tied up on exclusive fran- 
chises. I strongly recommend to 
those dealers who are not selling 
a line of posture chairs to get one 
as soon as possible. 

The posture chair business is 
moving forward very rapidly and 
can easily become an important 
profit factor in the dealers’ mer- 
chandising plans. 


Selling Office Equipment for 
Use in the Home 


Note.—In the September issue 
on page 108 was presented an arti- 
cle under the heading, “The Office 
in the Home.” It was concerned 
primarily with the idea of equip- 
ping an office in the home of a 
business man who engages in con- 
siderable “home” work. In the 
accompanying article, Mrs. Maz- 
za points to opportunities that 
exist in providing the housewife 
with suitable equipment for con- 
venient transaction of household 
business. 


S IT possible that the makers of 
office equipment are overlook- 
ing an opportunity for sales in a 
field new to this type of merchan- 
dise? Looking about my home and 
those of my friends, and noting 
the trends as indicated by house- 
hold decorating magazines, I think 
it extremely probable. 

That does not mean that house- 
wives are now adding up their gro- 
cery bills on adding machines, and 
paying them on check makers. 

But—it does mean that there are 
decided possibilities for the sale of 
office equipment in homes. For 
housewives are learning to adopt 
office methods in home running, 
and are no longer willing to “man- 
age” in the old, aimless way. Of 
course, no housewife can hope to 
sit, like an executive, and order her 
day from a desk. But she can have 
a place solely her own, where order 
can be kept among the thousand 
and one details of a progressive 
home — bills, recipes, receipts, 
household reading matter, etc. 


Haphazard Ways on Way Out 


Many women are tiring of hap- 
hazard ways, tiring of spending 
precious moments going through a 
crowded table drawer to find an 
article on washing blankets, pol- 
ishing furniture, or what not, 
saved from last year’s magazine, 
tucked away and not seen since. 
Going through the _ secretary 


Some Comment Upon the Profit 


Possibilities Residentin Furnishing 


Equipment for the “Home” Office 


By Mrs. Irma Goodrich Mazza 


drawer on a hurried search for the 
gas bill is out, too, in the new order 
of things. 

The old recipe files, which used 
to be regarded as the ultimate in 
what a woman should desire in fil- 
ing facilities, is really too small 
for any use. Even the envelope 
files, sometimes salvaged by care- 
lessly kind husbands from the 
office waste basket, pasted to- 
gether, and brought home to re- 
lieve the situation, are really of lit- 
tle use. No matter where they are 
put, they are always in the way. 

In short, more and more house- 
wives are wanting, and getting, 
miniature offices wherein to center 
their household affairs. Pick up 
the magazines and see the plans 
for compact officettes designed to 
be built into modern houses, or 
made from unused closets or room 
corners. They spell the finish of 
many of the little private bar 
rooms which helped sell new 
houses last year, but which were 
not so practical. What excellent 
offices they would make! Whether 
built-in, or converted from bars or 
closets, right shipshape little units 
they will be. 


A “Home” Office 


Take my own, for example. 
Around a flat-topped desk, de- 
signed originally for a downtown 


office, are built book shelves for my 
household books, and at one side 
is a sectional steel file cabinet for 
miscellaneous printed material. As 
my collection grows, the file will 
be added to. Card files for recipes 
and bills, a telephone pad for or- 
ders and engagements, a desk cal- 
endar, a chair pad, and a portable 
typewriter, complete its office effi- 
ciency. 

One of my friends has an all- 
steel typewriter desk with a file 
drawer at one side, a compact unit 
ideal for household use, whether 
the manufacturer knew it or not. 
She stumbled on it quite by chance 
in an office equipment firm’s win- 
dow, and she chuckles everytime 
she thinks of the salesman’s face 
when she told him what she 
wanted it for. 

There is the situation. You 
know the good old slogan—or is it? 
—“Teach ’em what to want, and 
then sell it to ’em.” It’s your cue. 

Tie-ups with department stores, 
wherein floor and window displays 
may acquaint women with the 
possibilities and use of office equip- 
ment in the home, should prove to 
mutual advantage. With house- 
wives awakening to the need of “a 
place of one’s own,” they are go- 
ing to get the furnishings some- 
where. Why not from you, office 
equipment dealers? 





The White House. 


share of attention from the delegates to the National convention. 





Always a source of deep interest to every sightseer who visits Washington, the White House came in for its 
While scores of the visitors made up their “points of in- 


terest” programs according to the length of their visits and were forced to skip one or two of the historic places, all of them 


arranged their itineraries to include this focal point. 


(Photo by Underwood & Underwood) 


The Typewriter Convention at 


HE TENTH annual convention 
of the National Typewriter and 
Office Machine Dealers Association re- 
ported in Office Appliances last month, 
was held at the Mayflower hotel, Wash- 
ington, August 28, 29 and 30. It was 
outstanding from the point of interest 
on the part of the visitors. No effort 
was necessary to hold the attendance at 
the various sessions. The entertainment 
for the men and for the ladies was well 
planned and was gratefully received. As 
a result of action on the third day, pro- 
vision was made to keep the National 
Association throughout the year by 
means of a permanent salaried secretary 
The officers and directors are shown in 
a group picture on the frontispiece of 
this issue 
The convention committee, composed 
of W. H. Wolowitz of the United 
Typewriter & Adding Machine Com- 
pany, Inc.; C. E. Bush of General Type- 
writer Company and A. B. La Fleur, 
branch manager for Woodstock Type 
writer Company, deserves a large meas 


Washington 


Tenth Convention of 
Typewriter Dealers 
an Important Event 
—Ted Schafer, of 
New York, New 
President—Dues In- 
creased to Provide 
for Permanent Sec- 
retary — Kansas 
City Chosen for 
1936 


ure of credit for the program and for 
the efficient way in which the convention 
was handled. They gave unstintingly of 
time and money to make the convention 
the success which it was. 


The first session of the convention, 
held in the Chinese room of the May- 
flower hotel, came to order at 10:30 
o'clock, William H. Wolowitz presid- 
ing. Mr. Wolowitz pronounced the fol- 
lowing address of welcome: 

“Ladies and Gentlemen: We will call 
this meeting to order and continue until 
the rest come in. I would like to wel- 
come all of you to Washington. We 
have tried to make this a convention 
that you will remember. We have 
worked hard and we have known right 
along that people from all over the 
country were looking forward to meet- 
ing here, and into this meeting we have 
put everything we had. 

“Mr. LaFleur has planned a program 
that will keep you up and doing, just to 
follow it. As for the other events, if 
you will read your program, you will 
observe that we have tried to make this 
meeting one of interest to all of the 
local associations and to the members 
particularly. You will note that we have 
as many local presidents here as is pos- 
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sible to get. We have speakers, too, 
whose remarks will be of foremost in- 
terest. 

“I would like to have Mr. Harry 
Helwig introduce the speaker who will 
welcome you to the city of Washing- 
ton.” 

Mr. Helwig then introduced as the 
outstanding citizen of Washington, the 
Hon. Melvin C. Hazen, president of 
the Board of Commissioners of the Dis- 
trict of Columbia, who gave an inter- 
esting talk on the city of Washington. 

At the conclusion of Mr. Hazen’s 
speech, Chairman Wolowitz introduced 
Clarence E. Bush, chairman of the plan- 
ning committee, and A. B. LaFleur, 
chairman of the entertainment commit- 
tee. 

The chairman next presented C. El- 
mer Anderson, president of the Nation- 
al Typewriter and Office Machine Deal- 
ets Association, who had come to the 
convention by airplane from his home in 
Pasadena. President Anderson’s re- 
marks are presented elsewhere. 

Mr. LaFleur was then called upon, 
his subject being “Go-Getting vs. Go- 
Giving.” The remarks of Mr. LaFleur 
are presented verbatim on another page. 

At the conclusion of Mr. LaFleur’s 
address, President Anderson introduced 
C. P. Garvin, secretary and general man- 
ager of the National Stationers Asso- 
ciation, who spoke on the “Washington 
Merry-Go-Round.” Mr. Garvin’s re- 
marks appear elsewhere. 

The president next introduced R. H. 
Preston of Knoxville, Tenn., general 
manager of the Preston Typewriter 
Company. The subject of Mr. Preston’s 
remarks, given elsewhere, was “Selling 
Typewriters for a Profit.” 

The president then appointed the fol- 
lowing committees: Resolutions: Theo- 
dore Schafer, chairman; John Hoffman, 
C. Witwer, A. S. Bundy and C. D. 
Bills. Nominating committee: J. Ru- 
benstein, Elmer Young, W. T. Corney, 
Harry Russell and L. C. Neuberger. 

The president called on C. O. Scott, 
secretary of the association. Mr. Scott 
read a radiogram from the Typewriter 
Trades Federation of Great Britain as 
follows. “National President—Once 
again the Typewriter Trades Federation 
of Great Britain and Ireland send greet- 
ings and trust your convention will be 
a great success. Signed, Thomas, Presi- 
dent.” 

The president said he also had a tel- 
egram from San Francisco which would 
be turned over to the convention com- 
mittee, which would consider the invi- 
tations of those desiring to have the con- 


The president next made a number 
of announcements, spoke with regard to 
the payment of dues and asked the con- 
vention members to confine their re- 
marks to the subjects under discussion 
and to avoid personalities. He invited 
those desiring to speak to take the floor. 

James P. Ward, Sr., moved that the 
convention direct the secretary to cable 
the British organization the apprecia- 
tion of the American association “for 
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their thoughtfulness in cabling us.” 
The motion was seconded by y ‘Sidney 
Cambias and carried by unanimous 
vote. 

The president then suggested a rising 
vote of thanks for the work done by the 
convention committee and its chairman, 
Mr. Wolowitz. The motion having 
been duly seconded, it was carried by 
rising vote. 

bert Tangora, world’s speed typ- 

ing champion gave a demonstration of 
his skill to the interested assembly. 
He can write 128 words per minute for 
an hour and 158 in a spurt. His dem- 
onstration interested the dealers keenly. 
During the event for diversion he added 
up two rows of figures while he typed 
124 words in one minute. Mr. Tan- 
gora used a Royal machine on this 
occasion. 

Wednesday Afternoon 

The session was opened with James 
P. Ward, Sr., in the chair. He spoke 
briefly on the objects of the meeting 
and then complimented C. P. Garvin 
on the good work he had done in the 
Stationers Association. He said that 
the Typewriter and Office Machine 
Dealers Association had now reached a 
point in its existence where they will 
have to have a man as secretary who 
can devote all of his time to the organi- 
zation, handling the problems, getting 
more members and keeping in constant 
touch with er wy the year. 
It is a big job, to go around and visit 
the different organizations, and unless 
there is a paid secretary to do it, the 
work cannot be done efficiently. Times 
are better, business is coming back and 
the members of the association should 
feel that they are going to have a 
period of success this winter. 

After complimenting C. P. Garvin 
on his able speech, Mr. Ward said that 
one of the first speakers of the after- 
noon, is a man who has devoted a lot 
of his time to typewriter research, and 
gathered interesting statistics. He re- 
ferred to the guides and charts which 
the speaker would use and then intro- 
duced Henry Simler, president of the 
American Writing Machine Company, 
who gave the gist of thirty-five years’ 
experience in the business. Mr. Sim- 
ler’s remarks appear elsewhere. 

Following Mr. Simler’s speech, Chair- 
man Ward asked if there were any 
questions members would like to pro- 
pound. Lamont Wood of Kansas City, 
Mo., said that while he had been adver- 
tising low prices, there were small deal- 
ers in his city who were living from 
hand to mouth, hardly having a place 


of business and selling at an advance of 
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made a profit. Competition has to be 
met on new portables. The speaker 
said that two years ago he had his bank 
wire the president of the National As- 
sociation that the average net profit of 
Mr. Wood’s concern was the highest in 
Kansas City. The average overhauling 
job is about $16.50. They sell type- 
writers at a price as high as anyone in 
the part of the Southwest included in 
the Kansas City district and still they 
advertise low prices to meet local deal- 
ers’ competition. Selling a new type- 
writer at three dollars down and three 
dollars a month takes a long time to 
pay out and the speaker said he was not 
going to meet that kind of competition. 
He said that every August they hold 
an anniversary sale, having as gift items 
such things as a new roller stand free 
with every portable typewriter sold. He 
spoke of rental rates, advertising and 
other matters pertinent to local condi- 
tions in Kansas City. Mr. Wood’s re 
marks indicated that there is some con- 
tention about prices and rental costs in 
Kansas City. He said that he is trying 
to get top prices out of his rental ma 
chines and out of the sales price on his 
typewriters. 

Replying to Mr. Wood, Mr. Simler 
said he made a very good case for him- 
self, but not such a good one for the 
industry. Mr. Simler said his view was 
that by advertising low rental prices 
people will be led to expect that they 
can buy typewriters at such prices. He 
remarked that one has to build up the 
price structure if one is going to make 
a profit. By breaking down the price 
of machines, more difficulty is encoun- 
tered when it is necessary to sell them 
at higher prices. He suggested that it 
would be possible to build up the busi- 
ness by giving instead of getting. 

Chairman Ward called attention to 
the constitution and by-laws and 
pointed out that dealers cannot vote 
unless they are paid members. He 
urged all to pay their dues at once and 
qualify for the work of the convention. 
He then introduced James C. Erback, 
president of the New Jersey Typewriter 
and Office Machine Dealers Associa- 
tion, who spoke on “Portable Typewrit- 


ers.” On another page are Mr. Er- 
back’s remarks. 

Following Mr. Erback’s speech, Sid- 
ney Cambias of New Orleans read sev- 
eral letters from friends throughout the 
country. J. C. Elfer, writing to Mr. 
Cambias, suggested that the National 
Typewriter and Office Machine Dealers 
Association should get the typewriter 
manufacturers to discontinue all dis- 
counts except to responsible dealers. 
This would put the portable business on 
a solid foundation. 

John Vuvieilh & Brother suggested 
that if the association would help regu- 
late some of the deplorable conditions 
in the typewriter industry at New Or- 
leans, they would be more than glad to 
join the organization. The company 
then listed three principal difficulties 
arising from lack of cooperation among 
dealers, and low overhauling charges by 
manufacturers. 

Mr. Erback moved that the organi- 
zation take proper action to correct the 
portable typewriter situation with a 
view to checking price cutting and try- 
ing to eliminate some of the other try- 
ing problems. The motion was sec 
onded by Mr. Morse of New York. 

Mr. Wood suggested that the asso- 
ciation ought to be overhauled and 
cleaned up like a typewriter, and that 
a competent man be selected to do the 
work of secretary and general manager. 

The chairman then announced some 
changes in the resolutions committee 
because some appointed at the morning 
session were not present at the conven- 
tion. The committee as finally consti- 
tuted was as follows: Theodore Scha- 
fer, chairman; C. D. Bills, Mr 
Mitchell, Jack Dean and T. Toussaint. 

The chairman here introduced Wil- 
liam Metzger, sales manager of the 
portable division of the Royal Type- 
writer Company. He was introduced 
as “Colonel” Metzger, and took as his 
subject, “You Can’t Lose.” The f ill 
text of Mr. Metzger’s speech appears 
elsewhere. 

The chairman thanked Mr. Metzger 
for his talk, and announced that Harry 
Russell, scheduled to speak next, had 
been delayed and would not arrive un- 


til late in the afternoon. He then 
introduced James A. Treanor, vice- 
president of the Peerless Key Company 
of New York, who spoke on “The 
Trend of Thought Toward Merchan- 
dising.” 

At the conclusion of Mr. Treanor’s 
speech, quoted on another page, Chair- 
man Ward made a few announcements, 
mentioned the time of meeting on the 
following day and announced that the 
session stood adjourned, the time being 
five o'clock Pp. M. 

Thursday Morning Session, 

August 29 

The third session of the convention 
opened at 10:30 o'clock with President 
C. Elmer Anderson in the chair. He 
announced that he was going to appoint 
an auditing committee to report back 
on the same day. This committee in- 
cluded William Clausing, Lamont 
Wood and J. C. Erback. The presi- 
dent also asked that the ways and means 
committee, the resolutions committee 
and the nominating committee defer 
their reports until the following day. 
He then introduced Chester Leasure, 
manager, Resolution and Referenda De- 
partment, U. S. Chamber of Com- 
merce. Mr. Leasure spoke on “Experi- 
mentalism.” 

President Anderson thanked Mr. 
Leasure for his remarks, made some an- 
nouncements and then called on Anton 
P. Pohl, secretary-treasurer of the 
National Typewriter and Office Ma- 
chine Dealers Association of New 
York, who took as his subject, “Do We 
Need an Association?” Mr. Pohl’s ad- 
dress is presented on a later page. 

The president, at the conclusion of 
Mr. Pohl’s address, made mention and 
gave thanks for the support given the 
association by the various corporations, 
firms and individuals who had rooms 
and booths and had taken a place on 
the program. He advised everyone 
present to visit these displays and see 
the demonstrations in the several rooms 
in the hotel where machines were on 
exhibition. 

C. D. Bills, president of the Wash- 
ington Typewriter Dealers Association, 








and Office Machine Dealers at Washington, D. C.. 


was introduced and spoke on “Selling 
Typewriters.” Mr. Bills’ speech is 
quoted on a later page of this report. 

The president expressed a question as 
to the feeling of the membership about 
the association. If they do want an 
association, what kind do they want? 
He desired to know just what the mem- 
bers had in mind with regard to the 
association. He referred to an anony 
mous letter and said that the writing of 
such letters would not do. Every man 
must stand on his own feet and be will- 
ing to back his own convictions. 

Mr. Barnaby of Washington, D. C., 
spoke at some length on the subject of 
“Associations.” We have taken his re- 
marks verbatim and placed them in an 
appropriate section of the present issue. 

Mr. Barnaby’s remarks were dis- 
cussed by several members from the 
floor. 

Mr. Muenze of Passaic, N. J., agreed 
with the proposition that an organiza- 
tion is badly needed. Every successful 
line of endeavor has one. He believed 
it most important to have an organiza- 
tion in each individual city. Mr. 
Muenze’s remarks are given elsewhere. 

President Anderson announced that 
the ways and means committee would 
soon report. Responding to a request 
from the chair, T. Schafer made an in- 
teresting talk on “The Value of Local 
Associations.” His remarks are given 
on another page. 

The chair then recognized L. C. Neu- 
berger, who said that the only construc- 
tive talk on the perpetuation of the 
association was made by Mr. Schafer. 
The fact is, “we cannot go to war with- 
out ammunition and unless members 
are willing to pay a nominal amount to 
perpetuate the organization, we might 
just as well cry quits.” He believed 
that each and every one present should 
give up twenty-five dollars and pledge 
themselves to twenty-five dollars more 
during the year in order to provide the 
nucleus with which to go ahead, engage 
a secretary and go on functioning the 
same as any other organization. “I 
have my check here in my pocket for 
twenty-five dollars and I will pledge 


myself for twenty-five dollars more in 





order to perpetuate this association,” 
said the speaker. 

President Anderson announced that 
he would give Mr. Neuberger the 
honor of being the first to suggest such 
action at this particular session, but 
there is a gentleman who beat Mr. Neu- 
berger to it—Mr. Morse of his city, 
who had already handed in twenty-five 
dollars to the secretary. 

Mr. Hutter made an extended talk 
about “The Perpetuation of the Organi- 
zation.” His remarks are given else- 
where. 

Following Mr. Hutter’s address, Sec- 
retary Scott spoke on “Objections 
Stated when Collecting Dues.” 

After some talk as to the necessity 
for a short discussion that day, it was 
decided to get the members out at 9:30 
the following morning so that the work 
of the convention might be accom- 
plished. The president stated that the 
following morning he was going to ap- 
point a sergeant-at-arms and that no- 
body who had not paid his dues will be 
able to enter the room. He then ap- 
pointed the convention committee, con- 
sisting of Mr. Dean of Detroit, Mr. 
Preston of Knoxville, Mr. Corney of 
Toronto, Mr. Barnaby of Washington 
and Mr. Froehlich of Chicago. 

Mr. Wood stated that if the forty- 
one members would pay their dues, it 
would put the association square and 
bring the pay roll up. After making a 
few announcements, the session ad- 
journed until 9:30 the following morn- 


Friday Morning, August 30 


The fourth session of the tenth an- 
nual convention of the National Type- 
writer and Office Machine Dealers 
Association was called to order in the 
Chinese room of the Mayflower hotel, 
President Anderson presiding. The 
president presented Theodore Schafer, 
of New York, who was scheduled to be 
the presiding officer at this session. 
Mr. Schafer assumed the chair. He 
said that in view of the fact that he was 
chairman of the resolutions committee, 
and that the resolutions would be read 








August 28, 29 and 30, in the Mayflower Hotel 


that morning, it would be advisable to 
turn the gavel over to the president, 
who announced first order of business 
to be the report of the ways and means 
committee. Mr. Clausing having given 
the report to the secretary, Mr. Scott 
read it. The report covered the action 
of the resolutions and ways and means 
committees. The full text of this re- 
port will be found elsewhere in this 
issue. 

On motion of Mr. Erback, the re- 
port was adopted. 

The He expressed himself en- 
thusiastically over the twenty-five dollar 
plan and the suggestion to have a paid 
secretary and make a live organization. 
A fee of twenty-five dollars a year 
would enable the association to do 
things they have never done before. 

Remarks were made by Mr. Hutter, 
who suggested that the association 
would be better off with four hundred 
members at ten dollars than with one 
hundred at twenty-five. 

Mr. Wood spoke in favor of having 
the dues put at a figure where people 
will really take an interest in the organi- 
zation. 

Mr. Buchanan of Newark expressed 
himself as not in favor of a twenty-five 
hundred dollar secretary, but the Asso- 
ciation should have a ten thousand dol- 
lar man to put the organization where 
it belongs. He expressed emphatic ad- 
vocacy of higher dues and more worth- 
while efforts. 

Mr. Erback said that the association 
has tried along the ten dollar line for 
a good many years and did not accom- 
plish much. He suggested giving the 
new basis a trial. 

Mr. Clausing said that it may not be 
possible to raise enough money this 
year to meet the expenses of the asso- 
ciation even with twenty-five dollars 
dues, but there are a number of promi- 
nent members in the used machine in- 
dustry who have agreed to underwrite 
or go out and make up any deficit the 
association may have in trying out the 
plan for a year. None of the individ- 
ual members will be assessed anything 
beyond the twenty-five dollars because 
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the balance will be made up in another 
way. 

Mr. Schafer advocated the twenty- 
five dollar figure and suggested the ap- 
pointment Tae directors in each 
state to get in touch with each and every 
dealer. From these directors will come 
monthly reports advising of the differ- 
ent trends of business and many other 
matters which will be compiled and dis- 
tributed by the paid secretary. It is 
expected to issue a monthly bulletin, 
advising each member just what they are 
getting under this plan, and he believed 
it won't be long before other fellows 
will be saying: “What are they doing 
now?” and they themselves will even- 
tually become members. 

Mr. Barnaby expressed himself as 
heartily responsive to the higher dues 
He realized that there would be some 
difficulty with dealers residing at re- 
mote points, but a regional contact man 
could probably straighten out such dif- 
ficulties. He disliked, he said, to mini- 
mize the importance of the typewriter 
dealers and office supply men, who 
should have an organization equal to 
the best. 

In response to a question, President 
Anderson said that the new secretary 
would be appointed by the new board of 
directors. 

Mr. Bush suggested that manufac- 
turers and wholesalers should be put in 
separate groups. President Anderson 
pointed out that the manufacturers have 
never had membership except socially. 

Mr. Bush replied that he was refer- 
ring to wholesalers and that he would 
put them in the same classification as 
manufacturers because their interests 
are not exactly like those of dealers. 

Others who made remarks were Mr. 
Buchanan, Mr. Schafer, Mr. Wood, 
Mr. Pohl, who announced that six hun- 
dred twenty-five dollars had been guar- 
anteed and others were named who 
would join. The motion to employ a 
paid secretary and raise the dues to 
twenty-five dollars was carried by a ris- 
ing vote. The motion included a provi- 
sion that the board of directors be em- 
powered to determine the graduation 
of dues according to the volume of 
business of the members. The motion 
to adopt was carried unanimously. 

Next came the report of the conven- 
tion committee by Mr. Dean, chair- 
man. 

The report of the auditing committee 
was announced by Mr. Clausing, who 
said that the amount received on the 
program and the booths was thirteen 
hundred and some odd dollars. The 
registration at that time amounted to 
nine hundred forty dollars and the ex- 
penses were five hundred dollars in ex- 
cess of the income. He said he under- 
stood that any loss would be sustained 
by the Washington members. Mr. 


Wolowitz said there was just one error, 
namely, that the deficit is not to be 
taken by the Washington members, but 
would be taken over by himself per- 
sonally. The deficit at the present time 
is five hundred dollars. All the money 
taken in, he said, has been spent for 
entertainment. President Anderson 
thanked the newspapers and _particu- 
larly the trade magazines for giving 
support and publicity. A resolution of 
thanks to the publishers of the periodi- 
cals in the trade was adopted. 

The president next called the atten- 
tion of the members to the several 
booths and the rooms occupied by man- 
ufacturers of various devices. The 
existence of these displays was of 
assistance to the convention committee 
and the members owe it to them to 
make the rounds. It was suggested that 
the New York Dealers Association be 
mentioned in the resolutions for their 
assistance to the Washington associa- 
tion in putting over the convention. 
This suggestion was incorporated in the 
resolution. 

Mr. Barnaby expressed appreciation 
of the work of Mr. Wolowitz in get- 
ting behind the convention activities 
and working night and day for the suc- 
cess of the meeting. President Ander- 
son said that he thought that the mo- 
tion of thanks to Mr. Wolowitz would 
be more appropriate by itself. The 
resolution was then carried. 

President Anderson called on Marcus 
Harwitz of the Regal Typewriter Com- 
pany of New York, who spoke on the 
typewriter business as he sees it all over 
the country. Mr. Harwitz’ speech is 
placed on another page. 

Mr. Young spoke on an incident that 
occurred in Chicago and observed that 
if the association has a paid secretary 
every member should back him up. 

Mr. Galland spoke of bad competi- 
tion close to New York. The text of 
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Mr. Galland’s remarks will be found 
on another page. 

E. R. Pfahl, Adding Machine Sales 
& Service Company, Cleveland, spoke 
of an experience with one of his cus- 
tomers in Cleveland, who during an 
interview mentioned the fact that “one 
could buy machines in Chicago cheaper 
than I could sell them.”” When in Chi- 
cago later Mr. Pfahl talked to the 
wholesale house, who told them they 
would rectify the matter. 

A letter was then read from President 
L. M. Albright of the Chicago Type- 
writer and Office Machine Dealers 
Association. 

After some remarks by Mr. Young, 
who read the minutes of a special meet- 
ing of the Chicago Typewriter Dealers 
on July 31 last, taking action in a deli- 
cate situation, Mr. Bush took the floor 
and said that the wholesalers are very 
able men and always take active part in 
association work. He believed that 
nevertheless this association should be a 
purely dealers’ affair, because the inter- 
ests of the dealer and wholesaler are not 
always parallel. A lively discussion fol- 
lowed, but no action was taken. 


Friday Afternoon Session 


The final session of the convention 
met at 2:30 o'clock. President Ander- 
son requested Mrs. Taylor of New 
York to come to the platform and ad- 
dress the meeting. 

Mrs. Taylor said: “It is always a 
great pleasure, gentlemen, for me to 
come to these conventions. I think that 
one of the finest things I have ever en- 
countered is the real friendship that you 
show me, because everybody seems to 
forget that I am a lady and treats me 
like a man. Even when I don’t take 
care of my own obligations, they scold 
me just the same as if I were a member 
of the sterner sex. (Laughter) 

“One thought came to me at this 
convention. We are told that this is 
the tenth annual convention of the type- 
writer and office machine dealers. It is 
the tenth annual convention of the 
meeting of dealers, but I don’t think 
that the National Typewriter Dealers 
Association is ten years old, for it was 
born when it was made to stand on its 
own two feet, and that was about five 
years ago. 

“At the first convention I went to in 
Detroit, nobody had any responsibility 
at all. We were all feted and enter- 
tained and we had a grand and glori- 
ous time. Then, when the dealers went 
out with a brass band and brought you 
all to New York, it was said that if 
you could pay for a brass band you 
could pay for the next convention. 
And we have been paying for every 
convention since then! 

“Since that time the dealers’ associa- 
tion has been working. In ten years 


what have we accomplished is not the 
question? I think the question is what 
have we done in five years? I think 
that we have done a great deal today 
and that this has been one of the best 
conventions ever held. There have 
been no back-biting arguments. The 
little criticism we have had has been ex- 
pressed in a dignified way. We are 
entitled to a scolding when we do wrong 
and must be put in our place. 

“A few years ago we would have said 
we can’t do that to this man because 
maybe he can do the same to us. We 
can’t argue because somebody is going 
to turn out and slap us. But we don’t 
say we are never going to have to say it. 

“Next year we are going to be well 
off because we are not going to have to 
argue about ten or twenty-five dollars. 
We are going to get together and have 
so many customers that we are not go- 
ing to have machines enough to sell. I 
hope that I shall be able to make some 
money from now on. But don’t scold 
us for having ten meetings and not ac- 
complishing anything, for we have 
really had only five meetings and this 
is the best of the lot.” (Applause) 

President Anderson next called for 
the report of the nominating commit- 
tee, which had been handed to Secretary 
Scott, who announced the nominations 
as follows: For president, Ted Schafer 
of New York and Harry Russell of 
Des Moines, Ia. For vice-president, C. 
Elmer Anderson, Pasadena, Calif., and 
Jack Dean of Detroit. For treasurer, 
Elmer Young, Chicago, and Lamont 
Wood of Kansas City. For directors: 
James P. Ward, Sr., of Chicago; R. H. 
Preston, Knoxville, Tenn.; Harry Rus- 
sell, Des Moines, Ia.; Mrs. Taylor, of 
New York City; Jack Dean, Detroit; 
W. T. Corney, Toronto; W. H. Wolo- 
witz, Washington, D. C.; W. F. Clau- 
sing, Chicago, and James Erback, 
Newark. 

Mr. Wood expressed a desire to 
withdraw in favor of Mr. Young as 
treasurer. This action was permitted 
by the convention. Mr. Dean with- 
drew in favor of Mr. Anderson as vice- 
president. 

President Anderson announced that 
the convention would vote first on the 
offices of president, vice-president and 
treasurer. Mr. Corney stated that Mr. 
Russell wished to decline in favor of 
Mr. Schafer. President Anderson then 
announced nominations as follows: 
For president, Ted Schafer; vice-presi- 
dent, Anderson and Dean; treasurer, 
Elmer Young. The floor being open 
for nominations and there being no oth- 
ers, Mr. Dean expressed regret that it 
would be impossible for him to give the 
proper time to the office of vice-presi- 
dent and requested permission to de- 
cline in favor of Mr. Anderson. Presi- 
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dent Anderson put Mr. Dean’s with- 
drawal up to the convention, whereupon 
the motion to accept Mr. Dean’s with- 
drawal was carried. President Ander- 
son then announced that the motion 
made by Mr. Neuberger and seconded 
by Mr. Corney that the secretary be 
instructed to cast an unanimous ballot 
for Ted Schafer, president; vice-presi- 
dent, C. Elmer Anderson and treasurer, 
Elmer Young. A rising vote was taken 
and the three officers named were 
elected unanimously. 

Mr. Ward, Sr., moved that the 
nominations for directors be closed. 
Mr. Rubenstein seconded the motion 
and it was ordered to cast one vote for 
the directors named. This was carried 
by an unanimous rising vote. 

Mr. Anderson declared Mr. Schafer 
elected president for the ensuing year 
and congratulated the association on its 
choice. He expressed the hope that Mr. 
Schafer would have the support of the 
association and enjoy a satisfactory year. 
Mr. Anderson promised full support as 
far as he could give it. He then intro- 
duced Mr. Young. 

Mr. Neuberger, in a graceful speech, 
presented former President Anderson, 
on behalf of the association, with a 
handsome traveling bag. This gift was 
feelingly responded to by Mr. Ander- 
son, who heartily thanked the members 
for their cooperation and for the fine 
manner in which problems have been 
presented to this convention. He de- 
clared that the bag would save him from 
spending a lot of money. “I told Scott 
yesterday that I was going out to pur- 
chase a bag. I needed an extra one 
and now I find it is not necessary for 
me to buy one. Isn’t it beautiful? I 
thank you.” 

Mr. Anderson then requested the 
directors present to stand, including 
James P. Ward, Sr., R. H. Preston, 
Harry Russell, Mr. Cambias, Mrs. Tay- 
lor, Jack Dean, Jack Mitchell, W. F. 
Clausing and James Erback. Mr. Cor- 
ney had just left the room and Mr. 
Anderson announced that Mr. Wolo- 
witz would be present in a few min- 
utes. He then congratulated the asso- 
ciation on the selection of its directors. 
He stated that Mr. Schafer desired that 
he continue as chairman until after the 
report of the convention committee is 
received. That report was immediately 
in order and the chairman was re- 
quested to come forward. 

Mr. Dean, the chairman of the com- 
mittee on the next convention, said that 
he had about six hundred letters from 
several cities and that it would be im- 
possible to read them all. The presi- 
dent at this point interrupted and re- 
quested Mr. Wood to make a motion 
he had mentioned at the previous ses- 
sion. Mr. Wood moved that the con- 








vention extend to Mr. Wolowitz its 
thanks for a wonderful program and for 
accepting the deficit of the convention 
to the extent of about five hundred dol 
lars. Mr. Wood moved that a rising 
vote of thanks be extended to Mr. 


Wolowitz. The motion being sec 
onded, the rising vote of thanks was 
given. 


Mr. Erback mext addressed Mr 
Wolowitz and presented him, on behalf 
of the association, with a suitable gift 
as a little present from the boys. Mr 
Wolowitz expressed his thanks in a few 
graceful sentences. 

Mr. Dean was then requested to con 
tinue his report. He stated that the 
committee had heard from Pittsburgh. 
Cincinnati, Chicago, Kansas City, At- 
lantic City, New York, Nashville, De- 
troit, Pontiac, Cleveland and San Fran 
cisco. 

Allen Thrasher, representing Cincin- 
nati, made an eloquent address, invit 
ing the association to hold its 1936 con- 
vention in that city. 

Mr. Morrison of New York spoke in 
advocacy of that city as the next meet 
ing place. 

President Anderson explained that in 
the invitation of the San Francisco 
group, it was not the intention to have 
the convention in 1936, because San 
Francisco is going to have a world ex 
position in 1938 to commemorate the 
opening of the two largest bridges of 
their kind in the world. The invitation 
is, therefore, for San Francisco in 1938 

Mr. Wood moved that the conven- 
tion express itself as being in favor of 
San Francisco in the year named. The 
motion was carried. 

Lamont Wood spoke for Kansas 
City. 

Mr. Pohl was one of the spokesmen 
for Cincinnati because it was the birth 
place of James Ward. 

Mr. Wood recommended that Kan- 
sas City be selected and that the date 
be about the middle of June. It was 
finally definitely decided, after some dis- 
cussion, that the convention would go 
to Kansas City next year. This motion 
was made by James Ward, Sr., and sec 
onded by Mr. Neuberger. 

Mr. Wood thanked the convention 
and promised a fine meeting at Kansas 
City. 

At this point Mr. Anderson turned 
the gavel over to the new president, 
Mr. Schafer, who assumed the chair. 
He briefly thanked the convention for 
the confidence shown in electing him 
president. He suggested a rising vote 
of thanks to Secretary Scott, which was 
enthusiastically given. 


President Schafer announced that 
there would be a meeting of the officers 
and directors immediately after ad- 
journment and then brought up the sub- 
ject of a paid secretary. Mr. Buchanan 


suggested that his salary will have to be 
lett to the board of directors. This 
suggestion being acceptable, the presi- 
dent called for the discussion of other 
matters. 

Mr. Wolowitz suggested that James 
Ward ought to be requested to tell 
about the convention held in Chicago. 

Mr. Ward responded with an inter- 
esting description of the matters taken 
up at that meeting, mentioned the rib- 
bon expert who came to explain how to 
meet the cheap competition of the de- 
partment stores on typewriter ribbons. 
The expert gave a very instructive talk. 
Another man came from a paint con- 
vention and showed the dealers how 
properly to paint and clean a typewriter 
Mr. Ward suggested that at the next 
convention of the National Association, 
it would be a good plan to have some 
practical demonstrations along these 
lines. A man came also to demonstrate 
noiseless typewriters and to answer 
questions. “I think it is a good plan 
for us to have these things at our meet- 
ings so that we can take home practi- 
cal ideas,” continued Mr. Ward. 

A letter by the Washington sponsors 
of the convention was read, requesting 
that thanks be extended to C. E. Bush, 
chairman of the planning committee for 
the selection of speakers: A. B. La 
Fleur, chairman of the entertainment 
committee for the diversified program; 
the Greater National Capital Commit- 
tee of the Washington Board of Trade 
for their valuable assistance; the New 
York local of the N. T. O. M. D. A.; 
its president, Ted Schafer, and secre- 
tary, A. P. Pohl, for their valuable aid 
and finally, to the Mayflower hotel and 
its efficient staff for their patient co- 
operation. Mr. Erback moved that 
those who were mentioned in the fore- 
going letter be given a rising vote of 
thanks, which was done. 

After a few announcements, the 
president declared the convention ad- 
journed sine die. 





More CONVENTION SNAPSHOTS 

Top: H. E. Russell, Office Equipment 
Company, Des Moines: G. S. Cambias. 
Cambias Typewriter Exchange, New 
Orleans; G. S. Cambias, Jr. 

Second: C. O. Scott, Scott's Ventura 
Typewriter Shop, Ventura, Calif.; C. 
Elmer Anderson, Anderson Typewriter 
Company, Pasadena, Calif.; C. E. Bush. 
Washington, D. C. 

Third: Harry Kunath, Typewriter 
Sales & Service, Newark; Harry Jetter. 
Underwood Elliott Fisher Company: 
Charles Muenze, Passaic. 

Fourth: J. T. Buchanan, Typewriter 
& Office Supply Company, Newark; E. 
A. Glassman, City Typewriter Exchange. 
Rochester; Ed. Pfahl, Cleveland. 

Bottom: P. C. High, Central Type- 
writer Company, Washington; Morris 
Wolowitz, United Typewriter & Adding 
Machine Company, Washington; Paul 
R. Barnaby, Typewriters, Inc., Wash- 
ington. 








OOrRICH \PPLIANCES 





iM TORRE 


The Exhibits 

[he Ames Supply Company dis 
played the new Aristocrat platen, Mer 
cury Brand silk ribbons, [rue Mark 
carbon paper and other articles made 
particularly for typewriter dealers. The 
exhibit was in charge of C. H. Ames, 
New York manager, assisted by Mrs. 
Ames and Ed. W. Staats. E. J. Shee- 
han from the main office in Chicago also 
was present. The arrangement of the 
booth, with a sign on the wall for back- 
ground, was attractive enough to cause 
special comment. 

Charles G. Stott of Chas. G. Stott 
& Company displayed and demonstrated 
machines made by the Niagara Dupli- 
cator Company. The Stott company 
is Washington agent for the complete 
Niagara line. 

Peerless Key Company showed their 
full line of rubber typewriter keys, 
platen twirlers, typewriter ribbons and 
carbon paper, a new line of chair pads 
and other articles. James Treanor, 
vice-president of the company, had 
charge of the exhibit. Otto Kretchmer, 
president, also was in attendance. 

The Royal Typewriter Company had 
a complete display of Royal typewriters, 
both standard and portable, and also 
Regal rebuilts. The exhibit, which was 


large and commodious also served asa 


Top Row: R. H. Preston, Preston Typewriter Company, Knox- 
ville, Tenn.; Jim Lafferty, Underwood Elliott Fisher Company, 
New York; C. H. Everly, Office Appliances, New York; Clarence 
Bush, General Typewriter Company, Washington; C. H. Ames, 
Ames Supply Company, New York; Pete Carroll, Globe Type- 
writer Exchange, New York; Ted Schafer, United Typewriter 


Company, New York. 


Center: F. L. Warsh, Teeter Warsh Company, Milwaukee; 
Ted Ralph; Donald McAllister, Geyer’s Stationer, New York; 
W. J. MeNally, Remington Rand, Ine., Washington; G. S. 


refreshment and reception room. G. H. 
Palmer, Washington manager, was in 
charge. Others in attendance included 
William Metzger, manager portable 
sales; Harry Thor, assistant sales man- 
ager; Marcus Harwitz, general manager 
ot Regal Typewriter Company, and 
others. 

The Woodstock Typewriter Com- 
pany converted the attractive Pan- 
American room into a display and re- 
ception room. Woodstocks, both new 
and rebuilt, were shown. The room was 
elaborately furnished for reception pur- 
poses. Entertainment was supplied lib- 
erally. A. B. LaFleur, manager of the 
Washington office, was in charge. He 
was assisted by W. A. Mooers and G. 
C. Morley from the main office in 
Chicago. 

The Underwood Typewriter Com- 
pany maintained open house upstairs. 
Sandwiches and other refreshments were 
available at all hours. Among the Un- 
derwood hosts were Clyde Jungbluth, 
Jim Lafferty, John Glasgow and Harry 
Jetter. The Underwood quarters were 
shared by Wholesale Typewriter Com- 
George Button, Joe Galland, Joe Mills 
and J. R. Teeter. 


The Golf Game 
What probably will be known as the 


first annual golf game of the associa- 


SNAPPED AT THE GoLF GAME 
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tion was held at Indian Spring Country 
Club, Four Corners, Maryland. Clar- 
ence Bush, assisted by Clarence Bills, 
made the arrangements and handled the 
golf outing perfectly. The Indian 
Spring course is 3,389 yards out, 3,232 
yards in, for a total of 6,621 yards, 
which is somewhat longer and _inci- 
dentally more difficult than the average. 
The prize for low gross was won by F. 
L. Warsh of the Teeter-Warsh Com- 
pany, Milwaukee. Low net was won 
by W. J. McNalley, Remington Type- 
writer manager in Washington. 

An unexpected feature of the tourna- 
ment was the chase of a hound dog 
which ran away with the ball of Mr. 
Warsh and was pursued by players, 
caddies and outsiders until the ball was 
recovered. Some of the | nae won- 
dered if Milwaukee had adopted a spe- 
cialty in the game which had not spread 
to other cities. Perhaps the dog had a 
grudge against Mr. Warsh and really 


wanted to prevent him winning. 


The Annual Banquet 


The annual banquet was the climax 
in the convention entertainment. It was 
held in the air-cooled ballroom of the 
Mayflower which added to the comfort 
of the occasion, although air-condition- 
ing was not exactly a necessity during 
convention week because the weather 





Cambias, Cambias Typewriter Exchange, New Orleans; Harry 
Russell, Office Equipment Company, Des Moines; James P. 
Ward, Sr., Shipman-Ward Manufacturing Company, Chicago; 
W. T. Corney, Thomas & Corney, Ltd., Toronto. 

Bottom: Harry Thor, Royal Typewriter Company, New York; 
Clarence Bills, Typewriter Sales & Service Company, Washing- 


ton; George Button, Wholesale Typewriter Company, New 


York; William Schulhof, Office Economics, New Y 
Jetter, Underwood Elliott Fisher Company, New York; Paul 
Raeburn; G. S. Cambias, Jr.. New Orleans. 


ork; Harry 
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was delightfully cool. Classical sele« 
tions for the regular program and pop 
ular music for dancing was furnished by 
the Mayflower Symphony orchestra 
Solo numbers with orchestra accom 
paniment were sung by Mrs. Jessie Tay 
lor of New York and a professional 
soprano. 


Count” Ernesto Russo, introduced 
4s a visitor from Italy, entertained the 
crowd with a humorous handling of the 
political situation. His sharply pointed 
darts, uttered in fun, were taken seri 
ously enough at first to cause some of 
the faithful to interrupt him. He then 
stepped from character as impersonator 
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and, as Ernest R. Rosse, continued his 
part of the program with a sally of 
metry quips, some directed at more 
vocal members of the audience. 

A. B. LaFleur, Washington manager 
for Woodstock Typewriter Company 
and chairman of the banquet committee, 
served well as toastmaster. 





Mostiy Convention Lapres witH Some GentLteEMEN WuHo Quatiry We tt as Lapies’ Arps 


1. W. T. Corney, Thomas & Ceorney, Toronto; Mrs. Corney. 


2. J. Loeser, Noiseless Writing Machine Service Company, 


New York; Mrs. Loeser; Mrs. C. H. Ames; Mr. Ames, Ames 
Supply Company. Inset: Mrs. Wolowitz. 

3. Mrs. W. H. Wolowitz, Washington, D. C.; Ted Schafer. 
United Typewriter Company, New York. 

4. Miss Ruth Howley; L. J. Rugers, Portage Typewriter 
Service, Akron, Ohio; Mrs. Rugers. 

5. An Ex-President in Enviable Company— William F. Claus- 
ing, International Typewriter Exchange, with Mrs. Clausing on 


left, Mrs. J. P. Ward, Jr. on the right. 


6. Three Muenzes from Passaic: Mrs. Muenze, Charles 
Muenze, Vivian Muenze. 

7. A New York Group at Arlington: Mesdames Jessie I. 
Taylor, L. C. Neuberger, G. A. Neuschafer, J. Loeser, C. H. 
Ames, Ted Schafer. Rear: Messrs. Neuschafer and Loeser. 

8. Mrs. John Gilbert, Mrs. E. T. Shepard, Mrs. Harry Jetter. 

9. Mrs. Jack Mitchell, Pontiac, Mich.; Mrs. C. J. Dean, Detroit. 

10. M. Ganz; Mrs. Ganz; Mrs. E. Glassman; E. A. Glassman, 
City Typewriter Exchange, Rochester, N. Y. 

11. William Hutter, Check Writer Company, New York; Mrs. 
Hutter. 








Souvenirs were distributed liberally. 
The UNDERWOOD ELLIOTT 
FISHER COMPANY supplied the 
visitors with pocket lighters. ROYAL 
TYPEWRITER COMPANY distrib- 
uted very handsome paper knives. 
THE AMES SUPPLY COMPANY 
gave out a combination cork puller and 
bottle opener. “We are = 
for you,” was the inscription directed 
to the dealers. THE SHIPMAN- 
WARD MANUFACTURING 
COMPANY distributed a very useful 
folding nail file and after the conven- 
tion adjourned, a device which gave the 
illusion of a metal arm passing through 
a solid metal post. JIM WARD, SR., 
remarked that he held that until after 
the convention because he knew it would 
keep the recipients occupied and he did 
not want to interfere with the program. 
THE AMERICAN WRITING MA- 
CHINE COMPANY distributed a cel- 
luloid profit chart showing the amount 
of mark-up necessary to figure any de- 
sired profit on selling price or on cost. 

* * x 

THE AMES SUPPLY COM.- 
PANY presented a tool kit as a prize. 
It was won by PETE CARROLL of 
Globe Typewriter Exchange, New York. 

* * * 

The special edition of ROYAL 
KEYNOTES with caricatures of many 
in attendance and some who were not, 
which was distributed at the convention, 
formed interesting reading. Besides 
Keynotes, Royal distributed copies of 
the New York Times. Royal Type- 
writer headquarters, designated as the 
Throne room, was a popular rendezvous. 
It included attractive displays of Royal 
typewriters and Regal rebuilts, refresh- 
ments and comfortable chairs, which 
made it a hard place for one to leave. 
They gave out a handsome metal letter 
opener with the name of the company 
stamped on the handle. 

* ~« * 

THE WOODSTOCK TY PE.- 
WRITER COMPANY entertained in 
the Pan-American room. Arranged by 
A. B. LaFLEUR, Washington man- 
ager, no South American sefor could 
excel in the character of the reception 
given to visitors. A Dutch maid was in 
atendance in native costume, but the 
refreshments were all on the house. 

* * * 


The Thursday night dinner was de- 
signed as a““SURPRISE SOUTHERN 
DINNER.” = Every one expected 
chicken, but upon arrival at Brook 
Johns’ barn, up toward Baltimore, they 
were served a fine tender steak. The 
ride to the barn from the hotel was one 
hour by bus. The dinner was a genuine 
surprise, and Mr. LaFleur, who ar- 
ranged for it, maintained his reputation 
as a truthful gentleman 


Conning Tower 


Notes 


MRS. JESSIE I. TAYLOR of New 
York is a lady of many accomplish- 
ments. She is in demand as a soloist. 
At the banquet, she sang two numbers 
accompanied by the Mayflower’s sym- 
phony orchestra. Her offerings were re- 
ceived with hearty applause. 

* * * 
After a week of work in entertain- 


ing, MR. LaFLEUR was introduced at 
the banquet by C. H. DAVIDSON of 
Washington, who suggested “Shall we 
continue to let them enjoy themselves 
or shall I introduce you now?” He still 
wonders why somebody laughed. 


* * * 


Someone suggested that the busses 
which carried the delegates on various 
trips should have banners carrying the 
name of the organization. “Too long,” 
said some one on the committee. “Then 
use the initials,” replied another. “No 
good,” said CLARENCE BUSH, 
“The people will only think it is an- 
other government department.” 

* * * 


It is said that ELMER YOUNG has 
a sense of humor. When dancing, he 
held a “reserved” sign picked up from a 
table, on the back of his partner without 
the lady’s knowledge of what was go- 
ing on. 

* * # 

C. S. (SID) CAMBIAS of New 
Orleans, brought his son. The boy got 
a great kick out of the visit and the 
side trips provided. On one of them 
he saw the President. He will not for- 
get the Washington convention soon. 

* * * 


CHARLIE GARVIN’S Washing- 
ton Merry-Go-Round was mighty well 
received. With a liberal sprinkling of 
humor, he told of conditions in Wash- 
ington and closed with an offer to be 
of any possible assistance to the associa- 
tion by means of cooperation from his 


office. 
* * * 

The convention had to vote for Kan- 
sas City for 1936 after listening to LA- 
MONT WOOD paint the opportuni- 
ties presented. Many cities wanted the 
convention, but Lamont Wood took it 
home with unanimous vote. 

* * * 


Some who thought HARRY 
THOR’S only accomplishment was 
ability to sell typewriters, were dis- 
abused at the golf game. If he gave 
the time to golf which he gives to type- 
writers, he would be right up in the 
championship class. 
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BILL METZGER is a keen student 
of merchandising problems. His address 
gave visiting dealers many practical 


ideas which they could put to work. 
* * * 
One of the most delightful impres- 


sions as to how to enjoy one’s self at 
a convention is to observe MR. AND 
MRS. HARRY RUSSELL of Des 
Moines. They have a host of friends 
from coast to coast. 
2 
A popular spot in the Mayflower was 
the suite on the sixth floor where Under- 
wood Elliott Fisher Company and 
Wholesale Typewriter Company re- 
ceived and entertained their friends. 
CLYDE JUNGBLUTH, GEORGE 
BUTTON, JOE GALLAND, JOE 
MILLS and others were perfect hosts. 
> 2:4 
Watching the visitors dance one eve- 
ning, someone was heard to say, “They 
talk a lot about ballbearings and smooth- 
running, but just watch that man Mc- 
CORMICK of L. C. Smith-Corona 
typewriters glide over the floor. Be- 
cause he moves so smoothly, he seems 
to be equipped just like the typewriters 
he sells.” 
ee 
ERNEST R. ROSSE of Philadel- 
phia was on the banquet program as 
Count Ernesto Rosso of Italy. ELMER 
ANDERSON, LAMONT WOOD, 
JIM WARD, JR. and E. A. GLASS- 
MAN did not penetrate the disguise 
until they had taken exception to some 
of the remarks. When Mr. Rosse re- 
moved his temporary facial adornment, 
they were properly contrite. 
ee 
THE GREATER NATIONAL 
CAPITOL COMMITTEE of the 
Washington Board of Trade helped out 
in a big way both through preliminary 
work before and throughout the con- 
vention itself. Alert young ladies under 
the supervison of Mrs. Ann Embrie 
took charge of the work at the regis- 
tration desk. The picture of the White 
House at the beginning of this report 
and that of the tomb of the Unknown 
Soldier at the close came from the com- 


mittee’s office. 
* * * 


A. P. POHL, who after the conven- 
tion adjourned was appointed secretary 
of the association, contributed to the 
interest of the occasion through his 
ability as a ventriloquist. He would call 
to some one in the lobby and the person 
called would look in any direction ex- 
cept the right one for the source of 
the voice. 

* * * 

A golf game at the typewriter con- 
vention was a novelty which probably 
will be repeated. CLARENCE BUSH, 
who made the arrangements, had no 


difficulty in building up a fine party. 
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The convention was in Washington 
but one night dinner was served half 
way to Baltimore. The old songs were 
well rehearsed on the one hour bus ride 
back to the hotel. 

* * «* 

JOHN J. McCORMICK, general 
sales manager of L. C. Smith & Corona 
[ypewriters Inc., was an interested vis- 
itor who found ample opportunity to 


renew acquaintance with old friends. 
* * &* 


After the convention JIM WARD, 
SR., HARRY RUSSELL and BILL 
CORNEY, with their wives, took a va- 


cation jaunt to Toronto. 
* * * 


ELMER ANDERSON covers a lot 
of territory in a short time. He flew 
from Pasadena to Washington. From 





there he continued on to New York 
and made other stops including Chicago 


on his return trip. 
* * * 


A. P. Pohl, of New York, a good 
natured young man with a large ca- 
pacity for work, belongs in the picture 
of the officers on the frontispiece. He 
was appointed temporary secretary of 
the National Association, but the ap- 
pointment was made just after the pic- 
ture was taken. 

* * * 

As a token of appreciation for the 
time and expense cheerfully given to 
make the Washington convention an 
outstanding success, many of the visitors 
chipped in and presented W. H. Wolo- 
witz, chairman of the convention com- 
mittee, with a fine traveling bag. 
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C. O. SCOTT, retiring secretary of 
the association, traveled from Ventura 
by rail. When a member of Office Op- 
pliances’ staff asked him if he knew 
LOU WITTGRAF of Minneapolis he 
answered, “Yes, used to work for him.” 
Scottie, as his friends call him, included 
visits to Minneapolis and farther north 


in Minnesota on his return trip. 
* * * 


If it is in Roberts’ “Rules of Order,” 
ELMER ANDERSON knows it. He 
was a thoroughly efficient presiding of- 


ficer. 
* * &* 


MRS. W. H. WOLOWITZ was ac- 
tive throughout the convention looking 
after the interests of the ladies. She 
contributed much to the pleasure of 
their Washington visit. 


Convention Registration 


Rubenstein, Joseph, New York. 


A H Metzger, W. A., Royal Typewriter 
Ames, C. H., Ames Supply Com Harwitz, Marcus, Regal Type- Company, New York. Rugers, L. Portage Typewriter 
pany, New York. writer Company, New York. Mills, Joe, Wholesale Typewriter Service, kron, Ohia. 
Anderson, C. Elmer, Anderson High, P. C., Central Typewriter Company, Chicago. Russell, H. E., The Office Equip- 
Typewriter Company, Pasadena. ompany, Washington. Mitchell, Jack, Mitchell Office ment Company, Des Moines, Ia. 
Hutter, illiam, Check Writer Equipment, Pontiac, Mich Ss 
Barnaby. Paul R., Typewriters, Company, Inc., New York. Mooers, W. A., Woodstock Type- Schafer, Theodore, United Type- 
c., Washington. _ , writer Company, Chicago. writer Company, New York. 
Best, Ernest Geyer’s Sta Jetter, Harry, Underwood Elliott Morley, G. C., Woodstock Type- Schulhof, William, Office Eco- 
nomics, New York. 


tioner, New York. 
Bills, C. D., Typewriter Sales & 
Service Com any, Washington. liott 
Bollinger, 3 Tyecwriter Ex- York. 
change, tae . Cleveland. 
Borresen, M. A., Office Equip- 
ment Merchandiser, Chicago. 
Buchanan, J] Typewriter & 
fice Supply Company, 
Newark. Kunath, 
Buse, C. E., 740 Fourteenth street, 


Fisher Company, New York. 
Jungbluth, Clyde, Underwood El- 
Fisher Company, New 


K 
Kilday, B. L., Capitol Typewriter 
Company, Washington. 
Kretchmer, 
Company, New York. 


& Service, Newark. 


Ann Arbor, Mich. 
Morse, J. S., 


Nelson, T. G., 


writer Company, Chicago. 
Morrill, O. D., Morrill Company, 


Morse Typewriter 

Company, Inc., New Y 
Muenze, Charles, Passaic, N. J. 
Otto, eerless Key N 
E., Typewriter Sales — Jeg Somingten wand, ~ 
Superior Type- 


Scott’s Ventura 


_. Cc G., 
Ventura, 


Typewriter Shop, 
Calif. 
Sheehan, E. J., ~ wr Supply 
Company, Chica 
Shepherd, E. T mesioen Writ- 
ing Machine Company, Balti- 


Simler, Henry, American Writing 
Machine Company, New York. 


Washington. Kunze, Adam, Adam Kunze Com- writer Company, New York. Singleton, W. Office Eco- 
Button, George, Wholesale Type- pany, New York. Neuberger, L. C., Broadway nomics, New York. 
writer Company, New York. L ’ Typewriter Exchange, New Staats, E. W., Ames Supply 
f ; Lafferty, J. T., Underwood Elliott York. Company, New York. 
Cambias, G. Sidney, Cambias Fisher Company, New York. Neuschafer, George Neu- Steinhilber, Fred, Geyer’s Sta- 
Typewriter Exchange, New Or- LaFleur, oodstock Type- schafer & Jacobs, New York tioner, New York. 
_ leans. ; writer company, Washington. p . ; Stevenson, ‘ Remington 
Carroll, P. J., Globe Typewriter Loeser, J., Noiseless Writing Ma- , , Rand, Inc., New "York. 
Cenoene. New York. chine Service Company, New Pohl, A. P., Business Machine 
Cassidy, International Type- York. Service, New York. Taylor, Mrs. J. I., Globe Type 
writer Compan a Chicago. M Preston, R. H., Preston Type- writer Bachan "New York. 
Clausing, International Marin, F. E., Typewriter Sales & writer Company, Knoxville, Teeter, Wholesale Type- 
ey ‘Company, Chicago. Service, Chicago. Tenn. writer ae, New York. 
Corney, W. T., Thomas & Corney, McAllister, Donald, Geyer’s Sta- Purvin, William, Superior Type- Thor, Harry, Royal Typewriter 


Ltd., Toronto, Canada. tioner, 


Daviason, C. H., District Type 


New York. 
McCormick, John J., L. C. Smith 
& Corona Typewriters, Inc., 


writer Company, 


ew York. 


Reed, Charles W., Washington. 


Company, New York. } 
Toussaint, Ed. J., Central Dupli- 
cating Company, Camden, N. J. 


writer Exchan e, Washington. Syracuse, N. Y. Ritchie, Irvin, Addressing Ma- Treanor, James, Peerless Key 
Dean, C. J., ean Typewriter McDonough, J. L., Royal Type- chine Equipment Company, Company, New York. 
Sales Company, Detroit. writer Company, Chicago. New York. 
Erback, James c.. General Adding bay ~~ a , RR 
Machine Corporation, Newark. Washington. i i 


Everly, C. H., Office Appliances, 
New York. 


Froehlich, Arthur B., Reliable 
Typewriter & Adding Machine 
Corporation, Chicago. 


Galland, J. W., Wholesale Type- 
writer Company, New York. 
Gilbert, John A., Office Appli- 

ances, Chicago. 

Glasgow, John, Underwood Elliott 
Fisher Company, New York. 
Glassman, E. A., City Typewriter 

Exchange, Rochester, N'Y 
Grobark, John, Young Oifice 
Equipment o- ny, Chicago. 
Gross, Paul ailers Service 
& Equipment Company, New 
York 


Convention Sees Some Speed.—-Albert 
Tangora, champion speed typist takes 
time out to show just how fast he can 
work on a typewriter keyboard. Tim- 





Ward, James P., Sr., Shipman- 
Ward Manufacturing Company, 
Chicago. 

Ward, James P., Jr., Shipman 
Ward Manufacturing Company, 
Chicago. 

Warsh, F. L., Teeter-Warsh Com- 
pany, Milwaukee. 

Wells, H. G., Barrett division, 
Lanston Monotype Machine 
Company, Philadelphia. 

Wolowitz, William H., United 
Typewriter & Adding Machine 
Company, Washington. 

Wood, Lamont, Mid-West Type- 
writer Company, Kansas City. 


Y 
Young, Elmer L., Young Office 
Equipment Company, Enicago. 


ing him is Elmer Anderson, and look- 
ing on is C. O. Scott, retiring president 
and secretary respectively. They were 
convinced that Mr. Tangora can type. 








Reports Presented at the Convention 


In reporting on the secretary’s job for this 
year, I would like to state this: Due to the 
conditions and everything that has its rela 
tionship to the secretary's office, have car- 
ried on as I have seen fit. I have enjoyed it 
very much. I have received lots of legis- 
lation, and I have made a lot of progress, 
but I haven't accomplished all that I would 
have liked to. We have a membership of 
one hundred and twelve, and this is not what 
I would like to see. I would like to see this 
more nearly four hundred, and as Mr. An- 
derson told you in his report, the secretary's 
office has been more or less a collection 
bureau. 

Nevertheless, I have tried to carry out the 
office of secretary to the best of my ability. 
There is one thing that I would like to state 
in regard to the one hundred and twelve 
members. 

Naturally as we go through this life, we 
make comparisons that are more or less akin 
to experiences and, as I look at it as it 
stands today, I compare it to a cream sep- 
arator. We have gone through years of de- 
pression and our association is not one that 
goes along without troubles, as other people 
have told you. There are other associations 
that have had trouble and we have the cream 
of the crop. There is one way that this can 
be enlarged and filled up and that is by the 
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interest of this cream of the crop that we 
have here today, paid up in the association 
so as to make for more and better cream as 
time goes on. 

It is a matter of transmitting the interest 
of those around you and transmuting what 
we might term ethereal to material good. So 
many times people take the viewpoint that 
anything that they get out of the association 
is not material, and, therefore, I am not ma- 
terially worried about the situation. The 
position of the association today is that I 
think that we have the cream of the crop. 
I think that these people come here, for the 
reason that they are naturally interested in 
seeing the association progress, but I do 
think that there have been mistakes, which 
I hope will be corrected. 

After all is said and done, our association 
is more or less a business; it is an interest- 
ing business and one that is very important, 
and I think one that you should take a great 
interest in because a corporation cannot go 
forward unless interest is taken in it. 


In making a comparison as to our own 
business, bear in mind this: Heretofore, we 
have appointed or the president has appointed 
a secretary to carry on the secretary's work 
of the association, 

I understand that a few years ago there 
was one man who was kept for two or three 
years and he was close to the president's 
office, so that they could direct the activities 
from a local point. That is very well and the 
idea is fine, but it hasn’t worked out. I 
would like to say, if you went to work and 
moved your secretary every year, in a year 
and a half you will make very little progress, 
and, therefore, I hope that this situation will 
be clarified this year, and that the convention 
will see fit to put in office an executive sec- 
retary that can carry on the continuity of the 
association and be directed by the directors 
and the president so that he will know from 
one year to the other the problems that come 
up, and then he won't have to spend eight 
months of his time like I had to in order to 
acquaint himself with the situation. I think 
that we should have somebody at the direct 
point of this association who will carry on 
the continuity. 

I wish that the treasurer, Mr. Hammond, 
were here, but he isn’t and I will read his 
report later. 


Ways and Means Committee Report 


This is a report of the Ways and Means 
Committee. 

By a motion offered and carried, unani- 
mously, in joint session of the ways and 
means committee and the resolutions commit- 
tee, it is the sense of this joint committee that 
the yearly dues for membership in the Na- 
tional Typewriter and Office Machine Dealers 
Association, hereby be the amount of twenty- 
five dollars ($25.00) and be paid at this con- 
vention immediately. 

It will be the duty of the secretary to con- 
tact the paid membership, bi-monthly, with 
such information as may be necessary to safe- 
guard their financial investments of office 
machines and the proper conduct of their 
business, by giving advance information on 
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such vital points as the introduction of new 
style machines and the true status of the 
used machine market and their respective 
values to association members. 

It is the purpose and intention, through a 
motion duly carried by this joint committee, 
for the National Association to formulate 
plans and policies in the way of discounts, 
beneficial arrangements, and so forth, as an 


incentive for membership in the National 
Association. 

This twenty-five dollars is to be paid to the 
— and has no connection with local 

ues. 

That the Board of Directors be empowered 
to determine the graduation of dus accord- 
ing to volume of business of the members. 

Respectfully submitted, 

a ard, * Chairman; W. F. 
Clausing, Lamont Wood, james Cc. 
Erback, Anton P. Pohl, Jr., T. 
Schafer, G. S. Cambias, Jack Dean. 

The local dues will be collected by the local 
association and members who are members of 
the National Association will pay their dues 
directly. 


Convention Addresses 


It is a pleasure for me to come this great 
distance to meet with you again. I always 
go back from the conventions of our asso- 
ciation feeling a great deal better and having 
picked up ideas, and I hope that this time 
we can accomplish something worth while 
and we can all feel that for the next conven- 
tion we can save our nickels and dimes and 
we will be prepared to go where it may be. 

Commissioner Hazen, I express to you on 
behalf of the National Association our thanks 
for your coming here and for your kind 
words, I am sure that we will enjoy our 
stay here in Washington. 

We have some other dignitaries here among 
us who are outstanding men in our particu- 
lar lines. I am going to point out one gen- 
tleman who is here among us today and 
whom I had the pleasure of meeting many 
years ago in California—Mr, Albert Tan- 
gora is here and I would like to greet you, 
Mr. Tangora. 

Mr. Tangora very modestly came to me 
and said that he would like to come into the 
convention and offered to give a demonstra- 
tion of speed in typewriting and I think that 
some time this afternoon I am going to ask 
Mr. Tangora, with your permission. I think 
that the best place would be right here in 
this room, 

I am sure that I am speaking the thoughts 
of each member present in extending con 
gratulations for the splendid arrangements 
made, and our appreciation of the invitation 
to hold this convention in the capital city of 
our country by the dealers of Washington. 
May I thank you most sincerely on behalf 
of our membership. I also wish to express 
our gratitude for the hearty welcome ex- 
tended to us from the official representative 
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of this city, the Honorable Melvin C. Hazen, 
Commissioner of the District of Columbia. 

I am sure we will all have a pleasant time 
and hope that when it is over we will all 
take back something worth while to our re- 
spective homes for the betterment of our 
business, as well as having met and asso- 
ciated with old and new friends. 

Today brings up in my mind a number of 
conclusions arrived at during the year of 
my tenure as president of your association. 
For the purpose of suggestion and later dis- 
cussion I will divide my remarks into two 
parts. 

The first part has to do with the progress 
made by the association during the past 
year. This part is easy, because the prog- 
ress is exactly “‘nil.”’ 

No, perhaps, that is not quite correct. It 
is hardly possible to make no progress. 
Man, and his institutions, does not stand 
still. He either goes forward or backward. 
Therefore, I wish to amend my statement by 
stating that the progress made by the asso- 
ciation during the past year has been less 
than nothing. Hence it has gone backward. 

It may be that such lack of progress is 
chargeable to the president. If so, I am 
willing to bear my share of the responsibility. 
But it seems reasonable to presume that any 
organization of a size and scope comparable 
to the National Typewriter and Office Ma- 
chine Dealers’ Association should be greater 
than any one individual within that associa- 


tion. Therefore, if this is true, then some 
share of the responsibility must, of neces- 
sity, rest elsewhere as well as in the office 
of the president. 

The second part has to do with the prog- 
ress that should be made by the association 
during the coming year and the years to 
follow. 

Before indulging in any remarks having to 
do with future progress, may I ask the fol- 
lowing pertinent questions: First—““Why 
do we have an association?” Second— 
“What is the objective of our organization?” 
Third—“‘When should we give time and at- 
tention to association affairs?”’ Fourth— 
“Where should we make suggestions and 
file complaints?” Fifth—‘*How should we 
insure ourselves against the defeat of our 
objectives?” Sixth—‘‘In whom should au- 
thority and responsibility be vested?’ 

It would require too much of your time 
and mine to fully answer each one of these 
questions, Therefore, I shall only attempt 
to answer them generally and make one or 
two specific recommendations, which I be- 
lieve should be carefully considered by this 
convention. 

In every association with which I have 
had experience (and I have belonged to ver 
many of them) there is always one outstand- 
ing a That problem is—FINANCE! 

ith ample finances (and by that I do not 
mean an excessive amount of money, but 
adequate funds with which to carry on a 
well balanced program)—and a hard-work- 
ing and intelligent corps of officers who take 
their responsibilities seriously, an association 
that can make splendid progress from year to 
year. But, without ample finances, job 
of steering the fate of any association is about 
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like trying to run an automobile without gaso- 
line. 

If I have learned any one thing during the 
last year as president of this organization, it 
is this: That the offices of president and 
secretary, as affairs are now conducted, have 
become nothing more than a collection agency. 
And a very poor one at that. 

The reason is two-fold: First—Laxity 
among the members in the payment of dues 
when due. Second—Because the office of sec- 
retary is a part-time job. 

It seems to me that if the purpose of this 
association is worth while at all, it is worth 
while to handle it adequately enough to attain 
its objectives. These objectives cannot be 
attained on a shoestring. The operation of 
the association surely requires as efficient 
handling as the handling of your own per- 
sonal business. And certainly this efficiency 
is necessary if the association is to succeed, 
or even endure, as an association. 

For the purpose of insuring its future suc- 
cess, it is my recommendation that the office 
of national secretary be made a full-time job, 
and that a permanent secretary, located near 
the center of population, be employed at a 
salary sufficient to enable him to handle the 
affairs of the association as they should be 
handled. Such a secretary should be employed 
by, and answerable to the Board of Directors; 


but be given free rein to direct association 
activities and build up an enthusiastic mem- 
bership. 


At the time Mr. Scott of Ventura and my- 
self received the books of the association the 
finances were in the “‘Red."’ In order to carry 


When Mr. Bush asked me to make a short 
talk at this convention, I readily accepted 
and, after that, it took me two or three days 
to think of a subject and it took me three 
weeks to try to get a few things together so 
I could talk, and so hereafter I think that I 
will stick to my horse. 

Selling typewriters is very interesting 
There is a certain fascination about the type 
writer business even though we don't make 
a great deal of money out of it. There is 
only one case that I know of where any real 
money was mace out of the typewriter busi 
ness and that was in the case of the colored 
employee who worked for me. This porter’s 
job was to clean the store and wash the win- 
dows and to do such other jobs around the 
place as were incidental to this profession. 

One time when he was emptying the trash 
basket in the back of our building he was 
suddenly struck by a car and, when the car 
passed on there was hardly enough left for 
his widow to identify him. Of course, he 
was covered by our compensation policy, and 
so the insurance man called with a two hun 
dred and fifty dollar check shortly after and 
the widow was happy about it. In fact, this 
sudden wealth almost overcame her 


on even the necessary affairs of the moment 
it became necessary that I, personally, advance 
funds out of my own pocket. As time went 
on it became very apparent that funds neces- 
sary to do anything constructive could not be 
depended on from the collection of dues. The 
part-time office of secretary is ~ ee to 
carry a small salary as partial reimbursement 
for the secretary's time. No part of this small 
salary has yet been paid this year, as there has 
not been money available for that purpose. It 
is needless for me to say that an association 
cannot be conducted on this kind of a basis. 

Now, if this association is organized for 
social purposes only—for the purpose of 
meeting once each year to dine and dance and 
drink—let us frankly admit it now, and re- 
organize to correspond with such an objective. 
But if we are organized for business purposes 
—for the purpose of advancing the interests 
of the members individually and collectively— 
let us frankly admit that, and get down to 
brass tacks. 

This is not intended as an assault on the 
social features of our annual gathering. I en- 
joy these privileges as much as any other 
member. It gives me the greatest pleasure to 
meet with you all once each year and renew 
acquaintances, cement friendships and meet 
new members. The social features of our or- 
ganization are the bubbles in the champagne 
of our personal contacts. However, the heavier 
wine of these contacts comes from the fruits 
that we should be plucking throughout the 
year, that should be growing on the vines and 
trees in the garden and orchard of the asso- 
ciation’s business endeavors. It is only for 
these direct and indirect business aids that 


Constructive Selling 


By C. D. Bills, Sales & Service 
Company, Washington, D.C. 


After he presented her with the check, the 
insurance man asked her what she intended 
to do. She said, ‘“‘Weil, I really don’t know. 
I will have to get used to the new conditions 
first, but if I ever marry again, my next 
husband will sure be a typewriter man.” 

Constructive selling is a subject on which 
one could talk a great deal. As a matter of 
fact, thousands of books and articles have 
been published and predicated on _ this. 
Maybe I am wrong with some of the others, 
or maybe my opinions are entirely wrong. 
I have felt that if a customer came into my 
Store who wants a certain piece of machin- 
ery, it is better for us to sell him a machine 
of that particular price and not to try to sell 
him or build him up to a higher price sale. 

Say a person comes in for a twenty or 
twenty-five or thirty dollar typewriter, I as- 
sume a freshly rebuilt machine of some sort, 
let's try to sell that particular typewriter 
and not build him to fifty or sixty or sev- 
enty dollar machines If we do this, nine 
times in ten we have to carry a balance of 
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many of our members are able to justify their 
membership in the association. 

It is not my intention to usurp any of the 
perogatives of office of president, to foist upon 
you my personal opinions as to what should 
be done. I am going to rest the case, merely 
by stating that, and calling your attention to 
the fact that I have appointed a Ways and 
Means Committee to consider and bring to 
this convention for debate and action sugges- 
tions for the continuance of this association 
with a real business program for the coming 
year. They have been working for some time 
and their report will be handed in shortly for 
your consideration. I am going to ask that 
you individually and _ collectivel carefully 
listen to their report, make any further sug- 
gestions, avoid unnecessary argument, and 
then cast your vote and abide by the majority 
opinion. Then go back home determined to 
carry out the program as decided by the ma- 
jority even though you may have been in the 
minority personally. We can carry our bur- 
dens, work out our problems, execute our 
duties, and enjoy better business, only by co- 
operation. 

I say to you in all fairness and frankness 
that I should like to feel that this convention 
will do that which will make it possible for 
my successor in office to conduct his office 
more constructively than has been possible 
during the past year and that. I know, can be 
done if you folks assembled here will look at 
the practical side of an organization, such as 
ours, and realize that, through proper under- 
standing, much can be accomplished for our 
industry as a whole and our own personal 
business. 


that account on the installment basis and a 
great many times the installment turns out 
to be wrong. 

Of course, we don’t have as much here in 
Washington as you would have on the out- 
side. I have been of the opinion that it is 
better to give the man the machine that he 
can afford to pay for, and often that which 
he can afford to pay for he has cash ready 
to cover. I think that we should give a man 
a machine that is in his price rather than to 
try to build up his sales price. 

I have quite a few books on selling and I 
have read quite a number of the best books, 
and always the books seem to say for us to 
try to build the man up to a higher price. 
We know. of course, the elementary princi- 
ples of selling. First we must get attention 
and arouse interest, desire and then finally 
get the attitude, and I really think that it is 
much better to sell a person a machine he 
wants, and it leaves a better taste in the 
mouth and the customer doesn’t have the 
feeling that he has been over-sold, and that 
he has been forced into this higher com- 
mitment. 

I could really write a book on selling if I 
had a mind to do so, and my wife says that 
is the only thing that is lacking. 


Organization Must Be Perpetuated 


I tried to get up before the three previous 
speakers to talk about the perpetuation of the 
organization. 

It seems that the previous speakers have 
talked about a good many things, and one of 
the things that I wanted to tell you about 
was what Mr. Muenze brought up, I think 
that it is a very good idea, for I don’t believe 
that it is a good idea for the members of the 
organization at large to pay any larger 
amount than they do. If you increase it you 
will never get a large organization. I remem- 
ber that two years ago at Chicago the sub- 
ject was brought up in the same way. The 
organization did not have anv money to carrv 
on. At most conventions we hear a lot of 
talk about what is going to be done during 
the coming year and there is nothing done. 
but there is much activity right before the 
convention 

If you want to raise the dues of this or- 
ganization so as to have money in the treas- 
ury, you will never get anywhere beyond pos- 
sibly a hundred or two hundred members. 
There is a possibility of getting from a thou- 
sand members or more providing you get at 
another source of revenue besides your dues, 
and by that I mean not to get the money by 
donations from the manufacturer, because if 
you do that you are not independent dealers 


By William Hutter, Check 
Writer Company, Inc., New 
York, N.Y. 


If some of you gentlemen remember I pro- 
posed that ribbon thing ‘n Chi-a¢0 and I was 
nominated as chairman of the Ribbon commit- 
tee and Mr. Young and Mr. Dean were nomi- 
nated on the committee. That was all that 
was done. I waited three months and I didn't 
hear anything. If I had had a letter, I would 
have gone ahead, and in order to convince 
mysclf that it was practical, my son sug 
gested that to the New York organization and 
at the time we vot twentv men using the rib- 
bons in New York and bringing a revenue 
to the New York Organization, of approxi- 
mately twelve dollars a month. 

Mr. Schafer will bear me out—you want 
to have a secretary who does nothing else 
but tend to the secretarial duties and bring in 
members. In order to do that you have to 
have money. Mr. Muenze suggested that this 
be a minimum of two thousand a year, and 
possibly a dollar for every member brought 
in. 


You could get the money providing that 
you advertise some trade marked article, such 
as ribbons, platens, carbon paper or some- 
thing of that kind which everybody would 
want to handle, and they would not be al- 
lowed to handle it unless they were members 
of this Association. 

In other words, it is a natural thing for 
a man to say, “What am I getting out of 
this?” I agree with some of the previous 
speakers, if you don't put twenty-five dollars’ 
worth of work or money into an association, 
you won't get anything out of it. 

I think that we should try to do something 
so that the association would be carried on 
between conventions and not just at con- 
ventions. 

I want to say that I have enjoyed myself 
at the Washington convention more than I 
have at any other convention, that is, from 
the social part. 

I think that this association should work 
between conventions—that is the important 
thing—and go out into the highways and the 
byways and to face each prosrective member 
and bring him in, because, after all, we are 
all alike—all like a flock of sheep, we see ons 
go and others will follow. 





This is beginning to sound like Major 
Bowes’ amateur hour and I hope that the 
chairman won't ring the gong on me if I get 
a wrong line in here. 

When I came up here—I rode on an air- 
plane—lI had a lot of things that I was go- 
ing to say. There has been a lot of discus- 
sion on the floor and it has been very inter- 
esting to me and before I start to speak on 
the subject, I would like to say something 
about a few of the things that have been 
mentioned here this afternoon. 

I think that it is most encouraging to 
see the organization take some steps on this 
portable situation. My livelihood is portable 
typewriters and I want to see them sold. It 
is very interesting to see them sold at a right 
price, because I know right down in my 
heart, that you cannot go on making money 
as a merchant unless you get a proper price 
for the things that you sell. 

I think that, after all, the thing lies in the 
hands of the dealers. These laws are popping 
up in the state and I thought that there were 
six states, but I am informed that there are 
eleven that have them, and those laws are for 
operations within a state and on typewriters, 
for instance, which are shipped and handled 
within that state. The inter-state commerce 
law prohibits price contracts on typewriters 
coming from say, New York, to a dealer in 
another state. 

I notice that the Gillette Safety Razor 
Company has been cited before the Federal 
Trade ommission here in Washington on 
such a count. They have been making it 
a point to maintain prices and in so doing 
they are up against a suit by the Federal 
Trade Commission. 

My opinion is that this price proposition 
can be brought around to a sensible solution 
by a good consolidation of the local associa- 
tions and in that, of course, lies your entire 
picture as far as everything is concerned. 

This organization is composed of fine peo- 
ple—on the other hand there are approxi- 
mately thirty-seven hundred active industrial 
dealers, and that doesn’t include department 
store dealers, and I believe that when you 
talk to those dealers, the one hundred and 
twelve paid up members in the Association 
will make it difficult for a small one to wield 
a heavy hand on this price situation. This 
thought must be borne in mind and it must 
be built up. I will tell you frankly, that the 
dealers themselves can control this price situ- 
ation, because after all, my company, and 
every other one, is looking to the dealers 
for the sale of typewriters, and if those deal- 
ers are sincerely anxious to correct the price 
situation, the manufacturer has, as a matter 
of his body blocd you might say, to correct 
that situation. Those dealers who are in the 
one city where this price situation exists, per- 
haps are the worst in the United States. We 
have been making a sincere effort to operate 
under that law—we sent out a letter to a 
hundred dealers asking them if they were 
willing to do this, and would sign a new con- 
tract putting them under that law and after 
two and a half months we received thirty-five 
replies out of those solicited. We have made 
a recanvass, personally, to try to get signed 
letters under the law. 

They have to get in mind the idea that if 
these prices are to be corrected they must be 
willing to do this because a company cannot 
force them unless they sign a new contract 
to maintain a price and really it seems to me 
that you ought to take action on this resolu- 
tion and you ought to build up your organi- 
zation where it is powerful enough to handle 
this price situation. I think that you will 
find that the manufacturer is very much in 
Sympathy with you. The fact that they sell 
one hundred machines today doesn’t mean 
that their busincss is going to continue, and 
working two hundred men for six days at a 
plant isn’t going to build up business for the 
future. We are interested in maintaining and 
keeping portable prices up. 

That again brings me to the part of the 
resolution and maybe you will disagree, and 
maybe Jim will ring the gong on me, I don't 
know. 

I have always been in favor of something 
low in price to the advertiser, and I have 
watched dealer after dealer not in this busi- 
ness, because I have been in the advertising 
business for a long while,—I have watched 
other merchandising businesses. I have taken 
typewriter ads for dealers and have put an 
ad in the paper for sixty dollars and one 
person came in, and as a result the cost was 
ninety dollars. 

I have taken another ad, and the ad was 
running in the same paper and as a result, 
Sixty-two people came in the store and there 


You Can’t Lose 


By William A. Metzger, Man- 

ager of the Portable Division, 

Royal Typewriter Company, 
New York, N. Y. 





Mr. Metzger 


were forty sales and to make those forty 
sales, there were good sales people. You 
can’t have small sales people—they have to 
be good, men who can actually convince peo- 
ple of a better piece of merchandise. Out of 
that lot, there were about four or five of those 
new models sold. It was really the other 
thing that sold—the typewriter on which the 
money was made. 

There is a human frailty about people gen- 
erally. They think that the guy on the other 
corner is doing too much business and they 
maybe sit in their own store for a half a 
day and with only one or two people walking 
in and there are a lot on the other corner. 
They feel that they have to cut prices to get 
the business and feel that that is the only 
thing to do, and that it is going to happen 
regardless of the manufacturer or the dealer. 
You never can instill enough confidence to 
take away that fear. It is going to happen 
here and it is going to happen there, and we 
can't eliminate it. ut what I want to say is 
this: 

Those actual “‘nudist’’ models that you have 
been talking about and which we have in the 
field, fortunately and unfortunately, actually 
kept better machines from being sold at re- 
duced prices. It is the feeling and the prac- 
tice of store advertising—retail advertising in 
all sorts of fields—department stores and in 
other fields,—that you have to have some 
leader to bring people into the store, and you 
will never sell them unless you get them in 
the store. You can’t walk out in the street 
and try to sell them, you have to get them 
in that store. There is by actual law certain 
numbers of people that come in, it is abso- 
lutely true, and you can take any product and 
you can apply that law and take this for 
example. This will represent the actual pro- 
portion of the number of people interested in 
that product at certain prices. 

At your high price there will be a very 
narrow margin, and at a low price there will 
be a great number and people’s memories are 
so short that price programs don't mean very 
much. On the other hand, if there exists a 
certain demand in proportion to the price 
which people feel they must pay, then some- 
thing of a better quality can be sold after 
people come in, but you have to get them in 
first. If you get these people in they are 
going to have enough common sense to buy 
a finer and better product. 

I mentioned before that there are about 
thirty-seven hundred dealers in the United 
States and I looked over some records and I 
tried to find the records of the dealers who 
had failed in the typewriter business. I did 
this while I was on my trip and I just re- 
turned on Monday. I couldn't find any rec- 
ord of any dealer who had failed for depres- 
sion reasons. I think that out of the entire 
bunch there were three dealers who had failed 
for reasons other than financial, and they 
went out of business, which could not be 
classified as a result of losing money in busi- 
ness. That goes to prove one thing, that in 
the typewriter business you can’t lose. 


We have had something go in the past 
year, for instance, the radios, and take your 
transportation and you see the automobiles, 
and take your communication, and you have 
the wireless and all of those things have been 
recognized, and yet today we write with a 
pen in the hand, and the reason that it hasn't 
changed before is that the ge! has been 
too sleepy to change by itself. e haven't 
gone about the proposition from the proper 
merchandising viewpoint and constantly it is 
forcing itself upon you by reason of self-crea- 
tion. You might call it a self-preservation of 
this market. e are in a rising market and 
you can't buy a second-hand typewriter at a 
wholesale price and sell at a retail price and 
lose money. You can't sell at a retail price, 
unless you are foolish,—and lose money. This 
business is growing rapidly—you don’t have 
any trade-ins on portables a you are mak- 
ing money on everything that you do. It is 
a modest business, but I have seen dealers 
grow up from small stores. 

Several years ago one of our members here 
whom I met this morning had a very tiny 
store in a small town and today he has one of 
the most beautiful establishments which will 
compare with some of the finest department 
stores in the country, and that is the result 
of conducting the business properly. 

have read where we ne management 
more than selling, but I think that we need 
selling more than anything else and the rest 
will take care of itself. 

We have this gos market, and we, as 
typewriter dealers are letting others slip in 
there and take that business away because of 
the fact that we are not constructively mer- 
chandising. 

You have been established for many years 
and you are known as typewriter men and 
you have given service, and people have been 
going by your store and have been seeing it 
there year by year. Now, why should they go 
to a department store uniess you let them? 
In other words, you have to remain and say, 
“Come in here, Jack, we have just the type- 
writer, you need in this store,”’ and that you 
do through advertising appropriations—ad- 
vertising and merchandising. Any dealer who 
tries to conduct a business without a reason- 
able advertising appropriation, using this ap- 
propriation for actual publicity and public 
advertising is again a fool. He is neglecting 
the most important part of his business. 
After all, unless you get potential customers 
in the store, you are not going to sell them. 

I ask you—make up an analysis of your 
own picture. Are you spending any money 
for advertising? If you are spending it, is it 
perhaps a little classified listing in a telephone 
directory or is it classified advertising in the 
classified section, on rental machines, or on 
that sort of thing? , 

Think of the smaller media of advertising— 
is it perhaps a little five dollar ad because 
some church society or some concern forced 
you to do it? On the other hand, you have 
so many other ways of using your money 
profitably and making a constructive plan and 
a good plan to help you sell your merchan- 
dise, whether you are located in a small or 
large town. You will find in the first place 
that the newspaper space should be used 
mostly for advertising. 

Suppose that you have a record of your 
sales over a period of time, say six months, 
you should set aside at least for this, four 
dollars per typewriter that you move, for ad- 
vertising. For that reason your price should 
be pretty near list, or you can’t afford to do 
that. 

During the last six months, right now, we 
are coming into what is the best typewriter 
season. You should set aside an advertising 
appropriation and go at once and see about it. 

If you go to your local newspapers you 
will find them anxious to serve you. They 
have credit departments and they are glad to 
build your advertising for you. They will be 
glad to lay out a schedule, on what you think 
you want to spend on that newspaper adver- 
tisement. 

I remember the Des Moines Register Trib- 
une. I never bought the Des Moines Register 
Tribune because the rate was so high. It was 
sixty-five cents a line and I couldn't see how 
we could sell enough typewriters to pay— 
that is the rate that we pay in Chicago. 

It happened that the Ves Moines Regist>r 
Tribune covered three out of every four fami- 
lies in the state and we went in there and 
got results. The same is true if you are in 
New York, or Chicago. 

You can use a cheap type of advertising, 
but let me tell you that there are in the ex- 
perience of all retail advertisers, people who 
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come in—and there are only two kinds that 


pay. ae 
hen you advertise, the first kind is a 
bargain and the second is easy terms. Bar- 
gain advertising has been decried here to- 
day a little bit. I don’t object to it at all 

f you agree that you should advertise 
prices, for heaven's sake get a good low term 
arrangement, a dollar a week, so that you 
can show a machine and be realistic about it. 

- now, we will forget that advertising 
angle. 

he question came up about prices in win- 
dows and I was very glad to see that Mr. 
Simler spoke about prices in windows. I am 
deligh to see those prices. There is a way 
of putting prices in the window that makes 
your store look big and important. After all, 
the department stores operate on just the same 
principle. 

It is a very important principle and one 
that you should use in your window display 
and some dealers are not going to like to hear 
me say that. I know that in a lot of places 
they don’t put the prices in the windows. 
You should have prices in your windows and 
secondly, you should have something that at- 
tracts attention. You should not be content 
with just putting a few typewriters in your 
window and leaving your window dirty. The 
window is your 1 Pee investment. You 
could get, very likely, any upstairs location 
for fifteen dollars but when you pay seventy- 
five dollars, you are paying mostly for the 
window display on the first floor. 

You have to sell typewriters and you should 
use your window just as much as you can. 
My second opinion is to have something inter- 
esting. There are so many things that can 
be done in the way of window decorating. 

You should have the windows changed fre- 
quently and not allow the same thing to stay 
there too long. You should have motion— 
that is a really important thing. 

Another thing, you can use life; life is a 
form of motion. 

One of our dealers in Boston went and put 
a bee hive in his window. It was about a 
vear ago and said, ““We are as busy as bees.” 
People crowded around that window to watch 
those bees go back and forth, and this car 
ried a good significance. 

Another dealer in another kind of a busi- 
ness never had as big a draw as he did when 
he had his product in the window, it wasn't 
the typewriter, but you could use it in this 
business just as well—he put a few little 
puppies in the window and said, “Even a 
puppv can use such and such a product.” 

People came because it was something that 
appealed to them, and it was something new. 

Another thing that you should use is store 
displays. You should go in for more store 
display than you do. Have your windows 
look good, and in addition to that have space 


enough in your store where the yy can 
move about. Consider the fact that people 
use the typewriters sitting down and they 
never use them standing unless they can't 
help it. Therefore, you should have a cus- 
tomer sitting down and you should have 
sufficient room for a prospective customer to 
sit down. A lot of typists require a lot of 
time for demonstration, and they can’t be 
sold standing up, and they figure that forty- 
nine dollars and fifty cents or sixty dollars is 
a lot of money and when you figure that the 
average income is twenty-five dollars a week, 
you have to impress them with your window 
display and sell them the stuff. 

hen I went into this portable typewriter 
business, the contention that I had in my 
mind was that my job was not to sell type- 
writers to a bunch of men who bought them, 
that is any salesman’s job, that is your job 
as dealers to sell them. My job was to 
create methods which could be applied and 
the dealers would buy. I took it for granted 
that there wouldn’t be any department stores 
in the typewriter business. 

We got some dealers who said they would 
take a chance, in other words, they had suffi- 
cient confidence in me and in our company to 
go on along, and we watched the methods 
used and we got together and developed cer- 
tain ideas and certain thoughts as to mer- 
chandise. They were in three different kinds 
of cities—a manufacturer like ours has to 
consider that his market is much varied. 
Then there is the medium sized city, and we 
took one of these great big cities and one 
of the “middle sized bears’’ and then we took 
a little bear and we tried each of them for 
the different methods. The result was the 
bargain advertising which has been con- 
demned here today. 

In one case—it was purely a bargain case 
—he had his anniversary sale, and it proved 
to be successful. At the opening of his new 
store he had three hundred square feet, and 
he had a grand opening sale in December. 
In January he had a graduation sale—the 
other dealers adopted a different policy. He 
took one type of advertising that featured 
one of these “nudist” machines at a low 
price, a dollar a week, and he stuck to that 
and he had it in every newspaper in the city, 
week after week, and he had some little 
characters which he dressed up and paraded, 
and they didn’t say anything about this 
dealer’s business at all, but they called at- 
tention to his place. 

The third man used an entirely different 
plan—we felt that the newspaper would not 
work in a small town, so we said you can 
get lists of school students—and the first 
thing that he did was to get pencil mailing 
cards, and he mailed those cards three days 
apart, and out of the three hundred mailing 
on the first list, after a period of two weeks, 
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he had fifteen which is the highest record 
under the direct mailing campaign. 

He has kept that up, and on the average 
it has worked out very well. Repeating this 
direct mailing idea in the small cities is very 
effective. 

You want to mes for your information a 
file of every portable and used machine that 
you seil, Tis is a new system, and I have 
just seen it, a system where you keep colored 
tabs for the different months. ou keep 
them filed alphabetically and by the different 
months during which you sell them. 

You pick out the ones that have those tabs 
and get a mailing out to them in regard to 
the repair and cleaning of the machines. 
That is a real mail list—you know that they 
have a typewriter—if they have been using 
it a great deal, very often you can trade in 
that typewriter; if you can’t, you at least 
get a repair job. 

This student market is important. We 
covered every person who had bought a type- 
writer, and I had a list up in my room, 
but I left it there. Of all of the people, 
who came, sixty-two were students, and that 
indicates the importance of the student 
market. 

Then we got those from eleven up to six- 
teen right in that pre-high school age, and 
we found out that we had not been going 
into the right market. Nobody in the world 
needs typewriters as much as high school 
students. You should get those lists of those 
in the high schools and advertise to them. 
There is a direct list, probably, and there is 
a million, seven hundred and fifty thousand. 
If we can sell ten per cent of them, in a year, 
we are going to have a swell year. There is 
no reason why we should sell ten per cent, 
but after all, it is up to the efforts of the 
dealer to get an ad in the newspaper that 
they are going to read, something about the 
student, something that is going to be an in- 
ducement to the student. Get something in 
there that is to the point as far as they are 
concerned. 

Tell the reader that you are going to give 
him a free typing instruction book or some- 
thing that is good for him, or hold a little 
contest, but, at least, get your men to work 
and get out to that student this information. 
Sixty per cent of purchases would indicate 
that the students are our present day market. 
Leave it to the typewriter companies to de- 
velop the new market; you are interested in 
who wants to buy typewriters today. Get 
that business yourself. 

At any rate many have adopted our solu- 
tion, and our method is going through suc- 
cessfully. The portable sales today bear out 
the fact that the dealers are working. You 
can’t lose—advertise correctly in your store, 
and make the money that there is for you in 
the typewriter business. 


The Washington Merry-Go-Round 


I have a particular feeling of distinction 
in coming before this meeting this morning 
because I was almost in the typewriter busi- 
ness for a number of years. I was for twen- 
ty-six years in the typewriter supplies busi- 
ness, and I have a great deal of satisfaction 
in getting up here for the first time in all 
those years and having a chance to look 
down at you. 

This ashington Merry-Go-Round is a 
pretty peculiar thing; some folks ride the 
jackass or the mule and others ride the ele 
phant, and as they go around they allow 
themselves to be somewhat swayed by the 
particular steed that they are riding, and 
oftentimes forget that there is some power or 
current that makes the merry-go-round. The 
thing that is important is not the fellow who 
pays to get on, but the fellows that are steal- 
ing the ride, that is, the big ride. 

It is not really a merry-go-round—there is 
something about this atmosphere that is dif- 
ferent. You are not really a part of the 
United States when you are in Washington. 
You get into a different attitude and a dif 
ferent viewpoint. 

A man in my office said, “I make it a point 
to go West of the Mississippi to get away 
from this Washington viewpoint, because 
things are different there.” 

The fellows back home are different be 
cause they are the ones who pay for the run 
ning of this little machine down here that 
sounds so fine to some of you fellows back 
home in the country who like to have some 
of the government business, not realizing 
that there is no profit in it, and if they were 
here and there were profit they would soon 
take it out. 

Washington is a peculiar place. I recall 
at the time when Mr. Roosevelt had his in- 
augural and I sat opposite the biggest re 
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viewing stand there on Pennsylvania avenue 
and watched that great parade come up the 
street, and just as that magnificent group of 
police from New York were going by, the 
news-boys began to call “Extra,” and they 
brought these newspapers into the stand, and 
at the top of the newspaper in three inch 
headline were these enormous lines, telling 
these folks in Washington that the banks 
had all clesed. 

In almost any other country there would 
have been a revolution, but what did the 
crowd do? It was raining a little, and that 
is another thing, it rains every time anything 
happens in Washington, and if you come to 
Washington and it is raining, you will know 
that there is a function going on. 

The sun-tanned Elks got by because that 
was a mixup, but on the sun-tanned Shriners, 
who paraded the week before, it rained like— 
well, it rained them out. If you come here 
and it is raining you will know that some- 
thing is going on. 

It was beginning to rain a little bit, and 
what did these people do, they took these 
newspapers and folded them and sat on them. 
There was no panic and it occurred to me as 
I watched that picture that here is a country 
that we don’t need to worry about as much 
as we would have liked to worry. 

One thing in this Merry-Go-Round, I am 
sorry to say, is that all through the NRA, 
and all through the recovery movement, and 
all through the time that these economists 
were working on the problem of business, 


there was one language that was as foreign 
to them as that of Ethiopia, which is looking 
for a fight over in Europe, and just when we 
begin to export spaghetti over there the 
begin to start a battle in Ethiopia. It will 
probably be written in number 67 in the re- 
search department and you will never see the 
report. 

I want to show you some of the elements 
that went into everyone of these men that 
considered the problems of business. I have 
been down here long enough, and I have 
brought a chart to illustrate to you not only 
the problem we have to contend with in this 
program, but the problem that you are going 
to have to contend with as you go ahead and 
try to achieve the type of organization that 
you want and more than that, the type of 
organization that you are going to have to 
have if the distributor is going to remain in 
the typewriter business. 

Let’s look them over: 

Here is the lemon—you have met him. 
You have been in meetings where the lemon 
is—the guy that hasn't the price to go, no 
ticket to get there and if he got there he 
wouldn't know where he was—there he is. 

Then there is the hard-boiled egg. You 
know him. The boy that can’t learn any- 
thing—he knows it all—he has been in the 
typewriter business and the stationery busi- 
ness so long that nobody can tell him any- 
thing. Times don’t change, he doesn’t 
change, he refuses to change, and he would 
go broke before he would change. 

Then you have the bug. You know him. 
This is all a part of this merry-go-round 
down here. We have them in government 
as well as in business. Think this over and 
try to assemble in your mind certain public 
men characterized by this bulletin illustra- 
tion—you know bugs. There is the bug who 
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More SNAPSHOTS AT THE WASHINGTON CONVENTION 


i. Otte Kretchmer and Jim Treanor, Peerless Key Company. 
2. Cc. H. Everly, Office Appliances; Clyde F, Jungbluth, Un- 
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any. 


i] 
Neuberger, Broadway Typewriter Exchange, New 


® Charles Ames, 


Ames Supply Company; Pete Carroll, 
Globe Typewriter Exchange, New York; Ted Schafer, United 
Typewriter Company, New York; James P. Ward. Jr., Ship- 
man-Ward Manufacturing Company. 


York: George Neuschafer, Neuschafer & Jacobs, New York. 

4. John Grobark and Elmer Young, Young Office Equipment 
Company, Chicago. 

5. Albert Tangora, W. A. Metzger, Royal Typewriter Com- 
pany; Mr. Palmer, Royal Typewriter Company; Mr. Longley; 
Ww. T. Corney, Thomas & Corney, Toronto. 

6. Henry Simler, American Writing Machine Company. 

7. C. Elmer Anderson, Anderson Typewriter Company, 
Pasadena, 

Ss. James C. Erback, Erback Office Equipment Company, 


10. James P. Ward, Jr., Shipman-Ward Manufacturing Com- 
pany; H. T. Shilling, Fort Pitt Typewriter Company, Pitts- 
burgh; I. R. Ritchie, Addressing Machine & Equipment Com- 
pany; A. P. Pohl, Business Machine Service, New York. 

11. L. P. Naylor and M, 8. Stephenson, Remington Rand, Inc. 

2. I. R. Ritchie, Addressing Machine & Equipment Com- 
pany; Jim Latferty, Underwvood Elliott Fisher Company. 

13. Joe Mills and Joe Galland, Wholesale Typewriter Com- 
pany 

14, W. A. Mooers, Woodstock Typewriter Company; J. L. 
McDonough, Reyal Typewriter Company. 
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talks too long, and then there is the bug 
who thinks all business men are crooks. 

There are a million and a half merchants 
throughout this country who have struggled 
without an ounce of assistance from any gov- 
ernment department and they are crooks(!) 
—and that is the picture we have to get the 
work out. 

We come down here and we have the nut 
—you know the nut. I am a nut—anybody 
who is crazy enough to believe that things 
can be done is a nut. They can. 

I am talking to you in this insane way be- 
cause I think that this is the best country in 
the world. I think that a man who has the 
privilege of citizenship has something of 
more value than anything else. I think that 
he ought to kneel down and thank God every 
night that his parents had sense enough to 
move over here before he was born 
( Laughter. ) 

There are those of us who are crazy enough 
to believe that things can be done. 

In our own Association we have serious 
merchandising problems. Are we fighting 
about them? No. We are not fighting them, 
we are facing them. We have the problem. 
Here’s one. On one side we try to meet a 
certain kind of competition, on the manufac- 
turers’ side as trying to adjust himself so that 
he can maintain a proper compensation to 
the dealer which carries with it an overhead 
before it reaches the consumer. So that we 
have a competition between the trade manu- 
facturer through his dealers and the manu- 
facturer who does not work through dealers, 
with the problem of deciding what a fair 
price to the consumer is. 

So we are trying to work it out. We are 
crazy enough to believe we can make the 
consumer pay the price he ought to. Taxes 


come out of the consumer in the last instance 
and so does overhead but we are not fight- 
ing one another on the proposition—we are 
fighting the proposition, 

{ see a man right here who has done a 
magnificent job in this business. Why has 
he done it? Has he done it just to sell more 
merchandise? He has done it because he is 
one of those fellows who wants to do the job 
in his own business, by his own efforts, and 
in his own sphere, and to set himself up high 
enough so thet when the time comes to him 
to pass over that threshold that we are all 
going over, he will leave a record of accom- 
plishment that will be realized by the people 
whom he knew best. He is doing the things 
that he can do best, and those things come 
into business and they come only through 
organization into business. Notwithstanding 
all of the elements that go into this picture 
that I have been so lncdoquately trying to 
describe to you, everyone has his place, be- 
cause all can be converted in some way. 

Now, this is the sock-in-the-jaw. You get 
more pleasure out of socking a guy in the 
jaw in your mind than actually doing it, be- 
cause he might sock you back and he might 
know how to do it better than you. Haven't 
you had the idea at times—‘“I would like 
to sock that guy in the snoot, but I won't’? 

This is the cross section of the brain of an 
economist—certain kinds of lubricating oil 
has to be used—he has to arise at a certain 
hour and they always start off where they 
began and each day record the limit of their 
accomplishments and if it doesn’t come out 
right, the other guy is wrong. I am thinking 
as I look at the different kinds of organiza- 
tions—and that takes in government, busi- 
ness, and almost anything that the real as- 
sociation includes—this started in the Garden 
of Eden, so figure out what elements you had 


—you had then Eve, Adam and the snake, 
and you have still got the snakes. There 
are some snakes in this room that St. Patrick 
didn’t get rid of, but then there are snakes 
in every organization and snakes are not 
always vicious. 

Some one asked me to say a few words 
about our own organization, and what we are 
trying to do. ell, for thirty years we 
have battled on and we have tried to estab- 
lish in the minds of the public and in the 
minds of all of the factors that there is such 
a thing as the commercial stationery indus- 
try. e know, for instance, that there are 
some eighteen or twenty thousand stationers 
in the country and many of those are news- 
dealers or bootblack shops, and a thousand 
and one other avocations handling a little 
stuff, and all of them are recognized as sta- 
tioners. 

I recall a splendid resolution that this or- 
ganization, two or three years ago, where the 
sponsors went on record to the effect that 
the manufacturers should give the stationers 
the same discount that they would give the 
time buyer—they were aiming in the right 
direction, in other words, the thing that we 
are trying to establish as we go ahead in any 
kind of industry is a measurement of the 
functions by the buyer and the measurement 
of the functions by the manufacturer. That 
is the first thing, and second, we have tried 
to create a spirit of friendliness and under- 
standing between the maker and the seller 
and that is very important. It becomes par- 
ticularly important since the NRA. 

The trade manufacturers were subdivided— 
it was over here and over there, and there 
was the direct selling man and another kind, 
and so it went; now we are trying to set up 
a bond of sympathy between the people who 
work together and the manufacturer who de- 
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pends upon the distributor. He ought to deal 
on friendly terms with that distributor, and 
further than that, he ought to take that dis- 
tribubutor into his confidence when he is 
planning on making a major change in his 
policy, a reduction in price that affects The 
distributor or anything else that covers the 
common interest of both. It can be done, 
but it can only be done through friendly asso- 
ciation and it can't be done by fighting one 
against the other, by saying, “Let's get to- 
gether, and boycott this fellow and bust him 
up.” It can't be done b. cause bus: ness is bunt 
up through friendly association and coopera- 
tion. You have to get the ideas ot those isan 
ufacturers and their dealers and their sales- 
men and the salesmen dealers in order to get 
the merchandise out to the highest potential 
selling point that you can find, with the user, 
so you are going to do this job in an intelli- 
gent way and we are trying to have this fig- 
ure so as to show how our business is run- 
ning and to see how it compares with last 
year, and the cost of the business functions— 
we can’t do anything without knowing the 
cost of business—we want these figures so 





that we will know how many of them have 
to compensate us in order that we may get 
by. 
I have been in this one business since 1902. 
It is nothing new to me, and I have seen men 
come and go, and I have known the old- 
timers. We have some businesses in our field 
that run back a hundred years, and one is one 
hundred and thirty-eight years old, and we 
know that if those organizations are going on 
and retaining their strength and the vitality 
that they had in the early days and to actu- 
ally be stronger in their community today 
than they were fifty years ago, they mean 
something in busincss. 

When we read the record of our associa 
tion of twenty-five years aco. we fin’ that we 
are running a series of articles on things that 
the fellows said twenty-five years ago. In 
other words, they were talking about the con- 
ditions then but it aoplics to the con itions 
today without a change in the wording to 
every problem. 

It is astonishing to see this thing—it is in- 
teresting to read the words of the men who 
have been dead ten or fifteen years and hear 
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them say that there wouldn't be a commercial 
stationer left in a few years, and twenty-five 
years later we find that the per capita of the 
commercial stationers is almost twenty-five 
times what it was twenty-five years ago. 

We want honest reaction because you rep- 
resent the people that are on the firing line 
and have the job to do. 

We go into the conventions and we fight 
a little bit and we go then to the banquet. 
I think that in the closing sessions of our 
conventions the thing that always impresses 
us is the report of the Memorial Committee. 
I think that one of the finest tributes to the 
association is to see the tear in the eye of 
the man who has suddenly been thinking 
again of that business advocate with whom 
he has associated through our group all down 
the years, and when it occurs to him that he 
has gone, he isn’t thinking of the loss of a 
competitor, but he is thinking of the loss of 
his friend. 

Then the next night at our banquet, we go 
in and the men who attend have a grand time 
and when we go back we have the same 
problems over again. 


Dealers Must Learn Merchandising 


In listening to the previous speakers that I 
have heard this afternoon, it would indicate 
to me that the trend of thought is the dealer, 
in order to continue to be a successful indi- 
vidual in this business, must learn merchan- 
dising. 

I venture to say that if it were possible to 
take all of the successful dealers who now 
exist and put their names in a hat and then 
take all of the typewriter dealers in the coun- 
try and have an individual draw out of the 
names, and as the names were drawn, allot to 
the individual, within a period of five years 
the same dealer who is now a success in a 
given community would be a success in five 
years no matter where you are, primarily due 
to the fact that he follows good principles. 

Now, your discussion so far has all been on 
the sale of typewriters. What we want to 
take up is after the typewriter sale is made 

Many, many times you walk into the aver- 
age dealer's store with the suggestion of sup- 
plies, typewriter ribbons and carbon paper 
and the reaction of many dealers is that that 
is something that he doesn’t know about. If 
the ye dealer doesn’t know about it, 
what does the customer think? It is a com- 
modity that he has to use in conjunction with 
the product that he has bought from the 
dealer and then when the dealer in turn ad- 
mits his ignorance, he fails to cover an abso- 
lute necessity where the typewriter is used 
commercially. 

The point that I have been trying to bring 
out is service. You all spend money for ad- 
vertising. You do it in the hope of either 
getting contact over the telephone or in the 
hope that people will come into your store for 
the purpose of seeing what the typewriter 
business is 

How many of you dealers, if you would 
stop to think and to figure in the years that 
you have been in business, that on each type- 
writer you had sold you had managed to cor- 
ral, say, twenty-five per cent of the supply 
business What would those machines you 


I wrote a good many dealers in various 
places to get their angle on the portable type- 
writer situation and the complaints that I got 
about cutting prices were bad, very bad. Then 
I had a little investigation of that with the 
bigger price cutters. his association has been 
functioning for ten solid years and I want to 
ask you members, what have you accom- 
plished in ten years? You have got a lot of 
nice fellows and girls and it is a lot of pleas- 
ure to meet them, but have you ever done 
anything constructive, has anything been done 
that is constructive? There was talk in New 
York and the East in the early part of this 
year of forming a new association. 

I want to say in answer to that, if this body 
of men who have been organized for ten yéars 
can't do anything, let's quit. 

It is nice to come to a convention and meet 
a lot of fine fellows. It is really enjoyable, 
but I don't have to take a week of my time, I 
can meet them at home. Let's get down to 


business and try to do something construc- 
tive. It is my opinion that if we get down 
right now and tackle one problem and put that 
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have sold during the life of a typewriter rep- 
resent in supplies? There is as much profit 
in the amount of sales of supplies per given 
machine as there ever was in the profit you 
made in the sale of the machine in the first 
place. 

In fact, over a period of the years of the 
life of an average machine there is a greater 
profit in the actual amount of supplies used 
in conjunction with the machine than there 
was in the sale of the machine. 

A successful typewriter dealer combines 
practically all of the things that have been 
discussed here this afternoon, as far as mer- 
chandise, the way he displays his type of 
store, and so forth and all that goes with it, 
and he doesn't stop there. He carries a com- 
plete service to his customers in furnishing 
supplies that meet his requirements. Most 
dealers will say to you, not all, but most of 
them, “‘Well, I tell you, the local stationer 
downtown is doing a big business on that; he 
knows something about it. He must be a 
genius."" In other words, in the opinion of 
the typewriter dealers he is a genius because 
he is able to analyze the question of supplies. 
If the average dealer would only stop to think 
and he would puzzle out the requirements of 
his customers on the basis of supplies, then 
he would assure himself of the additional con- 
tact that he is now trying to advertise. 

How many of you dealers would like to 
have the opportunity of visiting the business 
offices of the particular community that you 
are in and being allowed to inspect, purely 
with the idea of making a recommendation or 
suggestions to the head of that particular in- 
Stitution’s office as to the class or the con- 
dition that the equipment was in? 


Portable Typewriters 
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problem across at this convention, the other 
problems will follow, and I don't think that 
we will have any trouble in solving them. 

Portable typewriters from a retail selling 
standpoint have been for a long time a sore 
spot in the business of the legitimate type- 
writer dealer and it is with a view of correct- 
ing this condition that I address you. 

am referring particularly to price cutting, 

so prevalent in the Metropolitan area and the 
larger cities which will sooner or later reach 
the dealer in the small cities. And you men 
in the small cities, if you haven't felt it, you 
can bet your boots that you will. I have made 
an intensive study of the situation and pre- 
pared a lengthy article on this subject but the 
reports I received within the last few days 
have caused me to digress from my original- 
ly prepared article. 


There isn’t one but that will admit that 
that would bring about additional sales and 
it would unquestionably bring about recon- 
ditioning jobs. 

The fact is, that if you do sell supplies and 
do this properly and service your customers it 
ives you the opportunity to serve them. 

here is one other thought—the question of 
developing home markets for typewriters. — 

Mr. Typewriter Dealer, to be frank with 
you, you let a lot of business of the business 
offices get away from you on the supplies. 
The home market that is still developing but 
that is not owned by anybody, can look to the 
typewriter dealers if you are interested. 

Coming back once more, and I am not 
going to stand here and delay you forever, 
the typewriter dealer in any community who 
checks up and finds that in his success he 
has combined all other factors except that 
the last job he renders to the customer is 
the service of the supplies for that machine 
after he has sold it to him. For instance, the 
average ribbon salesman goes into the office 
on a complaint that the ribbons are not sat- 
isfactory and are not doing the work—natu- 
rally he looks over the machine and says to 
his customer, “Well, your machine is in_per- 
fect condition; it must be my supplies.” 
You know that that is the last thing that 
the average salesman is going to do. 

He admits that there isn’t —y' ~y ! wrong 
with the particular commodity that he sold. 
How many ribbon and carbon men actually 
understand the supplies of the operators, 
such as the typewriter dealer or the machine 
dealer? In addition to that, how many sup- 
ply salesmen know the condition of the plat- 
ten; is it hard, soft, or medium, and so 
forth? The typewriter dealer does know 
that, and that is a happy medium which can 
be arrived at by the individual touch, plus 
the condition of the machine as to the type 
of supplies that are best suited. There is 
nobody in the world who can intelligently 
know as much as the typewriter dealer. 


There are at least two sides to every story. 
To the story of the portable typewriters, there 
are three sides—the manufacturer's, the deal- 
ers’ and the right side—then let us begin with 
the manufacturer. He has an output of por- 
tables he must sell and he is constantly in- 
creasing production which necessitates new 
sources of sales. 

For many years, portables were sold only by 
the manufacturer and the typewriter dealer. 
Then came the temptation to sell the depart- 
ment stores and finally the credit jewelry 
houses. We are all aware of the fact that 
most department stores are good credit risks 
and many of them buy in fairly large quanti- 
ties, consequently, the manufacturer is assured 
of his money when due. The department and 
credit jewelry stores run ads at cut prices and 
use this as a leader. It is true they sell many 
machines—but—are they creating any new de- 
mands or are they taking away sales that be- 
long to the legitimate typewriter dealer? I 
believe a close analysis will show they are 
creating no new demand. 








OCTOBER, 1935 


How are the demands created? Little 
Johnnie or Mary come home from school and 
say, “‘Dad, I want a typewriter.” His reply 
is, “I got along all these years without a 
typewriter and ides I cannot afford one 
now.” Next month littl Mary comes home 
from school and again asks for a portable, but 
the answer is the same as the first time she 
asked. The following month Mary comes 
home with her report card; her marks are not 
as good as they should be. She is questioned 
and explains that a number of students that 
are getting the good marks are using a type- 
writer as this helps them with their work. 
You cannot sell a portable to the bachelor who 
is worth a million dollars or to the manicurist 
who works in Jones’ Beauty Parlor or to 
“Bill” the bartender who dispenses the good 
drinks some of us like, if you offered them a 
brand new one for three dollars. 

Does not this situation simmer down to 
this? Let us take as an illustration—a de- 
partment store runs an ad on portables below 
the standard selling price and they sell fiftv 
machines. Is there anyone in this audience 
who feels that an appreciable percentage of 
these machines sold were “new demands” 
created by this + agp sale or is the manu- 
facturer selling fifty machines that would have 
normally been solid by the four manufactur- 
ers? Take this operation and substitute ma- 
chines of other makes and perhaps fifty more 
portables are sold in the same manner. 

There are four leading portables, and if a 
certain department store uses the same meth- 
od four times, each time substituting another 
machine, there are two hundred machines sold 
—fifty by each manufacturer. The result— 
four price cutting sales, totalling two hun- 
dred machines, each manufacturer getting 
about his equal share of machines sold and 
each contributing his share of machines sold 
and each contributing his share to further 
demoralize the business, and two hundred 
potential sales lost to the typewriter dealer. 
There may be a fly in the ointment when we 
expect the four manufacturers to share evenly 
in the portable business available. 


Is it not possible that the various manufac- 
turers who in the last few years have had a 
merry race with toys called typewriters have 
done untold damage to the portable typewriter 
business in general? 

What I mean by toys are these so-called 
stripped machines ( sobably intended for the 
Nudist Colonies). am showing you an en- 
larged photostatic copy of an ad which recent- 
ly appeared in a Cleveland, Ohio, newspaper. 
Just think, $14.95 and none sold for cash. 
The results of manufacturers and others ad- 
vertising these nudist type machines has given 
the average buyer an idea that $14.95 repre- 
sents the actual value of a portable typewriter. 
I think the shock received by many prospec- 
tive buyers when they learn a portable type- 
writer costs forty-five or sixty dollars after he 
has read one of these $14.95 ads is such that 
he has been disillusioned to the extent that he 
does not want to buy any machine. 

I do not think the manufacturers are forced 
to race with one another in the production of 
these cheap, stripped machines. The con- 
sensus of opinion among dealers is that the 
cheap, stripped machine is doing plenty of 
harm. 

Now let us look at the portable side of the 
dealer. I think the average dealer in these 
days thinks twice when a customer flaunts a 
five dollar bill in his face. This condition is 
partly caused by the department store, credit 
jewelry house and others cutting the price. 
The dealer has a responsibility every time he 
sells a machine. He must give a year’s service 
with the machine and by giving this service 
cheerfully, he builds up a good will and 
creates a better satisfied customer, 

To sum up this situation, I feel that it lies 
wholly within the power of the four manufac- 
turers to remedy this condition by a stipula- 
tion in their contract to uphold the price. 
There are now several States in the Union 
that have “Fair Trade Laws.” 

If such manufacturers as the Manhattan 
shirts, Simmons beds, Schick razors, Stetson 
hats and Palm Beach suits companies can 
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and do maintain a standard selling price and 
are profiting by it, why can not the four 
manufacturers of portable typewriters, if they 
want to, do the same? 

Assuming for instance nothing were done 
and this condition was permitted to constant- 
ly get worse—the dealers as a body become 
tired of this condition and suddenly make up 
their minds to take each portable inquiry 
coming into their stores and use every means 
at their disposal to turn this’ portable pros- 
pect into a standard, rebuilt typewriter sale 
—how would this condition affect the future 
of table typewriters? : 

We deates of the New Jersey Typewriter 
and Office Machine Dealers Association could 
secure cooperation from but one manufac- 
turer. We, thereupon, resolved to use every 
means at our disposal to push the product of 
this manufacturer. This worked so success- 
fully that one more manufacturer agreed to 
cooperate with us. Now we have two whose 
products we are pushing. 

If there is one thing that this convention 
can do it is to correct the price cutting condi- 
tions so to prevent in the portable typewriter 
business the existing conditions. It can be 
done, but if you don’t get down to business 
and get to work on it, it will never be done. 
I feel that it is an honor to have addressed 
you and I hope on the floor of this conven- 
tion we will get some results. Let's stay at 
this meeting and concentrate and bring this 
convention to a successful conclusion. We 
dealers want and need, and do not think it un- 
reasonable in expecting, the whole-hearted co- 
operation of all of the manufacturers—not one 
or two—but all. If we get this cooperation, I 
know it will benefit the manufacturers as well 
as the dealers. 

I am less interested in the typewriter busi- 
ness than almost any dealer in the room. In 
our business we specialize in other machines, 
adding, calculating, but I am doing this for 
the interest of the New Jersey and the New 
York typewriter dealers to correct this con- 
dition now in our line. 


No Strength Without Organization 


I was also interested in hearing the gentle- 
man from the Chamber of Commerce, an or- 
ganization which represents unity the same as 
our organization should represent. I was very 
much surprised to see him advocating a dis- 
ruption of the very social and economic prin- 
ciples on which his own organization is 
founded. 

I do know what has hanpened to anv 
industry which has failed to keep a firm hold 
on their organization and failed to keep their 
organization intact because it isn’t a new 
story—it is an old one, that without organi- 
zation there is no strength. 

I will tell you what happened a few years 
ago in a line in which I was following. We 
had the idea that we ought to get more for 
firing a big locomotive than we did for fir- 
ing a small one, because that didn’t consume 
so much coal. We approached the railroad 
authorities and finally they agreed that we 
Should have more money, based upon the 
weight of the locomotive on its travelling 
wheels. But the Pennsylvania railroad built 
another type of locomotive with the result 
that today those gentlemen are firing those 
locomotives for the same money that they 
got for firing the little ones. 

Now, if we had had sense enough to have 
specified the size of the cylinder all would 
have been well. It was only when we all got 
together on the thing that electric headlights 
were installed; it cost millions of dollars to 
do it. but I presume safety brought about the 
condition that we now have on the railroads. 
We hardly ever hear of a railroad accid-nt 
any more except on the right of way. One 
hundred and thirteen million people were car- 
ried on the Pennsylvania railroad covering a 
period of time without an injury to a single 
one. 

What I wanted to say to you is this: There 
has been some agitation as to whether the 
association should continue. I fought pretty 
hard behind Mr. Bills, our very fine president 
here, to bring this meeting to Washington so 
that we could be here and see that the asso- 
ciation was carried out and perpetuated and 
that is my only object in speaking this 
morning. 

I know that we can do things only through 
organization. My dear friend from the Cham- 
ber of Commerce did not relate to you that 
in the erection of the United States Chamber 
of Commerce building here in Washington 
they undertook to put unorganized men to 
work. I think that I am correct in saying 
that before the building was well on its way 
the foundation collapsed and they forthwith 
went out and got the organized men to come 
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in and finish the job, and that happened in 
Washington. 

You can say what you please about our 
President's Social Security Act an what it 
might lead into, but, gentlemen, liberty is 
only predicated on the right to do the things 
you ought to do and much farther it cannot 
go. The result is that if we are here for any 
purpose in the world it is to protect our own 
interest. Is that not right? Likewise the 
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man who lays brick, and the man who fires 
a locomotive, and the man who squeezes the 
berries out in the woods, has just as much 
right to his post of the program, and Presi- 
dent Roosevelt's Social Security Act and leg- 
islation of the recent Congress not only 
attempted by all means to take care of the 
organized man in capitalist pursuits, but at- 
tempted to go clear out as the gentlemen said, 
to the pokeberry squeezers and take care of 
them at the same time. 

It also has started through this deficiency 
appropriation something that you have never 
heard of before. It ig such a fine thing that 
it goes back to the vita] literature, wherever 
man shall sit under his own fg tree, as you 
pce and he shall in his old age be cared 
or. 

So we have in Washington, a man, and 
thank the Lord that we had a Congress that 
was far sighted enough to see to it that 
something was done for the man who is 
unable to work by reason of old age, but 
that is beside the +E do, however, want 
to impress and wish that I might impress you 
with the absolute necessity of keeping this 
organization intact and the absolute necessity 
of taking it in earnest. It has to be done be- 
cause there are intruders that will constantly 
come in upon us if we are unorganized. 

I want to register my desire and anticipa- 
tion that this organization not only continue, 
but that it will take into consideration the 
seriousness and necessity of bringing forward 
men and committees who will go ahead with 
this work and take it in earnest, rather than 
make it a passing interest. 

I would like to see the rest of you, gentle- 
men, take a stand like that as regards what 
you think of the economic situation. I am 
thinking about our economic situation. 

I have heard a lot of talk here about cer- 
tain conditions that they have in the industry 
and only through compact and organized 
strength can we do anything about it. I ask 
vou, gentlemen, to stand S&S this organiza- 
tion and to work out these problems. Our 
association has as much right to its existence 
as the Chamber of Commerce has. It is just 
as important and probably more so to you, 
that this association continue, than that the 
Chamber of C ce of the country con- 
tinues, because a lot of times, I have found 
them on the wrong side of legislation. 

We people in ashington, I speak for 
Washington people, I think that I am speak- 
ing for all Washington men, we wanted this 
convention here, so that we could see to it 
that the organization was perpetuated in the 
proper way. 














Typewriter Men Careless of Profits 


Typewriter dealers are trying their best to 
lose money! 

Note.—In connection with his address Mr. 
Simler showed some interesting photostatic 
copies of dealer advertisements typewriters, 
and a list of prices at which machines were 
on dispiay in dealers’ windows in cities where 
the American Writing Machine Company op- 
erates stores. 

Typewriters displayed in dealers’ windows, 
in fifteen cities, at an average price of $28.36, 
would tend to confirm my statement. 


You will find on the list given to you the 
average prices at which typewriters were dis- 
sheoel in New York and the average prices 
on typewriters displayed in dealers’ windows 
in fourteen cities outside of New York. 


This survey was brought about by a con- 
versation with Teddy Schafer, who phoned me 
about a rental rate advertised in the copy of 
the advertisement of Richter’s, which copy 
you have. 

The Melior advertisement appeared in the 
New York Times. The next day our adver- 
tisement appeared in the same space, the back 
page of the New York Times. It cost about 
$38.00. Richter’s name (he is manager of 
the Twenty-third street store) was used in- 
stead of Kenesioen Writing Machine Com- 
pany, in order to make it comparable with 
the Meloir name. There was no thought of 
deception, the store address and telephone 
number were used, the thought being, that the 
American Writing Machine Company might 
pull better than Meloir and the test would not 
be a good one. 

There were sixteen inquiries in the store 
and on the phone. The phone calls were all 
typewriter men, as one could tell by the con- 
versation. No machines were sold; one type- 
writer was rented. 

Teddy told me seven or eight dealers had 
asked him to find out about our new rental 
rate. I explained to him we were not chang- 
ing our rate, but were making a test only and 
wished to see if it would attract any business. 
I asked him if any dealer had mentioned our 
ae a $49.50 portable for $31.95. He said 
NO! 


You can lose more money selling machines 
than you can renting them, whatever your 
rental rate. 

These seven or eight New York dealers 
showed so little interest in the price quoted 
for the new portable that I wanted to see at 
what prices dealers were offering typewriters. 

The average price on all typewriters dis- 
played in dealers’ windows in New York is 
shown. The average price in dealers’ win- 
dows in fourteen cities for all machines was 
$28.36. For standard models only $27.92 
For Portables new and used, $29.18. 


No prices were shown in dealers’ windows 
in San Francisco. 


One dealer had 82 typewriters priced in his 
windows. Average price, $24.88. 


Your windows can make or break you 


Dealers who used “bait” advertising copy 
in their advertising, a practice condemned by 
all Better Business Bureaus, do not seem to 
realize, or do not care, that they are educating 
the public to believe that they can buy a good 
typewriter for about $15.00 and they are 
breaking down the price structure in the used 
typewriter industry. 

For example: 

One dealer who spent approximately $1,000 
for display advertising in one month, offered 
43 typewriters at an average price of $19.41. 
Can you imagine advertising in a 3 inch double 
column space an old Remington Junior—not 
the recent portable, but a twenty year old ma- 
chine—for $12.50. He did! 

Another dealer in a large display space, ad- 
vertised 63 different machines, Average price, 
$31.59 One machine offered—Remington 
No. 6, thoroughly reconditioned, $5.00. Co- 
rona No. 3 and Underwood Portable, $9.95. 
Factory rebuilt Todd Checkwriters, $6.50 and 
$9.95. Underwood No. 4, Remington No. 10, 
and L. C. Smith No, 2, $14.95. 

I imagine these dealers condemn the manu- 
facturers for destroying old typewriters. Many 
of those advertised should have been de- 
stroyed. Certainly they never should have 
been advertised. 

Are such tactics a credit to our industry? 

Do you question my opening statement, 
“That typewriter dealers are trying their best 
to lose money”’—even if they do not know it? 

Typewriter dealers apparently do not under 
stand that when department stores, and chain 
stores, mail order houses and similar stores 
advertise loss leaders, they care little if any- 
thing about breaking down the price structure 
of the merchandise and that they have thou 
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sands of other items of merchandise priced 
with a high mark up and never used as “‘loss 
leaders” on which sales they make up for all 
losses of sales of “‘loss leaders.” 

If we break the prices on typewriters where 
do we come out? 

It would be a liberal education for some deal- 
ers to go in and try to buy some of the low 
priced “junk” advertised and displayed. Sales 
ability is wasted in order to “‘boost’’’ the de- 
luded prospect to higher priced typewriters— 
ability that could be better employed to sell 
typewriters at a fair price, which price would 
give a profit to the dealer. And the selling ex- 
pense would be less. 

Typewriter dealers have to make a profit on 
typewriters and kindred merchandise. The 
more they break the prices the more they 
stand to lose. 

If dealers will talk and think less about 
rental rates and more about selling at a profit, 
there will be more profit made. 

A rental rate of 50c a month would not 
affect the profits as much as the destructive 
practice of Same public to believe a 
good typewriter can purchased for $15.00. 

And a low rental rate does not break down 
the price structure on what you have to sell. 

Rentals attract people to your store—you 
make a customer, you rent a machine without 
setting a selling price and you have the oppor- 
tunity to sell a typewriter on which you can 
make a good profit. You have the chance to 
sell the customer the typewriter he should 
have. He seldom knows. 

I seldom see displayed or advertised a fac- 
tory rebuilt typewriter. There were none dis- 
played as such and priced as such, in the win- 
dows when the recent survey was made. 

Factory rebuilts inspire confidence in the 
used typewriter and give the dealer a fair 
profit—and repeat orders. 

There are dealers who declared they could 
not sell rebuilts at $74.50. The public would 
not pay that much. Many dealers know bet- 
ter—they are doing it. Is it reasonable to ask 
a prospect $55.00 to $70.00 for a Factory Re- 
built Typewriter? Try it? You will be sur- 
prised. 

Do you believe you can build up good will 
for the industry of which you are a part by 
advertising and displaying such typewriters at 
such prices as I have told you about? 

The used typewriter industry is going to be 
just as profitable and just as dignified as deal 
ers make it—no more so. 

One dealer asked a supplier, “Why should 
I pay the price you ask for a factory rebuilt? 
I can buy a good, high numbered rough ma- 
chine and a few parts and rebuild it myself 


and it will cost less than your machine?” 
“How about your labor?” he was asked 
“Oh, that does not cost anything, I can do it 
when I am not busy!” 

Let your competitor have the deal on which 
you cannot make a profit. If he takes enough 
such business he will not be a competitor long. 
If you take too much of it, you will not be a 
competitor long. 

It is better to lose a sale than it is to lose 
money. 

You seldom hear a dealer say anything 
about his service department. 

Inspection at 25c a month—overhauls at 
$5.00 to $7.00 are not unusual. They ARE 
unprofitable. 

One dealer has increased his service charges. 
His rate for outside calls is $1.50 per hour, 
$1.00 minimum. Clean, oil and adjust, $12.50 
minimum. Overhauls, $17.50 minimum. Re- 
building, $22.50 minimum. He does not take 
the work if he cannot get his prices. He is 
getting more work at the higher prices than 
he did at the lower prices. He gives the cus- 
tomers what they pay for and they like it. He 
gets repeat business. 


Do you know any user who is getting more 
than he pays for when he gets a low priced 
job? Neither do I. 


Repair work at profitable prices and giving 
the customer value means repeat business. 
Repeat business of this kind means a profit. 


As a mark to shoot at, if you are giving 
considerable guarantee service, doing some re- 
building for your sales and servicing rental 
machines—get a dollar in service charges for 
each dollar of service salary. It can be done. 


There is a lot said these days about a bal- 
anced budget. If we do not balance our 
budget and have a little left over we will go 
out of business—or those we owe will put us 
out of business. 


We are told today that one should not criti- 
cize unless he has a better plan to offer. It is 
far easier to be critical than to be correct and 
I may not be correct, but if dealers will stop 
using “‘bait’’ advertising and displaying ‘“‘bait’’ 
machines and give the public good typewriters 
at a fair price—a price that means a profit, 
dealers will be in far better financial condition 
—they will build up a trade of satisfied cus- 
tomers and they will build up some confidence 
on the part of the public in the used type- 
writer industry that is at a low ebb right now. 


It is easy to say, “make a profit.” It is not 
always easy to do it, but it is a certainty that 
a profit cannot be made if the dealer does not 
know his expense of doing business and does 
not know how to figure a profit in marking 
his merchandise for sale. 


If the dealer would add up all his expense 
for each month and total his sales and divide 
the amount of his expenses by the amount of 
his sales, he will learn the percentage of ex- 
penses to sales. This may be first grade stuff, 
but a lot of retailers have not passed the first 
grade. 


With the chart we have passed out it is 
easy to mark merchandise so that the per- 
centage of expenses will be included in the 
selling price AND the profit expected. It is 
common knowledge that many retailers have 
determined the percentage of expense to sales 
as explained, then added that percentage plus 
profit to cost and wondered why he went 
broke. Just one example to explain what I 
mean: Selling cost is 30%, the dealer wants 
10% profit, making 40%. The item to be 
priced costs $10.00. The retailer who does 
not understand, prices it at $14.00, $10.00 plus 
40%; the retailer who does understand prices 
it at $16.67. The $14.00 shows a loss of 20c 
—the $16.67 price a profit of $1.67. 

You have a chart showing the average for 
our organization as 100%. The figure in the 
first column is for the store that made the 
most profit; second, second amount of profit; 
third, third in profit showing. The figures 
are given to each manager, showing the or- 
ganization average and HIS showing. It is 
each manager's effort to beat the average and 
it does not take a very wise man to under- 
stand that where his showing is not good 
compared with the average he must better his 
showing if he is to make a profit and hold 
his job. 

If a group of dealers in each local dealers’ 
organization and a group in the National or- 
ganization were to arrange with a firm of re- 
sponsible accountants like Price, Waterhouse 
& Company, or Ernst & Ernst, or people of 
that class, to compile similar charts for local 
groups and a national group and their own 
showing to compare with the average it 
would help the dealers and the industry. 

Such a plan would enable each dealer to 
help himself. If his expenses were high, it 
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would be up to him to reduce them. If his 
selling prices were low, he would have to raise 
them. If his service department was losing 
money, he could take steps to correct the 
showing 

If he did not take proper action to make a 
profit, then he would Epaen to lose money. 

We have to stop feeling sorry for ourselves. 


You have listensd to a number of speakers 
here and it seems to me that we are talking 
about panics, and about portable typewriters 
and how cheap we can sell them. Dealers 
often ask, “Well, what do we get from a 
local association for our fifteen dollars?” I 
think that it isn’t what they get for their 
fifteen dollars, but how much more can they 
get if it costs more than fifteen dollars. 

The idea that I had in mind is that we 
should see how much we could get for what 
we pay in, and that if we pay twenty-five 
dollars, we should get twenty-five dollars’ 
worth, and if we pay a hundred we should 
get a hundred dollars’ worth. 


We have to correct some of the evils that 
have developed in the industry. 

We have got to do the best we can with 
what we've got. 

We have to build up prices and make profits. 

There is a very definite relation between 
sales and profit and loss. Let's work for a 


Value of Associations 


By Theodore Schafer, United 
Typewriter Company, New 
York, N. Y. 


It has come to my attention that we have 
no extra copies of our by-laws, a small book 
that every member of the association should 
have. I recall that the several past presi- 
dents have spent a lot of their own money, 
and that is always true of the local associa- 
tion; in other words, I doubt if any local 
association in any city is operating on the 
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profit and forget volume. Working for volume 
—sales alone—usually results in a loss. hein, 
take any sale that does not give a NET profit 
There is a big difference between a gross 
profit and a net profit. ’ 

To make a profit our expenses must be in 
proper relation to sale rofitable sales—no 
other kind should be considered. 


dues they receive—I mean by that that there 
are certain members who are always digging 
into their pockets’ and paying for this an 
that. If you can’t run your local association 
on the dues you get, how can you expect to 
run the National Association on ten dollars 
a member? : : 
One of the members here this morning 
very kindly informed me that in order to 
keep the association going he was willing to 
donate a thousand dollars, That is the type 
of men that we have in the association and 
it seems to me that if some of these men 
would get up and talk on the association in- 
stead of a couple of dollars on the portable 
typewriters, we could get somewhere, 


Do We Need an Association? 


I have been in business for sixteen years 
and for the last four vears I have been a 
member of this association, an active one, 
and I have been associated with all of these 
dealers, and I have come to one conclusion, 
and that is that we dealers, wholesalers and 
manufacturers are the finest bunch of fellows 
socially you can find. In business we are the 
worst chiselers that anybody can find any 
place. 

We heard a lot today about this dealer do- 
ing this and that dealer doing that. 

e still have machines with less than the 
usual equipment to compete with and you 
can't get that out of the customer's mind 
when he comes in to buy a machine. When 
he comes in he has seen a machine advertised 
for fourteen dollars or nineteen dollars and 
seventy-five cents and it is very hard to sell 
this man a machine for forty dollars or sixty 
dollars. 

In my opinion I think that these cheaper 
machines are not profitable and never should 
have been sold because they make too much 
competition for the forty-nine or sixty dollar 
model, and I think that something should be 
done about this model and in fact something 
should be done about all portables. 

Dealers in New York and all over the coun- 
try complain at times that the manufacturers 
will not cooperate with them. There are a 
lot of dealers that don’t cooperate with the 
manufacturers. Two years ago, one of the 
manufacturers brought out a rebuilt machine 
to wholesale for forty-nine dollars and fifty 
cents. That machine was supposed to be sold 
for seventy-four dollars and fifty cents, giving 


By Anton P. Pohl, Business 
Machines Service, New York, 
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every dealer an allowance of five dollars for 
a year’s guarantee. 

ome of the manufacturers say that the 
dealers don’t know how to rebuild machines. 
I think that we know how to rebuild them as 
good as any, but the trouble is that no dealer 
can remanufacture machines and sell them 
cheaper than the ones sold by the company. 
It is impossible and anybody doing that is 
going to lose the customer that he sold the 
machine to. It makes that customer so sore 
that there is never a chance to sell a rebuilt 
machine to that man. He will be a real new 
machine buyer in the future. 

In our business we don’t see many 
machines—portable machines—our business 
is mainly bookkeeping. We try to sell 
machines and we sell whatever customers 
want, and up to two years ago, we decided 
that certain manufacturers of the machines 
were not behind the association as much as 
they should be, so today if you come in our 
office, we will not try to sell these to you, 
but we will try to get you to take one of 
the other three makes. hat manufacturer is 
not supporting this association as he should 
and we should not support him. 

This association should be cooperative as 
far as members and manufacturers are con- 
cerned and it isn’t. I think that at this time 


we should all take a pledge at this conven- 
tion and sign for association membership, 
and when we sign up for the new year we 
will resolve that we will support only those 
wholesalers and manufacturers who support 
us. You know who they are as well as I 
do. Should a customer come into our office 
and ask for a certain make, we won't sell it. 
We should support and buy from the mem- 
bers of the association. This association is 
weak now, you and I will admit that. We 
have all done our share without trying to 
gain something for ourselves first. There are 
a lot of members in New York. They have 
joined the association and they have paid 
their dues—fifteen dollars—and they want at 
least one hundred dollars worth of business 
out of it. In a year’s time they expect to 
make all of the losses just by joining a 
fifteen dollar membership in this association. 
We should try to get those members inter- 
ested and see that they are educated to raise 
their prices. And raise the prices on rentals, 
and see that they give the association all 
the support which they should. 

Some rumors have gone around that some 
manufacturers do not want this association. 
I say to those people now that no one will 
succeed in stopping us from obtaining our 
goal, and that is the unified group doing 
business fairly and refusing anybody who 
will not ag us in our effort, 

Every other line of business has a trade 
association and no business can gain recogni- 
tion by drifting aimlessly. I think that we 
should all stop at this convention and think 
and consider what has been said and then 
start action instead of grumbling. 


Office Machinery Industry Needs Organization 


I want to add a few words to what has 
been said by the gentleman who has just 
spoken. We do need an organization and we 
need it badly. Every successful line of en- 
deavor has an organization and it seems to 
be the way of doing business nowadays. I 
think that it is most important to have an 
organization in each individual city. 

efore the National Association can be a 
success or even try to be a success, I think 
that we must have individual organizations. 
I don’t know how many individual associa- 
tions there are, but I think that there are a 
good many gentlemen representing their own 
cities where they stand alone and have no 
local association. I am speaking for myself, 
and I want to say we have just a small body 
and altogether there are about twenty-two or 
three members, and never had a meeting of 
less than fifteen. I think that that is pretty 
good attendance record. We have been in 
existence something like four or five years 
and I can see how we have brought ourselves 
together, and that is important. If each in- 
dividual here who has not any association 
in his town would go back home and get the 
men together and try to show them the value 
of the local association, that in itself will 


By Charles Muenze, Muenze 
Typewriter Shop, Passaic, 
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build the National Association. This «cans 
that each local association will take an inter- 
est in national affairs after they once see the 
benefit of the local association. I just want 
to cite a few instances: 

We have in our city, for instance, elimi- 
nated false advertising. e had a question 
come up recently in regard to a rental propo- 
sition. One of the leading retail typewriting 
companies suddenly brought out a rental rate 
for two months for five dollars. Several deal- 
ers became panicky and they immediately put 
a banner across their windows, “Rental of 
Typewriter.” We have always had a mini- 
mum rate of seven dollars and fifty cents. 
When this came out, we noticed that some 
dealers put up banners announcing three 
months for five dollars, and we immediately 
called a meeting and we stressed the point, 
that we were very foolish to become panicky 


and came to the conclusion that it would be 
better to lose a few rentals than to lose more 
—and before the meeting adjourned every 
member Frasers himslf not to cut the rental 
rates, and the next day nothing was said, but 
the big banners came down and everything 
went on as before. 

Investigation showed that rentals did not 
diminish in any of the stores. 

Even in regard to the portable situation we 
have brought about a better condition in New 
Jersey just through the cooperation of the 
association. 

The thing as I understand it is that there 
are some three thousand members of this trade 
in the United States and the very least we 
should have attend would be from seven to 
eight hundred men. 

As a matter of suggestion, I want to add, 
to build up a National Association somebody 
has to take the reins. We can’t expect the 
president to neglect his business or the sec- 
retary on a small salary or even on a thou- 
sand or two thousand a year to go oyt and 
build up the National Association. I think 
that the proper way to do that is to be able 
to get an economical secretary and give him 
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a specified amount for each member that he 
gets into the association—enough to make it 
interesting. This would probably amount to 
five thousand dollars a year. In this respect, 
let's sce if we can't employ a professional 


organizer—a man that wiil go trom one city 


to the other and get the dealers together and 
show them the value of the local association 
and make an appointment with them and take 
them to dinner and get them started and then 
sell them the idea of a National Association, 


There isn't much that I can say in regard to 
successful selling after all you have heard here. 
There is an angle, however, that I have been 
thinking about. In New York or right close 
to New York we have a city that probably 
had the worst kind of competition. The aver- 
age selling price certainly wasn't over twenty- 
nine or thirty dollars. Now a couple of live 
wires started up in that city, and getting back 
to the theory that most of the dealers work 
on, these men got the idea that they couldn't 
make any real money in business unless they 
sold high priced typewriters and they started 
out in a city, but they got away from the 
idea and they thought that if they went out 
to the buyer and would make an appeal to 
him it would be work, and so they did that 
and it is real surprising what they have ac 
complished in the last year or year and a half 
hey go to the men and say: “Now, we 
don't pretend to tell you that we are out to 
rebuild better than anybody else in the busi- 
ness, but we want to build a typewriter like 
they do in the original factories. That will 
present a thought to the buyer In other 
words, the buyer has more confidence in that 
kind of statement Those men realize that 


I have been told that I have to talk for a 
half an hour, and I might tell you some- 
thing about the typewriter business as I see 
it all over the country, because I have to get 
around once in a while and I have to spend 
some of the money that we get on high price 
machines for second hand typewriters today 

The situation, as I see it, 1s that the type- 
writers are going to continue to be carried, 
that is, good typewriters, of course, there is 
some little junk around such as can be elimi- 
nated from the market. 

You might want to know what some 
dealers are doing and in that way know in 
what manner they are getting more money 
by selling typewriters and putting in the 
new ideas. here was one case that came 
up, I don’t know whether you heard about it 
or not, but there was just a little wager 
made and one dealer said, ‘“‘We can’t get the 
price for this high class product because the 
people are not going to pa the money.’ 

Another dealer said, ‘Well, I think that 
we can get it. 

One dealer, in particular, filled up a win 
dow of high grade typewriters. 

He put a big sign in the window—his own 
idea of what a sign should be, and it had 
six colors in it. He filled that window full 
of typewriters and had one on a case as it 
came from the factory, and one with the 
paper torn off, and with the prices on them, 
and that man, you can have an affidavit, sold 
seventy-eight machines in less than three 
weeks time, at retail at fifty-nine dollars and 
fifty cents. 

Maybe I can answer some questions in 
stead of talking along, because I don’t know 
what to tell you and maybe you can ask me 
something that you want to know, and I will 
be able to answer intelligently if the ques- 
tions are not too personal. 

(W. F. Clausing asked, “Why the Y35?” 
referring to method of numbering rebuilt 
machines. ) 

In the Y35—the “y” stands for year, and 
the thirty-five stands for a point of identifi- 
cation. The object of that is that there were 
so many dealers and salesmen that go around 
and relay low deals for a dealer. One man 
would go in and say: “I have a job, how 


much is that typewriter.” He is told that 
that machine is fifty-five dollars or sixty dol- 
lars. He says, “Well, I will let you know.’ 


He goes to another dealer and is given a 
million three hundred. Another dealer says, 
“I can give you a higher number.” He dis- 
regards the tact that one is a factory built 
and the other is a fixed up job. 

Our idea is that as long as the job is a 
factory job and brought up to date, and 


get them in and have them join it, and in that 
way the Association will be built up. 

That is a lot of work and you can’t expect 
a man to devote all of his time and energy 
in order to make a little money. I think that 
the only way we can do that is to give him 
a certain amount of money for each mem- 
ber that he gets into the Association. 

We can't just simply have an association 
by putting a little article in a trade paper 


Successful Selling 


By J. W. Galland, 
Wholesale Typewriter 
Company, New York, N.Y. 


their mechanics’ work won't compare with 
the factory rebuilt. 

The thought that I am trying to bring out 
here is that if you take the factory rebuilt 
typewriter and let your mechanics go over it, 
they can find pa with it. We have the best 
proof of that by taking a rebuilt machine and 
having it pulled apart by a mechanic and find- 
ing fault with it, and making a list of the ail- 
ments and telling that man to put it in first 
class condition and to make the corrections 
that he thinks are necessary. 

Then we send that typewriter away for a 
month or three months and give it to him 
without letting him know that he is the fel- 
low who made it perfect and ask him to cor- 
rect it again. He will come in with the same 
list of ailments, because he thinks that the 


Typewriter Conditions 


By Marcus Harwitz, 
Regal Typewriter Company, 
New York, N.Y. 
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that it is completely rebuilt, we fix that up 
in a class by itself. You shouldn’t compare 
that machine with a job that some dealer 
fixes up which he thought was all right 

I will illustrate that point. 

Several years ago I was out in Denver in 
a certain dealer's office. 

He said, “I won't buy your machines.” 

I said, ‘‘What is the matter?” 

He said, “They are too high in price, and 
we can do a better job!" 

I learned several years ago not to tell a 
mother that her child isn’t the prettiest, and 
so I passed that away and said, “Let's com- 
pare them.” 

He said that he could rebuild them for 
less and I asked him how much it would cost, 
and he said that it would be around four or 
five dollars. 
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and come to Washington or by simply send- 
ing him a letter saying that we are having 4 
convention now in Washington—we can't do 
that. The only thing is to show the type- 
writer dealers all over the country that there 
is something to learn. I always ms back 
a new idea and a new thought and must 
say that this particular convention has given 
me a lot of new ideas and thoughts and these 
may be worth a lot of money in the course 
of time. 


other fellow has produced that typewriter. 
There is something wrong, because he hasn't 
done it. I think that we all should operate 
along that line. They think that the other fel- 
low can’t build a typewriter and that it can’t 
be as good as if his men had done it, and 
then they go out and try to sell the other fel- 
low the idea that if they don’t buy it, it is a 
good thing. These people live close to New 
York and they don’t try to make the buyer 
believe that they are the only ones. They 
frankly admit that they can’t afford to do 
what the factory can do and it is true. 

You dissect one of these factory machines 
—and I know what is in the mass dissection— 
and I do know that you can't take some of 
the machines produced and presented for 
twenty or twenty-five dollars and make a 
legitimate profit on them. If you sell them a 
job at sixty-five you can make a sufficient 
profit to stay in business, and you must make 
a fair profit. 

There is another angle that struck me as I 
was listening to some of these other talks and 
that is the idea of not trying to make the 
buyer believe that you are the only fellow that 
knows how to rebuild the machine. 


So he took his machine out, and it was a 
nice job. In Denver the climate is very good 
and you really don’t have to rebuild type- 
writers, but all they need is a good cleaning. 

We took the machine and sent over one of 
ours. I said, “‘Let’s compare them point 
for point.” So we went over the machine 
and I said, “How about the cylinder knobs?” 
He said, “Oh, they work.” 

I said, “They are not new. The space 
bar wasn’t new and so we compared them 
point for point. I said, “Suppose that we as- 
sume for argument’s sake that your type- 
writer is as good as this one.” 

He said, “Listen, I bet you five dollars 
or whatever you say that it doesn’t pay me 
to buy these typewriters because I can re- 
build them cheaper and make more money. 

I asked him how much it was going to 
cost him and he said that it would be about 
four dollars and a half. 

I said, “I tell you what I will do. You 
are right, you have your records, and if it 
costs no more than five dollars for the re- 
building, I will buy you a new hat before I 
leave. Is that all right?” “If I don’t prove 
my contention to you then I lose, but if I 
can prove it to you, then just give me an 
order for fifty machines, is that agreeable?” 

He said, “Sure.” 

I said, ‘“‘“Now, let’s see your record of all 
the machines that you have rebuilt and let’s 
start figuring it out,”’ so we did. 

We started figuring and according to the 
record, the average cost was around four dol- 
lars and eighteen cents. I said, “You are 
the bookkeeper!” 

The only way to make a man remember 
that he lost though is to make him pay. I 
said, “It looks as if I am just a smarty 
and you are teaching me a lesson. I will tell 
you what I will do: I want to throw in a 
pair of shoes so that I will really remember 
that I lost. All I want to do is to check 
back a little bit more, and if I lose you get 
a hat and a pair of shoes, and if, by some 
miracle, I win, all I want is an order for 
fifty Royal typewriters.” 

He said, “That is the bet.” 

We started to analyze and to figure and I 
said, “What is your pay roll for the last 
month?” 

He told me the figures and I said, “Let's 
figure up the time that you have on these 
cards.” 

Well, somehow or other the money that 
was paid out for wages and the money that 
apparently appeared on those cards figured 
out that he had paid out more money than 
what was put on the cards. 
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I said, “‘How much did you spend for 
parts last month?” 

We figured up the parts that were used 
and they figured up to be the actual bills, 
and strange as it may seem, he had paid 
more money than what appeared on those 
cards. 

I said, ““How often do you take your in- 
ventory?” He told me that he took inven- 
tory every six months and kept an accurate 
record. 

I said, “It shows no loss at all. Does 
every part that you have used and purchased 
appear on the cards of the ones that you 
have rebuilt?” 

He said, “No.” 


I said, “How much do you have te write 
off ?”’ 

He told me that he had to write off five 
or six hundred dollars. Then I went on to 
say, ““You don’t have anything there for rent 
of the store, and you don't apply the lights, 
how much do you charge to those machines 
for the rent and he told me that he didn't 
charge anything. 

I said, “You have a big store here and 
two-thirds is for your store and now, would 
you have this big store if you didn’t have 
a factory?” 

He said, “You wouldn't pay that much 
rent,” and I said, “Why don’t you charge 
up that rent to those machines that you 
turned out?” 


He said, “‘We have to have them here.”’ 


I said, “How much of the electric light 
bill do you charge, and he hadn't figured that 
in.” 


I said, “You have three lights in your 
store and eighteen bulbs here and they have 
a tax in Denver on the water."’ I said, “How 
much do you charge to your water bill?’ 
He said, ‘‘Nothing.” 

I said, “‘Do you drink six dollars worth of 
water?” 


When we figured it up, the cost of those 
machines was seventeen dollars and some odd 
cents. 

He said, “Will you let me off if I give you 
an order for twenty-five machines.” 

I said, ““No, I buy the shoes and the hat, 
or else you buy the fifty typewriters.” The 
result was that he took fifty Regals. 

The point that I want to bring out is that 
there are a lot of dealers that make a mis- 
take in going out and buying a cheap type- 
writer and fixing it up and saying, “Well, 
I can go ahead and sell that.” he profit 
is not made by selling junk. Your profit is 
made in selling a good product to a good 
consumer, or to a user and to big corpora- 
tions, and when that man comes back and 
wants a typewriter he is coming back to 
you. If he wants to buy a ribbon he will 
come back to you and furthermore you add 
another customer to the used machine in 
dustry if you sell him the idea. 


“Well, I don’t want to buy any second 
hand typewriters. I want to buy a new type- 
writer,” he may say. If it is convenient for 
him to buy a typewriter at that time, he will 
have to lay off and wait, and you may bring 
harm into your own business by giving a 
man something that is not worth the money. 
Your best bet in the business is to sell high- 
class merchandise—the best that there is. 


When you say that you cannot get the 
price, that is not always true because you 
have got the police department keeping the 
mob away from your store. You have a few 
people svending an extra ten or fifteen dol- 
lars, and it shows the difference, and if you 
say, “How many typewriters do you buy 
during your lifetime? How many does one 
buy? During a lifetime, one may buy one or 
two, or three, and he can try them out.” 


It is like selling—don't say that you want 
a typewriter for fifteen dollars—there is 
nothing in the second hand typewriter busi- 
ness; that went out of business, and none 
of you are wealthy either. There are a few 
sharp-shooters, and a few successful men, 
but the most of us just make a comfortable 
living and some do not make a comfortable 
one. That is your own fault—you should put 
a little more time upon your own selling 
and finding ways and means to sell and not 
worry so much about your competitor. 

Take Mr. Wood of Kansas City, for in- 
Stance. They can say whatever they want 
to about selling, but if you look at his mer- 
chandise you know that it is really a 
pleasure to go into his store and pick up 
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any typewriter and look at it. It is fine 
and he sells the biggest concerns and he is 
the competitor of the new machine business, 
and after all this is your vocation and most 
of it is your avocation, so why not cash in 
on it? 

There is an advantage in having high- 
class merchandise. The manufacturer has 
marked up thousands and thousands of type- 
writers, and they are good typewrite 
them and don’t always be afraid that some- 
body else, your competitor, is going to get 
some business, because you can't get all of 
the business. If any one particular type- 
writer dealer sold typewriters for five dol- 
lars he couldn't sell everybody. There is still 
somebody that would buy a typewriter for 
less money. 

There is another case where one dealer 
worries about the other dealer, because some 
men always go in the beaten path. In the 
book business they have what they call —— 
territory, and there is not supposed to 
another in that territory. However, usually 
when a salesman goes out into that territory 
he finds that there have been six men there 
within the last week. We had one book 
salesman who had had a lot of trouble wher- 
ever he went, so he decided to start in the 
heart of the city and work out into the 
territory where no one had been. He 
thought if he would start in a different 
angle he might be able to accomplish some- 
thing. 

So he went on the trolley car and rode 
until it stopped, and then he got out and 
walked until he was told that there had been 
someone else there with the same kind of a 
proposition. He immediately stopped and 
got on a different trolley car and rode until 
it stopped, and did the same thing in this 
territory. 

The point that I want to bring out is that 
there are a lot of people who don’t know 
anything about typewriters. There are a lot 
of people who want to buy typewriters, and 
there are a lot of fields open, and all you 
have to do is to pick out a certain field and 
concentrate on some particular field, and you 
will find enough people who will be inter- 
ested. 

You have typewriters to sell—that is your 
main business, and you ought to cash in on 
it by putting a little of your spare time in 
talking to a man, explaining the difference 
between one type and the other. 

There is another thing and I am glad I 
thought of it. I walk into a store of a 
dealer, and it was about seven o’clock in the 
evening. It was a fine store and two men 
walked in to buy a typewriter. The sales- 
man showed one a typewriter and he said, 
‘“‘How much is that machine and the sales- 
man spent about half an hour showing him 
the different parts of the machine and he 
asked how much the machine was, and he 
was told it was forty-five dollars. The sales- 
men turned to the men next to him and 
said, “Will you have the same kind?” The 
second man said, “Well, I didn’t know 
whether I wanted to buy a typewriter or 
not.”’ 

The salesman said, “Your friend is mak- 
ing a fine buy, so you may as well get one.” 
He sold two typewriters, and that very sel- 
dom happens, and I thought that that was 
very good. So I am passing it on to you. 

The point that I want to bring out is that 
people want to use typewriters and it is up 
to you, instead of jumving on one another's 
necks and cutting prices, to go out and 
build up some business for yourself. There 
are plumbers, doctors and sé forth, and just 
a return post card will bring them in to you. 

We iust made—I don’t want to talk about 
the Regal Typewriter Company all the time— 
a deal with the Metro-Goldwyn, showing 
Spencer Tracy using a Royal machine in the 
picture called the “Murder Man,” and we are 
releasing the photographs as the picture ap- 
pears. 

Here is how one dealer connected this 
with his business. He had the picture in 
his window and had them gather up a lot 
of coupons, and to write twenty-five words 
on, “What Spencer Tracy is thinking about,” 
and he gave a coupon of five dollars to a 
man who wrote whether he bought a type- 
writer or not, but he gave him five dollars 
worth of credit in merchandise. This one 
particular dealer wrote me, and the week that 
the picture was released, his sales were 
three hundred and fifty more. He got a lot 


Top to bottom, right: W. H. Wolowitz, Wash- 
ington; C. (Jack) Dean, Detroit; Henry Simler, 
New York; W. T. Corney, Toronto; W. A. Metz- 
ger, New York; George Button, New York; Mrs. 
Jessie Taylor, New York; R. H. Preston, Knox- 


ville, Tenn. 











40 


of prospects and a lot of names which he 
could follow up. 

There are a lot of these things that you can 
always do and they will help your business 
along without arguing about competitors. 
Another thing about those portable type- 
writers: All you men think that the portable 
typewriter is the paramount thing that you 
sell You know that the standard is the 
foundation of the typewriter business. 
Where you have a lot of price cutting going 
on, it is a good thing to sell portable 
typewriters. If I was in the portable depart 
ment—I am giving this to you from the view- 
point of the merchant, and what they tell 
me—what you want to sell is good mer- 
chandise and to sell it at fair prices and fair 
profits, because you can’t stay in business 
unless you make a profit. 

You can't stay in business, for instance, 


if you are selling, say drugs, Camel 
cigarettes, one pack eleven cents or two for 
twenty-one. In selling this way, the drug- 
gist can’t pay the rent. That is just to bring 
the customers in. There is another thing 
that I want to bring up. Where they say 
that by featuring a low price machine, a real 
low price one, that brings in the customers 
and that it is a very fine thing, but unfor- 
tunately we are not all super-salesmen or 
super-merchants. Now when you have a 
high powered salesman, that is fine, but take 
for instance the man who runs a small busi- 
ness; he is the mechanic, salesman and the 
collector, and also the one who has to pay 
the bills. He can’t pull stuff like that. He 
has to have a price so that he can have a 
good margin of profit and pay his bills. You 
can’t set out and say, “This policy is the best 
~~ because John Jones did :t,"’ because 

e may live in a city of five thousand and 
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the place might not be as good a place as 
if it were smaller. 

Take, for instance, any man in New York 
City on Broadway. If he puts on a bank- 
rupt sale, going out of business, he can have 
it there for four or five years and still he will 
stay in business because the number of 
people passing there day in and day out in- 
clude enough suckers to keep him going. 
You can see on Broadway, “Bankrupt Sales, 
Now Going Out of Business” which have 
been going out of business for twenty years. 
He don’t expect to sell them more than once, 
but you haven't got a Broadway and Forty- 
Second street in your city—you are doing 
business with the same people and they have 
to have confidence in the goods and the 
merchandise which they purchase and you 
can’t afford to sell this until you can make 
a substantial profit. 


Profit in Selling Typewriters 


Il first want to tell you a thing or two 
about some of the things about noxville. 
We have a good many activities there and 
the tangy is spending a lot of money 
building a dam to create a shipping power 
there and on the other side about thirty 
miles we have Smoky Mountain National 
Park and we have told everyone around 
there that we have the best city by a dam 
site in Tennessee (laughter), and we have 
the most beautiful women in the country, 
and we have another industry that we call 
the “White Mule,” and if you don’t believe 
that it has plenty of kick to it, you might 
ask someone that knows something about it. 

I want to talk to you a few minutes about 
profit in selling typewriters. That is about 
the only way that you can stay in business 
—you can sell them in two ways, one you 
can sell at a loss and the other way you can 
sell them at a profit. 

There are a lot of dealers who buy type- 
writers and sell them for about two or three 
dollars more than they pay for them and 
think that they made a profit where they 
have really sold at a loss. 

One of the biggest things that have come 
to our attention in Knoxville is the selling 


When a serious effort is made to raise 
standards, elevate prices to a reasonable level, 
so that a fair return can be secured on one’s 
investment, or to abolish unfair or unethical 
practices, there are always some present who 
have their fingers crossed under the table 
when they agree to anything that would be 
beneficial to all. They want their fellow 
dealers to abide by the rules but they, them- 
selves, wish to be free to break them when- 
ever and however they choose. 

That's the dealer situation in a nutshell— 
and it’s deplorable without any question. 
It's no wonder we have plagues and famines 
and are considered as poor credit risks on 
the whole by those from whom we buy. And, 
yet, who do we look to as leaders? Where 
do we get our example of how a business 
should be properly, efficiently and courage- 
ously conducted, not by precept and exhor- 
tation, but by downright, forthright and hon- 
est example. Can the manufacturers and 
wholesalers give us that? Would to God 
they could—but why pussyfoot or pollyanna 
the facts? Although they are the strong 
financial units in the industry and are few 
in numbers, they are either unwilling or in- 
capable of the leadership that is required. 
Confidence in each other from the highest 
to the lowest in the typewriter industry has 
sunk to low levels. 

Feather duster talk about merchandising, 
sales promotion programs, more efficient sales 
effort, better prices, etc., etc., are merely a 
smoke screen, spread by those with things 
to sell, to take our minds off the real issue. 
They would have us think, as dealers, if 
times are hard and business rotten, that it 
is all the result of inefficiency on our part. 
And while that is frequently true—there is 
something more deeply seated. 

In Chicago, for instance, we are suffering 
from ruinous price competition on standard 
rebuilt machines and portables from the de- 
partment stores. In some of these store sales 
they advertise the rebuilt machine at prices 
below the dealer’s cost. So where do we go 
from here? What does the future look like 
to the dealer when he sees this new Goliath 
with arm raised to smite him? Who sold 
these machines to the department stores? A 
wholesaler. Who sold them to the whole- 
saler? A manufacturer, There, in bold let- 


By R. H. Preston, Preston 
Typewriter Company, 
Knoxville Tenn. 


of typewriters at a school price to most any- 
one. The reason that he is going to quote 
his price, and the results are that that cuts 
all profit out of the deal. We had a school 
that buys typewriters and usually buys fifty 
at a time. One company told this school 
manager that if he had a bunch of type- 
writers he would get a ten dollar better 
allowance if he would buy a lot of them 
than only a few. He said, “If you give me 
the order, I will put the hundred typewrit- 
ers in here and we shall have a dealer come 
in and check them and we will get you this 
ten dollar better price.” The fellow said, 
“That's great.” This man then was notified 
and he went out on Saturday and he drove 
fifty miles to one town and about the same 
distance to another town, and he borrowed 
fifty typewriters and he took them to this 
place, and then Monday morning they call 
in all the dealers, and count the typewriters. 
He has a hundred there and so that man gets 
the order. Whether he has the order or not, 


A Plea for Unity 


Address Prepared By L. M. 
Albright, President, Chicago 
Typewriter Dealers Associa- 


tion, and Read by Secretary 
Scott 


ters, written plainly, is the manufacturer's 
and wholesaler’s opinion of the dealer. What 
they want is volume. They will use the 
dealer as an outlet as long as it is profitable 
for them to do so. If another channel of 
distribution comes along that looks more in- 
viting, they will drop the dealer like an old 
glove. They still wish to sell him whatever 
his diminishing market requires. They want 
his business, if he can get any after they 
og developed new fields of competition for 

im. 

And when we complain about these prac- 
tices that seem so unfair to us, what answer 
do we get? We are told that if they don't 
sell them, somebody else will. They then 
endeavor to show us that the department 
store doesn’t hurt our business anyhow, that 
the stores don’t sell to the same classes of 
trade that we reach, and then they break 
into the old stock stuff about our being able 
to outsell the department store even with a 
$5.00, $10.00, or $15.00 price differential. 
And, in the end, they wind up by trying to 
make us feel ashamed for ineffective sales 
efforts if a little thing like a department 
store competition made any real difference in 
our business, And, yet, the same man, who 
endeavors to cultivate new competition for 
the dealer, in the next breath, would have 
them believe he was their friend. 

We are told there are over three thousand 
typewriter dealers in the United States—a 
formidable body indeed. But they don’t 
know their strength, We have heard so 
many alibis and excuses, about this situation 
and that over a period of years, that we have 
begun to think that perhaps this is the way 
all business is done. That ethics and hon- 
esty just shouldn’t or can’t be applied to 
typewriters. Which is all bosh. It could 
be done, if just a few of the important fac 
tors in the industry wished it to be. 


he has a nice quotage; he thinks that he 
has done wonderfully, but of course this 
bigger discount cuts his price down and he 
doesn’t make very much. 

I always figure if you can’t sell a man a 
machine at a profit, if you don’t sell it at all, 
the other dealer will still have a chance to 
sell this man and some one will make a 
profit. 

I checked over two hundred typewriters 
sold for one company in the city of Knox- 
ville and out of this two hundred, a hundred 
and fifty-seven were sold at a discount. 
Forty-three were sold for list price, and 
while this man lost, he made a small proht, 
even on the two hundred typewriters, in six 
months. I would like to leave a message 
with you. If you are going to sell distrib- 
utors—set a margin which will do everything 
that you are supposed to do in the business 
and when you get a profit you have money 
to pay for the typewriter and you have 
money to pay for your rent and for your 
help and if you can’t sell that machine at a 
profit, you had better let the man walk out 
of the store and buy wherever he can get a 
profit. Thank you. 


Hasn't the time come, my friends, when 
this should all be recognized? We have the 
numbers and the buying power collectively 
to really do something. Let those who want 
our business, first of all, prove to us, as 
their customers, that they are worthy of it. 

As customers, we are certainly entitled to 
some of the courtesy and consideration any 
customer has a right to expect. Why, in 
the name of heaven, don’t we throw our 
buying power to those who show some indi- 
cation of playing fair, and withhold it from 
those who are continually crossing us up in 
one way or another? 

And now, what do we do? Did you ever 
hear the phrase that “In Unity There is 
Strength’? Well, all we lack is the unity. 
We haven’t the united front and common 
purpose at present that is needed to command 
respect. And, that is something we must 
have—and it can be attained through a strong 
National Association, and only through such 
a body. 

We can’t go on as we are—that much is 
certain. The time is here to start building 
for the future. And the job can’t be dele- 
gated to representatives outside of the regu- 
lar retail typewriter dealer class. Those who 
sell us can’t possibly speak for us in the 
same way we can speak for ourselves. Their 
suggestions and ideas would quite naturally 
be tinged by nrersonal desires rather than by 
a consideration of the facts in the light of 
what would be best for the dealers as a 
whole. 

A paid secretary would be most desirable 
to act as business manager of the association. 
If he were familiar with association work it 
would be very helpful, although perhaps not 
absolutely essential. The continuity of his 
stewardship in office should make him more 
and more effective as time went on. The 
association ought to be supported by the re- 
tail dealers exclusively so as to be free of 
obligation to anybody else. 

Almost every dealer agrees that much good 
could be accomplished through the efforts of 
a strong association—one that had teeth, and 
wasn’t afraid to show them, if its member- 
ship had just cause for complaint. The old 
association has unquestionably done much 
good in getting the ball rclling. We owe it 
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a debt of gratitude But the handling of 
the problems that arise in our business from 
day to day are not a part time job for a 
man who is already loaded down with the 
work of conducting his own business. It re 
quires the full time of a Greek in love with 
his work, 

Let’s take steps to end some of the abuses 
in our industry. Let’s issue a bell-like warn 
ing that one firm’s indiscretion does not be 
come, “ipso facto,’ a good and sufficient ex 
cuse for its competitor to forget all about 


I have never been to a National Type 
writer Dealers’ Association meeting before, 
and it gave a lot of pleasure to me last night 
and this morning to meet a bunch of real 


fellows I don’t know whether my talk is 
really proper to such a fine bunch of men or 
not. I am going to give you a few little 


ideas on my philosophy of sales, and I hope 
that I may bring you a message. 


I was asked by Clarence Bush if I would 
give a talk and I asked Clarence if he wanted 
a talk or an oration and he said that he 
didn’t think that it would make much dif 
ference because they were going to put me 
on the program about lunch time and there 
probably wouldn’t be anybody here, and 
now Mr. Anderson has changed the program 
and I don’t know how I am going to fit in 
at the present time. 


I think that it is only proper that I take 
a minute or two to express my feeling about 
the boys here in Washington in preparing 
for this convention. Wally Wolowitz is 
right over here on my left and he deserves 
a lot of credit. You probably have seen our 
little program here and I think that it is 
well gotten up. I think that it is a splendid 
job and I think that he deserves a lot of 
credit for doing it. It was he that really 
put this across. In fact, Wally tried to do 
everything so well and so thoroughly that he 
was telling one of the boys that he would 
like to have put in capital letters, on big 
banners, this National Typewriter and Office 
Machine Dealers’ Association, and put the 
banners on buses and have them driven 
around the town so that people in Washing 
ton could see we were in town. Someone 
spoke up and said that you couldn't get that 
much wording on a banner, so it was sug- 
gested that we put the NTOMDA on a ban- 
ner and one of the Washingtonians remarked 
that we couldn't do that, because all of the 
government employees would think another 
department had sprung up 


I imagine that it would be fitting and 
proper at this time to talk about something 
in the office appliance industry, but never- 
theless I am going to talk about “Go-Getting 
vs. Go-Giving.”’ 

When I was a youngster, I was 
under the impression that a man in 
order to be a good salesman had to 
have and use good tactics, and in 
some of my early days, I was shown 
some of these tactics. Later in life, a 
change came over me; it was gradual, 
and I felt that a person should try to 
give a little more in life instead of 
trying to get everything. I didn’t 
know exactly the cause of the change 
until one day I saw a book, the title 
of which was, “The Go-Giver,” and I 
read it, and it was then that I realized 
that my religion had been changed 
trom go-getting to go-giving 

Since my religion has been changed, 
I have been happier and my work has 
been easier and my customers have 
sort of greeted me with more enthu- 
siasm. Now, this isn’t a pet theory of 
mine—it has been proven to me 
through my experience with my man- 
agers, with whom I worked, and I 
have worked for several different man 
agers, and with the boys who now 
work under me here in my own little 
business in Washington, and my ex- 


The Tomb of the Unknown 
Soldier.—Bringing back mem- 
ories of the great war and the 
part played in it by the Ameri- 
can Army, was this scene wilt- 
nessed by many of the delegates. 


the rules of the game and do anything it 
likes. That tossing of alibis about the medi 
cine ball circle must be broken up. When 
we catch a fellow, red handed with guilt to- 
day, he merely shrugs his shoulders and 
says, “Well, I’m sorry, but what was I to 
do? John Smith tossed the ball to me, why 
don’t you go after him?” And the type- 
writer dealer runs round and round the 
vicious circle of excuses until at last he 
doesn’t know himself where the _ trouble 


Go-Getting vs. Go-Giving 


By A. B. LaFleur, Woodstock 
Typewriter Company, 
Washington, D. C. 


perience with some tactics that I have used 
in “Go-Getting” and some in “Go-Giving” 
leads me heartily to recommend, “Go-Giving” 
as a good religion. 

If you will show me a man whom every- 
body likes, and everybody speaks a good 
word for—you know the type of a man that 
I mean—the fellow that they say about, 
“George is certainly a good fellow, and I 
like him,” and I will show you a “Go-Giver 
every time.” He is a fellow who is trying 
to do things for other people; he is trying 
to put as much in his association and every- 
thing that he does in life, and the good 
things sort of automatically come to him. 

The Washington association is a “‘peach.” 
I mean the Washington Typewriter Dealers’ 
Association. I+ is one of the best associa- 
tions in the United States, and this position 
has been arrived at because the boys—all of 
them who belong to the association in this 
city—cooperate and are ‘“Go-Givers’” who 
help each other. 

You can go to any one of them and call 
on them if you want some little favor and 
they will give it to you and in a way that 
makes you feel that they sincerely wanted to 
do it. 


I have often been asked, “What do you 
get out of an association? 


I have heard some fellows say: “It is of 
no use to have an association because all 
you do is to pay in ten dollars, and you 
don’t get anything for it.” 

I am going to tell you folks one experience 
that worked out to be a very fine thing. In 
our little association here we exchanged 
credit ideas and we turned them in to our 
secretary every Saturday night—the unde- 
sirable accounts. If anyone failed to turn 


these in, he was fined twenty-five cents, and 
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started or where it will end. No wonder 
he is dizzy most of the time. Who wouldn't 
be, if he had to spend his life playing “ring 
around the rosie’’? 

Let’s wake up by taking over the running 
and management of our own dealer associa 
tion. It means work, but it’s a job that 
just can’t be delegated to those whose prin 
cipal interest in you is the market you repre 
sent. Maybe we ought to look after our own 
interests instead of, childlike, expecting some 
other good souls to do it for us. 


they would be razzed the next meeting. 

y exchanging these undesirable accounts 
and by sending out pawn broker reports every 
week or two every dealer in ashington 
has made five times his dues in the associa- 
tion, the money he has saved on that one 
thing alone. herefore, I say that no city 
can afford to be without a typewriter dealers’ 
association. 

I want you fellows to go back and sell 
some of those ideas. Mr. Anderson has given 
me ten minutes and I have talked ten min 
utes already, but I want to go into another 
feature, viz., that the reason I am sold on 
the association is that its results are achieved 
by ‘“‘Go-Giving.”” You get out of it what 
you put in. ou can’t just attend; you have 
to do something about it. I want to give 
you just two or three short examples of Go- 
Giving. 

You can start right here at the Mayflower 
Hotel. I didn’t know very much before this 
convention about it, as I have only lived in 
Washington five years. I have been here 
several times and I didn’t know why they 
get business. They charge pretty good prices 
for their service, but I found out why they 
are successful. When our committee started 
contacting the Mayflower we found that they 
were “Go-Givers.” When we prepared for 
our dinner they knew that we were limited 
as to our finances, and our budget and they 
sat down and worked out a dinner you will 
be proud of—and within our means. 

Everything that we ask for they go into 
with a feeling of pleasure in their attitude. 
as if they really wanted to do it. When I 
asked for this dinner, I didn’t expect to get 
as much as we got. At the end, when I 
went to Mr. Alferd, he said, “I will do a 
little something special here; I will give 
you this.” He is a go-giver, and just a little 
something extra made us feel fine. 

looked over the program when Wally 
showed it to me and I approve it, and not 
only the ad on the back but the whole thing 
is gotten up nicely. 

couldn't help but notice on thing—here 
—TI think it is a masterpiece. ‘Pleasure— 
in the meeting of old friends and the making 
of new ones—in slapping a familiar back anu 
discovering it belongs to a disliked com- 
petitor and then finding he’s a swell 
fellow after all.” That's Henry Sim- 
ler’s ad there. I think that it is a fine 
one and if we will all have that spirit 
while we are here, the spirit of good 
fellowship, and that of “Go-Giving,” 
we are going away with a real feeling 
of satistaction. 

I think that “Go-Giving” has got to 
be done not only by the employers 
who serve the public, but the em- 
ployer must be a “‘Go-Giver” to his 
employees, so that he gets maximum 
efficiency out of making them feel that 
they love to render their service for 
him, 

That is one reason that I love my 
job. I am going to tell you that my 
boss is the swellest fellow I ever hope 
to work for becatse he is a “‘Go- 
Giver.” He has cooperated with me 
in this branch here in Washington in 
every respect and it has been a real 
happiness. 


It is the changing of the guard 
at the entrance to the sepulchre 
in which rests the body of one 
of the nation’s unidentified war- 
riors who fell in France. 
(Photo by Underwood & Under- 
wood) 
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(To be continued in November ) 
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NEW MACHINES AND DEVICES 





CORONA’S NEW ANIMAL KEYBOARD 

As a means of teaching young children the correct 
fingering in typewriting, L. C. Smith & Corona Type- 
writers, Inc., Syracuse, N. Y., has developed the Keller 
animal keyboard and animal finger rings. Childhood's 
oldest friends, the animals, through association with 
colors, help even small children to learn to type easily 
and correctly. The two year experiment conducted in 
schools under the supervision of Dr. Ben D. Wood of 
Columbia University, and Dr. Frank M. Freeman of 
the University of Chicago, has already established the 
value of the typewriter in child education. Predicated 
upon the results of this experiment, the Keller animal 
keyboard and animal finger rings were developed by 
Myrtle R. Keller, director, Division of Education, L. C 
Smith & Corona Typewriters, Inc. With the new key- 
board and finger rings, learning to type becomes more 
of a game and attracts children because “it’s fun.” 





Here’s the New Corona Typewriter Animal Keyboard. 
Vari-colored and illustrated keys match rings on the child 
typist finger to teach proper touch system. 


Supplied with each “animal keyboard” Corona are 


nine finger rings, adjustable in size. Each ring bears 
a different animal, against a carefully selected back- 
ground color, different for each animal group. 

On the keys of the typewriter are corresponding 
groups of animals and colors. There are letters also, 
but they are purposely subdued in size and visibility. 
Children writing by this method begin correct finger- 
ing almost at once, guided by the similarity of the vari- 
ous rings and animal groups on the keyboard which 
they represent. 

Under this fascinating plan only the left little finger, 
wearing the blue-bird ring, will touch the blue keys on 
the keyboard. And only the right thumb, wearing the 
gray elephant ring, will touch the space bar with its 
elephant parade. 

With each “animal keyboard” Corona goes a book 
entitled “My Corona Typewriting Book.” It is a forty- 


five page book containing fascinating animal pictures, 
typing instructions, vocabulary, children’s life letters 
and play exercises especially planned for primary chil- 
dren. 

The Keller animal keyboard opens up new sales pos- 
sibilities for dealers by increasing the age range of 
Children as young as five and six years are now 


users. 


logical users of the animal keyboard-equipped Corona 

Any of the Corona models,—the Corona Standard, 
Corona Sterling and Corona Silent,—may be equipped 
with the Keller animal keyboard, which is sold at only 
a slight additional cost beyond the standard price of 
each of the models. 


> 
THREE NEW LINES OF VICTOR GUIDES 


Three new complete lines of guides, comprising fifty- 
eight new stock items in all, are announced by the 





New Victor Guides 


Victor Safe & Equipment Company, North Tonawanda, 
N. Y. The new guides are the twenty-five-point press- 
board flat celluloided tab guides, twenty-five point 
plain pressboard guides, both of which are shown in the 
accompanying illustration, and twenty-point Manila 
guides. 

These lines consist of blank guides as well as monthly, 
daily, geographical and alphabetical sets. The printed 
captions are of bold, modern type-face designed to fit 
today’s filing needs and are said to give greater facil- 
ities for quick filing and finding. 

The pressboard stock is a four-ply laminated mate- 
rial of enduring quality and is the same pressboard used 
in the Rand visible name angle tab guides. The Manila 
stock is also of good quality. 

on 
WILSON-JONES “SHIF-DEX” BINDERS 
Created for use in accounting, purchasing, sales, cost, 


























W-J “Shif-Dex” Binder 
credit and production departments, a new visible rec- 
ord binder which features a built-in automatic shift 
has recently been placed on the market by the Wilson- 








iM TOBER 


Jones Company, Chicago, Ill, and Elizabeth, N. J. 

This latest development in visible loose leaf prong 
binders is known as the Shif-Dex. It is custom built 
for years of active service and is equipped with pre- 
cision mechanism. Other features claimed for the 
Shif-Dex include formed steel back covered with pol- 
ished and waxed fibre, metal hinges with polished 
ball studs, covers bound with Ironcloth, highest 
grade imitation leather over heavy genuine binder 
board, and cover edges bound with stainless steel rims, 
rounded and polished. 

wii 
TWO NEW REMINGTON TYPEWRITERS 

Two new typewriters, one a low-priced portable and 
the other a quiet standard model have just been re- 
leased by Remington Rand, Inc., Buffalo, N. Y., to its 
dealer organization. 

The portable machine, known as the 3-B model, and 
which writes both upper and lower case characters, 
is listed at $31.50. The keyboard is standard except 
that the top row has only four keys. The numerals 
2, 3, 4, and 5 are written in the upper case, and 6, 7, 
8 and 9 in the lower case. The same key control action 
found in higher priced Remington models is used. 

Marketed as the “home” typewriter, the 3-B is at- 
tractively streamlined. Purchasers have an option of a 
square, fiber cover of modernistic design in black, sil- 
ver and red, or a rubber cover. An inexpensive type- 
writer desk is marketed with the machine. 

Other mechanical features of the Remington 3-B are 
single and double spacing, adjustable margin stops, 
margin release, bell mechanism, carriage release and 
right and left shift keys. 

The new standard typewriter which is to be known as 
Remington Model 11, has been named the “Short 
Stroke.” In this model the typebars travel only 134 
inches in a straight line instead of over an arc 534 
inches long. The effect is said to be greater speed with 
less effort and a much quieter operating machine. 
Remington engineers claim for this machine lightness 
of touch, speed of action and sharp printing and stencil 
cutting. 

The type-bar action on the new “Short Stroke” is 
completely enclosed which also reduces the strain on 
the operator’s eyes, adds to quiet operation and pro- 
tects the action from dust and dirt. Drilled rail and 
roller bearings lighten the carriage return, and an im- 
proved drop-spoon lever permits the hand to return to 
the keyboard freely and naturally. 

The machine is streamlined and finished in krinkle 
lacquer and has the following special features: keyset 
tabulator with one, six or ten keys, interchangeable 
platen, inbuilt tabulator stops, tilting paper table, im- 
pression control lever, improved backspacer, quiet space 
bar and concave keys. 

—_ a ne - 
NEW SPLENDORS FOR GITS-NIFE 

New designs, materials and colors have recently been 
created by the Gits Corporation, 1846 South Kilbourne 
avenue, Chicago, to give added lustre and beauty to its 
line of Gits-Nifes. 

The Gits-Nife, known for its general utility, its novel 
four-position arrangement and its one-hand operation, 
has a blade which is entirely encased and locked in 
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the handle casing by a cantilever spring, suspended 
in the blade, which comes in stainless or high carbon 
steel. Pushing down the button, results in producing 
four lengths of blade from one-half inch to two inches. 
This blade, which is fully guaranteed, is replaceable 
and is opened and closed with a one-hand movement. 

The Gits-Nife may now be secured in eight different 
styles of handle, including indestructible metal fin- 
ished in baked enamel or oxidized silver, Pyralin In 
assorted colors or white, unbreakable pearl. The new 
handles are modernistic in shape and design while 
some are equipped with a small swivel for chain wear. 

—>— 
“FLOTILT CHAIR CONTROL” 

A new tilting and swiveling mechanism for office 
chairs, to be known as the “Flotilt Chair Control,” has 
been patented by the Bassick Company, Bridgeport. 
Conn., manufacturers of casters and floor protection 
equipment. 

The principle of operation of the “Flotilt Chair Con- 
trol” is said to be different from existing types and is 





Flotilt Chair Control. 
B. Tension adjustment. 
device and swivel bearings. 

justment. 


A. Tilting mechanism. 
C. Enclosed elevating 
D. Elevating ad- 


protected by U. S. Patent No. 2,008,209, and other pat- 
ents pending. 

The new chair iron is the result of a four year period 
of development work which followed a survey of the 
chair iron field made in 1931 by the Bassick Company. 
Early models of the new iron have been in use for three 
years and, according to the manufacturer, have been 
given thorough and exhaustive tests. In one instance 
a chair was tilted and swiveled simultaneously under 
a load approximately 1,000,000 times during the course 
of a year’s operation without lubrication. 

The “Flotilt Chair Control” is so designed that 
squeaks and squeals are permanently eliminated. Be- 
cause no springs are used in the tilting mechanism, 
there is no breakage of springs or spring bolts. The 
Swivel bearings are self-lubricating and because there 
are no metal friction points in the tilting mechanism, 
oiling is unnecessary. 














The New Gits-Nife 
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Balanced in design and neat and simple in appear- 
ance, the new Bassick chair iron is so constructed 
that adjustments are easily made by operating the 
inconspicuous adjustment mechanism. A stationery 
post in the base of the chair provides stability and 
steadiness. The swiveling or pivotal point is main- 
tained constantly in one place, close to the seat, thus 
eliminating side sway and play. Swiveling action is 
easy regardless of whether the chair is tilted or if 
weight is concentrated on the front edge of the chair 
seat. 

Additional information concerning “Flotilt Chair 
Control” may be obtained by writing direct to the man- 
ufacturer 

- 
RUBBERIZED HAIR PADS FEATURE OF NEW 
STURGIS POSTURE CHAIR 

Equipped with the new rubberized curled hair pads 
in seat and back, two new models of their posture chairs 
have recently been created by the Sturgis Posture 
Chair Company, Sturgis, Mich. 





Sturgis Model 595-DS 

Included in the new offering is the Model 595-DS, a 
stenographer chair. The roomy seat and deeper, form- 
fitting back are upholstered in genuine leather over 
rubberized curled hair pads which are said to create 
a new resilience and comfort for office workers. The 
seat is 1442x16'% inches and is three and one-half 
inches thick, and the back is 6x14 inches and is one 
and one-half inches thick. 

A special feature of the new Sturgis chair is its “one- 
operation” adjustment of back, which can be done en- 
tirely by hand without the use of tools or keys. Seat 
height is adjustable 17% to 21% inches and the chair 
is equipped with hard rubber casters. 

Buyers have the choice of genuine leather in brown, 
blue, green, red or black; enamels in brown, green, 
maroon or black. 

adi 


NEW DESK SETS BY SAINBERG 
Several new and highly decorative executive desk sets 


have recently been created and placed on the market 
by Sainberg & Company, Inc., manufacturers of desk 





OFFICE APPLIANCES 


accessories and other office equipment, New York City. 
Many of the sets are of genuine leather and consist 
of from four to five pieces. The leathers include calf- 


yah wad 





One of Sainberg’s Executive Desk Sets 


skin, Florentine leather, Morocco Grain, Saffian Grain, 
two-tone Colonial Grain and genuine snakeskin. 

The equipment included in the sets varies with the 
different models. Style 350, includes a 12x19 panel desk 
pad, inkwell and base, rocker blotter, letter opener and 
a combination stationery rack and perpetual calendar. 
Style 1400, a higher-priced set, contains a 12x19 desk 
pad with panels, square-shape inkwell and base, rocker 
blotter, perpetual calendar and letter opener. 

Further details or a copy of a recently-issued cat- 
alogue may be obtained by writing to the company 
at 37-43 West Twenty-sixth street, N. Y. C. 

alii 


ILLUMINATED GLOBE BY CRAM 

A new illuminated globe, designated as Model 309, is 
being featured by the George F. Cram Company, In- 
dianapolis, for the fall and holiday trade. The globe is 
a nine-inch ball made of a special transparent material. 

Without illumination the globe bears the appearance 
of any other Cram globe, with attractive non-fading 
colors, accurate and modern geographical details and a 
very clear type. With the illumination, which is fur- 
nished by a tubular lamp inside the ball, the colors and 
geographical details stand out with extra clearness. 
The illuminating feature is helpful at nighttime for 
referring to short-wave radio stations and their loca- 
tions all over the world. 





Cram’s Illuminated Globe 


While the new globe is manufactured to sell at $6, 
the entire Cram line, including seventy-five different 
sizes and mountings, ranges in price from seventy-five 
cents to $50. A new and complete catalog may be ob- 
tained on request. 
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NATIONAL’S “REGISTERED” ACCOUNT BOOKS 

Designed to prevent the illegal substitution or alter- 
ing of records, and to ensure security for bookkeepers 
and business proprietors, the National Blank Book 
Company has recently perfected a system of registry 
service in connection with its National End-Bound ac- 
count books. 

Under the new plan the line of books, which are 
equipped with Eye-Ease Hammermill ledger paper, can 
now be registered with the National Blank Book Com- 
pany under individual numbers. Persons wishing this 
service need only fill out a postcard provided for that 
purpose with each book. A key number is then placed 
on file in the company’s vaults which may be used at 
any time to certify the book owner, his accountant or 
attorney in any litigation, and to identify the book. 

Such registry, officials of the company pointed out, 
protects both the bookkeeper and the firm against un- 
authorized substitution of another blank book of the 
same thickness and ruling because it would not be pos- 
sible to obtain a similar book with the same registra- 
tion number. Also, it was said, the Eye-Ease paper 
readily reveals alteration in much the same way as 
tinted or safety paper used for checks. 
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New “Registered” Account Book 


The National Blank Book Company makes no charge 
for this registration service which will begin October 15 
when stock for the National line of End-Bound books 
will be available. 


_ > 
MEILINK FIRE PROTECTION FILING DRAWERS 


A new line of steel safe filing drawers has just been 
announced by the Meilink Steel Safe Company, Toledo, 
Ohio. This new line offers fire protection to important 
office records and correspondence without interference 
with easy accessibility. 

The new filing drawers are constructed on the same 
principle as the Meilink steel safes. The Thermo-Cel 
insulation is built completely around each drawer and 
the insulation itself is protected by two steel walls— 
one inside and one outside. This feature, besides pro- 
tecting the insulation, prevents dust or crumbling dirt 
reaching the drawers’ contents. 

The new line is finished in crystalline black enamel, 
and the drawer front is done in plain black finish with 
chrome-finish hardware carrying out the trend of mod- 
ernistic design. The inside of the drawer is finished 
in standard olive green. 

Each drawer is fitted with a full roller suspension 
slide carrying the load on the bottom of the drawer. It 
is easily operated even when carrying a 100-pound load 
capacity. Individual spring bolt latches, which auto- 
matically lock when the drawer is closed, are standard 
equipment. Equipped to permit various additional par- 
titions, the drawer is available in three sizes, letter size, 
cap size and ledger. Document filing equipment may 
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be inserted. A tall caster base is available which al- 
lows a single safe drawer to be used beside a desk. A 
low base may also be had. 
BPS te 
PARR PLASTIC TYPE CLEANER AND PARR 
ERASING SHIELDS 

The Parrot Speed Fastener Corporation recently an- 

nounced the manufacture of two new items—the Parr 
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The Parr Erasing Shield 





plastic type cleaner and the Parr eraser shields, both 
of which have been developed as the newest aids to 
stenographers. 

The new type cleaner is said to work quickly and 
efficiently and to last a long time. It comes in a large 
size, packed one dozen boxes in a handsome display 
containef suitable for window and counter. 

Parr erasing shields are made of Alleghany steel and 
strong celluloid. They have fourteen perforations, are 
very flexible and guaranteed not to crack. Packed 
three dozen to the box, the shields are designed to be 
of service to all general office workers. 

Further information may be obtained by writing to 
the Parrot Speed Fastener Corporation, 363 Broadway, 
New York. 

—_—_>——_——_ 


NEW EXECUTIVE FILE BY AUTOMATIC 


The Automatic File & Index Company has just 
brought out a new “Executive” file which presents many 





Automatic’s New Executive File 


features of convenience and accessibility for the execu- 
tive. The item meets the need for a central place in 
which to file personal papers, and since it is equipped 
with two regular Automatic expanding file drawers it 
will hold a considerable quantity. 

In opening the file the top merely lifts up and drops 
behind the unit. It is the proper height for working 
and when closed it is flush with the desk top. It is 
equipped with gliding casters, a lock and is furnished 
with alphabetical guides. 
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NEW INDIANA CHAIR COMPANY’S LEATHER 
UPHOLSTERED LINE 
Here is one of a number of new offerings of the New 
Indiana Chair Company, Jasper, Ind., which has re- 





Leather Upholstered Model Recently 
Announced by New Indiana Chair 
Company 


cently been placed on the market as a representative 
of the firm’s commercial chairs. 

The chair, known as the Model 2002, is of a new up- 
holstered leather line. It is of solid walnut with heavy 
corner blocks glued and screwed at all four corners. A 
comfortable spring seat unit is fastened on heavy stee! 
bars and firmly secured to the chair frame. 

The best selected grade of cotton and moss is used 
in padding the seat and back while the upholstering is 
done with special attention to good tailoring. All 
leather used is genuine, of best quality and with colors 
guaranteed. 

This chair is one of a large number included in a 
new and up-to-date catalogue recently issued by the 
company for the benefit of dealers. 

——— 
ROTOSPEED ANNOUNCES MODEL “A” 

Equipped with a semi-automatic feed which is said 
to add speed to its operation, a new duplicating ma- 





Model “A” Rotospeed 


chine to be known as the Model A, has recently been 
placed on the market by the Rotospeed Company, Day- 
ton, Ohio. 

The semi-automatic paper feeder on the new ma- 
chine is said to make possible the printing of from fifty 
to seventy-five copies per minute. The Model A Roto- 
speed will print on any weight paper and takes any 
size sheet from postcard dimensions to 81x16 inches. 
An automatic counter and a new felt roll inking device 
in the cylinder are parts of the standard equipment. 





OFFICE APPLIANCES 


A special feature of the new machine is that with a 
simple adjustment the position of the printed copy 
may be raised or lowered as much as eight inches. A 
five-year guarantee against defective workmanship or 
material accompanies each machine purchased. 

Further details of the duplicator may be obtained by 
writing the Rotospeed Company at 345 South Wilkin- 
son street, Dayton. 

—> 


NEW ACME STAPLER 


Constructed for heavy-duty service and equipped to 
use staples of varying leg length, a new hand stapler 
has just been placed on the market by the Acme Staple 
Company, Camden, N. J. 

The stapler will use staples from one-quarter to one- 
half inches without mechanical change and is suitable 
for ordinary as well as heavy-duty work. It can handle 
from two sheets of paper to a pile three-eighths of an 
inch deep, and is said to be particularly adapted to 
transfer work, affixing enclosures of leather or cloth 
and binding reports. 

The machine is made with but few parts which are 
easily assembled, and is equipped with a wide throat 





Heavy Duty Acme Stapler 


and an adjustable gauge which provides for accurate 
and diversified work. The lever action is smooth and 
quiet and necessitates a minimum pressure for opera- 
tion. 

“WABACO” STORAGE BINDERS WITH BACKS 

The Wabash Cabinet Company, Wabash, Ind., sent a 
mailing to dealers recently featuring the Wabash stor- 
age binders for loose leaf forms. These employ “Acco” 
fasteners, so that dealers handling the “Acco” fasteners 
can turn to their stocks for the binding device. “Wa- 
baco” storage binders are punched with eight holes, so 
that “Acco” fasteners of any standard length can be 
used. 

“Wabaco” storage binders afford an excellent means 
of preserving transferred records economically. These 
binders are complete with backs, so that each com- 
pleted file of papers can be made into a neat binder. 
permitting labeling for reference. 


—_ oe 


BATES ITEMS ADOPT NEW FINISH 
Prompted by the success which met an initial effort 
used on its staplers, the Bates Manufacturing Com- 
pany, Orange, N. J., recently announced that a new 
gunmetal finish will be adopted for its Junior and wide- 
frame numbering machines. 
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LIBERTY PERMANENT BINDERS 

As a means of improving methods of storing loose 
leaf records in book form, the Bankers Box Company, 
536-38 South Clark street, Chicago, makers of the orig- 
inal Liberty Storage boxes, recently placed on the mar- 
ket the new Liberty self-locking permanent binder. 

The new binder, which was created to be a com- 
panion article to the Liberty storage boxes, is equipped 





Steps in the Operation of Liberty Permanent Binders 


with covers of steel-strong presswood, half bound in 
fabrikoid. They are said to be warp-proof, chip-proof, 
and not affected by dampness or heat. The binding 
posts used are self-locking and require no tools for 
operation, thumb pressure alone forcing the posts tight 
tegether. The posts are available in lengths from one 
to six inches. They are made to expand at least fifty 
per cent with safety. 

The automatic locking feature, which is patented, is 
an expanding steel ring on the end of the inner section 
of the post that grips the steel corrugations on the 
inside of the outer tube and makes it impossible, once 
the posts are closed or telescoped, to open them. Rec- 
ords bound in the Liberty permanent binder are thus 
permanently bound. 

Sizes for standard loose leaf forms are carried in 
stock and special sizes are made to order. 


—E 


WILSON BALANCED DESK 
Equipped with a balanced typewriter platform con- 
trolled by special adjustable torsion springs, a new 





Typewriter Desk Recently Announced by W. B. 
Wilson 


typewriter desk has recently been invented by William 
Burton Wilson, 103 Park avenue, New York. 

Although not yet in production the new desk, rep- 
resented by various samples, is on exhibition at the 
above address, where it is known as the Wilson bal- 
anced typewriter desk. 
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According to the inventor, the desk’s typewriter plat- 
form is balanced and controlled by increasing or de- 
creasing the tension of the torsion spring with which 
it is equipped, through the medium of turnbuckles. 

The desk allows 100 per cent leg room whether the 
typewriter is in operating position or in its well, it is 
said. Other features are five-ply construction tops fin- 
ished in walnut, mahogany or oak, five-ply construc- 
tion panels, three drawers to each pedestal, and com- 
partments for letter heads, bill heads, envelopes, all 
within easy reach of the hand when the desk is raised. 


~~ 


HOWELL EXECUTIVE SWIVEL CHAIR 

A new swivel chair containing important features for 
comfort and durability has recently been placed on the 
market by the Howell Company, manufacturers of 
metal furniture, St. Charles, Il. 

The principal features of the new chair, according to 
its manufacturer, include a seat with an inner-spring 
construction and a well-padded back with a form-fit- 
ting shape. 

The chair is constructed to ensure long usage. The 
metal under-structure embodies the best materials and 
mechanical features while the frame is finished in 














Executive Swivel Chair by Howell 


Howell's chromsteel finish. Its dimensions are: width 
of seat, eighteen inches; depth of seat, eighteen inches, 
and height of back, fifteen inches. 
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BARRETT ANNOUNCES NEW LINE OF ADDING 
MACHINES 


The Barrett Adding Machine Division of the Lanston 
Monotype Machine Company, Monotype Building, Phil- 
adelphia, Pa., has placed a new line of Barrett desk 
machines on the market. The line consists of four 
models, of which model 82-AE, which retails for $125.00, 
is described by the manufacturer as the most attractive 
for sale by the average dealer. 

Specifications for model 82-AE are as follows: Elec- 
tric operation, direct subtraction, 72-key type, port- 
able, weight twenty-seven and a half pounds, size 9x12 
inches, adding and listing, nine-column totaling, 
capacity of 9,999,999.99. The machine is equipped with 
eight rows of nine keys each. It has a standard, flex- 
ible keyboard, including subtraction key, total key, sub- 
total key, release key, non-add key, minus sign and 
non-print lever, clear sign, total sign, sub-total sign, 

(Turn to page 118, please) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In swhscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, September 9, 1935. 

It is with regret that I report the death of Mr. C. H. 
Cheeseright, governing director of the Brandt Auto- 
matic Cashier Co., Ltd. I knew Mr. Cheeseright from 
his first appointment to the Brandt organization, with 
which I had some interest in the early days when they 
were first establishing contact in this country. Friend 
Cheeseright was a young man of about forty, full of 
enthusiasm for this job. Now and again I called in 
for a chat. He always had something new to show me 
and enthuse about. It hardly seems possible that he 
has been called to Higher Service. 

Last month I had an invitation from Mr. W. E. Block, 
director of Block & Anderson Ltd., to attend a lecture 
that was being given to his staff by Mr. Herbert N 
Casson, well known efficiency exponent (many of your 
readers will know “The Efficiency Magazine” of which 
Mr. Casson is Owner-Editor). I am sorry that other 
appointments prevented me going. I should have 
liked to have heard Mr. Casson again. He is a most 
interesting and vigorous lecturer and the directors of 
Block & Anderson are to be congratulated on getting 
hold of Mr. Casson. Perhaps if they are having any 
more of Mr. Casson I shall be able to go. 

The Office Appliance Trades Association seemed to 
have had a “field day” this month. First, was the 
monthly lunch, presided over by the chairman, Mr. 
E. C. Rylands. This was a business meeting, without 
any outside guests. Two new members were announced 

The Affinity Accounting Co. and Seldex Ltd. (card 
index equipment). The sole matter for discussion was 
the London Business Efficiency Exhibition taking place 
early next month. Mr. A. C. McLellan, exhibition di- 


rector, and Mr. N. W. R. Mawle (Imperial Typewriters) 
chairman of the advertising committee told us of the 
arrangements made to date to ensure a really first- 
class show. Of chief importance was the news that 
they had secured the Rt. Hon. Lord Leverhulme as 
opener. Lord Leverhulme’s name is probably known 
in all countries. Certainly his business interests are 
in all parts of the globe. The association is indeed 
fortunate, thanks to the good offices of one of the 
members. Both Mr. McLellan and Mr. Mawle had a 
word to say about the efficiency of the business experts 
comprising the association! 

It would appear that despite the marvellous array 
of machines and filing systems available to the trade, 
intending exhibitors were seemingly a little slow in the 
uptake in sending in copy for the catalogue and filling 
in the necessary forms! Doubtless, though this is 
largely due to that necessary evil—holidays! We all 
like our holidays, but as in these days they seem to 
spread from the beginning of June till the end of 
September, they certainly do dislocate business! How- 
ever, at this meeting, whilst there was a certain amount 
of pain in the expressions of apparent slackness, there 
was also a good deal of good natured chaff. Anyhow, 
things are now going ahead swimmingly and we are 
all looking forward to a record exhibition. 

One interesting point was brought forward by Mr. 
W. G. Gledhill, educational director of the association. 
Mr. Gledhill had approached the London County Coun- 
cil with the suggestion that senior scholars should visit 
the exhibition. The idea met with such a warm re- 
sponse that 4,000 applications were received. This was 
followed by further requests from outside London. 
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However, the Office Appliance Trades Association has 
had to limit it to 1,500. 

I had as my neighbor at lunch, Mr. G. F. Clayden, 
director of Lang Clayden Ltd., manufacturers of the 
Langapress office printing machine. Mr. Clayden tells 
me that they have just appointed the Toronto Type 
Foundry (whose vice president, Mr. A. E. Palmer has 
recently been on a visit to England) as their new 
Canadian agents. This well-known Canadian concern 
is a distinct asset and Mr. Clayden is very pleased. 

Immediately following the luncheon, some dozen of 
us paid a visit to the works of the Telephone Manufac- 
turing Co., Ltd. This concern has grown immensely 
in the last ten years. I well remember its few sheds 
and insignificant position in the trade. Today there 
are fine new buildings, automatic machinery of the 
latest type, all working to capacity. In fact, although 
only built some two years ago, their main building is 
already too small and extensions are now going up. 

“T M C” manufacture telephones of every descrip- 
tion for all purposes—marine, factory, inter-office and 
also for the General Post Office. My guide—we were in 
two parties—was Mr. W. Makinson, to whom I express 
thanks. Both parties were received at tea by the works 
manager, Mr. R. Speller, who in a few words welcomed 
his guests. Mr. E. C. Rylands replied. This is the 
second of the inter-works visits, the idea of which 
was fostered by Mr. Rylands. One member of our 
party was so interested in the progress system in use, 
that he is paying another visit next week! 

I have been glancing through the abridged reports 
of discussions at the recent International Congress 
on Scientific Management. Whilst many of the papers 
are most interesting, the discussions largely dealt with 
either the personal problems, or with raw material. 
There is almost a complete absence of reference to 
the part office machines play in scientific management. 
Very sad!—VEJ 

> 
K&J BOOKLET REPRINTS REVIEW OF NRA 

Carrying the caption “Dead as a Dodo,” a small book- 
let recently came from the press of Kenrick & Jeffer- 
son, Ltd., Westbromwich, England. The booklet was 
privately printed and consisted principally of a re- 
printed review of the now defunct NRA, originally pre- 
sented in the “Inland Printer.” The title of the booklet 
was taken from the title of the review. 

Also included in the booklet was a brief story of the 
week-long celebration held in the K&J plant concur- 
rently with the recent silver jubilee of King George V. 








Art Metal Construction Company Installation in Austrian State 
Travel Bureau, London.—Upper picture shows an Art Metal 
counter on the clerk’s side while lower view is that of customer's 
section. The equipment is finished in dull black with chromium- 
plated binding, pull drawers and kickplate along front of 
counter. Counter tops are covered with plate glass and have 
painted shields of various Austrian provinces painted on the 
front. The tubular stools and chairs are finished in red leather 
with chromium-plated frames. 


The event was described as “At Home Week,” and was 
reported in Office Appliances for June. The celebration 
consisted of receptions and entertainment features for 
the families and near relatives of members of the “K&J 
Family.” Visitors were personally conducted through 
the great K&J printing plant. 





On the Beach at Playas Del Morro. 


the firm’s employes. 


Here is just a part of the big crowd that gathered for a good time when the 
Reed & Reed Company, office supply and outfitters of Guayaquil, Ecuador, held its annual outing and picnic for 


The recent acquisition of a printing department and a radio station as well as a radio me- 


chanical service department accounts for the unusual number of workers which enjoyed the day. 











Tue Grose-Wernicke Equipren Bercen County 


Top, left: County treasurer's vault equipped with stock and 
special G/W equipment. 

Top row, center: Private office of Deputy County Treasurer 
Ray Van Valen. 

Top row, right: Indexing room of the Register of Deeds, 
showing G/W desks, roller shelf cases, railing, files, and storage 
cupboard all stock equipment, 

Middle row, left: General office of the county treasurer, fur- 
nished with stock and special equipment. 


BERGEN COUNTY OFFICES GLOBE-WERNICKE 
EQUIPPED 

The installation of modern Globe-Wernicke Co 
equipment in the new Bergen County Administration 
building at Hackensack, N. J., recently won approval 
from R. S. Van Valen, deputy Bergen county treasurer 

The installation consisted of many carloads of stock 
and special filing equipment, desks, tables, partitions 
and railings. The order specified delivery and instal- 
lation within sixty days. 

Mr. Van Valen, in a letter to Globe-Wernicke, said: 

“It is a pleasure on the part of the writer to commend 
your company on the installation of the complete, new 
office equipment for the County Treasurer’s office. The 
new bank counter, metal desks and office furnishings 
are daily looked upon by the public as a true and dis- 
tinct asset. It is a privilege to state that your repre- 
sentatives did everything in their power to give one 
hundred per-cent satisfaction and rendered a service 
completely satisfactory.” 

oe 
STORK VISITS WEBSTER REPRESENTATIVE 

Walter A. Wentworth, Syracuse, N. Y., representative 
of the F. S. Webster Company, Boston, is the proud 
father of a bouncing baby girl born to Mrs. Wentworth 
last July 16. The newest member of the ribbon and 
carbon family is Sarah Goodrich Wentworth. 
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ADMINISTRATION Buttpinc, Hackensack, N. J., SurroUNpeEp By INTERIOR Views 


Middle row, center: Bergen County administration building. 

Middle row, right: Stock and special counter height units in 
the map room of the Register of Deeds. 

Bottom row, left: Right side of Surrogate’s vault, showing 
special tables, roller shelf cases and document file cases. 

Bottom row, center: Left side of Surrogate’s vault, equipped 
with special tables, roller shelf cases and document file cases. 

Bottom row, right: Meeting room of the Board of Freeholders. 


GRAND RAPIDS PROPOSED FOR 1936 
STATIONERS CONVENTION 

Plans are under way to take the 1936 National Sta- 
tioners convention to Grand Rapids, Mich., with a num- 
ber of office equipment manufacturers, civic organiza- 
tions and stationers associations joining hands in the 
effort. 

In this connection members of the Grand Rapids As- 
sociation of Stationers will strive by every means to 
swing the next convention to their section of Michigan. 

They will point out that Grand Rapids, known as the 
furniture capital of America, and the gateway to the 
playground of a nation, is ably equipped to take care 
of a convention such as the one to which Kansas City 
is about to play host. 

Grand Rapids citizens point with pride to their sec- 
tion of Lake Michigan with its beautiful beaches and 
dunes, their 250 lakes and streams within an hour’s 
drive, their $1,500,000 civic auditorium connected by 
tunnel with the 750-room Pantlind hotel and their far- 
famed air of hospitality. 

One of the principal arguments which will be put up 
in favor of Grand Rapids as the next convention place 
is that, by virtue of its numerous factories and plants, 
that city can furnish an exhibition of business furniture 
to stationers which can not be excelled in any other 


city. 
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Cutting the Cost of Typewriter 
Sales and Reaching the General 
Public 


HE cost of consummating a typewriter sale has 

been cut $2.00 and everybody regardless of age, edu- 
cation, sex or nationality has been made a potential 
prospect by the general public teaching system intro- 
duced in the Los Angeles area by W. B. Cratty, sales 
manager for portables, and Thomas E. Gray, head of 
the educational department of Remington Rand, Inc., 
905 South Hill street. 

The system was inaugurated in January by starting 
several classes among the firemen in the Los Angeles 
fire department, the fire chief consenting on the 
grounds that the men could do a better job on reports 
if they could type. Out of a possible 2,000 firemen 300 
took the ten weeks’ course and forty of those bought 
typewriters immediately and the others are still buying 
from time to time. Sales in this case were made di- 
rect by Remington Rand, Inc. 

The next group of classes was conducted in hospitals, 
the five leading hospitals in the city co-operating. 
Sales to nurses and other hospital employees were prac- 
tically as encouraging as to firemen. 

After five months of a direct try-out the plan was 
switched over to retail stores, Remington Rand, Inc., 
acting then as wholesaler and the stores as retailers. 





Adult Class in Typing.—Thomas E. Gray, head of the educa- 
tional department of Remington Rand, Inc., Los Angeles, was 
in charge. 


The stores furnish the space and in most cases sta- 
tionery and the wholesaler furnishes the typewriters, 
desks and instructor. Mr. Gray himself so far has 
done all the teaching. 

One announcement in each locality where a school 
has been opened has been sufficient to bring in plenty 
of enrollment from all walks of life and from all ages 
of people. 

Teacher Must Be Salesman 


“We learned one thing right away,” says Mr. Gray, 
“and that is that the teacher must be a practical per- 
son with a salesman’s psychology. We tried a regular 
business college teacher but found before one class 
period ended that her approach was all wrong for the 
practical people of the world in the classes and selling 
with her was not in the picture. 

“When I teach I have selling in the back of my mind. 
and even although no direct effort to sell must be 
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made there are a thousand and one ways that an ex- 
perienced salesman can think of to start sales sprout- 
ing. A carefully thought out remark here and there 
can be made very effective. 

“It is impossible to learn to type without a typewriter 
at home with which to do home work, so a big field for 
rentals is opened there immediately. Among those who 
already have typewriters is another big field both for 
sales and for service as shown by the copy brought to 
class. If the copy shows that the machine at home 
needs a surgical operation or needs to have its face 
lifted there is an immediate lead for the store to fol- 
low up. 

“We also have two or three machines that we lend 
for very brief periods and this means more contacts 
when we drop them and pick them up. 


Big Public Service 


“T had no idea myself what a big, broad, public service 
this would be. It brings release and happiness to num- 
bers of people. Allow me to illustrate: People who are 
gradually losing their eyesight and know they soon 
will be unable to write long-hand have come into 
classes delighted to know that they could learn to type 
well enough in a few weeks to insure themselves of an 
adequate means of expression all the rest of their lives. 

“We have had people with palsy come in and learn a 
‘hunt and punch’ system. One woman with tears in 
her eyes told me that at last, after twenty years, she 
could now write letters to her children. We have men 
of sixty-five years and children of seven years learning 
to type. Anyone can readily sense the kindly feeling 
developed toward the local store which co-operates 
with us in this matter. It is not all hard boiled business 
by any means! 

“The idea is an improvement on the radio teaching 
idea that we did use. It gives us larger groups of 
prospects in smaller areas. That means they are easier 
to reach. It gives us more definitely interested people. 
It creates more quickly and more surely an actual need 
for the product. 

“All of these things taken together have cut the cost 
of the individual sale from approximately $4.50 to $2.50. 
I refer to publicity and contact cost. Naturally the 
retailer keeps a man or two around the class room to 
help and make observations. 

“By August 1 we had instructed about 1.000 pupils. 
the largest classes being at The Broadway Department 
Store, Inc., Los Angeles. Best results have come nat- 
urally enough from stores specializing in typewriters 
and office appliances.—JET 

oe 
WILSON RECOVERS FROM OPERATION 

Friends will be glad to learn that S. L. Wilson, a 
pioneer member of the typewriter industry. of Roches- 
ter, N. Y., is well on the road to recovery following a 
throat operation for the removal of three goiters. Des- 
pite the delicacy and strain of the overation. Mr. Wilson 
was able to return to his home after an eight day so- 
journ in the hospital. 

Mr. Wilson began his career as a newspaperman in 
Svracuse, N. Y. Later he became advertising manager 
for the Smith Premier Typewriter Company. He won 
an enviable record by building up a supply department, 
both purchasing and selling. For a number of vears he 
was in charge of the combined supply business of 
Remington, Smith Premier and Monarch typewriters 

After spending a short time in other fields he re- 
turned to the industry and became supply manager 
and purchasing agent for the Royal Typewriter Com- 
pany. At the present time he is disengaged. 
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Group or Art Merat AGENCY SUPERVISORS 

ATTENDING THE Supervisors’ SALes Con- 

FERENCE AT Jamestown, N. Y., Last 
MonTH 


The Men Attending are—Front Row, 
Left to Right: R. C. Gage, Dallas; Roy 
E. Wells, Denver; Boyd Henderson, Chi- 
cago; Frank E. Link, Memphis; Carl Nel- 
son, Jamestown: Jack Barry, Springfield, 
Mass.: John H. Griffith, Philadelphia. 

Back Row, Left to Right: Charles Simp- 
son, Sales Promotion Manager; Carl L. 
Elofson, Retail Sales Manager; Algot J. 
E. Larson, Vice President and General 
Manager: J. R. Jones, Research Engineer: 
Edward A. Keeling, General Sales Man- 
ager; Charles E. Attwood, Sales Man- 
ager Postindex Division. The Supervisors 
were at the factory for a three day session 
which started September 19. 





A Recent Shipment of L. C. Smith Typewriters in 
Front of the Establishment of the Moses Company, 
Lid., Hilo, Hawaii.—The young ladies sitting on 
the typewriter boxes are members of the company 
staff. R. T. Moses, who is in charge of the office 
equipment division of the company, imported the 
first L. C. Smith to the Hawaiian Islands in 1904. 
The serial number of the machine was 153. This 
company has held the L. C. Smith agency ever 
since. In 1917 the Corona agency was secured as 
well. 
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A Colorful Display of Rux.tone Products 

by the Patrick and Moise-Klinkner Com- 

pany, San Francisco, Calif.—Much of the 

impressive effect was lost in this black 
and white reproduction. 








WINDOW FEATURES RUX.TONE PRODUCTS The colorful, modernistic packages in which Rux.tone 
The Patrick and Moise-Klinkner Company, San Fran- products are offered were utilized to good effect. 
cisco, Calif., recently presented an unusual display of J. E. Lombardi, manager of the store, is being aided 


Rux.tone products, including inks, adhesives, carbons in introducing the various lines by A. G. Orton, West 
and ribbons, in the window of their Market street store Coast factory representative for Rux.tone products. 
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Interesting Booth of Henry J. Pellerin at 
the Skowhegan Fair Held Recently in 
Waterville, Me.—Mr. Pellerin reports that 
the exhibit was a success in every way, 
even earning a cash profit. The display 
did its own selling, the Allen portable 
adding machine being a special attraction. 
During the fair, the booth was visited by 
Miss Ruth Nichols, the aviatrix, and Ed. 
Wynn, the Fire Chief of radio. 





Staff of Charles Eagan, Inc., Birmingham, 
Ala.. New Mimeograph Agents, “On the 
Job.”-—-Headed by Charles Eagan, the 
company recently opened for business at 
314 North Twenty-first Street. Mr. Eagan 
has had more than fifteen years experi- 
ence in Mimeograph work, having op- 
erated a similar business in New Orleans 
for a considerable time. Mrs. Eagan is 
also closely connected with the business, 
having recently returned from a_ two- 
month stay in Chicago, where she spent 
some time with the A. B. Dick Company 
learning the necessary details to prepare 
herself for her work in Birmingham. In 
the picture, from left to right, are: Benny 
Kiefer, Mrs. Charles Eagan, Miss Mar- 
garet Mabry, Charles Eagan, Jack Linte, 
Silas C. Oviatt (A. B. Dick Company rep- 
resentative), and Ernest Dupuy. 


SHEAFFER COMPANY PREDICTS GOOD CHRISTMAS 
BUSINESS 

Indications that this coming Christmas season will 
witness a holiday trade such as marked the Yule shop- 
ping period of 1929, were seen recently following a re- 
port of increased activities in the various departments 
of the W. A. Sheaffer Pen Company, Fort Madison, 
Iowa. 

The Sheaffer Company, it was said, has been operat- 
ing at full capacity throughout 1935 in an effort to 








New Howell Lines Shown in Model Of- 
fice.—Several of the new lines of metal 
furniture recently completed by the 
Howell Company, St. Charles, IIL, are re- 
vealed in the accompanying illustration. 
All the new pieces were designed by 
Wolfgang Hoffman, well-known furniture 
designer, who made the models exclu- 
sively for Howell. In the corner is 
Howell’s modern chromsteel desk No. 460. 
In front of the desk is the No. 344 swivel 
chair, while the companion chair beside 
the desk is the Model No. 345. Designed 
for executive offices as well as reception 
and waiting rooms is the new model over- 
stuffed chair No. 365-1. The smoking 
stand shown is Howell No. 154. The 
tables and desks are finished with a du- 
rable coating known as Howellite. This 
finish is applied to laminated hardwood 
and has a Bakelite base. Ordinarily it is 
furnished in ebonized black, but special 
colors may be had on request. A new 
catalogue is now available to dealers. 





supply unusually heavy orders for the Christmas holi- 
days. In addition to the regular lines of the company, 
demands of the trade have also included orders for 
many recent and new productions, including the First 
Lady pens and pencils, the Lifetime “visible barrel” 
pens and the new dry-proof desk sets. It was also 
reported that the Skrip department is working double 
shift to produce a sufficient quantity of the fluid known 
as the “successor to ink,” manufactured by the Sheaffer 
Pen Company. 
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CURRENT CORPORATE FINANCIAL STATEMENTS 


L. C. Smith & Corona Typewriters Inc., directors to- 
day declared a dividend of $1.75 a share on the seven 
per cent preferred stock, the first payment since April 
1, 1931. The dividend is payable October 1 to stock- 
holders of record September 20. (Chicago Daily News, 
September 5, 1935.) 


* > a 


At a meeting of the board of directors of the W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, a dividend 
of fifty cents a share was declared on the common stock 
of no par value. This dividend is payable October 15, 
to stockholders of record September 30. The stock books 
will not be closed. 

Net income of the Sheaffer company for six months 
ending August 31, after deducting depreciation, re- 
serves and taxes was $141,298.06, equivalent after pre- 
ferred dividend to eighty-one cents per share on out- 
standing shares of common stock. 


. * * 


International Printing Ink Company yesterday de- 
clared a quarterly dividend of thirty-five cents on tne 
common, payable November 1. The last previous pav- 
ment was twenty-five cents August 1. The company is 
now on a $1.40 annual basis. (Chicago Daily News, 
September 25.) 

> > > 

The directors of The Parker Pen Company yesterday 
not only placed the common stock on a $1.00 dividend 
basis, by declaring a regular quarterly payment of 
twenty-five cents a share, payable December 1 to stock- 
holders of record November 15, but also declared divi- 
dends on that basis for the three ensuing quarters. 
These twenty-five cent disbursements will be payable 
March 1, June 1 and September 1, 1936, respectively. 

The company has made disbursements of fifteen 
cents each on March, June and September 1 this year, 
following dividend resumption on the earlier date. 
Prior to that time no dividends were paid since August 
15, 1931. 

Reflecting the dividend action the stock of the com- 
pany moved to a new high on the Chicago Stock Ex- 
change yesterday. 

In the year ended December 31, 1934, the company 
reported net income of $397,697 before foreign ex- 
change adjustments, equal to $2.10 a share on the 189,- 
544 shares of capital stock, compared to 189,544, or 
forty-seven cents a share in the preceding year. (Chi- 
cago Journal of Commerce, September 13, 1935.) 


SMITH-CORONA PROMOTES J. B. McCORMICK 

Coming as a reward for many years of hard work 
and faithful service, James B. McCormick was recently 
made a vice-president of L. C. Smith & Corona Type- 
writers, Inc. 

Mr. McCormick, who worked his way up from the 
ranks is now and will continue to be in charge of the 
company’s domestic sales. His career with the company 
began in 1919 when he was appointed superintendent 





J. B. MeCormick 


of dealers for Illinois, Indiana and Iowa with Chicago 
as his headquarters. 

Some time later Mr. McCormick went to Milwaukee 
as branch manager and in 1927 took charge of the St. 
Louis branch. Two years later he was appointed divi- 
sion manager at Boston and in 1931 went to New York. 
In 1933 he went to Syracuse when the company’s head- 
quarters moved there. 

In speaking of the appointment President H. W. 
Smith said: 

“Once again a loyal, hard-working L. C. Smith & 
Corona man has risen through the ranks to be elected 
an officer of this company. I refer to our new vice 
president, Mr. James B. McCormick. We congratulate 
Jim and predict his continued success in carrying on 
the duties he has so ably administered. I am sure this 
recognition of ability and splendid accomplishments 
will be as pleasing to our branch organization as it is 
to all of us here in the home office.” 


oe 
ERICSON GOES TO ALLEN-WALES CORPORATION 


W. A. Ericson, whose successful record in the office 
equipment field dates back to 1914, has been appointed 
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foreign sales director for the Allen-Wales Adding Ma- 
chine Corporation, New York. 

Mr. Ericson began his career with the Noiseless Type- 
writer Company in 1914 and stayed with that firm for 
ten years when he went to Remington Rand, Inc., as 
assistant to the foreign sales director. In 1932 he be- 














W. A. Ericson 


came affiliated with the Maricopa Trading Company 
and left one year later to join the Phillips Ribbon 
& Carbon Company, remaining with that firm until 
August of this year when he was appointed to his 
present post. 

The newly-appointed Allen-Wales official, through 
his years of service in the field, has enjoyed a fine 
dealer contact both in the United States and abroad. 
He is the possessor of a wealth of knowledge and ex- 
perience in the office equipment business and is said 
to be one of the best-informed men in the industry on 
office machines. 

iditiititiih 
QUARTER CENTURY IN ROYAL SERVICE 

While Arthur E. Davis, treasurer of the Royal Type- 
writer Company, Inc., was abroad several weeks ago, 
the twenty-fifth anniversary of his joining the com- 
pany was fittingly observed by the home folks. Con- 
gratulatory messages from the organization in the 
United States were sent across the Atlantic, to remind 
him of the appreciation of the organization for his 
valued counsel, and for the efforts he made during his 
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quarter-century with the company. His post requires 
not only fine fitness for fiduciary affairs, but also an 
understanding of each phase of the company’s wide- 
spread affairs. Mr. Davis has brilliant qualifications 
for this important work 

Associates of Mr. Davis in the Royal organization will 
look forward with anticipation of his rounding out a 
half a century in his important duties. 
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MR. AND MRS. ERNEST GREEN VISIT U. S. 

Ernest Green of Longs Limited, London, England, ac- 
companied by Mrs. Green, arrived in the United States 
September 15 for a business and pleasure trip. Longs 
Limited sells typewriters at wholesale and retail and is 
British agent for Ames Supply Company. Mr. Green 
has been connected with the company thirty years, 
which is also the length of time that the business has 
been at 80 Queen street, London, E.C.4. 

To Mr. Green’s pleasant surprise, Charlie Ames 
boarded ‘iis ship, the Brittanic, at quarantine, expressed 
his greetings and accompanied the visitors to New 
York. After spending several days in New York, Mr. 
and Mrs. Green motored with Mr. and Mrs. Charles 
Ames to the summer home of A. R. Ames, president of 
Ames Supply Company, at White Lake in Michigan. 
From there they drove on to Chicago and were enter- 
tained by A. R. Ames who served them one evening with 
a wild duck dinner. After a few days they departed 
for New York, returning to the East by a different route. 
In New York Mr. Green visited with George Button of 
Wholesale Typewriter Company and Marcus Harwitz of 
Regal Typewriter Company. He had offers to visit 





Mr. and Mrs. Ernest Green of London, 
England, as They Paused to Be Pic- 
tured in New York City 


Washington as the guest of Mr. Button and to visit the 
Royal factory in Hartford as guest of Mr. Harwitz. 

In response to a question about business conditions 
Mr. Green reported that his own business had been 
continuing in excellent volume and that the tendency 
was for further improvement. 








EXCUSE US, PL Ores 


CARTER & ALLEN’S NAME CHANGE CONFUSED 

In a news story on page 172 of the September issue of 
Office Appliances entitled “Carter & Allen, Inc., 
Changes Name,” the statement was made that the well- 
known Chicago paper firm would henceforth be known 
as the Carter Paper Company. 

This was an error inadvertently made through a 
misunderstanding in a telephone conversation and 
should have read: “Carter & Allen, Inc., 318 West 
Washington street, Chicago, has changed its name to 
The Allen Paper Company.” 

Office Appliances regrets this error and uses this 
means of rectifying it at the earliest opportunity. 

















DOMORE CHAIR BUSINESS INCREASES 


With its field forces functioning 100 per cent in vari- 
ous sections of the country, the Domore Chair Com- 
pany, Inc., Elkhart, Ind., is experiencing a considerable 
increase in business over last year, it was reported re- 
cently. The sales organization, headed in various parts 
of the country by the following branch or district man- 
agers, is functioning effectively, building each month’s 
sales to a higher point than was reached the same 
month last year: 

J. H. Barfoot, New York City; Harry W. Merrill, 
Boston; E. S. Pierce, Hartford; Estes Brand, Washing- 
ton; Carl Schuchardt, Milwaukee; J. W. Borgerding, 
Minneapolis; E. L. Ashcroft, Los Angeles; W. M. Black, 
St. Louis; W. J. Black, Chicago; E. A. Smith, Bingham- 
ton, N. Y.; J. C. Stout, Cleveland; A. E. Heidenreich, 
Detroit; W. H. Shortlidge, Pittsburgh; R. C. Averyt, 
Baltimore; W. R. Knight, San Francisco; Frank Chap- 
man, Toledo; E. G. Mallard, Jr., Charlotte; W. H. Nickel, 
Lansing; L. N. Rogers, Birmingham, and W. P. Long, 
Houston. 

The Do/More Chair Company was founded about 
twelve years ago by W. S. Ferris, Frank D. Fields and 
H. B. Williams. A short time later, Dr. J. R. Garner of 
Atlanta, Georgia, an international authority on pos- 
ture, joined the organization as its medical director and 
still acts in that capacity. 

In 1932 the company was incorporated and today is 
known as Domore Chair Company, Inc. The original 
owners are now the following officers: W. S. Ferris, 
president; H. B. Williams, vice-president; Frank D. 
Fields, secretary, and Foster G. Beamsley, treasurer. 

Because of Mr. Ferris’ increased activity in the pro- 
motion of other enterprises, and particularly because 
of his functions as president of the Water Conditioning 
Corporation of Chicago, Mr. Williams was assigned the 
position as general manager of the Domore Chair Com- 
pany, Inc., at that time. Mr. Williams prior to this 
time served in an advisory capacity only. 

Under Mr. Williams’ direction, the company changed 
its marketing policy somewhat and added to its branch 
offices a substantial dealer organization. In order to 
provide them with proper attention and field coop- 
eration, George Whitney joined the staff in 1933. Do- 
more now has over 150 dealers who maintain separate 
Domore departments. 

Mr. Fields, who is secretary of the company, is active- 
ly connected with the business. He has had exceptional 
manufacturing experience and at the present time is in 
full charge of the factory production department of the 
business. 

J. C. Vigren, who was formerly connected with the 
old Domore Company, has recently been appointed ad- 
vertising manager of the new corporation. He also 
leads the promotion department with its direct mail 
campaigns supporting the dealers. 

Being devoted to correct posture, the Domore Chair 
Company, Inc., has allied itself with the Posture Re- 
search Corporation, which is dedicated entirely to 
research and postural development. The Posture Re- 
search Corporation has issued a license to the Domore 
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Chair Company, Inc., which permits it to extend this 
service and market all developments of the former 
corporation. 

Domore has also arranged with the Posture Research 
Corporation for the active cooperation of their director 
of education and research, Fred L. Turner, who is in 
constant touch with dealers on educational and tech- 
nical matters relating to postural correction. 

Domore is affiliated in Canada with the Domore 
Chair Company of Canada. In England, its affiliation 
is the Tan-Sad Domore Chair Company (1931) Ltd. of 
London. This company in turn has offices in fifty-one 
countries throughout the world. 

- i ~ 
PORTFOLIO PATENT GRANTED STEIN 

A new patent covering the disappearing handle and 
multiple pocket features of its line of “Stebco” port- 
folios, has been granted the Stein Bros., Manufacturing 
Company, Inc., 564 West Adams street, Chicago. 

Carrying a wide range of prices, the portfolios have 
been on the market for three years during which many 





The Patented “Stebco” Portfolio 


innovations and new principles were incorporated in 
their pattern and manufacture. The latest patent cov- 
ers the two features which make the portfolios unique 
as well as more serviceable and attractive. 

The Stein Bros., Stebco line also includes a large 
number of models of zipper envelopes, ring binders, 
briefcases, satchelettes, catalogue cases and other 
leather articles. 

—_ >. 
WILSON-JONES NOW IN EASTERN PLANT 

The Wilson-Jones Company recently completed the 
transfer of its eastern offices and finished stock to the 
newly-enlarged plant at 1000 South Elmora avenue, 
Elizabeth, N. J. 

The job of moving was an enormous one with a total 
of 122 truck loads being transported to the new head- 
quarters in the $100,000 addition to the plant. It is of 
one-story construction and contains double the floor 
space of the building opened in 1933. 

A new and modern sales and display office has been 
opened by the Wilson-Jones Company at 314 Broad- 
way, New York City, where limited stocks will be car- 
ried for the convenience of dealers in the greater New 


York area. 














Artist’s Sketch of the Eastern Plant of the Wilson-Jones Company, Elizabeth, N. J. 
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THE GUEST BOOK 

Dan Newhall, thoroughly efficient system salesman 
of the Los Angeles branch of Remington Rand, Inc., 
signed the Guest Book September 3. Among his earliest 
business experiences was that of selling subscriptions 
to Office Appliances. He had been in New York to visit 
his folks and was on his way back to California. 

D. M. Oldfather, Cleveland, of American Rotoprint 
Corporation, was a visitor on the sixth. He was in Chi- 
cago on business for his company and during the course 
of his stay contacted a number of Rotoprint users. 

J. C. Vigren, of the Do/More Chair Company, Elkhart, 
Indiana, pulled the latch string on the fourteenth. He 
reported that increasing volume made it necessary to 
add to the office staff handling orders. 

Oscar E. Hug and Pete McLaughlin were visitors on 
September 18. Mr. Hug makes his headquarters in 
Omaha, Mr. McLaughlin in St. Joseph, Missouri. Both 
cover important territories selling to dealers for F. S. 
Webster Company and were in Chicago to attend the 
eighty-second birthday party of their manager, J. A. 
White. 

Oscar L. Gagg of The San Francisco Bank, San Fran- 
cisco, Calif., gave us the pleasure of a call on Septem- 
ber 20th, in Chicago to call upon some old friends on 
his annual trip to the Middle West for a visit with his 
brother and sister in Milwaukee. For a number of years, 
Mr. Gagg was treasurer of the Elliott-Fisher Company 
at the old headquarters in Harrisburg, and later east- 
ern district manager of the company with headquarters 
in New York City. Before taking up his work in the 
office equipment industry, into which he was called by 
the late George F. Watt, president of the Elliott-Fisher 
Company, he was engaged in the banking field in Chi- 
cago. Upon withdrawing from this industry, he re- 
turned to the field in which his business career was 
started and for a number of years has been connected 
with The San Francisco Bank. Mr. Gagg is brimful of 
enthusiasm for the city of the Golden Gate and spoke 
interestingly of the two great bridges now in course of 
erection and of the plans being made for the great fair 
of 1938. He is insistent, however, that easterners do not 
wait for that great event to come to San Francisco 
which for many reasons makes a visit desirable at any 
time. 

George R. Tynan of Indianapolis signed the Guest 
Book on the twenty-first. He also is with F. S. Web- 
ster Company and was in town for the dinner in honor 
of Mr. White. He was accompanied by Oliver Hamilton, 
Webster representative in Chicago. 

Glenn J. Barrett, Grand Rapids, signed the book on 
the twenty-fourth. Mr. Barrett is well known for his 
inventions and engineering work on computing ma- 
chines, including the one bearing his own name made 
by Lanston Monotype Machine Company and the Co- 
rona adding machine made by L. C. Smith & Corona. 

B. E. Wassom of New Orleans called at the offices of 
this publication on the twenty-fourth. He was in Chi- 
cago to visit the general offices of Ditto, Inc., whom 
he serves as field representative in a block of southern 
states. From Chicago, he planned to go direct to Texas 
and resume his calling upon the trade at Dallas. 

Ernest Dalton of the Union Ribbon & Carbon Com- 
pany, Philadelphia, signed the Guest Book on the twen- 
ty-fourth. After spending some time at the factory 
while Arthur Mooreshead, the treasurer and general 
manager, was recuperating from an illness. Ernest has 
started on his travels which will take him throughout 
most of the country. He is on his way now to California. 

E. J. Mitchell of Levison & Blythe Manufacturing 
Company, St. Louis, signed the Guest Book on Septem- 
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ber 24. He looked to be in the best of condition al- 
though he had recently recovered from a severe ill- 
ness. He had started on a trip through the northern 
part of his territory which was to bring him into Kan- 
sas City in time for the stationers’ convention. 

Joseph H. Hildreth, salesman emeritus of the Ester- 
brook Steel Pen Manufacturing Company, Camden, N. 
J., returned to his home in Chicago last month, after 
a three months’ visit to the Pacific Coast, where he 
took in many scenic points, including Lake Tahoe and 
other places, visited relatives in Pasadena and San 
Diego, taking in the great fair at the latter place. He 
pronounced the fair a decided success. The scenic 
surroundings are superb. Shortly after his return Joe 
visited Office Appliances and gave a graphic descrip- 
tion of his travels. Past three score and ten, he looks 
younger than a many a man of sixty, and his vigor- 
ous physique and ruddy, unlined countenance make it 
hard to believe his years. He will remain in Chicago 
a few months, and spend part of the winter in Florida. 

L. M. Bickett, president of L. M. Bickett Company, 
Watertown, Wisc., signed The Guest Book on the 26th, 
in Chicago for a few hours on his way for business con- 
ference at Lafayette, Ind. Mr. Bickett reports a flour- 
ishing business with “Respirator” cushions, which have 
found a lively market in many countries. 
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SMITH GOES TO HARTFORD FOR UEF 


S. T. Smith, associated with the typewriter industry 
since 1898, has been appointed branch manager at 
Hartford, Conn., by the Underwood Elliott Fisher Com- 
pany following many years of service in various capac- 
ities. 

Mr. Smith, who served with the heavy artillery dur- 
ing the World War, is the son of the late S. T. Smith 
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who, until his death in 1915, was general manager of" 
the Underwood Typewriter Company. 

The new Hartford representative was initiated into 
the typewriter business in 1898 when the Underwood 
was being manufactured by the Wagner Typewriter 
Company, New York City. In 1907 when the Under- 
wood duplicator was brought out, he was placed in 
charge of sales. In 1913 Mr. Smith was transferred to 
Springfield, Mass., and in 1914 to New Haven. Two 
years later he returned to Springfield. After the war 
he was sent to Baltimore as manager of the branch. 

After a few years with another organization Mr. 
Smith rejoined UEF in Boston in 1930. Two years later 
he was placed in charge of the supply division in the 
historic city where he remained until his latest ap- 
pointment. 











MEETINGS—CONVENTIONS—DINNERS 


OFFICE EQUIPMENT MANUFACTURERS INSTITUTE 

Marked by an election of officers and the creation of 
an industrial executive committee. the annual meeting 
of the Office Equipment Manufacturers Institute was 
held September 12 and 13 at the Westchester Country 
club, New York. 

The officers elected for the year 1935-36 were: 

W. R. Greenwood, general sales manager of the 
Pitney-Bowes Postage Meter Company, president. 

P. D. Wagoner, president, Underwood Elliott Fisher 
Company, vice president. 

Ward R. Hickok, vice president, Stromberg Electric 
Company, vice president. 

F. F. Wright, general sales manager, 
Elliott Fisher Company, treasurer 

J. Lee Sweeney, secretary. 

Several matters of importance to the industry were 
discussed at length chief of which was the subject: 
“What Are You Doing to Meet the Upswing in Business.” 

With the decision to have an industrial executive 


Underwood 
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committee on the board of directors officials of the in- 
stitute increased the total number of board members 
from seven to eleven with the president acting as an 
ex-officio member. The present elected members of the 
board are as follows: 

S. C. Allyn, National Cash Register Company; Mr. 
Hickok, W. K. Page, Addressograph-Multigraph Cor- 
poration; C. F. Price, Remington Rand, Inc.; F. W. 











Ward R. Hickok 


Philip D. Wagoner 


Nichol, International Business Machines Corporation; 
H. R. Russell, National Cash Register Company; L. C. 
Stowell, Dictaphone Corporation; J. L. Stewart, Bur- 
roughs Adding Machine Company; Mr. Wagoner, and 
W. H. Wheeler, Jr., Pitney-Bowes Postage Meter Com- 
pany 


At the close of the meeting it was voted to hold the 
next Institute meeting in Cleveland, Ohio, during the 
first week in December at the invitation of the Address- 
ograph-Multigraph Corporation which will act as host. 

According to President Greenwood the board, since 





J. Lee Sweeney 


Fred F. Wright 


being increased to ten elected members will be divided 
evenly into two groups of five each to serve as an In- 
dustrial Executive Committee and a Sales Executive 
Committee. 

——————_>———_—_ 

CHICAGO STATIONERS GOLF AT NORTHBROOK 

Despite the unrelentant onslaught of old Jupe 
Pluvius, some thirty-seven resolute but misguided 
members of the stationery industry in Chicago pre- 
sented themselves at the Northbrook Golf Club on 
Sunday, September 8, the day scheduled for the annual 
golf tournament of the Stationers Club of Chicago. 
Finally the tournament was postponed a week. 

As if to make amends for the “all wet” treatment of 
the previous Sunday, the weather on September 15 was 
perfect for golf and other out of door sports. 

Of the seventy-two present, sixty-four indulged in 
the ancient and honorable game of cow pasture pool. 
Each player engaged in a guessing contest before he 
teed off by trying to estimate his handicap at the right 
figure so that his net score would be within the blind 
bogey prize range. Prize winners were as follows: 

Walter Snelling, Leo Stein, H. Schulenburg, K.Schultz, 
Ed. Floun, H. O. Atwood, B. Powell, F. H. Jones, Oliver 
Stevens, Eldon Just, Bill Dalton, G. Kickels, T. White, 
C. Lang, Johi: Smythe, G. S. Westlake, W. H. Cox, C. 
Bird, R. Patterson, H. R. Wilson, A. Melohn, A. J. Krelle, 
Earl Steinbeck, A. J. Hedman, Ben Gerber, and C. H. 
Carlson. 

Prizes won by the genuine golfers were as follows: 
First low gross: W. J. Saunders and Harry Balch... 86 
Second low gross: E. E. Bates, general manager 

Quality Park Envelope Company, St. Paul, Minn... 88 
Third low gross: T. MacCorkindale.. 
Fourth low gross: P. D. Lloyd... 
Fifth low gross: Clark S. Roland. eer. 

An unusual feature of the tournament was the 
matching of a picked team of stationers against a 
picked team of manufacturers. Each team consisted of 
six men, as follows: 

Stationers: W. J. Saunders, T. MacCorkindale, P. D 
Lloyd, C. Roland, I. Anderson, and E. J. Floun. Manu- 
facturers: H. Balch, E. E. Bates, C. Long, G. Kickels, 
P. Barkley, and R. Carpenter. The stationers trimmed 
the manufacturers by eleven strokes. 

In a ball game in the afternoon the manufacturers 
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CuHicaco Stationers Crus Gotr TouRNAMENT 
Horder’s Ine . B J 


lL. L. to R Al Melohn, Horder'’s Inec.; K. Schultz 
Powell, A. W. Faber, Inc.; and C. H. Bird, Horder’s, Ine 

2. L. to R.—-H. Wilson, Horder’s, Inc.; A. J. Hedman, Horder’s, In 
Campbell, guest; and E. Floun, Horder’s, Ine 

$ L. to R R. Patterson, guest: Gordon Kickels. The 
Company; Joe Pardi, American Seal & Stamp Company; and H. C 
W ilson-Jones Company 

1. H. O. Atwood, 

5. L. to R Jerry Johnson, Chandlers, Inc 
mack, Wilson-Jones Company; A. Kutok 
ind I. Anderson, Chandlers, Inc., Evanston, 


6. L.toR E. E 


Frank 


‘alvin 


Eberhard Faber Pencil Company 


; Evanston, Ill 
Chandlers, In 


Creorge Cor 
Evanston, Ill 


Bates, Vice-President Quality Park Envelope ¢ oneeny 


St. Paul, Minn.; Harry Balch, Quality Park Envelope Company: and Clark 
Rowland, Marshall-Jackson Company 
7. L. to R.—G. 8. Westlake, Ajax Box Company; Leo Stein, Stein Brothers 


and P. D 
Stahl, Dr. Scat Chemical Company 
rom Bledsoe, Autopoint Company 


Ralph Maneval, A. W. Faber, Inc.; John Smythe 
Ed. Shapiro, Horder’s, Inc.; and Homer Schulenberg 


Manufac turing Company Horder s, In« 
8. L. to R 0. TI 
Horder’s In and 
9. L. to R 


Statroner 


Lloyd, 
Tommy White 


Greyers 
Horder’s, In« 


(Cilobe y e rnic ke 


10. L. to R.—Fred C. Cook, Just & Son; J. Lyng, Horder's, Inc.; and Don- 
ald Chadduck, Carter s Ink Company. 
11. L. to R.—Charles Ziesk, Stevens-Maloney & Company; Russel] Car 


penter, Sanford Ink Company; Elmer Krumwiede, G. J. Aigner Company; and 
G. O. Stevens, Stevens-Maloney & Company. 


12. L. to R.—T. MacCorkindale, Just & Son; Harry Short, Columbian Art 
Works, Inc.; 8. A. Pettibone, guest; and Dick Gingland, Esterbrook Steel Pen 
Manufacturing Company. 


13. L. to R J. F. Hanle 
Horder'’s, Inc.; F. J. Rainey, 
Company 


14. L. to R.—W. L. Snelling, Horder's, Inc.; and A. J. Krelle, Horder’s, Inc 
15. L. to R.—W. J. Dalton, Noesting Pin Ticket Company; and Erle W 
Steinbeck, S. K. Smith Company. 


16. L. to R.—Charles Jones, C. L. Barkley & Company; Peyton Barkley, 
C. L. Barkley & Company; and Laurence Griesel, guest. 


17. L. to R.—B. L. Beeler, Stein Brothers Manufacturing C ae F.H 
Jones, Horder’s, Inc.; W. J. Saunders, Horder's, Inc.; and ( Larlson 
Horder’s, Ine 


George Boehm, 


Binney & Smith Company; 
; and Carl Lang, Binney & Smith 


jorder’s, Inc 
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Sales Class Completes Course. 

Members of Powers Sales Class 
No. 32 of Remington-Rand, Inc., 
have completed a _ four-week 
course of instruction at head- 
quarters, under the direction of 
H. R. Hungerford, acquiring im- 
portant information concerning 
the application of Powers 
punched card accounting ma- 
chines and methods. The activi- 
ties of this class closed with a 
dinner held at the Buffalo Ath- 
letic Club. The members went 
to their work well qualified to 
develop the possibilities of their 
respective fields in the applica- 
tion of punched cards to busi- 
ness house statistics in their 
respective territories. The train- 
ing of this class was thorough, 
the course including instruction 
by R. K. Stevenson, sales man- 
ager of the Powers division, W. 
L. Schwenker of the insurance 
department and E. Franklin, of 

the bank department. 








retaliated by defeating the stationers twenty-nine to 
nine. 

Immediately following dinner, the prizes were 
awarded by T. MacCorkindale, chairman of the golf 
committee, vociferously assisted by “Ollie” Stevens. 

The many fine prizes were donated by the following: 
Tom Bledsoe, Autopoint Pencil Company; John Ramma, 
Automatic Pencil Sharpener Company; G. J. Aigner, 
Aigner & Company; P. Barkley, C. L. Barkley Company; 
Messrs. Cox and Chadduck, Carter’s Ink Company; Ed 
Harrigan, Allen Paper Company; Mr. Boardman, Corry- 
Jamestown Manufacturing Company; Mr. Parks, Z. & 
M. W. Crane, Inc.; Richard Gingland, Esterbrook Stee] 
Pen Manufacturing Company; Charles Underwood, 
Fulton Specialty Company; G. Kickels, The Globe- 
Wernicke Company; Leo S. Kositchek, Kwikstik Com- 
pany; R. J. Vojta, Frank Mashek & Company; H. 
Balch, Quality Park Envelope Company; John Sturke, 
Rogers Loose Leaf Company; Harry Short, Columbian 
Art Works; Sengbusch Self-Closing Inkstand Com- 
pany; L. E. Waterman Company; Parker Pen Company; 
Lyle Turner, W. A. Sheaffer Pen Company; R. B. Vail, 
Vail Manufacturing Company; Norman Pearce, Eber- 


J. A. White Celebrates.—Those 
who attended the eighty-second 
birthday party for Mr. White 
were (seated) L. to R., Leona 
Wroblewski, Ethel White, Ber- 
nice Vellage, Evelyn Wickstrom, 
Mr. White, Esther Lodge, Vir- 
Waterman, Gladys Wro- 


ginia 
blewski and (standing) John 
Kreuger, M. Floy Nelson, 


George Tynan, Oscar E. Hug, 

Minnie Lodge, K. B. Peirce, P. 

F. McLaughlin, Roy Clarke, 

Frank Murin, Ed. Schoen and 
0. C. Hamilton, 


hard Faber Pencil Company; R. V. Maneval, A. W. Faber, 
Inc.; J. B. Clark, Imperial Manufacturing Company; 
Larry Goodhand, Oxford Filing Supply Company; C. B. 
Horr, Victor Safe & Equipment Company; Leo Stein, 
Stein Brothers Manufacturing Company; Russell Car- 
penter, Sanford Manufacturing Company; Greist Lamp 
Company; Peter Petersen, White & Wyckoff; and Mil- 
ton Shuster, Chas. M. Higgins Company. 
——_ —=>—__—- 
CHICAGO WEBSTER MAN HAS 82ND BIRTHDAY 
PARTY 

On the evening of September 18, employees of the 
Chicago office of F. S. Webster Company and salesmen 
working out of Chicago gave a dinner in honor of 
J. A. White, whose eighty-second birthday occurred two 
days before. The dinner was held in the Brevoort hotel. 

One-half of Mr. White’s time has been spent in 
charge of the Chicago office, which supervises the sales 
work in twenty-four states. He opened up the Chicago 
branch shortly after the company was organized, he 
being one of the original members of the company. 

In the morning, Mr. White was informed that some 
members of the office had planned a little dinner and 
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TIME TURNS A TRICK 


One of the great developments of this inventive age 
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is the Mimeotype stencil. It has brought Mimeo- 
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graphing to a high state of efficiency. It has rounded- 
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out and completed the process. In the last half-century 











we have made many kinds of stencils, all of which we 





have originated. But this one tops them all. It will do 


things that no other stencil has ever done. It has made 








possible the illustrating of Mimeographed sheets. Quickly, 
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easily, privately, it duplicates forms, maps, illustrated let- 
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ters, bulletins, house organs with pictures and charts, almost 
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any kind of message used to promote business and education. 

















The cellulose-ester stencil! Beautiful work at lowest possible 





























cost. For latest particulars write A. B. Dick Company, Chicago, 





























| or see your classified telephone directory for the local address. 
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WW hen 
Diplomats fat! 


A BATTLESHIP 
iS SENT” 


There are no 
Business Battleships: 


YOU CAN'T REGAIN 
LOST PATRONAGE 
BY FORCE 





Your letters must not fail; they must 


be super-diplomats. 


And they can be. Dictate as pursuas- 
ively as you can, then take the simple 
precaution of having them typed with 


a PANAMA Harmonizing Ribbon. 





| 
It adds the manner to your matter 
; 


but nothing to the cost. 





| NAMA BRONZE 








MANIFOLD SUPPLIES COMPANY 
Manufacturers of PANAMA and BEAVER 


188 THIRD AVENUE, BROOKLYN, N. Y. 
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wanted him to keep the evening free. He was surprised 
to find in addition to the entire Chicago staff, repre- 
sentatives of the company whose homes are in other 
States. As he entered the dining room, accompanied 
by Ollie Hamilton, he was greeted with the song, Happy 
Birthday to you. 

After the dinner, Mr. White told of the many evi- 
dences of real friendship which he had received from 
various sources. He was deeply touched and expressed 
his genuine appreciation. Before him was a huge birth- 
day cake with eighty-two candles. He accepted the 
honor of making the first cut. 

John Kreuger of the Chicago office, read letters from 
the following: H. M. Pierce, Castle Park, Mich.; Walter 
Funk, San Francisco; J. B. Peatling, San Antonio; R. G. 
Shelp, New Orleans, and Jack Ellis, Wichita. All ex- 
pressed their congratulations and regretted their in- 
ability to participate in the celebration. 

The toastmaster was Pete McLaughlin of St. Joseph, 
Mo. He performed his task well. After Mr. White’s 
remarks, he called first upon Roy Clarke of Minneapo- 
lis and then on Oscar Hug of Omaha; John Kreuger 
of the Chicago office; George Tynan of East St. Louis; 
O. C. Hamilton and Esther Lodge of the Chicago office: 
Kenneth Pierce of Detroit; Ed Schoen and Frank 
Murin of the Chicago office, and Otto Kney and John 
Gilbert of Office Appliances. 

In the party were some who have been associated 
with Mr. White for a long time, including Miss Lodge, 
who started in 1910 and Roy Clarke, who joined the 
company two years later. 

Mr. White is on the job every day arriving between 
8:00 and 8:30. His record is unique in the length of 
time spent as manager of a branch in the office equip- 
ment and supply industry. 

Office Appliances joins the several speakers in ex- 
pressing the wish that he live to be a hundred. 

> 
WINNIPEG STATIONERS PLAY THIRD QUALIFYING 
GAME 


The third qualifying game for the “Luckett” and 
“Savoy” golf trophies was played September 5 at the 
Southwood Country Club by members of the Station- 
ers Association of Winnipeg. 

Gordon Fraser, playing a brilliant game, turned in a 
card showing a low gross score of seventy-six. His 
club handicap was eight and gave him a net of sixty- 
eight which entitles him to play off in the final. 

Others who shared in the honors of the day were: 
Jack Martin and Clare Livesley, tied for second low 
net; Keith Vogan, second low gross; Charles Nichison, 
third low gross; H. Gregory, best first nine; H. Ramsey 
and H. Bernstein, best second nine; C. Langford, high 
gross, and Allan Bennett, high hidden hole. 

Donation of prizes for the event was made by the 
Office Specialty Manufacturing Company, Ltd., the 
Viceroy Manufacturing Company, Ltd., Willson Sta- 
tionery Company, Ltd., and H. Sanderson. 

ae » 
LOUISVILLE STATIONERS ELECT OFFICERS 

At a meeting of the Stationers Association of Louis- 
ville, held September 4, the following new officers were 
elected for next year: 

W. P. Kelly, Office Equipment Company, president; 
Henry Praetorius, John P. Morton Company, vice pres- 
ident, and Norman Watts, Office Equipment Company, 
secretary-treasurer. 

A motion was offered that Louisville attempt to se- 
cure the 1936 convention of the National Stationers 
Association and plans are being made to present an 
elaborate program at the Kansas City meeting. 
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C SMITH & CORONA 


Announces 
The Keller Animal Keyboard 


which it considers the greatest current 







step forward in the broadening of the 






market for portable typewriters. 








Early experience in the field reveals an astonish- 





ing and almost instant response, It is safe to say 






that the display of even one Animal Keyboard 






machine in your store or window will attract 






such attention as you have never seen devoted 






to any typewriter before. This typewriter is liter- 






ally news! And timed perfectly for the Christmas 






season! For information, display material, ete., 






use the convenient coupon below. 
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FILE THE LETTER 
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NOW BETTER THAN EVER 
WITH MANY NEW REFINEMENTS 


THE announcement of Super-Filer, less than two years ago, brought a new 
idea to file users. It demonstrated that even so stabilized a product as a 
filing cabinet could be vitalized and made to perform many of the acts 
that have been done by hands since vertical files were first con- 
ceived. Today, thousands of firms are enjoying the advantages 
and economies of mechanized filing exactly as they 
are enjoying the advantages of mechanized letter 


writing, computation, dictation and accounting. 


a 


, , , . ~. > 
Like all other revolutionary ideas, Super-Filer 


has undergone improvement, and incorporates in today’s models, refine- 
ments not possessed by the original Super-Filer. Among these are: 

New, easily adjusted, Throw-back type Divide-a-Files 

New, Full-Plate, Front Compressor 

New, Improved Buttonless Safety-Latch 

New, Sound-Insulated Swing Drawer Front. Improved Super-Suspensions 

New, Triple-Security Yale Lock 

And a fully completed line of all models 
Super-Filer offers to dealers a new and telling sales appeal that opens new 
doors to salesmen. Business men are learning that filing departments, like 
other branches of their business, must be modernized. The old type of 
equipment will no longer do in today’s keen competition. Super-Filer 
offers them the means for bringing new economies to their filing depart- 
ments — a service which all GF dealers are prepared to render. If you 


are not now a GF dealer, perhaps you can render this Super-Filer service 


also. We'll be glad to discuss the possibilities with you. 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN, OHIO 

















3400 ITEMS OF METAL 
BUSINESS EQUIPMENT 
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_IT GIVES YOUR MEN 


tHE FACTS 


THAT GET THE BUSINESS! 


Can you check your customers’ records? Do 
it—and you'll probably find that you've been 
selling carbon paper to only about 5°% of your 
list. That’s not profitable! What you need is a 
tool that will help your outside salesmen “go 
to town” for a good percentage of the 95°7, of 
business you're not getting. 


The IMPERIAL MERCHANDISER is the 
tool you need. It will give you and your men 
the information that helps sell carbon paper 
intelligently. It is easy to understand—easy 
to use—and takes carbon selling out of the 
Chinese puzzle class. 


Carbon paper—IMPERIAL CARBON PA- 
PER—is one of the highest profit items that 
you can sell. Get the business now going to 
direct selling competition and you'll profit ac- 
cordingly. Send for an Imperial Merchandiser, 
test the Imperial line for quality and price 

and learn, as other dealers are learning, that 
IMPERIAL CARBON PAPERS mean better 


business. 


IMPERIAL MANUFACTURING CO. 
The Manufacturer with the Dealer's viewpoint 
Gen. Offices: 176 Fulton St., New York, N. ¥ 
Factory: Newark, N. J. 
Chicago: 19 So. Wells St. 


The IMPERIAL 
MERCHANDISER 








Carbon 
Paper 
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PACIFIC NORTHWEST STATIONERS HOLD 
ANNUAL CONVENTION 

More than one hundred delegates from four Western 
states attended the twenty-sixth annual convention of 
the District No. 11, National Stationers Association in 
Portland, Oregon, August 16 and 17. 

The organization, known locally as the Pacific North- 
west Stationers Association, held its meetings in the 
Multnomah hotel where W. A. Montgomery, J. K. Gill 
Company, Portland, and vice-president of the associa- 
tion, welcomed the visitors and their families. 

Edward H. Wobber, of Wobbers, Inc., San Francisco, 
was the principal speaker and the highlight of the ses- 
sions. As president of the San Francisco Stationers 
Association and vice-president of the National Station- 
ers Association, Mr. Wobber keyed the discussion to a 
high pitch of interest with a masterly address on the 
California State Fair Trade Act. 





W. A. Montgomery Thomas M. Pelly 

Lynn P. Sabin, Portland Chamber of Commerce, 
aroused the imagination of the dealers with an opti- 
mistic, factual picture of what is in store for the Pacific 
Northwest. His address was preceded by a pertinent 
discussion by Robert M. Mount, manager of the Port- 
land Better Business Bureau, on the curbing of price- 
cutting activities in the industry. 

J. S. Ball, Kilham Stationery & Printing Company. 
Portland, and Governor of District 11, gave a pleasing 
description of the association’s activities for the year 
past. As president of the association and Code Ad- 
ministrator for the northwest, Mr. Ball stated that the 
commercial stationer of his district had fared well in 
the increase of business. Only one other region, out of 
a total of thirteen, he said, showed a larger gain in sales 
volume during the year. 

In closing his speech Mr. Ball commented on recent 
group meetings of dealers at various points in Oregon 
and urged other areas to get together frequently for 
round-table discussions. By these means, the speaker 
explained, various difficulties are ironed out, policies 
are initiated and closer cooperation is brought about. 

W. J. Ortel, Shaw & Borden, Spokane, addressed the 
delegates, his theme being “How the State Sales Tax 
Affects Business.” 

Twelve resolutions, affecting prison-made goods, loss 
leaders, distribution through dealers and several other 
pertinent subjects were passed by the assembled dele- 
gates. The resolutions follow: 

1. Resolved that the Regional Convention of District 
No. 11 of the National Stationers Association go on 
record as opposed to the manufacture of goods in public 
institutions, prisons particularly, that in any way con- 
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% How_often do customers of yours 
buy steel lockers from another 
source simply because you have 
not made them think of you? 

The new line of Art Metal lock- 
ers, presented to the trade in the 
fully illustrated Art Metal locker 
catalog, will get business from 


offices and factories, schools and 
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hospitals, gymnasiums and swim- 
ming pools. 

The new Art Metal Lockers are 
distinctive. They are of modern 
design; all vital points are strongly 
reinforced; the finish is durable. 


The design is modernistic —the 
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front flush, with louvres turned in 
and without bolt heads showing. 
For strength, Art Metal uses a 
formed-up channel member, weld- 
ed together in all corners. The 
locking mechanism is unique 
convenient, and easy to repair. 
Doors are optionally either semi- 
flexible or rigid. As accessories, 
stack locks may be applied to con- 
trol batteries of up to fifteen lock- 
ers; coat rod, hooks, and umbrella 
holder, are also available. Key 
or combination locks can be sup- 
plied. 

And the value is far in advance of 
Metal 


the low prices on Art 


Lockers. 


AGENCY DIVISION . .. ART METAL CONSTRUCTION COMPANY, JAMESTOWN, NEW YORK 








Last year the only merchan- 
dise on which we were able to fill 
orders at the last moment before 
Christmas, was $1.00 pens, prov- 
ing that in quality merchandise 
people prefer Sheaffer’s. 


It is not only the number of 
pens you sell but the number of 
dollars you take in that counts. 
Sheaffer does the largest dollar 
volume of any fountain pen con- 
cern in the United States. 


This Christmas we hope to 
fill all orders but the safe thing is 
to get your Christmas order in 
early—the greatest campaign of 
four-color advertising of any foun- 
tain pen concern in the world will 
increase your sale of Sheaffer’s. 


HEAFFERS 


PENS + PENCILS + DESK SETS + SK 
spss nau PARA- ae 
y. Fort Madison, low 





S 





OCTOBER 


flict or compete with or take the place of products made 
through private enterprise. 

Be it also resolved that our efforts be directed towards 
employing honest men, even if we take away from the 
criminal in prison his employment—which has already 
deprived an honest man of a job. 

2. Be it resolved that the dealers of District No. 11 
condemn the “loss leader” practice which is very de- 
structive in nature. 

3. Be it resolved that the dealers in District No. 11 
believe that manufacturers can obtain most successful 
distribution through dealers, who regularly carry rep- 
resentative stocks of commercial stationery items; who 
have and maintain regularly equipped stores for resale 
purposes; who continuously promote the sale and use 
of commercial stationery items through selling organ- 
izations and publicity programs. 

And be it further resolved that the manufacturers 
who distribute through dealers who do not furnish the 
above requisites, should do so only at a materially lower 
discount. 

4. Be it resolved that the dealers in District No. 11 
request manufacturers of diaries to stipulate complete 
suggested resale pricing structures which will be de- 
signed in accordance with the best interests of the 
dealers and consumers. 

5. Be it resolved that the dealers in District No. 11 
request manufacturers of calendars and calendar pads 
to stipulate complete suggested resale pricing structures 
which will be designed in accordance with the best in- 
terests of the dealers and consumers in our district. 

6. Resolved: that we fully approve of the urge and 
the carrying out of the Wholesalers pledge when they 
say—“We will not use our functional discount as a 
wholesaler in going after consumer business.” 

7. Be it resolved that the dealers of District No. 11 
stand for cooperation with those manufacturers who 
actually and actively support the best interests of the 
dealers; who respect high quality standards; who 
create rather than imitate merchandise; who give 
publicity to their merchandise and its users. 

8. Be it resolved that Regional District No. 11 is 
heartily opposed to the forty-per-cent discount and 
that we strongly recommend to the manufacturers an 
immediate return to the higher discount. 

9. Be it resolved that discrimination in buying 
prices, quality, size of package and count among vari- 
ous types of distribution outlets is condemned as an 
unfair trade practice; that the commercial stationer in 
his buying should confine himself to those lines which 
are not offered to syndicate stores and others in larger 
packages and at lower selling prices. 

Be it resolved that the commercial stationer does not 
consider it economic to handle items sold by the chain 
store which are not comparable in value, exact as to 
selling price and offering a normal profit to the com- 
mercial stationer. 

10. Be it resolved that the policy of some manu- 
facturers in contacting the consumer direct and with- 
out the knowledge of any dealer, quoting prices and 
then subsequently billing through a dealer, be con- 
demned. 

11. Be it resolved that we heartily commend the 
work of Governor J. S. Ball, his committees, and the 
Pacific Northwest Travelers in creating such an excel- 
lent and successful convention. 

12. Be it resolved that we hereby express our appre- 
ciation to Ed. Wobber, of San Francisco, for his fine 
address and suggestions, and to the Stationers Asso- 
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Would anyone 


travel by horse and buggy if he could use 
an automobile? 


- + + -- mo one would buy an old- 
fashioned brief case if shown a 
modern one. 


is lee) 


tOriginal Designs Meet Every Requirement 











OLD FASHION BRIE @ai=Ixy MODERN ZIPP’ FOLIO 
Lacks Style, Prestige = Couper. lish 
and Convenience _ ee and Convenient 
QUESTION: ANSWER: 
1. Are Stebco modernized creations 1. They are the result of progress 


really practical, or are they merely —and nothing can stop progress. 


fantastic ideas? 


2. Will Stebco modernized 
hold as much as the strap and 
buckle style? 


2. When a multiple pocket Stebco 
cases is fully open, it can be packed 
more efficiently in less space. 


3. Stebco modernized zippers weigh 
one-third less, with no lock, straps 
or buckles to get out of order or 
damage clothing. 


3. How do the weights of modern- 


le kind? 


4. Do Stebco modernized zippers 
have any advantage in opening and 
closing? 


and buc 


4. A very marked advantage. Steb- 
cos open or close instantly. No 
fumbling or loss of time. 


| All conditions indicate that the fall and Christmas busi- 


ness will be the largest in the history of the industry. 
Naturally we, as originators of modernized cases, with 
many PATENTED FEATURES, are in position to aid 


_ you in receiving your share of the increased profits. By 


all means we recommend placing your order now for 
fall or Christmas requirements. Prices will not be 
lowered; indeed, raw materials and wages are advancing. 
Orders placed now will be delivered at any time you 
specify. 


Send for our catalog and samples of best selling numbers 
STEIN BROS. MFG. CO., Inc. 


564 W. Adams St. Chicago, Hl. 


Sales Rooms: New York—Empire State Bidg., E. R. Manning in charge 
San Francisco—833 Market St., Herman Halper in charge 

















REVOLVING STAND 
FOR REFERENCE BOOKS 





A convenient revolving stand for dictionary, 
price books, etc., will stand on any desk or table. 
Made in hirch and oak 


vr rg y % ‘ ’ 
UTILITY EASEI 
A 4s \ 4A4G4 





An adaptable and very strong stand taking 
less floor space than the tripod type. Suitable 
for blackboards, bulletin boards, sales charts, etc. 
Made of birch. 


INGENTO 
TRIMMING BOARDS 


wot 





The accepted board for use in office, factory and 
shipping Cuts paper, cardboard, light 
metals, ete. 


room. 





VManulactured Only By 


ideal School Supply Co. 
8316-16 Birkhoff Avenue 
Chicage, Ul. 
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ciation of San Francisco for sending him to our con- 
vention. 

The officers elected for the coming year were: 

W. A. Montgomery, The J. K. Gill Company, Portland, 
president; T. M. Pelly, Lowman & Hanford Company, 
Seattle, vice-president, and L. L. Hunter, Pacific Sta- 
tionery & Printing Company, Portland, secretary-treas- 
urer. 

Prominent among the visiting trade members outside 
of Oregon were: J. S. Lawrence, Spokane Office Supply 
Company; R. V. Denny, John W. Graham Company. 
Spokane; Norman Cunningham, Arch Cunningham & 
Company, Boise, Idaho; W. A. Sutton, Rosser & Sut- 
ton, Yakima; Prescott Tuesley, Yakima Printing & 
Binding Company, and G. N. Gunderson, Pioneer, Inc.. 
Tacoma. George M. Simpkins, Simpkins Stationery 
Company, traveled all the way from Juneau, Alaska, 
for the meeting. 

Field representatives of manufacturers, present as 
associate members of the Association, were: Hart 
Palmer, Oakland; Cordell Smith, Seattle; Ray Clark. 
San Francisco; C. C. Nunn, Seattle; G. N. Simmons, 
Seattle; J. W. McElroy, San Francisco; Roy E. Wells, 
Denver; A. V. Gillin, Portland; Jerry LeCuyer, Everett: 
Wane Huff, Portland; Percy Smith, Portland; R. G 
Zeigler, Portland: R. C. McCollock, Portland, and W. M. 
Upham, Tacoma. 

Before the convention came to an end a revision of 
the by-laws was undertaken as a means of strength- 
ening the northwest organization, and particular atten- 
tion is to be given an organized effort to administer the 
State Fair Trade Act. 

Friday evening a banquet was held in the Neighbors 
of Woodcraft Hall. A feature of the entertainment pro- 
gram was a comedy-drama entitled “To The Ladies,” 
given by the drama group of the J. K. Gill Company. 
Mr. Montgomery did a good job as master of ceremonies 
while Tommy Luke, prominent Portland florist, com- 
munity leader and singer, acquitted himself nobly in 
starting the delegates off on a stirring song-fest at the 
opening session of the convention. 

The visiting ladies were given a program of their own 
which included golf, theaters, bridge, shopping and 
sightseeing. The committee on ladies entertainment 
was composed of Mrs. D. C. Wax, Mrs. L. L. Hunter. 
Mrs. R. G. Montgomery and Mrs. C. H. Miller. 

_—<—— 
CINCINNATI O. A. M. A. HOLDS MEETING 

The first Fall luncheon meeting of the Office Ap- 
pliance Managers’ Association, Cincinnati, was held 
Monday, September 16, and the following officers were 
installed: President, C. W. Hamilton, Globe-Wernicke 
Co.; Vice-President, Frank Brading of the Bostitch 
Sales Service, Secretary-treasurer, Howard Verbit, Post- 
age Meter Company. 

A feature of the luncheon was the presentation to 
Leo J. Taylor of a commission as colonel on the staff 
of Governor Ruby Laffoon of Kentucky, by Andrew 
Donnelly. Mr. Taylor is Cincinnati district manager 
for the Addressograph Company. 

= = — 
N. ¥. STATIONERS GOLF ASSOCIATION 

The twelfth tournament of the Stationers Golf Asso- 
ciation of New York for the season’s cups will be held 
October 8 at the White Beaches Country Club with 
W. Hueglin acting as host for the occasion. 

The leaders in the three classes at the present time 
are as follows: 

Class A: J. Kahn, R. Sainberg and Mr. Hueglin, Class 
B: E. Geehring, P. Elias and M. Becker. Class C: H. 
Yager, B. Abrahams and M. Dreyer. 
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The trend among discriminating typewriter dealers is toward 
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KING OF 


‘PLATENS 






Mercury Brand pure silk ribbons 


Remarkable for quality. Sell at reasonable 
prices. Packed in attractive containers 
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ORDERS for The Aristo- 
crat, which was introduced to 
the trade only a few months ago, 
are coming much faster than we an- 
ticipated. Its quiet action and clean-cut 
impressions give it outstanding value and instant popu- 
larity. Substantially reduces noise of typewriter opera- 
tion. Ribbon durability is increased twenty-five per- 
cent. A sure profit producer for typewriter dealers. 
Six page two color folders furnished on request 
for out going mail or to be left with prospects. 


The Aristocrat and Mercury Silk Ribbons 
(a perfect combination) 


Mercury Brand pure silk ribbons used in connection 
with Aristocrat platens insure perfection in letter typog- 


raphy. Here is a combination which is sure to win 

when you introduce it to your customers. 

For the extra copies, use True-Mark carbon paper. It is a high- True-Mark Carbon Paper 
grade carbon suitable for use in any machine and particularly Ideal for dealers’ requirements. Excellent in dem- 


adapted for platens made by Ames. onstration and actual use. 


Ames Supply Company 


37 Murray Street, New York, N.Y... 564 W. Randolph St., Chicago, Il. . . 583 Market Street, San Francisco, Cal. 
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OOKING AHEAD 
FOR 17 YEARS...FRom 1918 











STORAGE BOXES 


a for the storage filing of all old business 


records in banks and business organizations. 





Seventeen years ago, LIBERTY Boxes began with a first 
sale of two’dozen boxes. At that time, systematic storage 
filing as.understood today was unknown. The keeping of 
old business records was even regarded in many firms as 
unimportant. Then suddenly new factors came into the 


field—income tax requirements, various government regu- 





lations, the needs of business itself. The result was that 


business executives had to weigh the various methods de- 


Fall is here. Business begins its upcelimb. If 
you are in need of LIBERTY Box selling aids 
advertising folders, salesmen’s aids, catalog 


veloped and offered for storage filing. That a dominating 
majority of them chose LIBERTY Boxes is a testimonial 


unequalled for “the LIBERTY way.” Through 17 years, er newspaper eds—write. Our co-cperation is 
LIBERTY Boxes have always been ahead and they are without charge. 


today far and away leaders in their field. 











Permanent BINDERS 


. recommended where loose leaf forms are to 


ANNOUNCING 





be bound and kept permanently in book form. 


LIBERTY Permanent Binders are a companion line to 
LIBERTY Boxes. Officially introduced this year, they 
start out as LIBERTY Boxes started in 1918. The field is 
every bank and line of business. It is our serious conviction, 
after thorough tests, that these binders will prove equally 
as profitable a line to handle as LIBERTY Boxes have 


been. They are quality-built. The covers are warp-proof, 





chip-proof, and unaffected by heat or moisture. The bind- 
Immediate inquiries for dealerships invited. ing posts lock automatically by mere thumb pressure, as 
Exclusive dealerships in selected localities. ee: 
\ look ahead, based on the experience of 
LIBERTY Boxes, justifies immediate action. 
We have a real proposition to lay before you. needed. Any size or dimension of covers available. Capacity 


shown in the illustration, making it possible for users to 


do their own binding in their own offices. No tools are 


of binding posts up to 10”. 











BaNKERS Box Company 


ESTABLISHED 1918 


536-538 SOUTH CLARK STREET....CHICAGO, ILLINOIS 
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CHICAGO DEALER HOLDS 


The Globe Furniture and Stationery Company, 168 


W. Monroe street, Chicago, held an all-day golf outing | 
at Medinah Country club on September 12 to celebrate | 


its second birthday. 
ebb, this new concern has made rapid progress through 
the sale of office furniture, loose leaf and stationery. 


= 
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MEMBERS OF THE Happy Group at THE GLospe FuRNiITURE & 
STATIONERY COMPANY OUTING. 


Top: John W. Patterson, The Harter Corporation; A. H. Mahone, A. H 
Mahone Company; A. Normann, Central Desk Manufac turing Company; 
Paul H. Bolten, president, Globe Furniture & Stationery Company 

Second: Evan Harter, Harter Corporation; Howard Pfau, Central Desk 
Manufacturing Company; James K. Martin, Arthur M. Kracke, Globe 
Furniture & Stationery Company; Hamilton Warnock, The Globe-Wernicke 
Co 

Phird: J. E. Karr, Adrian Davis, Globe Furniture & Stationery C company ; 
William Schuster, National Blank Book Company; J. Albin Johnson, Globe 
Furniture & Stationery Company; Chester Normann, Central Desk Manu- 
facturing Company; Gordon kickels, The Globe-W ernicke Co 

Fourth: Fred Glocke, H. E. Luster and Robert C. Brown, Globe Furniture 
& Stationery Company; George H. Rountree, G. V. Rountree & Company 
John Gilbert, Office Appliances 

Bottom: W. Lee Fergus, Globe Furniture & Stationery Company; J. G. Orr 
W. A. Sheaffer Pen Company; N. W. Carson, James G. Lawsen, H. W. Lock 
land, Globe Furniture & Stationery Company Mueller, Joseph 
Dixon Crucible Company 

Some others arrived after the pictures were taken. 


Charlie 


The day started with a practice round. At noon a 
delightful, satisfying lunch was served. Because of the 
quality and quantity, some one made the remark that 
the club must have made a mistake and served the 
dinner at noon instead of evening. 

In the afternoon the party divided into foursomes 


ANNIVERSARY OUTING | 


Starting when business was at low | 

















eran 
POTSEALD 
ADDING 
MACHINE 









"SEALED ON A SPOT 
| TEARS ON A DOTTED LINE 





WITH A STOP SIGN AT | 
THE END OF THE ROLL 


@ There’s no waste of 
tape or time in opening 
‘'‘Spotseald’’ Adding 
Machine Rolls... Grasp 
a corner — tear on the > 





line ... that’s all! A cs 
couple of inches of tape a 
—a couple of seconds s 
of time... it’s done. : 





And there’s no excuse 
for printing totals on a 
bare platen, either! For 
three whole feet from 
the end of each roll there 
runs a red stop signal 

.a red band on each oe 
edge that says ‘‘Have : 
another roll handy.” 


‘*Spotseald’’ Adding 
Machine Rolls are made 
in three grades and in 
all standard sizes. Write 
for complete informa- ‘ 
tion and prices. : 


ROCKWELL-BARNES | 


1511 West 38th Street 
CHICAGO , 


. 











HOW LARGE BUYERS 
TEST 
STAPLING 
MACHINES 


and why they buy 


Hammer 
Blows 

per Minute. . 
for3weeks.. 


REVEAL QUALITY! 


One of America’s foremost commercial establish- 
ments subjected different stapling machines to a 
grueling three-week test that corresponded to the 
wear and tear of about 15 years of ordinary office 
service. A motor-driven hammer hit the plunger 
cap at the rate of 180 blows per minute, while an 
operator fed staples and paper.—The outcome: 


ACE got the business. 


DEALERS— 


Whenever rigorous tests pre- 


cede important orders, you 
the 
with 


can always depend on 


{CE to come through 


flving colors. 





ACE FASTENER CORP. 


3415 N. Ashland Ave. Chicago 


ACE No. 102 PILOT No. 402 CADET No. 302: 
Permanent or pit Will give years of | Sturdy, compact. Di 
stitch! Fastens 35 t wear. Has no equal in ' > 
40 sheets average ts price range. Loads tails same as Pilot 
weight paper. Loads a Loads 105 stapl 
> : " 210 staples Weight 

210 staples. Weight Stelet ~ 

20 o2 Retail price 14 oz Retail price eieht 11 o7 et 
$0.00 $4.00 83.00 


ipply East of Rockies 


Prices 


THE WORLDS SEST STAPLING MACHINES 
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and teed off on the No. 3 course. The rolling country 
and numerous water hazards made it particularly in- 
teresting. 

An elaborate steak dinner was served in the evening 
Lee Fergus of the Globe company conducted a scientific 
experiment by mixing consomme and cream. After the 
dinner, talks were given by Evan Harter of The Harter 
Corporation, Hamilton Warnock of The Globe-Wernicke 
Company, A. Normann of Central Desk Manufacturing 
Company, Lester E. Olsen of Colonial Chair Company, 
J. G. Orr of W. A. Sheaffer Pen Company, William 
Schuster of National Blank Book Company, and Charlie 
Mueller of Joseph Dixon Crucible Company. All the 
foregoing sell the Globe company and expressed their 
appreciation of the loyalty of Globe to its sources of 
supply and congratulated the company upon the pro- 
gress it had made in such a short time. Remarks also 
were made by Arthur M. Kracke, attorney, G. H. Roun- 
tree and A. H. Mahone who have served the company 
in professional capacities. The final talk of the eve- 
ning was given by Paul H. Bolten, president of the com- 
pany, who expressed his appreciation of the coopera- 
tion of the manufacturers and spoke in a modest way 
of the company’s progress. The chairman of the day’s 
proceedings including the dinner was J. Albin Johnson 

At the conclusion of the addresses prizes were 
awarded. They had been donated by manufacturers 
and by the Globe company. Winners had the privilege 
of selecting their own prizes from an assortment. The 
first prize was to go by lot. John Gilbert of Office Ap- 
pliances was given the honor of making the drawing 
and he pulled a Houdini by selecting his own. Other 
prizes were given for low scores and high, but most of 
them by the method used in the first instance except 
that no one else took his own number. Arthur M 
Kracke, a director of Globe Furniture & Stationery 
Company, and Adrian Davis, sales manager, tied for 
low net score. Instead of a consolation prize for high 
score. Mr. Fergus, who won that distinction, received a 
handsome bookcase. The meeting adjourned amid 
expressions of a wish to have it repeated next vear 

> 
PITTSBURGH STATIONERS’ OUTING 

More than seventy-five stationers and travelers at- 
tended an outing of the Pittsburgh Stationers Associa- 
tion held last September 23 at the Wildwood Country 
Club. 

After a day of play on the sporty course of which 
this club boasts the golf prizes went to the following: 
Frank Nash, treasurer of the Sewickley National Bank, 
who took low gross; John Dugan, Acme Stationery 
Company, who took high gross; Walter Nichols, Weiss 
Company, and Allan Alexander, George H. Alexander 
Company. 

In the evening Joseph Myers, Standard Office Supply 
Company, presided over the dinner and John A. Brown, 
governor of the district, was toastmaster. Although no 
speeches were permitted, Vic Johnson, of the Wilson- 
Jones Company, said a few words for the Penn-Mar-Va 
Travelers Club. The event closed with a surprising floor 
show which was a credit to Harry Sheppard, Pittsburgh 
Stationery Company, chairman of entertainment. 

<> 
PITTSBURGH STATIONERS GOLF MEETING 

Several members of the Pittsburgh Stationers Asso- 
ciation and the Penn-Ma-Va Travelers club held a 
golf outing and dinner September 23 at the Wildwood 
Country club, Joseph Myers, Standard Printing & Sta- 
tionery Company, was golf chairman and William 
Hough, Victor Safe & Equipment Company, was toast- 
master at the dinner. 
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ADDING 


T MACHINES 





LQ0cth otuttaclie, 


MODEL No. 95 AT $95 


Handles the Greatest Variety and 
Volume of Work per Dollar of Cost 


AEN 


CALCULATORS 


NCORPORATEDO 


EXECUTIVE OFFICES: 40 RECTOR STREET, NEW YORK CITY 
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Executives 
of America! 
Attention! 


Ex A tand at attention a before its tir re tl of body 
pass 4 t it w iss yOu as 4 ibuse and neglect 
pany, for y : 

Proper precautions through exercise and develop- 
ment of the abdominal muscles wil! help an ex 
c I yuire wit! erv 1} } 

ecutive keep good health and a sound, youthful 

{ t ind sagg J . rn _ 1] 
body. The DoMore Chair Company offers specially 
! ace tin 
lesigned office chairs for the executive that provide 
| ++ } ; a 1y eq ~t the means tor correct sittina e + 1X citive 
yped back, the flat chest, the waist } } 
: 5 rei 1dGominal muscle Dt J I 
bulge, indicating flabby abdominal muscles 
tha ible t | +} raal the t To learn how it may be done, use the coupon below 
k 1 brea capacity, poor dig No charge or obligat Dr. Gar short treatis 
t : ; body and a sluaa t how you can sit at your desk and build strong 
} r , 1 Daa Ww waomina mus 


The Masterprice on the 
left--the Woodfield on 
the right both de- 
signed for executives’ 
comfort and abdominal 
muscle building exer- 
cise. 





‘ 
{ \ Attach to Your Letterhead a: 
\ Ww ena y th treatise A 
\ ,? he Age of Fif 
\ Monge 
‘  \ Elk 
a 
nus \f 
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To the right is the 
Woodfield, dr.,some- 
what smaller than 
the others shown, 
but having the same 
body building fea- 
tures. 





DoMore Chair Company, Inc. 


Licensed by Posture Research Corporation 
1001 MONGER BUILDING, ELKHART, INDIANA 


Affiliated With 
DoMore Chair Company of Canada 
Toronto, Ontario 


1935 —DoMore Chair Company, In¢ 
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NEW ENGLAND CLUB GOLFERS 

Something new in the golf line will be the feature of 
a meeting of the New England Travelers Club when its 
members gather at the Stony Brae Country Club, Wol- 
laston, Mass., October 23. 

To begin with, there will be two teams, a red and a 
blue, but not everyone assigned to either of these teams 
will be a golfer. Instead of wielding niblicks and dig- 
ging trenches in sand traps, the non-golfing team mem- 
ber will represent his body in whatever other sports 
are available. 

The golfers assigned to the Blue team, under the cap- 
taincy of Guy Hart, will be: 

Mal Dresser, Art Shearman, Dick Bohaker, J. B. 
White, Cort Worth, Bill Taylor, Wally Taylor, Jim In- 
man, George Parry, Harry Bennett, H. A. Brainard, 
Paul Cheney, Bill Driscoll, Harry Ferry, Ken Page, Bill 
Keppie. 

With John Brooks as captain, the Red team will be 
composed of the following: 

Joe McLaughlin, Walter Nichols, Ed. Knapp, Frank 
Fisher, Jim Hobart, Jack Kennedy, Ted Hargen, Frank 
Horie, Chet Cummings, Lee Paddock, Doc Traver, Char- 
lie Ashland, Ted Bracken, Gordon Walker, Jim Arming- 
ton, Wallace Lovett, Harrie Copeland. 

With the golfers and non-golfers attending to their 
golf and horseshoes, etc., respectively, the team having 
the highest score will be awarded suitable prizes by the 
host of the day, Guy Hart. 

After the play the members will gather in the club- 
house for dinner at 6 o’clock. This will be followed by 
a business meeting during which many important mat- 
ters of interest to the association members will be dis- 
cussed. 

a 
WARD ADDRESSES MILWAUKEE DEALERS 

James P. Ward, president of the Shipman-Ward 
Manufacturing Company, Chicago, was the guest of 
honor and principal speaker at a meeting of the Mil- 
waukee Typewriter & Office Machine Dealers Associa- 
tion, held in the Schroeder hotel, September 10. 

Accompanied by his son, James P. Ward, Jr., Jim 
Ward filled the appointment as the result of a promise 
made by him at a former meeting to address the deal- 


ers. Mr. Ward discussed some phases of the Washing- | 
ton convention and laid stress upon the value of sales- | 


manship in selling and demonstrating typewriters. 

Among the visitors at the meeting were the follow- 
ing: E. A. Napicinski, Manitowoc, Wis.; E. F. Ruenzel, 
Racine; Stanley P. Stemp, Madison; George S. Walker, 
Underwood Elliott Fisher; Clyde Jungbluth, also of 
Underwood Elliott Fisher, and V. V. Ayer, of the L. C. 
Smith Company. 

<i 
HOUSTON STATIONERS OUTLINE YEAR’S 
PROGRAM 

Outstanding in character and relating itself to the 
major problems of the trade, the 1935-1936 program 
of activities of the Commercial Stationery & Office 
Outfitting Agency of Houston, Texas, has just been 
completed by the organization. 

Among the various phases of business, trade associa- 
tion and economics covered by the program are the 
following: Membership and Individual Cooperation, 
Unfair Competition, Business Analysis, Sales Train- 
ing, “Chain Store” Competition, and Out-of-Town 
Buying. 

The agency, which was formerly known as the Hous- 
ton Stationers Association, is headed by A. M. Carrow, 
A. M. Carrow Company, president, and Henry M. Ellis, 
managing director. 








A. W. FABER pS oe 
ERASERS TO BOOST 
Your PROFITS 


The public is always eager for better things. Motor- 
car makers improved the appearance and efficiency 
of their automobiles by streamlining—and over- 
night Consumer interest, sales and profits went 


booming. 


ry . ee . . . 
Now A. W. Faber “streamlines” circular typewriter 
erasers and reports from alert Stationers indicate 
an eager-to-buy market for the greatest eraser ad- 
vance in many years. 


For A. W. Faber’s new type 
Thin Edge Eraser is truly 
the answer to a_ steno- 
grapher’s prayers. With 
it she can erase a single 
letter of a word without 
blurring the surrounding 
area. Made with a narrow- 
er ellipse, it is beveled away 
from the center to a wafer- 





ike edge. No we . 
I o a »w onder our Stationers need no reminder that 
numbers 7080 and 7080B the House of A. W. Faber spon- 
: sors Castell Drawing Pencils 
(with brush) are in demand and Artists’ Material—univer- 
sally used by architects, engineers 
in eve Ce are clas draftsmen, fine and commercial 
in every office where clean, poe «pate ig py 


neat work is a requisite. pencil crafts. 
For real profits this Fall and Winter, push these 


profit items. 


Gp rABER Ac 


Write to our Factory at NEWARK, N. J., U.S. A. 
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Chicago Representative 


Tel. ROGers Park 3644 


SPER CHAip 


ep 


YASPER, INO 





No. 844 





A Fine Chair 


ls Its Own Recommendation 


And when high quality materials and construction and at- 
tractive designs are provided at mo greater cost than that of 
ordinary goods, the dealer is well equipped to secure maxi- 
mum sales. Jasper Chair Company's chairs supply all these 
advantages. The line embraces styles to meet every logical 
requirement. Prices are reasonable, yet afford a satisfactory 
profit to dealers. Pictured here are related numbers 844 and 
845—swivel and leg styles respectively. Solid walnut, with 
genuine leather upholstering. Comfortable seats, having six 
springs on steel frames. Available in Dixie Vealskin, New 
Eagle Grain or Full Top Grain leathers. Our catalog presents 
————- for increasing your office chair business. We'll 
gladly send a copy upon request. 


Jasper Chair Company 


Jasper, Indiana 







W. H. Brown, 
6708 Glenwood Ave., 
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SEATTLE TYPEWRITER MEN MEET 

With the public schools already running full blast 
and all of the summer vacations dispensed with, mem- 
bers of the Seattle Typewriter Dealers Association held 
their first meeting since June on September 10. 

The attendance was rather small, but each one pres- 
ent promised to get another member to attend the next 
meeting on September 24. 

All communications received since the June gathering 
were read and approved. All communications received 
since that time were also read and discussed. Com- 
mittee reports were postponed until the next meeting. 

Secretary Edward N. Phelan was instructed to re- 
mind the regular members when they are called for 
meetings of the names of the non-members they are 
charged with taking care of. 

Considerable discussion arose as to the advisability 
of sending to the members copies of the last suggested 
price list, with sufficient additional copies so that they 
in turn, could give them to the non-members assigned 
to them.—JCJM 

> 
OKLAHOMA STATIONERS ELECT OFFICERS 

At a meeting held September 18 at the Alvin hotel, 
Tulsa, the Stationers Association of Oklahoma elected 
the following new officers: 

R. G. Attaway, Tulsa Stationery Company, president; 
C. H. Wigger, Wiggers, Inc., Oklahoma City, first vice 
president; Bob Cook, Okmulgee, second vice president, 
and Alfred Steitz, Fields Stationery Company, Tulsa, 
secretary and treasurer. 

Following a dinner, served in the evening, the as- 
sembled stationers were addressed by Ralph Mosier, 
vice-president and general manager, Carpenter Paper 
Company, Oklahoma City. Mr. Mosier told his listeners 
that it was the aim of his firm to cooperate in every 
possible way with the Association, its officers and its 
members. 

Before the meeting came to an end the organization 
went on record as being unanimously behind Fred 
Downs, newly-elected governor of the eighth district in 
his work on behalf of the association. 


N. Y. TYPEWRITER DEALERS MEET 

The regular monthly meeting of the National Type- 
writer and Office Machine Dealers of New York was 
held September 11 at the Hotel Dixie. A discussion 
of the Washington convention was delayed because 
the minutes of that gathering were not at hand, and 
the organization turned its attention to several local 
matters of importance. A rousing ovation was given 
Ted Schafer, newly-elected president of the national 
association. 

ee 
CONNECTICUT VALLEY STATIONERS 

Members of the Connecticut Valley Stationers Asso- 
ciation held a meeting last September 12 at the Quin- 
nipiack club, New Haven. Several matters pertaining 
to the organization and the industry were discussed, 
including the coming annual convention of the Nation- 
al Stationers Association last month. 

oe 
PITTSBURGH O. A. M. A. BUSINESS SHOW 

Assisted by other organizations, the Pittsburgh Office 
Appliance Managers’ Association will stage a Business 
Show for three days beginning October 23 at the Wil- 
liam Penn hotel. 

The O. A. M. A. is arranging the event together with 
the Pittsburgh Stationers Association and the Penn- 
Ma-Va Travelers Club. Final preparations for the show 
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HERE’S THE 
WAY TO 
GREATER 
INK SALES | 


“CUBE” 
QUARTS 
PINTS 
DESK SIZES 
Ye 15¢ 
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CARTER’ INK 


he Raids / 
. re Zowredim /pred 
nae Senece enraean 

~~ 


@ Display Carter’s famous Cubes on 
your counter, and you’ve as good as 
started the cash register tinkling. 
These modern Ink packages are so 
good-looking, so practical and easy 
to use, and the Ink—made especially 
for fountain pens—is so fine that 
they make friends at once and keep 
them. Here’s your chance to make a 
quick sale more often! The Carter’s 
Ink Company, Boston, New York, 
Chicago, Montreal. 


CARTERSOINE 
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Announced last month — 


NOW-— A RECORD BREAKER! 


y, * SENGBUSCH (| Tome 
DIP-A-DAY 
DESK SETS 


Sales of Sengbusch DIP-A-DAY Desk Sets are hitting 


a new all-time high. Salesmen report that in 90% of 












the stores called on so far, the new Chrome Desk Sets 
and the Displayer have been placed. 


And no wonder! The minute you see them you'll know 
why. These new Metal Desk Sets are modern in design No. 1804 
and are finished in flashy Chromium with black, red or 
green enamel trim. Because they offer new Beauty, 
Durability, Utility and Sales Appeal, they are proving 


intensely popular. 


GET THIS ATTRACTIVE DISPLAYER 


Space permits showing only three of the new Chromium Desk 
Sets on this page. To create speedy sales for you on the 
entire line, Sengbusch offers a beautifully designed counter 
and window fixture fashioned in black and trimmed with 
Chromium. (See September Office Appliances.) 


You get the Displayer and one (1) $6.00 Chrome Desk Set 
for $4.75 net, with a purchase of five (5) Chrome Desk Sets 


at your customary trade discount. Colorful folders showing No. 1805 
the line are supplied FREE with your imprint. 





$6.00 


PACKED IN FLASHY GIFT BOXES 


* All Chrome Dip-A-Day Desk Sets are packed complete 
in gayly colored, silver striped boxes for ideal gift appeal. 
® Above prices include stainless steel pen. ® 14-K Gold 
iridium point pen available at proportionately higher prices. 
® All inkstands are made of hard rubber and are self-clos- 
ing. © They are Chrome trimmed to match bases. ® No. 


43 pen and socket are also Chrome trimmed. 


Write for full details on this new money maker. 


SENGBUSCH 


SELF-CLOSING INKSTAND CO. 


No. 1801—complete with clock—$9.75 1015 W. CLYBOURN ST., MILWAUKEE, WISCONSIN 
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are in the hands of T. T. Miller, A. B. Dick Company, 
general chairman; J. B. Dwyer, manager of F. S. Web- 
ster Company, and Roy Manning, L. C. Smith Company. 
—— 
GF PHILADELPHIA BRANCH MOVES 
Because of the need of larger quarters the Philadel- 


phia branch of the General Fireproofing Company, 


Youngstown, Ohio, has recently moved to Twenty-third 

and Chestnut streets, according to J. H. Walls, assist- 
ant advertising manager of the company. 

N. Y. SQUARE CLUB MEETS 

The Fail session of the Stationers Square Deal Club 





of Greater New York opened September 19, when offi- | 


cials and members of the organization held a com- 
bined meeting and dinner at the Governor Clinton 
hotel. 


CLBARKLEY & CO 


ves en 





Increases Delivery Service.This fine new truck was re- 

cently purchased and placed in service by C. L. Barkley 

& Company, Chicago, IIL, as a means of increasing the 

speed of delivery service. 
> 
BRIEF NOTES FROM SEATTLE 

A summer visitor to Seattle was William Reinheimer, 
manager of the American Writing Machine Company, 
Inc., 522 Market street, San Francisco. He undertook 


a very extensive motor trip, touching Denver, St. Louis, 


Kansas City, New York, Washington, D. C., Buffalo, 
Canada, Detroit, Chicago, Butte, Spokane, Vancouver, 
B. C., Seattle, Portland, and back to headquarters. 


* * * 


During the first week of September, T. G. Duggan, 


factory representative of the Columbia Ribbon and Car- 
bon Manufacturing Company, Inc., with general offices 
and factory in Glen Cove, L. I., New York, called on the 
trade in Seattle. He reported a large increase in the 


company’s business throughout the United States, with | 


remarkable increases being chalked up by dealers in 


the Pacific Coast cities. 
+ * * 

In preparation for the opening of the University of 
Washington the first part of October, the University 
Book Store has changed the typewriter department 
frdm the front of the store to the rear, making it more 
accessible for the new force of mechanics, now in 
charge of an experienced man from a book store in 
California. 

. * * 

The only electrical scoreboards outside of newspaper 
offices in the Pacific Northwest have been installed for 
baseball and football fans by the U. Mimeo & Type- 
writer Company, 4318 University Way, Seattle. The 
baseball board is very ingenious, showing every play 
and being controlled from an operating board on the 
inside. It was designed for the World’s Series contests. 
The football board is of a type superior to the regular 
newspaper boards in that the exact direction of the 














N?: it won't use Gem paper clips 


and it won't use “off gauge” 
staples that unprincipled salesmen call 


“standard’’—but it is the only machine that 
will take any standard size staples with 
1, in. legs and '% in. crown from .019 gauge 
up to and including 2C staples and drive 
them all without clogging and without any 
change of parts. 


Think what that means in your staple sales— 
think of the talking points it gives you—think 
of how it revolutionizes your stapling ma- 
how it supersedes and out- 
Then you'll appreciate 


chine business 
dates competition. 
the reasons for the avalanche of orders 
which the announcement of the 5A—the 
Airlined Silver ;Wing model brought to 
Hotchkiss. 


With the new Hotchkiss “Chisel Pointed” 
Staples and the Hotchkiss 5A you'll be pre- 
pared to clean up. If you haven't ordered 
or if your stock is low send in your order for 
5A machines now—the price will go up 
November first due to increased costs. 








WARNING {Some makers are selling 


. ) *-* 

“Off Gauge” staples, so 
make sure the staples you buy and sell are 
“Standard” size. If in doubt ask us. 


Genuine HOTCHKISS 
Staples are guaranteed 
standard and are Chisel 


Pointed. 
« TRADE . MARK 





Revolutionary! 





<= POE 


THE HOTCHKISS SALES CO. 


NORWALK 


HOTCHKISS 


CONNECTICUT 
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The HIGH POINT 


in office chair 









construction 


No. 65)! 


that is basis 
of GREATER 
OFFICE CHAIR 


No. 6510 


Compare the superior value of HIGH POINT Office 
Chairs in regard to comfort, style, finish, construction 
and cost. Note particularly that the continuous, steam 
bent back posts are bolted to the seat and to the one- 
piece steam bent rail which circles under the back and 
sides of the seat from one front post to the other. The 
great strength, rigidity and clean cut appearance of this 
construction is a strong selling point. 

Popular price and excellent quality distinguish the Bank 
of England design pictured here. Together with many 
other office chair groups (including leather upholstered), 
posture chairs, tablet, kindergarten, bentwood, and folding 


chairs, stools, etc., it is shown in our catalog. 


High Point Bending 
& Chair Company 


SILER CITY NORTH CAROLINA 
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ball at all times is shown to the fan. There are more 
than 120 lights of a miniature type on this particular 
board. Duplications of these boards can be obtained, 
according to J. C. J. Martin, manager of the firm, 
although no prices have been quoted.—JCJM 


> 


SHEPPARD BOOKLET TELLS DETAILS OF 
UNEMPLOYMENT COMPENSATION 

Containing an explanation of the revision of records 
which will be made necessary by the federal social 
security program in organizations where eight or more 
employes are carried, a booklet has recently been writ- 
ten and published by the C. E. Sheppard Company, 
Long Island City, N. Y. 

A statement concerning the new booklet and its 
value to those whose activities it covers was made by 
G. E. Ferguson of the Sheppard Company systems de- 
partment. Mr. Ferguson said in part: 

“Every employer of eight or more employes will be 
subject after January 1, 1936, to the Federal Payroll 
Tax which is for the purpose of creating reserve funds 
from which to pay benefits in the form of unemploy- 
ment compensation. Since the calculation of the tax 
payable is based upon defined payroll figures it is very 
important that all employers provide for the desirable 
record changes in connection with their personnel, 
earning and payroll records before January 1. 

“A complete booklet has been prepared on the neces- 
sary revision of 1ecords and is available without cost 
together with suggested forms.” 

Those interested may secure a copy of the booklet 
by writing The C. E. Sheppard Company, 4401-29 Twen- 
ty-first street, Long Island City, N. Y 


_ 


SALES COMPENSATION BOOKLET OUT 

Under the title of “Selecting a Plan for Compensating 
Salesmen,” a combination booklet-report has recently 
been issued by the Policyholders Service Bureau of the 
Metropolitan Life Insurance Company, 1 Madison ave- 
nue, New York, N. Y. 

According to the report, there is a tendency to shift 
to a commission basis during periods of depression 
while during periods of prosperity the demand for spe- 
cial service to customers, more extensive missionary 
work and other considerations lead many organizations 
to prefer salary plans because of the greater control 
they permit. 

The report, copies of which are available without 
charge, presents guiding principles in the set-up of 
salesmen’s compensation plans as evolved from the ex- 
periences of hundreds of companies whose plans were 
studied as a basis for the report. 


ee 


U. S. BUYS 3000 BATES STAPLERS 
The Bates Manufacturing Company, Orange, N. J.., 
makers of several lines of office equipment, recently 
filled a big order over and above its regular business 
when it sold 3000 stapling machines to the United 
States government. The staplers were of the type 
which takes 5000 staples at one loading. 


> 


FRIDEN NAMES FOUR DISTRIBUTORS 


Four new distributors were recently appointed by 
the Friden Calculating Machine Company, Oakland, 
Calif. They are: A. W. Paxton, Richmond, Va.; R. R. 
Quinby, Houston, Texas; Miller Blue Print Company, 
Austin, Texas, and John Lorenz, Jackson, Miss. 
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BRAND NEW 


These two fast-selling items 
have won places in Oakville’s 
Yellow Box line. Don’t fail to 
stock them! 


FIRST. OAKVILLE PUSH 
PINS. 


minum and Crystal heads. Sharp- 


In two finishes — Alu- 


fine points firmly embedded in 
heads. Each style packed six on 
a card in decorative display; one 
dozen cards in a display carton. 
Or 50 Push Pins bulk in a box. 


SECOND. THUMB-TACKS 
ON BLOCK. Sharp, sturdy, 
decorative. Nickelplated or en- 
ameled in good colors- blue, red, 
white and green. Acorn packed 
12 on a block to retail for 5c; 
Oakleaf packed 36 on a block 
to retail for 10c. One dozen 
blocks packed in a box 

NOTE: Colored Thumb-Tacks in 


size No. 3 only Nickelplated 
Thumb- Tacks in sizes Nos. 2, 3, 4 
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THE LARGER LINE MEANS BETTER BUSINESS 


SINCE the 1934 Convention, Oakville has enlarged the Yellow Box line. 
Here are some recent additions to this famous family. 


Oakville Kwik Wire Staples Handi-Grip Clips 
Oakville One-Piece Thumb Tacks Jumbo Gem Clips 
Defender Washers Jumbo Gripit Clips 


Defender Steel Round and Flat Head Fasteners 

Oakleaf & Acorn Thumb Tacks on Blocks (Nickel Plated & Colored) 

Crystal Headed & Aluminum Headed Push Pins (On Cards and Bulk Packing) 
Oakville Angle Clips 


The addition of these high-quality items carries out the Oakville policy 
of constantly improving and enlarging the Yellow Box line—of giving 
its dealers a more complete, more saleable, and more PROFITABLE line of 
top-notch merchandise. 


And of course, the enlarging of the Yellow Box line means further savings 
for you. One order, one shipment, one invoice for the complete line means 
time and money saved, bookkeeping simplified. 


Oakville’s years-old policy of highest quality merchandise plus active 
dealer cooperation and fair profits to all is stronger today than ever. To 
dealers throughout the country this policy stands for rapid turnover and 
prompt profits! Are you getting your share of this success? Write today 
for detailed information. 


OAKVILLE COMPANY 


Division Scovill Manufacturing Company 


Sito WATERBURY CONNECTICUT 
fe % PINS, CLIPS, FASTENERS, THUMB-TACKS, TAK-A-PINS, ETC. 


4 ¢ NEW YORK CHICAGO SAN FRANCISCO 
eS In Canada——-BROWN BROTHERS, Ltd., Toronto 2, Canada 
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is not required to see the outstanding 





service and selling features of the new 


STEELCASE DESK LINE 


If you believe that your trade requires 
efficiency, stability, beauty and price in 
a desk, then it’s smart to have our 


catalog handy. 


STEELCASE 


L. Busittess kg apmentr 





METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN 











iM TORE! 


ARE YOU LISTENIN’? 

Bill Braden, president of the Mid-West Travelers 
Club, Kansas City, calling all stationers, travelers and 
dealers: 

“We urge you all to attend the National Conven- 
tion in Kansas City, October 7, 8,9 and 10. Plans are 
complete for the largest convention ever held. Plenty 
of rooms. Plenty of business. Plenty of entertainment. 

“Come prepared for the big masquerade ball to be 
given by the Mid-West Travelers on the night of Octo- 











Bill Braden, president of the Mid- 
West Travelers Club, broadcasting. 


ber 8. If you don’t want to bring your own costume 
they can be secured at Kansas City at a nominal cost, 
as Kansas City costumers have agreed to make special 
rates for this convention. Cash prizes will be given 
for the best-looking costumes for men and women; the 
most original; the funniest, etc. That’s all, folks.” 
>_> 

ALLEN-MARSHALL ISSUES CLEVER FOLDER 

A unique business-getting folder, shaped and printed 
to resemble a government bond was issued recently by 
the Ivan Allen-Marshall Company, Atlanta, Ga. 

The folder is printed in black and green upon white 
paper with an engraved edge on every page. It carries 
a comprehensive and complete list of the items carried 
by the company, buildings it has equipped and govern- 
ment customers it has served. 

In addition to that the advertising matter is studded 
with timely sayings and suggestions such as “office 
equipment to the office is what oil is to machinery,” 
and “half your waking hours are spent in the office.” 

The front cover bears the following: “The U. S. 
Supreme court has said: ‘Good will is the disposition 
of a pleased customer to return to the place where he 
has been well treated.’ ” 

- > 
SMITH ENDS SOUTH AMERICAN TOUR 

James G. Smith, president of the Birmingham, Ala., 
Chamber of Commerce, and of Roberts & Son, pioneer 
printing and office appliance house, recently returned 
from a three-month tour of the eastern half of South 
America, and reports sentiment in the countries vis- 
ited favorable to trade relations with the United States. 

He was accompanied by Mrs. Smith and they spent 
some time in Buenos Aires, Santos, and Montevideo 
and traveled 100 miles or more into the interior along 
one of the important rivers——SNS 


For Your Upholstering 


Protect your customers by seeing that they 


secure that grade of leather you specify. And 
you cooperate with reliable furniture manufac- 
turers by letting them know that their esti- 
mates should be based on only the highest 
quality. 

If you do not have Eagle-Ottawa 

samples of high grade leathers and 

the newest finishes, we will be glad 


to forward these to you upon 
request. 


EAGLE-OTTAWA 
LEATHER CO. 


Grand Haven, Michigan 


Salesrooms: 


New York—2? Park Ave. Los Angeles—1012 Broad- 
Chicago—912 W. Washing- way Place 

ton Bivd. Portland—1 238 N. W. Glisan 
St. Louis—1602 Locust St. St. 
a Francisco—569 Howard os ee N. C.—P, O. Box 


Illustration shows desk and chairs by Palmer & Embury 
anufacturing Co., New York 























ROTARY CUT INDEX CARDS 


Finest Quality Lowest Prices 


All standard rulings, sizes and weights 














MANILA & KRAFT FOLDERS 


Single and Double Top 
Matching system folders is our specialty 


~ 


a 
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MANILA & PRESSBOARD GUIDES 


Letter and Card Sizes 
Celluloid and Metal Tab 


Speedy service on special orders 











If you are not satisfied with your filing supply 


business—write for our prescription. 


IMPERIAL METHODS CO. 
FOREST PARK, ILLINOIS 
Western Representative 


Cc. J. SCHUBERT, Jr. 
307 East Third St., Los Angeles, Calif 


GERARD D. WHITE 
100 Worth St 
New York City 
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GROWTH OF PEERLESS STEEL 

The Peerless Steel Equipment Company, Unruh and 
Hasbrook streets, Philadelphia, Penna., is the outgrowth 
of the Bergmann Manufacturing Company, established 
in 1915. A year later the Peerless Steel Equipment 
Company was established, the technical staff compris- 
ing men who had been associated with Mr. Bergmann 
in the manufacture of steel filing equipment. They are 
thoroughly familiar with the technique of steel equip- 
ment manufacture. With this background of experi- 
ence Peerless Steel represents the development of a 
line of files which offers many advantages to users. 





Executives of the Peerless Steel Equipment Company. Phila- 
delphia, Penna.—Seated, left to right: George Bergmann, presi- 
dent; Francis Timlin, assistant treasurer; John Bergman, di- 
rector and Conrad Bergman, treasurer. Standing, left to right: 
William Kummer, secretary; Joseph Galen, sales department: 
Albert Rosenberger, shop superintendent; E. H. Langenbacker. 
field representative and H. Wray Crane, manager of sales. 


Despite the organization of the company in a chaotic 
era, the Peerless staff not only built up sales, but also 
an outstanding reputation with users. 

The Peerless Steel line includes a complete range 
of two, three, four and five drawer uprights; also half 
and wide sections, modern desks and tables, card index 
units, and practically everything in the line of steel 
office furniture. A constant program of development 
and improvement has built up a line with high mer- 
chandising value and corresponding utility. 

—_<——_——_ 
DAVIES LEAVES FOR CRUISE AND CONVENTION 

From New York to the Stationers Convention in Kan- 
sas City by way of the Panama Canal seems like a 
lengthy trip but that is exactly what John R. Davies, 
president of the Moore Push-Pin Company, Philadel- 
phia, started to do when he left last September 11. 

According to plans, Mr. Davies will sail through the 
Panama Canal to the Pacific Coast where he will call 
upon the trade in California, working his way East 
to Kansas City in time to attend the convention there. 


~~ 
“B. & P.” ISSUES PRICE LIST “E” 

The Boorum & Pease Company, 84 Hudson avenue 
Brooklyn, N. Y., has issued Price List “E,” covering its 
lines of loose leaf books and forms. This is a pocket 
size book of 142 pages, thoroughly classified and thumb 
indexed. The new list enables store and outside sales- 
men to meet practically every requirement for loose 
leaf devices and supplies. 


+3) 
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ho pes ALL, typing is an important 
factor in this business. Every report, 
every order, acknowledgment, 
every agreement, every letter...every- 
thing we do... demands typing in a wide 
variety of forms, every day. So when we 
standardized on Underwoods, it was for 
some very definite reasons. 


every 


— 


- “PERFORMANCE ... An Underwood always 
does a neat, clean-cut, perfectly aligned typing 
ob, even in the hands of an inexperienced 


operator. 

2. “DURABILITY ... An Underwood stands up and 
demands fewer trips to the repair shops. Our 
department heads can’t complain about up- 
keep costs. 

3.“EASE OF OPERATION ... The girls like the 


Underwood because of its light touch and the 
grouping of operating features close to the 


keyboard, 


4. “SPEED ... The Underwood is able to ‘take’ 
all the speed an operator has at her fingertips 
Its responsiveness adds to the production of 


the average girl. 


5. “PIONEERING . .. Underwood has always led 
in engineering improvements. Whenever I order 
a new Underwood, I am sure of getting the latest 
improvements in the typewriter field. 


. “TYPIST PREFERENCE ... Most girls learn 
on Underwoods and quite naturally, they prefer 
to work on the same machines when they get 
down to business, 


(3) 


~ 


- “SERVICE ... It’s not necessary to call for 
Underwood service often, but when I do need 
it, I need it quickly, and I always get it. 


8. “QUIETER... Underwood has developed a 
new principle of Cushioning that reduces the 
noise of key impact without hampering the 
performance of the machine.” 


There is a new Underwood awaiting 
inspection now. It offers the basic Under- 
wood qualities of speed, accuracy, dura- 
bility and simplicity, plus Quieter Oper- 
ation that is the result of Cushioned 
Typing. Every Underwood Typewriter 
is backed by nation-wide, company- 
owned service facilities. 


Yo Me eadadged 
UNDE RWO 
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CUSHIONING..makes it Quieter 


Typewriter Division 
UNDERWOOD 
ELLIOTT FISHER COMPANY 


Typewriters... Accounting Machines... Adding Ma- 
chines... Carbon Paper, Ribbons and other Supplies 


342 Madison Avenue, New York, N. Y. 
Sales and Service Everywhere 


ee, is 
Ue U NDERWOODS(/TYPEWRITER 
Underwood Elliott Fisher Speeds the World's Business 
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In film, even the least bit uncontrolled in carbon paper coating, is re- 
sponsible for uneven inking, for uncertain performance, for doubtful 


wear. for dissatisfied customers. 


But upon these Columbia Coating Machines is a film control even more 
marvelous, in its accuracy and dependability, than a fine watch; perfect 
regulation of a carbon coating film from 1/10 to 5/10 of 1/1000 of an 


inch, dependent upon desired requirements. 


There is a difference between this sort of carbon paper and brands with 
doubtful film control. Don't guess, when you can be sure. Concen- 
trate on COLUMBIA a full line for all regular and special require- 


ments, 
Each sheet bears the stamp of Columbia's guarantee. 
COLUMBIA RIBBON & CARBON MFG. CO.. INC. 


Main Office and Factory, Glen Cove, L. L.. N. Y. 


Export Department, 305-313 East 45th Street, New York City 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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WIS.-ILL. CLUB NOTES 

Champagne did NOT flow like water at the luncheon 
celebrating the recent marriage of Brother Norman 
Pearce, of Eberhard Faber, who, on August 31, mar- 
ried Mrs. Elizabeth Kinney, of Chicago. In fact nothing 
flowed but water because wily Norman slipped one 
over on the boys by getting married one week ahead 
of the announced date of the happy event. 

However, the Wis.-Ill. boys wish Mr. and Mrs. Pearce 
good fortune, happy landings and good health and we 
have already reserved a table for the celebration of 
their silver anniversary. 

The smell of orange blossoms seems to be catching 
because Irving J. Anderson, Chandler’s buyer, con- 
vinced Miss Mildred Torrell that it would be a swell 
idea to become Mrs. Irving. And on August 24, in the 
Ebenezer Lutheran church, the wedding ceremony was 
performed. te 


We wish to acknowledge gratefully the splendid co- 
operation given the club by William Wallace of the 
Milwaukee railroad in making arrangements for Kan- 
sas City convention train for the boys. For a circular 
of details call Mr. Wallace at Central 7600, the road’s 
Chicago headquarters. 

The Chicago Stationers Association held its annual 
golf tournament at Northbrook September 15 with Tom 
MacCorkindale doing the honors and making every- 
body feel at home. About seventy-five members, wives 
and friends turned out to take part in the tournament 
or some of the side dishes of softball, poker and bridge. 

The Wis.-Ill’ers defeated the dealers 27-9 on the soft- 
ball diamond with Bill Sahm doing the umpire act. At 
an early hour Walter Snelling reported a profit at cards 
of $10.22 and five sales tax tokens. Golf honors and 
prizes were widely distributed with Harry Balch and 
his visiting sales manager, E. E. Bates, tied for high 
honors. Harry Horder and a number of his sales rep- 
resentatives were visitors in the morning. 

Others who took home prizes included Eldon Just, 
Ollie Stevens, Tom MacCorkindale, Anderson and Ku- 
tok, Chandler men from Evanston, and Gordon Kickles. 

Art Frey, Globe-Wernicke man from headquarters, 
looked in on the Wis.-Ill’ers when he was in Chicago 
recently. Everyone was glad to see Art and wants him 
to pop in often. 


o * ” 


An unconfirmed report places Harry Jennison as 
hereabouts man for a thumb tack manufacturer. Good 
news. Good man. Good luck. 

A program of bowling activities sponsored by the 
Wis.-Ill. Club is being put in shape by Bill Schuster. 
Bill asks that bowlers and near-bowlers get in touch 
with him at the earliest opportunity. 

The fathers directing the destinies of the Club an- 
nounced the resumption of the plan to have a noted 
speaker at one of the Friday lunches each month. 
It is planned to have speakers of repute who will ad- 
dress the meeting on subjects of general interest. The 
names of the speakers and their subjects will be an- 
nounced in the Wis.-Ill-Er 

Tom Bledsoe, who hunts autographs on orders for 
Autopoint, dished out lemonade, tea and other re- 
freshments at 4 o’clock at the Chicago Stationers golf 
party. He said it was an old English custom but the 
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MAIL IT TO VAIL 





tgs manufacturer who makes su- 

perior products and whose service 
operates consistently for the best inter- 
ests of his trade will inevitably estab- 
lish a priceless reputation for depend- 


Office 


supply dealers everywhere are aware 


able quality and fair dealing. 


that Vail Products represent the high- 
est degree of perfection in quality of 
workmanship and materials—and that 
Vail distribution policies are based 


upon full dealer protection. 


PAPER CLIPS 
PINS 
BRASS FASTENERS 
STAPLES 
THUMB TACKS 


Write for Price List No. 9135D 
illustrating, describing and 
quoting our complete line 


VAIL 


Manufacturing Company 
1752-58 E. 75th St. Chicago, Ill. 
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A leopard cannot change a spot! 

To us that sounds like utter rot. 
Some day someone, beyond a doubt 

Will try with SUEDE, 


and rub one out! 





We deubt whether you or your customers will ever have 
to remove anything as stubborn as a leopard’s spot, 
but for erasing mistakes--stubborn or otherwise, 

that have been made by pen, pencil, or office machines, 

as well as for cleaning up carbon smudges and others, 
you'll find Weldon Roberts Erasers the ideal blot and 


blunder removers 


Weldon Roberts SUEDE Eraser No. 900 is ideal for 
typists. Of octagonal, easy-to-hold shape, it is made 
of resilient gray rubber and is unexcelled for all 
around office work, brushing away typing errors, 
smudges and pencil marks without a scratch or a 
scrape 
Erasers—the product of 
specialists Feature No. 900 
SUEDE with every display of typewriter supplies. 
Feature your knowledge of your customers’ prefer- 


Weldon Roberts 
by name in your store. 


Feature 


ences and your ability to supply them. Let us 


suggest an assortment 


WELDON ROBERTS RUBBER CO. 
America’s Eraser Specialists 


Newark, N. J. 








SUEDE 























OFFICE APPLIANCES 


idea flopped when he couldn’t find any real English- 
men. 

The captains and lieutenants of the Club held an 
executive huddle at the Medinah Country Club recently 
and drafted plans for Fall and Winter activities. Harry 
Balch will head a committee in charge of entertain- 
ment and Gordon Kickles will promote athletic events 
except bowling. 

ae 


“& STOCK MODEL nTVPEWRITER. 
RECAINS THE war DVAL sre SPEED CHAMPIONSHIP 





This fine new vehicle was re- 
cently equipped with sound apparatus by Thomas & 


Sound Equipped Truck. 


Corney Typewriters. Ltd.. Royal typewriter dealers in 

Toronto, Canada, so that it could take part in a big busi- 

When not parading it speeds up delivery of 
Royal machines. 


ness parade. 


> 
TWO WEEKS PAY PLUS NERVE EQUALS 
BUSINESS SUCCESS 

Just how much a determined man can do with two 
weeks pay “and a lot of nerve” was aptly demonstrated 
recently when George F. Wood, a typewriter mechanic 
and salesman for more than twenty years, opened the 
Wood's Typewriter Exchange in Toledo, Ohio. Because 
of its clarity the rest of this story is told in Mr. Woods’ 
own words: 

“For the past twenty years I have been associated 
with the typewriter business in Toledo as a mechanic 
and salesman. In May, 1932, my salary was at its low- 
est and I could not see any chances of it improving 
in the near future so I decided to go into business 
for myself. 

“Due to the closing of the banks, my only assets 
consisted of two weeks pay (with which I paid one 
month’s rent for my residence and one month’s rent 
for a 12x16-foot room in the Security Bank Building 
for my shop and office), a good set of tools and a lot 
of nerve. 

“With a typewriter packing box for a workbench and 
a typewriter rented from a competitor as a repair loan 
machine I began soliciting business. At the end of 
the month I was able to buy the machine I had rented 
and hire a mechanic to help me. 

“To make a long story short, in a year’s time it be- 
came necessary to move to larger quarters on the first 
floor of the same building about twice the size of the 
former location. After about two years it again became 
necessary to move to larger quarters. I now have a 
20x60-foot store at 326 Erie street, a stock of over 100 
machines and I employ a bookkeeper, two mechanics 
and a delivery boy.” 

~> 
NEW ALMA DESK PRICE LIST 

Including in its make-up a unique telegraph code 
for the use of dealers who correspond on matters of 
shipment, a new price list has recently been issued by 
the Alma Desk Company, High Point, N. C. The list, 
dated September 20, includes several desk models, their 
specifications and prices. Copies of the price list may 
be obtained by writing the Alma Desk Company. 
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REGISTERED ACCOUNT BOOKS 

e 

In addition to the durability of ‘End-Bound’’ construction, the convenience 

, \ J. of “Eye-Ease’’ Hammermill paper—National now offers the security of 

: eot “REGISTERED” Blank Books. 

» 25 In other words, National End-Bound Blank Books with ““Eye-Ease” Hammermill 

g Ledger now may be “Registered’’ under individual numbers by National— 

3S —=: thus giving consumers for the first time—"‘Registry” protection. 

- ) - t Registry protects both the firm and bookkeeper against unauthorized sub- 

e 2! stitution of another blank book of the same thickness and ruling. Registry is 

it “= easily accomplished by the consumer filling in and mailing the return post- 

ig card, as soon as he buys or first puts the book to use. The card will be kept 

- : in our vaults always. Anytime, therefore, National can certify the owner, or 

a -.* positively identify the book for him, his accountant, or attorney, in any court, 

ny =: tax, or other proceeding. 

of + This new Registry feature costs no more. Stock will be released October 15. 

os Order now. Available in National End-Bound Books with Hammermill Ledger. 

si 

: c == 

ne ! NATIONALS 

ne “4 wil 

00 ! 

ics NATIONAL BLANK BOOK COMPANY 
NEW YORK HOLYOKE, MASS. CHICAGO 

de 

of 

by SPYRIGHT 1935 BY Mdsiisiiiiiisiiiiiiiiiiiiiiiiiiil ine 

ist. — ‘ae | Tt] ATIONAL BLANK BOOK CO, 

eir 

ay 


100 


5817 THIRD STREET 
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ARE YOU STILL USING A 





@ Today, the modern high-speed precision- 
made rifle is so accurate, so highly efficient, 
that the old blunderbuss has become a 
museum relic. @ The advent of NIAGARA 
DUPLICATORS in the stencil duplicator 
field has marked a comparable improvement. 
The NIAGARA demonstrates a superiority 
over other stencil duplicating machines just 
as pronounced as the efficiency of the mod- 
ern high-calibered rifle over out-moded fire- 
arms. This is not just a talking difference! It 
is a distinction which NIAGARA dealers 


have found clearly proven in hundreds of 


competitive side-by-side tests with other 


A. F. ELECTRIC MODEL 


The Sensation of the Stencil 
Duplicating Field! 








DU 











duplicating machines. @ Controlled accur- 
acy is built right into every NIAGARA 
DUPLICATOR. Automatically . . . 


and costly delays are curtailed. Automati- 


spoilage 


cally, the rapid-fire feeding of any weight 
stock from light paper to cardboard becomes 
a smooth, simple operation. With this sim- 
plicily of operation, NIAGARA achieves 
astonishing hair-line registration. @ Dealers 
demonstrate the NIAGARA before their 
most exacting customers... secure in the 
knowledge that they can rest their case on the 
NIAGARA’S performance. Detailed infor- 


mation will be gladly furnished upon inquiry. 


SAN FRANCISCO - U:S:‘A + CABLE ‘‘NIADO’’ 
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UEF PROMOTES BLANEY AND KNOWLES 

Walter H. Blaney, in charge of the Alabama territory 
for Underwood Elliott Fisher since 1922, has been trans- 
ferred from Birmingham to New York where he will 
become assistant sales manager of the typewriter divi- 
sion in the general offices of the company. 

Frank A. Knowles, who has been a salesman with 
the Underwood Elliott Fisher Company for the past 
ten years, will assume the management of the Alabama 
branch, succeeding Mr. Blaney. Mr. Knowles is a grad- 
uate of Auburn and a member of the S. A. E. fraternity. 


—GHW. 
ee 


BRADEN BETTER AFTER OPERATION 

William R. Braden, traveling representative for the 
Stationers Loose Leaf Company, Milwaukee, Wis., is 
well on the road to recovery after undergoing an opera- 
tion at the Columbia hospital, Milwaukee early last 
month. 

Mr. Braden, better known in the stationery industry 
as “Bill,” was on a motoring trip with his son when 
he was stricken and forced to cancel his tour. He 
will return to his central territory in a short time. 








WEDDINGS 


HILL-UHL 
The marriage of Miss Rozetta Elizabeth Uhl, daugh- 
ter of Joseph Uhl, president of the Toledo Metal Fur- 
niture Company, Toledo, Ohio, to Myron Theodore 
Hill, took place in Toledo, September 5. Following a 
wedding breakfast served at the Commodore Perry 
hotel, the couple left for a motor tour of the East. 
ndianeatiidemmiias 
KIRSCH-COHEN 
David Kirsch, advertising manager for Reliable Type- 
writer & Adding Machine Corporation, Chicago, is to 
be married to Gertrude Cohen, also of Chicago, on 
October 27. Immediately after the ceremony, the 
couple plan to travel east by auto visiting at Washing- 
ton, New York and other cities and spending some time 
in the Blue Ridge mountains. 





WILKERSON-BUCHANAN 

R. L. Wilkerson, buyer for the Sanford-Hall Com- 
pany, Jacksonville, Fla., and Miss Lucile Buchanan, 
daughter of a Southern Bell Telephone Company exec- 
utive, were married in Jacksonville, September 25. 
Immediately after the ceremony the couple left on a 
honeymoon trip through the Carolinas to Washington, 
D.C. Mr. and Mrs. Wilkerson have the best wishes of 
the numerous travelers of the south. 
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OLIVER CLARK HAMILTON, JR. 

Ollie Hamilton of the Chicago office of F. S. Webster 
Company, always of a happy disposition, is wearing 
more smiles than usual. He has announced the arrival 
of Oliver Clark Hamilton, Jr., on the eleventh of Sep- 
tember at the Columbus Memorial hospital. The new 
ruler of the house tips the beam at seven pounds 
three ounces. Office Appliances extends congratula- 
tions and best wishes. 

icnanailiiiaiaaasiiae 
MASTER D. G. KELDORF 

Chris Keldorf, “typewriter doctor” for the Hanson 
Business Machines, Cleveland, Ohio, is still celebrating 
the arrival, last September 13, of a husky eight-pound 
baby boy whose name is Donald Gilbert Keldorf. 














Used and recommended by the 
Trade for Half a Century 


Where Quality Counts 


“M&V” typewriter ribbons and carbon 
papers are the most outstanding on the 
market today. 


The element of superiority is conveyed 
in every impression from “M&V” rib- 
bons and in every copy from “M&V” car- 
bons. There is the same element in 
“M&V” business policies. We cooperate 
with and protect the trade in every pos- 
sible way, meeting every condition and 
filling every requirement. The splendid 
“M&V” brands, every one standard in its 
price class, are reliable and best aids in 
establishing a profitable and permanent 
office supply business. 


New, modern sales impelling 
packages and practical sales 
helps. 


Write for catalog, prices and complete 
information. You will find it to your 
advantage to get better acquainted with 
the ““M&V” organization. 


Agencies Throughout the World 


101 














MITTAG & VOLGER, INC. 


Principal Oflice and Factories, PARK RIDGE, N. J. 
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THE MAN WHO WANTS 
ACTION! 


Tell him of the speed, durability 
and ease of operation which PEER- 
LESS Equipment offers and you 


have made a life long friend. 


Busy men want speed 
when asking for informa- 
tion. Recommend PEER- 
LESS to these fellows and 
you have added the first 


requisite of efficiency. 


Our four complete lines 
of uprights contain a file 


for every purpose. 





4401 
Acquaint your customer with our new 
Moderne Steel Desk or show him how a 
PEERLESS Posting Tray will speed up 


his office. 


Friends and profits are close allies to 


every PEERLESS product. 


Peerless 


Steel Equipment 
Company 


Unruh & Hasbrook Sts., Philadelphia 


OFFICES 
Philadelphia New York Boston 
Los Angeles Baltimore Chicago 
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A card was received recently from Jack Grey, of 
the Pitt Loose Leaf Company, from out in Colorado 
where Jack is spending the summer. 

* - < 

Mr. and Mrs. I. W. Carey of Minneapolis, will cele- 
brate their fiftieth wedding anniversary this month. 
Mr. Carey has spent many years with the Miller-Davis 
Company, Minneapolis. 

+ * * 

The Midland Paper & Stationery Company, Minneap- 
olis, moved last September 1 to their new location at 
516 Second avenue, South. This firm continues to fea- 
ture a complete arrangement of open display and has 
an unusual lighting system. 

*« * * 

John Parsons, well-known stationery salesman in 
the Northwest, is now representing Wilson-Jones Com- 
pany in Minnesota and North and South Dakota. Henry 
Berquist, who formerly called on the trade in the 
above territory, is now working Iowa and Nebraska 
and supervising sales in Iowa, Nebraska, Minnesota 
and North and South Dakota. His address is 3664 Thir- 
ty-fifth avenue, South, Minneapolis. 

x * * 

Many of the members of the Northwest Travelers 
Club were pleased to see their old friend, Jim Campbell, 
up in this territory during September. Jim, as you 
know, is with the National Blank Book Company and 
made the trip through this territory with Harry Spur- 
lock. 

- * ~ 

At a recent gathering of club members a rather good 
thought was expressed. In order to get the true import 
of the meeting it should be remembered that the aver- 
age traveler owes his position and future to the suc- 
cess of the independent dealer. The thought expressed 
was: “Have you ever noticed that a chain store is 
always well-lighted and has spotlessly clean show win- 
dows?” 

* *« ” 

A prominent, successful and nationally-known sta- 
tioner recently expressed to a traveler why his trips 
to the national convention have always been profitable. 

During the year this stationer jots down in a special 
note book all matters pertaining to his business which 
could best be taken up with some executive of the 
manufacturers. These subjects might pertain to cost 
of selling, price policy, or any other subject which 
might be of vital importance to this man’s firm. He 
says that he has never come away from a national 
convention without valuable information that more 
than made up for the cost of his trip. It is also pos- 
sible for him to carry on a personal correspondence 
with executives of manufacturers because of the fact 
that he is well-known to most of them, having met 
these executives in person at national conventions. 
This is really one of the important opportunities for 
a stationer and any one can take advantage of it. 

And not only does it afford the stationer an oppor- 
tunity to come in personal contact with the manu- 
facturer, but he meets other leading stationers with 
whom he can exchange ideas and discuss mutual prob- 
lems. ais 

HOWARD EQUIPMENT SETS GRAND RECORD 

S. B. Howard, head of the recently-opened Howard 
Office Equipment and Supply Company, Kingsport, 
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Modern Bank and Business Office Equipment 
PRACTICAL AND CONVENIENT 
SAVES OPERATOR’S TIME AND EFFORT 








THE X-RAY POSTING TRAY wm 
For Unpunched Cards or Ledger Sheets. 
Furnished With or Without Offset Feature. 





Carried in several stock sizes, and made to order to meet any requirements. 








< a ADJUSTO TRAY-BINDER ON WHEEL BASE 


The ADJUSTO is the only device that combines all good features of Posting Tray 
and Binder, providing capacity, security, and efficiency in operation. Made for 
sheets of any size, with or without bottom punching. 





Wheel Base furnished in all standard heights or adjustable in height as desired. 








COMBINATION TRAY-BINDER AND FILING CABINET = 


A practical outfit combining the active ledger, transferred account sheets, and sur- 


plus sheets in one convenient unit. 


Sturdy cabinet base construction mounted on easy rolling swivel casters. Furnished 
either with or without hood, and made for all standard sheet sizes. 








<——ear THE SERVIBUS LEDGER REFERENCE RACK 
The SERVIBUS ends the drudgery of carrying books between storage safe or vault, 
and the bookkeeping department. It provides a place for each book, where the 
records can be instantly referred to without effort. The ledgers need never be re- 
moved from the SERVIBUS except for posting. 








NEW STREAMLINE TRUCK STANDS »—— 


These all steel Truck Stands are dignified in appearance and are of prac- 
tical construction throughout. Furnished to fit posting trays of any size, or 
made to order to meet any requirements. All standard heights or adjustable 
to any desired height. Durable, easy rolling, swivel casters. Permanent 


lacquer finish. 








Office Equipment Dealers are not required to purchase a stock. We accept your individual 
orders as you secure them, and furnish the RIGHT EQUIPMENT on each order. 


Write for descriptive literature and Dealer Price List. 


LE Fk EB URE CORPORATION, Originators and Manufacturers 
3117 FIRST AVENUE, S. E. CEDAR RAPIDS, IOWA, U.S. A. 


Stationers attending the Kansas City convention are invited to stop off at Cedar Rapids 
and get acquainted with LEFEBURE 
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The Lite that leads to— 


quicker figures, cheaper figures, 




























more complete figures 


THE Comptometer line of adding-calcu- 
lating machines maintains its front-rank 
position in the field of accounting as 


high-speed equipment for all figure work. 


Those qualities which distinguish 
Comptometer performance— mechanical 
c precision; sound construction; Con- 
owered trolled-Key safeguard against operating 


amons , 
rior: errors, and other automatic safety con- 
supe ¢ 

no 


eLectR 


trols — are available in units suitable 


for every kind of figure work. 


The variety of machines available 
offers a suitable model for economical 


production of each class of work. 


A Comptometer representative will be 
glad to discuss the line with you, and 
recommend the machines most suitable 
to your own particular needs. A tele- 


phone call or letter to any Comptometer 


STANDARD MODEL J COMPTOMETER— office — or to the address below — will 


High-speed, dependable machine for all a : i 
Meuse work. bring you further information. 
FELT & TARRANTI MFG. CQ. 


1719 North Paulina Street Chicago, Hl. 





20-COLUMN 
DESK UNIT COMPTOMETER— Especially 
designed for sales distribution and general 


statistical work. 


COMPTOMETER 


REG. U. S. PAT. OFF. 
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Tenn., set an enviable record recently when he re- 
ported that more than half the business men of his 
city had opened accounts with his firm. 

“We have only been open a short time,’ Mr. Howard 
explained, “but from the beginning we made a con- 
stant drive for business. As a result we now have 
accounts with sixty per cent of Kingsport’s business 
men. And now we are going after the other forty per 
cent.” 

“Mr. Howard’s store, which is located on Market 
street, carries a complete line of office supplies, Royal 
typewriters, Remington Rand adding machines and 
All-Steel-Equip Company office furniture. The com- 
pany is staffed by five persons, including Mrs. Howard 
who is bookkeeper for the firm.—CGJr 

a 
HOYT BOOSTERS END SEASON 

The Dick Hoyt’s Boosters, one of the most successful 
softball teams in Hammond, Ind., recently ended its 
season, said to be the most successful since the club’s 
organization in 1932. 

The club is sponsored by Dick Hoyt, Royal type- 
writer representative in Hammond, and is managed by 





Dick Hoyt’s soft-ball team which defeated nearly 
Extreme right is Mr. Hoyt and at 


The Boosters. 
all comers at Hammond, Ind. 
extreme left is Herb Frost, manager of the team. 


Herb Frost, known in the Indiana city as the “Connie 
Mack” of softball. 

The team is composed of the following: 

Pitchers. Wallie Laws, Emil Neiner, Johnny Keaglie, 
and Players Eberle, Martens, Bock, O’Connor, Keightley, 
Mygrants, Howorth, Bonic, Prohl, Walker, Wandrey and 
Garrett. 

atiiaiie 
“WHAT’S AN OFFICE, ANYWAY?” 

A sixteen-page booklet entitled “What’s An Office, 
Anyway?” written by Donald Wilhelm, noted author 
and contributor to several national magazines, has just 
been published as an advertising piece by the Dicta- 
phone Sales Corporation, New York. 

The booklet, illustrated with a half dozen humorous 
drawings, deals with the efficiency created in the mod- 
ern office when Dictaphone machines replace the 
tedious method of waiting to give dictation to a sten- 
ographer when there are not enough to go round. 

——__ 
SELRITE COMPANY MOVES 

The Selrite Typewriter Company, dealers in new and 
used adding machines and standard and portable type- 
writers, New York City, has recently moved into new 
and larger quarters at 102 West Forty-eighth street. 
The firm was formerly located at 1225 Sixth avenue. 
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COLUMBIA 


FILING CABINETS 














COLUMBIA COLUMBIA 





LINE H | wipe sections 
: for 
P 
peer E LETTERS 
5 DRAWER LEGAL PAPERS 
4 DRAWER CARDS 
3 DRAWER Cc DOCUMENTS 
2 DRAWER CHECKS 
INSERTS O STORAGE 
COLUMBIA M COLUMBIA 
aan e HALF SECTIONS 
for 
Progressive L LETTERS 
Suspension E LEGAL PAPERS 
5 DRAWER CARDS 
4 DRAWER T DOCUMENTS 
3 DRAWER CHECKS 
2 DRAWER E INVOICES 
INSERTS STORAGE 
COLUMBIA COLUMBIA 
COLONIAL D CARD INDEX 
LINE 
Pro i E a 
ae SHORT LINE 
Suspension A ; 
5 DRAWER on 
4 DRAWER L CARDS 
3 DRAWER DOCUMENTS 
2 DRAWER E CHECKS 
INSERTS A LEGAL BLANKS 
COLUMBIA COLUMBIA 
ATLAS 
LINE L | BANK EQUIPMENT 
, Pee at | LEDGER DESKS 
4 DRAWER N CROSS FILES 
3 DRAWER 
Y 
> DRAWER E POSTING TRAYS 
INSERTS 5 DESKS 


Manufactured by 
COLUMBIA STEEL EQUIPMENT CO. 
P. O. Box 2244 
PHILADELPHIA, PA. 
Office and Show Room 
Lincoln Liberty Bidg. 


N. E. Cor. Broad and Chestnut Sts. 
IEEE Ss A ET EER SA TS ROE AI! tn A TOR RRR 
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SPONGEX 70" 





A New Popular Priced 
Cushion—The No. 70 Line 


| ERE is the answer to a high quality {Cushion to retail 

at a popular price. It is filled with 44” of special 
Sponge Rubber in one piece and covered with Jaspe cloth 
in green and brown shades. The Cushion is comfortable, 
durable and attractive looking and should be a good 


seller every month in the year. 


Sizes and Prices List 
No. 75-——17 49°17" $1.00 
No. 73-—15"415 re 
Ilustration above shows actual swatches of material 

Attractive colorful window displays free on request—write 


Equip Your Office with Spongex Seat Cushions 


1 size and style for every purse and purpose. 


NO. | TYPI 
WRITER PAD 


SIZ} 
a sis 


A cushion 
espec ially de 
signed to reduce 
noise and vibra 
tion. The solid 
black sponge 
base absorbs 
shocks The 
special acousti 
cal black sponge 
top absorbs 


none 





List $1.00 


New Displays. New Folders. Write 


The SPONGE RUBBER 


PRODUCTS CO., Inc. 
DERBY, CONN. 
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NEW ENGLAND TRAVELERS NOTES 

Mr. and Mrs. Fred Salmen, who need no introduction 
to readers of this column, celebrated their twenty-fifth 
wedding anniversary in their home at 43 Glen Rock 
Circle, Malden, Mass., September 22. To them go the 
congratulations and well-wishes of the entire club. 

. * * 

Free admittance to baseball games proved quite pop- 
ular among the club followers last September 19 when 
several members attended a game between Boston and 
Detroit at Fenway Park, Boston, as guests of the club. 

« . 7 

A grand time is under preparation for the travelers 
who will gather October 23 at the Stony Brae Country 
Club for what promises to be one of the most enjoyable 
meetings of the year. Guy Hart and Jim Armington 
have got the arrangements under control and members 
are urged to reserve this date now. 

* . * 

The first fall meeting of the Boston Stationers Asso- 
ciation will be held in the Boston City Club, Monday, 
October 21. Two features of the big event will be an 
exhibition of current counter and window displays for 
which 125 manufacturers have contributed their efforts 
and time, and the distribution of the B. S. A. Encyclo- 
pedia of Manufacturers Sales Helps. 

+ * > 

The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 
Club. 


> 
BRYAN MOVES AT OKLAHOMA CITY 

Because of the need for larger quarters in which to 
house his recently-acquired line of office furniture, 
Mike Bryan, office supplies dealer, has recently moved 
from the Key building to 224 West Second street, Okla- 
homa City. 

In the new quarters, where space is practically 
doubled, Mr. Bryan has done an artistic job of rear- 
ranging stock and displays. One side of the store is 
given to office furniture and the other to general office 
supplies. A section of the rear is partitioned off for a 
print shop and the rest used for a filing cabinet display 
section. 

After operating for five years as the Bryan & Doyle 
Company, the partnership was dissolved and in June, 
1933, Mr. Bryan set up his own establishment. In 1934 
the print shop was added and this year a line of office 
furniture acquired—ATW. 

~~ 
POOLE OPENS OFFICE EQUIPMENT CO. AT 
DES MOINES 

Joseph Poole, who has been selling office equipment 
for the last twenty years, recently opened an office 
appliance company under the name, De Luxe Office 
Equipment Company, at 730 Forty-fifth street, place, 
Des Moines, Iowa, selling office equipment in that city 
and vicinity. 

Mr. Poole wishes to receive catalogues, price lists 
and other data from manufacturers of office equip- 
ment and supplies. 

> 
SAINBERG ISSUES NEW ILLUSTRATED PRICE LISTS 

Two new mailing pieces bearing interesting details 
of several new lines adopted by the firm have recently 
been printed by Sainberg & Company, Inc., New York, 
N. Y., manufacturers of desk sets and desk accessories. 

The two new folders, attractively illustrated and con- 
taining the prices of the various offerings, particularly 
stress a new line of home desk sets, as well as telephone 
indexes, felt chair pads, correspondence folders and 
other items. 
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NEW PRODUCTS 


and NEW IDEAS 
ata ae THE G/ W TRI-GUARD FILING PRINCIPLE IS THE 


DEALERS’ 
PROFITS 


New and improved prod- | 
ucts are constantly being - 
developed to increase the LK 
sales and profits of Globe- | 
Wernicke dealers. 


























OUTSTANDING FILING DEVELOPMENT IN YEARS 


a 




















Recently we announced 
two new lines of beautiful, 
modern, solid end book- 
cases, together with a spe- In the Tri-Guard file, a “V" 


cial merchandisin lan shaped filing pocket is formed 
3 P by a touch of the fingers at 


that permits dealers to any subdivision of the file. 
give customers sets of fine The ‘‘Sway-check" principle 
books free with the pur- keeps guides and folders in 


an upright position so indexes 
chase of bookcases. and labels are always visible. 








As a result, many dealers 
expect to sell more book- 
cases in the next few 
months than they have 
sold in the past several 
years. Ask us tosend you 


thedetailsofthisprogram. S p ee d U p Fi | ny g an d Fj ny d n g 


The Tri-Guard filing principle saves time, work, wear and tear on 
guides, folders and other contents of drawer. It assures better visi- 
bility and greater accuracy in filing and finding. Letters are simply 
dropped in and lifted out without difficulty. It is not necessary to 
adjust follower before closing drawer. 


Inefficient, out-of-date files and methods cause errors, delays, a lot 
of extra work, and increase expense, until the real cost is far greater 
than modern Tri-Guard files. No item of office equipment offers 
greater possibilities for real economy—or expense. The best is 


always cheapest in the end 


Let us tell you about our proposition and how we can work together 
to our mutual advantage. Globe-Wernicke offers the most com- 
plete source of supply for office equipment dealers and stationers. 





Globe-Wernicke Ardmore 
Bookcase No. 42 


Globe-Wernicke 






Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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INK-VUE 
TIP-FILL 


a new Waterman's 
with 

1 Visible Ink Supply 

2 Double Ink Capacity 

3 Patented “Tip-Fill” 


4 Exclusive Ray Design 


Waterman’s first transparent 
barrel self-filling pen was a 
“pump” pen, made in 1903. 
Realizing its limitations, we 
then developed the sac self- 
filler, which is still the sim- 
plest and most satisfactory 
filling method. 

We are now offering a per- 
fected pen with visible ink 
supply and double ink capac- 
ity—but free from the im- 
perfections of present-day 
pump and “vacuum” pens— 
and with exclusive, patented 


Waterman's features. 


No parts to unscrew or de- 
tach ... no pistoms ... no 
packing ... easy to fill... 


easy to empty. 


PEN $5 
PENCIL $3 


Two Colors—Silver Ray 


and Emerald Ray. 


7-Point Selection 


L. EF. WATERMAN CO., 191 Broadway, New York City 
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ew/ Waterman's 





TIP-FILL BOTTLE 


Most famous of all inks— 
Waterman’s Blue Black—in 



















a new, de luxe, beautiful con- 
tainer that has been an in- 
stant hit! Labeling is confined 
to the moulded top, which 
makes it attractive enough 
for any home or office desk. 







Handsome gold, red and blue 
carton. Four ounces, 25¢. 


When ink gets 
low, bottle 
may be tipped 
im any direc- 
tion to a new 
base, making 
filling easier. 














a Feature of ALL Waterman’s Pens Vy 


* Chicago + Boston «+ 













THE NEW 


NO. 7 
EMERALD 
RAY with 
TIP- FILLING 


PEN $7 
PENCIL $3 


A mew color! A 
new design... pro- 
tectedagainst im- 
itation. All the 
features of the 
popular No. 7, in- 
eluding Tip-Fill. 
Made of a new 
double-strength 
material that is 
practically un- 
breakable. 


San Francisco «+ Montreal ¥ 
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DIVELBISS SENDS MESSAGE VIA MIMEOGRAPH 

L. B. Divelbiss, proprietor of an office equipment store 
at Columbus, Miss., recently issued a clever catalogue 
done entirely on the mimeograph. The booklet, en- 
titled “Messages of Merchandise” is made up of six 
pages describing the various lines carried by the firm. 
These included a range from Mimeographs, typewriters 
and letter files to school supplies and sport equipment. 


by 
% 


NEVA-CLOG.° 9%: 


Two New Neva-Clog Displays.—The two clever 
displays shown above are being offered to the 
trade this month by the Neva-Clog Products, 
Inc., Bridgeport, Conn. The lower display, 
which is known as C-3, is designed to hold the 
three new machines, D-30, D-40 and J-30, while 
the top display is for showing the Stapling Plier. 
These displays will be distributed to the trade 
free on request. 
ee ee 
DAM CONSTRUCTION REQUIRES INDEXERS 
Remington Rand News, reported on contracts made 
for indexing important construction contracts for the 
United States government. The government policy re- 
quires that the women be transferred back and forth 
from work, as they are not permitted to live at the 
construction job. At Hoover Dam the indexers com- 
muted to Los Vegas, utilizing an automobile. The in- 
dexers on the Bonneville job travel back to Portland 
in an automobile when the day’s work is done. 
i ee 
NEW COLUMBUS FIRM OPENS 
With J. P. Dorsey as sales manager, a new firm known 
as General Office Machines, recently opened at 177 
South Fourth street, Columbus, Ohio. The concern 
features factory-rebuilt typewriters and new portable 
typewriters of all makes. It will also handle Victor 
adding machines in nine central Ohio counties.—ATW 
—o—__—_ 
SMITH’S REPAIR SHOP OPENS 
R. E. Smith has opened the Smith’s repair shop in 
Johnson City, Tenn. The concern will handle Edi- 
phones, typewriters and adding machines.—CG 
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has been promising 


‘LOWEST PRICE LOOSE-LEAF 
SHEET PROTECTION” —here itis! 
The 


Acccopress Binder 


Red, Grey or Black 
Pressboard 










il Binds | 


2000 


letter size 
sheets for 


30c 
























* Two-piece cover construction of 
genuine pressboard —all loose-leaf 
sizes and centers—using the World's 


famous ACCO PAPER FASTENER 
for binding. 


* Prove to your customers they can 
"Bind a Lot for a Little." 


Make Sales with Real Profits 


Send for sample and proposition 





ACCO PRODUCTS, INC. 


LONG ISLAND CITY, N. Y. 







CANADA 


Acco Canadian Co., Ltd. 
454 King St., West 
Toronto 
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THIS NOISELESS 


brin gs you 


STEADY PROFITS 
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PREMIER REBUILT 


for the 





Here is a sure source of steady profit 


Dealer. Everywhere, on-their-toes typewriter 
men are cashing in on the tremendous demand 


for a genuine Noiseless at a new low price. 


This Premier Factory Rebuilt is the only genuine 
factory rebuilt Remington Noiseless typewriter. 
And it is a beautiful job. These machines are 
the 


process in the industry 


wiven most rigid and complete rebuilding 
rightin the factory where 


they were made originally. 


The public wants Noiseless typewriters. And the 
Premier rebuilt Remington Noiseless, at a new 
lower price, is exactly what they want. It offers 


you unprecedented sales opportunity and steady 


profits. 


Send the coupon today! 














AMERICAN WRITING MACHINE COMPANY 
374 Broadway, NEW YORK CITY 


the Premier Rebuilt 


profits 


| “am willing to be shown how 


Noiseless will bring me steady 
Name 


Street 


Cuity 
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NEW MARKWELL DISPLAY READY 

The Markwell Manufacturing Company, Inc., has an- 
nounced that there now is ready for authorized Mark- 
well dealers an unusual and attractive display featur- 
ing the 1936 Model “RX” fasteners. The display is pro- 
vided in two forms—a poster to be pasted on the win- 
dow as well as a card with an easel to be placed on 
the dealer’s counter or window. Dealers may obtain 
additional information by writing to the company at 
200 Hudson street, New York City. 





opened in 


This store was recently 

Columbus, Ohio, by the Columbus Blank Book Manufacturing 

On the extreme left is Clarence Hoover, store man- 

ager, talking things over with Ed. Haller, representative of the 
F. S. Webster Company, Boston, Mass. 


4 Credit to Columbus. 


Company. 


_ 
LIGHTING INSTITUTE HOLDS SCHOOL 

Working in conjunction with the Chicago Display 
club as a means of stressing the necessity of good light- 
ing in stores, the Lighting Institute of Chicago last 
month conducted a school in show window and store 
lighting. 

The school, held for one week beginning Septem- 
ber 9, was, together with the classes, in the active 
charge of the following: Robert O. Johnson, display 
manager of the Commonwealth Edison Company, and 
president of the Chicago Display club, and E. D. Till- 
son, R. G. Raymond and Carl Zersen of the Institute 

The setting up of the merchandise displays was in 
charge of John Polari, Charles A. Stevens Company; 
Carl V. Haecker, retail display department, Montgom- 
ery Ward & Company; Arthur Miller, Florsheim Shoe 
Company and J. W. Campbell, Carson, Pirie Scott & 
Company. 

Among the speakers who addressed the various 
classes were James Ketch, General Electric Company, 
Cleveland; William Foulks, Curtis Lighting Company; 
James Toohey, Holophane Company; A. T. Fisher, 
Western Electric & Manufacturing Company and E. W. 
Wheeler, Reflector and Illuminating Company 

According to Mr. Haecker, the school was held for 
the purpose of advising merchants of the need of 
proper lighting as a means of properly displaying mer- 
chandise, attracting and holding customer interest and 
offsetting the competition of theaters and other 
brightly-lighted spots. 

ae 
NEW PITT CATALOGUE IS OUT 


Following several weeks of preparation, the Pitt Cor- 
poration, manufacturers of the Pitt loose leaf lines, 
Kansas City, has completed its new catalogue No. 10-5 
which is now ready for distribution. A copy of the 
catalogue may be obtained by stationers and office sup- 
ply firms by writing the Pitt Corporation at 209 West 
Nineteenth Terrace, Kansas City, Mo. 
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Carry a Complete Line ....a 


Profitable Line... Buy Shaw-Watlker! 





“=~ ‘‘Free-Coasting’’ Files 


Proven to have more customer acceptance 
than any other file on the market. Six lines 
every price and every purpose 


Fire-Protective Devices 


Shaw-Walker dealers are the only dealers —_ 
who can sell Fire-Files. Insulated files are 
made by any other manufacturer for = 


lealer distribution. Fire-protected cross-files, 
posting trays and ledger desks also in the 


ne 


The Sensational Skyscraper Desk 


~ ___ee~=Césé«OMMoreee: selling points than any 
=([| t= other steel desk. A complete line 
=| | © of business furniture,—desks, ta- 
b {— s * bles, aluminum chairs. 
2 


Machine Bookkeeping Equipment 





A complete line for use in all finan- (ae ' 8 
cial or commercial organizations, | DBA we) 
Ledger equipment, special desks, all | | 
kinds of form cards for usual or | | 


unusual applications 











Applied Indexing . . Indexing Supplies 


. , Simple, effective systems, easy to 
if. A understand and sell,—and a very 
~ 6) complete line of all standard cards, 

folders and guides. 


The Complete STATE Line 


[his includes a complete line of files 


(with and without suspension slides), in 
Storage Cabinets .. Stationers’ Items 


lexing supplies, card files in wood, steel 
or fibreboard, and many other small items 


= . . . including transfer cases in a very 
1} 4 large assortment of sizes, trays, card cabi- 
| nets, bookcases, clip and arch boards, etc. 


SHAW WALKER 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNI- 
TURE AND FILING EQUIPMENT IN THE WORLD 









F you're making all the money you want in the office 
equipment business, you aren't interested in making 
changes or additions in your lines. But if you want 

to increase your profits, we can probably help you. We 
are in a position to appoint several new dealers at this 


time, if they are responsible and aggressive. 


Read on this page the advantages that a Shaw-Walker 


Dealer gets. 


“Built Like a 
Skyscraper” 





Your Customers Know 
This Trademark 


“Built Like A Skyscraper’’ is the best known phrase in this 
industry, bar none . . . it identifies the most complete 


line of equipment available to any dealer. 


By sending this coupon you may find out some- 
thing that may help your business a great deal. 
Fill it in and send it. We will send you detailed 
descriptions, prices and other interesting in- 


formation. 


To: The Shaw-Walker Company 
Muskegon, Michigan 


Send us the information on the Shaw-Walker franchise. 


We're particularly interested in the following 
The Complete Line Filing Cabinets 

Desks, Tables, Chairs Machine Bookkeeping Equip 

Fire Protective Devices ment 

Indexing and Supplies Storage Cabinets and Sta 


The STATE Line tioners’ Items 
NAMI 


ADDRESS 
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32ND ANNUAL NATIONAL 


BUSINESS SHOW 


October 14th to 19th, 1935 
COMMERCE HALL 


Port Authority Building 
Eighth Ave. and 15th St. 
NEW YORK 


Featuring the latest methods, machines 
and equipment for meeting the business 


administration needs of today 


National Business Show Company, Inc. 


America’s Efficiency Exposition 
Frank E. Tupper, President 


50 Church Street New York, N. Y. 
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PASSED AWA Y 





T. A. STEINMUELLER 

Members of the industry were deeply shocked to hear 
of the death, last September 12, of Theodore A. Stein- 
mueller, president of Lucas Bros., Inc., office equipment 
house of Baltimore. Mr. Steinmueller passed away at 
his residence, 610 West Fortieth street, Baltimore, after 
an illness of only two days. 

Born in Baltimore in 1867, Mr. Steinmueller entered 
the printing and stationery business at an early age. 
His rise to prominence began when he joined the old 
firm of Guggenheimer, Weil. In 1902 he became affili- 





The Late Theodore A. Steinmueller 


(From an old portrait) 


ated with Lucas Bros., taking complete charge of the 
company until, in 1905 the firm incorporated and he 
was named vice-president and general manager. 

In 1928, upon the death of William F. Lucas, Jr., the 
then president, Mr. Steinmueller was elected to fill the 
high post which he held up to the time of his death. 

He was well known throughout the industry and was 
a past president of the Baltimore Stationers Associa- 
tion, vice president of the Stationers Guild of America 
and a former officer in the National Association. There 
is no family surviving him. 

BRUNO ZOECKLER 

Bruno Zoeckler, since 1895 head of the stationery 
house which bears his name at Davenport, Iowa, died 
August 13 in St. Louis where he had resided for the 
past two years. Death was caused by an infection of 
his foot and leg which developed into streptococcic 
poisoning. 

Mr. Zoeckler, who was sixty-eight years of age at 
the time of his death, was active in the management 
of the Davenport concern up to the time he went to 
St. Louis to live. At that time his two sons, Wilton H. 
and C. Rupert Zoeckler took over the store manage- 
ment. 

Born March 24, 1867 in Wheeling, West Va., he went 
to Davenport when a boy. He was married on October 
21, 1895, to Lutie Hill in Davenport. 

Besides the two sons, Mr. Zoeckler is survived by 
a widow, a sister and four grandchildren. 


Y Y Y 
moe bee moe 


MRS. MARY C. B. GRISWOLD 
Friends of Harold Griswold, of the Sanford Manu- 
facturing Company, Chicago, will grieve to learn of the 
passing of his mother, Mrs. Mary C. B. Griswold, who 
succumbed at her home, 1142 Ridge avenue, Evanston, 
Ill. She had been ailing two years. Mrs. Griswold had 
attained her ninety-fourth year. 


Y 
bee 
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The Nw BURNS 


AUTO-LINER COPYHOLDER 





With A “*Remote-Controlled’’ 


—LINE GUIDE 





Here’s a 1935 copyholder that promises 
substantial profits to stationers. It has 
every feature that a stenographer wants 
and every sales point that a stationer 
needs. It has a ‘‘remote-controlled”’ line 
guide—dual copyholding fixtures—firm, 
non-tippable base—easy quiet operation 

and, best of all, a retail price of only 
$12.50. 


The outstanding feature of the new 
Burns Auto-Liner is the ‘‘remote-con- 
trolled”’ line guide. The control lever 
extends to the right of the typewriter 
keys and permits an easy, smooth adjust- 
ment of the line guide that does not in- 
terfere with the typing rhythm. It is 
equipped with a mechanical stop and 
may be adjusted for single, double or 
triple spacing. 


Full details about the new Burns Auto-Liner, Burns Tele- 
phone Brackets and other Burns Office Specialities are con- 
tained in our 1935 catalog. We will gladly send copies, 
together with discount sheets, to all stationers, without 
obligation. Write for vours. 


AMERICAN AUTOMATIC 
ELECTRIC SALES COMPANY 


1033 West Van Buren Street CHICAGO 























VALUABLE PAPERS REMAIN VALUABLE 
ONLY WHEN INTACT 
THERE IS NO SUBSTITUTE FOR EYELETS 





EYELET REMOVER 





THE NEW 


°K. 


Eyelet Punch 
$950 


including 
200 eyelets 


99 





Thrice improved now a piece 
of perfection. 


Simple: Just put a “Chal- 
lenge” Eyelet on the perforat- 
ing pin, slip in the papers and 
squeeze the handles twice. That’s 
all there is to it. No first per- 
forations, no fingering with the 
eyelet, no bother whatever— just 
squeeze twice. “K-O” will also 
remove and redeem the “Chal- 
lenge” eyelet, whether set by this 
punch or by the “C” Press. 

Guaranteed to give five years’ 
perfect service provided genuine 
“Challenge” Eyelets are used ex- 
clusively. 


STATIONS & S 


You will find owners of "C" * Presses 
keenly interested in the way this 
punch redeems or removes a set eye- 
let. When they ask for "C" Eye- 
lets, show it. It will pay its way 
handsomely if given half a chance. 


‘co "Challenge" 


Edw. L. Sibley Mfg. Co., Ine. 
BENNINGTON VERMONT 
Since 1886 


**None But Our Own Creations” 
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Mrs. Griswold arrived in Chicago in 1850, and before 
becoming a resident of Evanston lived on the south 
side, where she was active in the Presbyterian church. 
Two daughters and two sons survive—Mrs. Maude 
Schwender and Grace Griswold; Harold Griswold and 
Edward B. Griswold. 


¥ * ta 
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Cc. S. RYAN 


Believed to have been stricken with a heart attack, 
Christopher S. Ryan, New England sales manager for 
the typewriter division of Remington Rand, died in his 
sleep on the morning of September 12. 

Mr. Ryan joined the ranks of Remington at Boston 
in May, 1890 at the age of seventeen. He began as an 





The Late C. S. Ryan 


office assistant, than became a salesman and finally, 
in 1912, manager for nearly all New England. During 
that time Mr. Ryan displayed a loyalty and steadfast- 
ness of purpose which inspired every associate. 

In 1930 Mr. Ryan took a brief leave of absence on 
the advice of doctors but seemed to recover rapidly. 
He is survived by a widow and four children. 


ha 
mo oe el 
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J. W. MARSH 


John W. Marsh, president of the Marsh Stencil Ma- 
chine Company, Belleville, Ill., passed away September 
12 following an illness of more than a year. Mr. Marsh 
was sixty-five years of age at the time of his death. 

Mr. Marsh is survived by two sons, Walt and E. J. 
Marsh, both of whom were associated with him in the 
business and who will take over its control without 
changing any of the company’s policies. 


y bg Y 
4 moe -« 
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MRS. M. R. GLOVER 


Mrs. Marion Rhodes Glover, widow of the late Griff 
Glover, former official of the Dalton Adding Machine 
Company, died September 19 at the home of a sister, 
Mrs. Charles Dabney Terrell, Benoit, Mississippi. Mr. 
Glover was well known throughout the industry due 
to his wide experience in various branches in the field. 


ha y ba 
>» m4 m4 


MRS. BERT ABRAMS 


Funeral services were held September 20 in the Cy- 
press Hills cemetery for Mrs. Bert Abrams, who died 
September 18 at her Brooklyn residence, following a 
lengthy illness. 

Mrs. Abrams, whose husband is president of the 
Adoma Publishing Company, publisher of The Modern 
Stationer, New York, is survived by a daughter, Mrs. 
William Hymlin, and a grand-daughter. 
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5 NEW MODELS 


os a 


BARRETT 
DESK MACHINES $195 


All with Direct Subtraction, Full fc. b. Phils. 
Feature Equipment, New Black 
and Satin Two-Tone Finish 














THE 
World’s Best Value 


MODEL 


82AE 


“Quick as a Flash” 


9-Column Totaling Capacity, Fully 
Equipped, Direct Subtraction 











NEW LOW PRICES 


Barrett Figuring Machine (Non-Listing Calculator)... .. . $45 
Model 82A (9 Column Totaling, Hand Adding Listing)....... $85 
Model 82AE (9 Column Totaling, Electric Adding Listing).... $125 
Model 122 (12 Column Totaling, Hand Listing Calculator)... . . $125 


Model 122E (12 Column Totaling, Electric Listing Calculator).. $165 




















Barrett Desk Machines and Barrett Figuring Machines 
always add correctly and never need service other than 
that necessary for maintenance, cleaning and oiling. 





Barrett Users Are Satisfied Users f fs 
oy d se 
BARRETT DIVISION oe ee 
LANSTON MONOTYPE MACHINE CO. <3" 2% 
24th at Locust Street, Philadelphia, Pa. 7 ro de 3° 
= ra “> ~ y 





Set in Monotype Stymie Family 





116 






With the same simplicity of design, the same 
substantial, sturdy construction as our non- 
shift binder we now present a visible book 
with a built-in automatic shift—and at no in- 


crease in price. 


The automatic shift permits quick change 
and rearrangement of records without lifting 
the sheets from the prongs. Each has its dis- 
tinctive field—the non-shift book for numer- 
ical or chronological order and the shift book 


where sheet changing is frequent. 


Now, with both non-shift and shift books 


the Cesco dealer possesses a distinct ad- 
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VISIBLE RECORD BOOKS 


WITH AN 
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vantage—a range of Visible Equipment un- 
approached by any other manufacturer. 


Visible Books have come to be recognized 
as one of the outstanding achievements of 
modern record keeping. The market is a 
constantly expanding one—your sales force 


will find this field a profitable one to develop. 
AGENCIES AVAILABLE 


Progressive, established dealers who are alive 
to the sales possibilities of Visible Equipment 
are invited to correspond with us regarding 
agency arrangements. We also manufacture 


a complete up to date line of standard Loose 


Leaf Goods. Send for Catalog. 


THE C. E. SHEPPARD CO. 


4423 Long Island City 
S > 
Twenty-First St. Ceseo ) New York 
noms 





The built-in automatic 
shift quickly creates a 
space for a new sheet 
between any two sheets 
and in a4 reverse manner 
closes the space when a 
sheet is removed. The 
shifting operation is ac- 
complished by moving 
one notched-hinge back 
member three-eighths of 
an inch relative to the 
opposite back member 
upon their common 
hinge rod, thus tempo- 
rarily changing the origt- 
nal spaced relationship 
of the opposing sets of 
prongs. 
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ALL-CANADA STATIONERS CONVENTION 
As this edition of Office Appliances goes in the mails, 
the All-Canada Stationers annual convention will be 
in process at the Royal York hotel, Toronto. For this 


reason this journal is able only to give the complete | 


program of the event but will present a comprehensive 
story in the November issue. 
The program for the three-day is as follows 


Monday, September 30 

10 a.m. Opening general session with a civic welcome 
extended to the visitors by His Worship Mayor Simpson 
of Toronto. The speakers will be J. S. Luckett, pres- 
ident of Luckett Loose Leaf Ltd., Toronto, and president 
of the Stationers Guild of Canada; R. N. Brown, pres- 
ident, The Brown Bros., Ltd., Toronto, and general 
chairman of the convention committee. 

In the afternoon will be held three divisional meet- 
ings—the manufacturers division with Walter S. Stew- 
art, vice president, Venus Pencil Company, Ltd., presid- 
ing. The wholesalers meeting will be presided over by 
H. F. E. Kent, vice president, W. J. Gage & Company, 
Ltd., Toronto, while the retailers divisional meeting 
will be held under the direction of W. Ed. Dawson, pres- 
ident, Dawson Bros. Ltd., Montreal. In the evening 
there will be special features in the exhibit hall. 


Tuesday 

9.30 a.m. General session. Chairman Thomas V 
Bell, president, Thomas V. Bell, Ltd., Montreal. This 
meeting will include reports and recommendations 
from group meetings. 

12 noon. Open period. Features in exhibit hall 

2.30 p.m. General session. Chairman P. F. Grand, 
president, Grand & Toy, Ltd., Toronto. The speakers 
and their subjects will be: R. M. Sedgewick, secretary- 
treasurer, Standard Chemical Company, Ltd., Toronto. 
who will speak on “Purchasing.” R.A. Maish, Dennison 
Manufacturing Company, Framingham, Mass., “Co- 
ordination of Divisions of Industry—Manufacturing- 
Wholesaling-Retailing.” Fred J. Nichols, National Cash 
Register Company, Dayton, Ohio, “Merchandising and 
Distribution.” 


7 p.m. Convention banquet in Concert Hall 
Wednesday 
10 am. “Guild” executive session, committee meet- 


ings, plant visitations, exhibit hall features. 

12:30. Golf tournament, Lakeview Golf and Country 

Club — 
CLEVELAND DEALERS MEET 

Members of the Cleveland Typewriter and Adding 
Machine Dealers Association held their September din- 
ner and meeting at the Hotel Allerton and mapped out 
a program of activities for the Fall and Winter ses- 
sions. 

At previous meetings the discussions have centered 
on such matters as overhauling, rentals and other serv- 
ice problems. At the last gathering, however, a number 
of the members indicated their interest was more 
toward sales than service subjects. As a result the as- 
sociation at its next meeting will have a speaker from 
one of the typewriter branches who will speak on retail 
selling and the technical side of the machine he repre- 
sents. The speaker for the October meeting will be 
E. J. Smythe, manager of the local Woodstock branch. 
Other typewriter company men will be invited to ad- 
dress subsequent gatherings of dealers. 

Plans are progressing for the clambake, date and 
place of which is to be announced later. A committee 
of arrangements is composed of Louis Pierce, chair- 
man; 
Schlect.—AED 








George Sherlock, Clyde Metzger and A. W. | 


lowest priced, practical 


ADDING MACHINE! 

















Remington Portable 


® the Remington Portable Listing-Adding Machine 
allows the dealer a substantial profit margin. 


it has features that make sales easy, turnover rapid. 
lists and adds 7 columns of figures up to $99,999.99. 
simple to operate. 

smooth, rapid handle pull. 


prints symbols to indicate total and subtotal. 


weighs only 11 pounds; convenient carrying case can 
be supplied. 


® compact—takes up less room on a desk than a 
letterhead. 


® backed by Remington Rand guarantee. 
® unequalled service facilities in all parts of U. S. 


® dealers have benefit of as- 
sistance of trained sales spe- 
cialists. 







LIST PRICE 
*65 00 
—— 

IN U.S.A 


mail this coupon TODAY 


® full line of display and direct 
mail material supplied. 


® write for details of the lib- 
eral dealership offer! 





Remington Rand Inc. Date 
Buffalo, New York 


Please send me a copy of the Remington Portable Adding Ma- 


chine dealership contract and literature descriptive of the ma- 
chine. 1! understand that this places me under no obligation. 


Name 


Address 


GOI nies csv vcccdesicccstessndsuy ck deweus tenons nee eeeenee 
OA-10 

















SMALL DESKS for STUDENT 
and other HOME uses... . 


No. 21-F 
Top 36x20 





FALL and HOLIDAY SEASON items 


These and several other Desks in the Alma Line are sug- 
gested for promotion as Fall items for the student, and as 
Holiday Gift items for the Home. In keeping with Alma's 
policy of "Good Desks for Little Money,” they represent 


dependable values in the lower price range. 
(Full information and prices on request) 


ALMA DESK COMPANY 
HIGH POINT, N. C. 
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(New Machines and Devices—Continued from 
page 55) 
and non-add sign. Operating keys are in easy reach 
of the right thumb in normal operation; the non-print 
lever prevents the paper from feeding from the paper 
carriage which is four and a quarter inches wide. 
The machine is fitted with an automatic ribbon reverse 
and unit keyboard construction. Auxiliary visible add- 





New Barrett Desk Electric Calculator 


ing dials permit the new machine to be used for non- 
listing sales listing. 

The machine is finished attractively with a satin 
damaskeen case and a black japanned base, ribbon 
cover and paper bracket. The keyboard and top plate 
are green. 

Electrically operated by General Electric 110 or 220 
volt universal motor, for use with alternating or direct 
current, the machine is tested at the factory at the 
speed of 165 strokes a minute. 

> 
REMINGTON RAND TRANSFER CASES 

Comprising fourteen units with which to house all 
standard record sizes, a new “850” line of transfer cases 
has just been placed in production by Remington Rand. 

Cases for large sheet sizes and for letter or legal files 
have one drawer within a frame. Smaller sheets and 
record cards permit two, three or four drawers within 
a frame. Each case is a sectional unit and like sizes 
may be built upward like blocks, securely intermem- 
bered vertically and firmly bolted to adjoining cases. 
This permits addition of units as required. 

A new departure in design placed the reinforced steel 
band inside the shell, adding to its strength and leaving 
a smooth exterior. The drawer body is formed of a 
continuous sheet of steel and the sides are made rigid 
by a reinforcing bead. Flat, completely closed bases are 
available for the new cases and Yale flat-key locks may 
be installed on individual drawers. 

> 
NEW LOW PRICED DUPLICATOR 

An 8'.x11 stencil duplicator known as the “Rocket” is 
being offered complete with initial supplies to retail at 
$3 by the Mailmarts, Department O.A., Cincinnati, Ohio. 

While a line of supplies is offered to distributors for 
use with the new machine, any standard supplies can 
be used with the Rocket, it is said 
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Desk Files... 
Work Organizers 


@ BLACK IMITATION LEATHER binding, 

blind embossed, CELLULOID TABS; attrac- 

tive, durable, practical. Excellent values 
priced for popular demand. 

First month's sales set a new high rec- 
ord—proof of profit possibilities for sta- 
tioners everywhere. 

Announcement is timely. January is the 
peak month for these all-year sellers. 

Order a supply today. Be first with the 


newest and finest desk files. 
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LIST PRICES ON FOUR NEW FILES 


Unitizers have insertable celluloid tabs. Printed and plain inserts 
included. Handifiles have A to Z celluloid tabs, printed two sides. 
Leaves heavy tag board. Compartments expand three-fourths inch. 


Size 


Stock 
No 


RX18 | 10x 12 
RX19/| 10x 12 
RX20 | 10x12 


RX31 | 10x 12 





WILSON- JONES 


ELIZABETH, 


CHICAGO 


Boxed two in a box. 





List Price 











Description Per Per 
Fach Doz. Gross 


Unitizer, 8 leaves. Side opening} $1.50 | $15.00 | $162.00 
Unitizer, 9 leaves. End opening 1.50 15.00 162.00 
Handifile, A to Z, 20 leaves. 


Side opening 2.50 | 27.00/| 292.00 
Handifile, 1-31, 31 leaves. 
__ Side opening 3.25 36.00 | 389.00 





COMPANY 


NEW YORK, N. 


- 
- 4 . 
ar og: 
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RUBBER CUSHION 
CHAIR SLIDES 







DIAMOND ARROW 
CHAIR CASTERS 











NOMAR RUBBER 


DESK SHOES 
DIAMOND VELVET 


CHAIR CASTERS 





as NOMAR “ATLASITE”’ 
DESK CUPS 





The Complete Quality Line of Caster and 
Floor Protection Products 


Concentrate on Bassick floor protec- Progressive office supply dealers are 
tion equipment. Bassick assures you daily building steady patronage on 
a complete line—a line that moves _ this dependable, popular-priced floor 
— for customers know that Bassick protection equipment. Catalog and 
means quality and assured service. complete information on request. 


THE BASSICK COMPANY, BRIDGEPORT, CONN. 


TEW ART-WARNER-ALEMITE O CANADA, I E, ONT i U.S.A 
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According to officials of the company manufacturing 
the new duplicator the Rocket was made to fill a de- 
mand for a low-priced device of this kind and sales for 
the item have already reached a substantial total. 

> 
DITTO DIRECT PROCESS DUPLICATOR 

A Ditto duplicator involving the use of a special car- 
bon and liquid has been placed on the market by Ditto, 
Inc., Chicago. 

On the new Ditto machine the original is made by 
writing, typing or drawing through a special Ditto 
direct process carbon paper which is available in four 
colors, purple, red, green and blue. The copies are 
produced direct from this original through the use of 
a special Ditto direct process liquid. 





The Ditto Direct Process Duplicator 


The principal feature of the Ditto duplicator is said 
to be the possibility of making repeated use of the 
master. In this connection it is pointed out that be- 
cause of the manner in which the copies are made, | 
each copy uses only a very small amount of ink from | 
each original. 

Other claims made for the machine are: 1. Repro- 
duces 250 or more copies from each original. 2. Copies 
one or all of four colors in one operation. 3. Produces 
from fifty to seventy copies per minute. 4. Copies on 
any size form, from a small label to a sheet nine by 
sixteen and three-eighths inches. 5. Copies on any 
weight of paper from tissue to card stock. 6. Available 
in hand and electric models. 

The Ditto duplicator also is equipped to automatically 
attach the new master and release the old, thereby 
eliminating the time lost through hand insertion. It 
has an automatic counter and a liquid supply gauge. 





ee — 
STREAMLINED LAMPS BY MARKS 

In a two-page folder the Marks Manufacturing Com- | 
pany, 521 West Monroe street, Chicago, recently an- | 
nounced several models of a new streamlined desk lamp | 
placed on the market. 

Four of the models, all of which are in a low-price | 
range, have shades made to give diffused lighting, al- | 
though they vary in shape, design and size. There is| 
the “Pacemaker,” with a streamline ornament on the 
shade and equipped with a tray on the base for pens 
and pencils. The “Comet” is likewise decorated and 
equipped with a tray, but is a rigid arm lamp and has 
a finish of baked bronze enamel. 

The “Zephyr” combines modernity and conserva- 
tism and shows traces of antique origins. Its shade is 
of polished bakelite in a black or walnut base, finished 
to match the shade and with a gleaming metal trim. 
The “Mercury” comes with a bakelite shade in black or 
walnut with a metal-trimmed base to match the shade. 









THIS 


PENNANT PLAN IS 
MAKING TOUCHDOWNS! 









To Customers Are 
Building Sensational 


Sales For 


Qutepoint DEALERS 


10 Popular College Pennants in a 

Glassine Envelope Free to Cus- 

tomers With an Autopoint or 
Realite Purchase! 


N the firm foundation of Auto- 

point and Realite quality 
we've’ built a red-hot selling plan that’s 
a natural. And the result is PROFITS 
for every dealer who is cooperating. 
The ones that got in early have al- 
ready rolled up _ sensational sales 
records. Don’t delay any longer... 
get this amazingly successful plan 
started in your store right now! 
Here’s how it works . . . you give a 
glassine envelope of ten college pen- 
nants Free to every customer who 
buys an Autopoint or a Realite. 
There are 70 pennants in all . . . and 
thousands of school kids, college 
students, yes, and grown-ups too, are 
out to collect the complete set. Here’s 
the chance for even faster sales on what 
are already the fastest-selling mechan- 
ical pencils in America. Autopoint 
is a better pencil. Better looking, with 
strong, durable construction and the 
exclusive patented grip-tip that keeps 
leads from breaking, wobbling, slipping. 
19 other superior features, too! Get 
the Pennant Plan under way at once, 
for big PROFITS! 


We Recommend Fast-Selling 
Assortment 4P 


36 No. 90B (25c list); 24 No. 92B (35c list); 
24 No. S-76 (60c list); 6 No. 48 (75c list); 36 
Tubes Medium Black (24) leads (10c list); 
12 Boxes Standard (4) Erasers (10c list); 90 
sets of Pennants, net to you, 4c per set (Regu- 
lar Retail Value, 20c). Write for discounts. 


Qutepoint- 
The 8 Better Pencil 











Here’s How We 
Help You “PUT 
IT OVER” 


Counter Card: 


3-Color, easel- 
type; 11"x13%4" 
effectivedisplay 
for inside store. 





8-Color 
Smash, Size 
24" x 36"! 
Shows Har- 
vard, Yale, 


7 others; lists all 70 colleges; 
Your window has never had 
a more striking display! 


hh 


Display Pennants : 


Three designs; yellow 
green and red; Real atten- 
tion-getters for your win- 
dow, or inside store. 











AUTOPOINT COMPANY 
1801 Foster Avenue, Dept. 0A-10, 
Chicago, Illinois 


AUTOPOINT COMPANY 


MENT st once. 
Firm 

Address 

City 

Signed by 


-—--- 


1801 Foster Avenue, Dept.OA-10,Chicago, Illincis 
O. K. Ship complete PREMIUM PENNANT PENCIL ASSORT- | 


State | 


[) Also send latest illustrated Catalog and Price List 
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CHAMPION 


tongue clasp 


ENVELOPES! 


Durably 
gummed seams and flaps that do 
not burst open. 


constructed with well 


A complete line of all sizes in both 
Jutex Manila and No. 1 Kraft 
carried in stock for immediate 
delivery. 


Just off the Press! 


Send for your copy of the 
new QUALITY PARK Cat- 
alog today. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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CALVERT’S NEW LAMP LINE 

A new line of desk lamps, including several] unusual 
and unique models, and equipped with the Calvert 
indirect bulb, has just been completed and placed on 
the market by the Calvert Lamp Company, 300 East 
Federal street, Baltimore, Md. 

Coincident with the marketing of the new line the 
company, which was established in 1919, announced 
that for the first time in the history of the firm it 
is distributing its products direct to dealers instead of 
through jobbers only as in the past. 

The new lamps, many of which are in the low price 


SHADE WITH WHITE INSIDE REFLECTING 
SURFACE CREATES COMPLETE DIFFUSION, 


INDIRECT 
CALVERT 
BULB WITH 
OPAQUE 
REFLECTING 
SURFACE 


BLUE BAND 
ABSORBS 
HARMFUL 
AND WAST- 
ED RAYS 





Illustrating the Calvert Indirect Type of Lighting, Using a 
Special Bulb. 


field, are offered in eighteen different patterns, includ- 
ing floor standard lamps, desk lamps and clamp-on 
lamps. The stands and shades are of practically every 
shape and size. The finishes include statuary bronze, 
antique brass, oxidized silver, black and chrome, 
sprayed bronze, white enamel, bank bronze, old Eng- 
lish bronze, and verde green. 





Calvert Lamp No. 510 


One of the principal features of the Calvert line of 
lamps is the Calvert globe which has been created 
for the purpose of providing eye ease. The globe is 
equipped with an opaque reflecting surface which 
throws the light back against a white-lined shade. 














for selling 
features! 





Every Invincible installation has that desirable “custom designed” appearance. 


NE glance determines the question of beauty in a line of 

office furniture. But no mere glance determines the ques- 

tion of quality and utility. You must “look under the paint” for 
that! 


The successful way to sell quality office furniture today is to take 
the customer “under the paint”! The Invincible line is rich in 
selling features—exclusive features! For instance, the famous 
“one piece”’ file cabinet construction—“triple flange” construction 
—‘‘lock welded” fastenings—improved cradle type drawer sus- 
pension—new “extra filing space”’ follower—and many other out- 
standing features. 


Have you heard about the remarkable progress made by the In- 

vincible line during the past few years? It will pay you to investi- 

gate and find out why Invincible dealers are so enthusiastic. 
Send for Latest Catalog 


A veritable gold mine of information on one of the fastest growing lines of office 
furniture in America today. Send the coupon. 


INVINCIBLE METAL FURNITURE CO. 


Factory and Executive Offices, Manitowoc, Wis. 
NEW YORK CHICAGO LOS ANGELES 





STEEL FURNITURE cg TAL yg, ay 
DESKS . . . FILE CABINETS ee ee 
COUNTERS . . . CUPBOARDS ee ro ina 

Vinci, 


CONCEALED SAFES . . . LETTER 
TRAYS ... WASTE BASKETS... ETC. 
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Like the magic carpet of fairyland 
Respirator Cushions have spread 
over the world affording comfort 
and pleasure to all who use them. 


Respirator Cushions are greatly 
appreciated in countries having a 
warm climate and in South and 
Central America, Africa, India. 
Mexico, Cuba and other countries 
where climatic conditions require 
consideration Respirator Cushions 
have been given a most compli- 
mentary reception. 


In the United States Respirator 
Cushions have created a new stand- 
ard for seat cushions and the many 
thousands of users are recommend- 
ing them to their associates and 
friends as The Modern Seat 
Cushion. 


The 
World is 
Sitting 

on 


RESPIRATOR CUSHIONS 


We consider it a great honor to be able to state that Respirator 
Cushions are handled by office supply dealers located in twenty-two 
countries and every state in the United States. 








Ventilation by respiration over- 
comes the insulating effects of 
sponge rubber and provides a cool, 
comfortable seat. 








Respirator Cushions have opened up a new market for seat cushions 
by providing features and advantages which make it possible to sell 
Respirator Cushions where no other type of cushion would be con- 
sidered. 

(;reater efliciency is a most convincing argument and this is assured 
by using Respirator Cushions. 


Your trade will appreciate your calling Respirator Cushions to their 
attention. In fact, we claim it is your duty to do so. 
We quote from a dictionary as follows: 
Respire: To breathe in and out; send forth in exhalations. To enjoy relief and rest. 
Respiration: The process of inhaling and expelling air; breathing 
Respirator: A device which creates artificial respiration 
RESPIRATOR The Air-Conditioned Seat Cushion 







BICKETT 
“RUFBAK” 
CHAIR MATS~_~ BICKETT CUSHION 
PADS 





High-grade durable rub- 


ber. Under surface fin- iat Prices $1.30 to $2.73 
ished rough to prevent 
slipping. Sizes 38 to 44 For Office Chairs, Boats, Porches. 


Swings, Ball Parks—A New Seat 


inches in diameter. Ex- : , han 
Cover for Home Chairs. 


tensions are 15 by 18 





inches. Made in solid col- 8 Sizes, 22 different cover materials to 
ors — black, maroon, match upholstery or finish. 

brown, green and dark 

green — or marbleized Comfortable—Beautiful 
with these colors as the oF ; 

base. Prevent Shiny Clothes 


Send for Stock Charts, Showing Prices, Sizes and Colors 


L. M. BICKETT COMPANY WATERTOWN, WISCONSIN, U. S. A. 
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The reflecting surface of the shade creates complete 
diffusion of the light while a blue band upon the shade 
absorbs harmful and wasteful rays. 

A circular containing pictures, descriptions and 
prices of the entire line is available to dealers and 
may be obtained by writing to the company at 300 East 
Federal street, Baltimore. 

ae 
“SMOKE CHIEF” ASH TRAY 

Equipped with a novel cigarette-extinguishing fea- 
ture which makes use of a revolving grinding surface, 
a new ash tray, known as the “Smoke Chief” has re- 
cently been placed on the market by R. P. Harshberger, 
30 North Raymond avenue, Pasadena, Calif. 

The tray is made of twenty-gauge solid brass and 
comes in three finishes, highly-polished or satin chrom- 
ium and statuary bronze. It is five and one-half inches 
in width. 





The Smoke Chief Ash Tray. 


At the right is illustrated how the 
cigarette is extinguished. 


The principal feature of the Smoke Chief is its 
method of extinguishing cigarettes. In the center of 
the tray is a movable plunger with a grinding surface. 
The plunger is encased in a steel cylinder which is 
grooved in a spiral to fit a spiral projection on the 
plunger. A pressure on the plunger with a cigarette 
causes the surface to revolve, twisting and shredding 
the light off the cigarette. 

The retail price of the Smoke Chief is $2.00. 

ibiecnine 
FILE FOLDER MACHINE 

A new file folder machine, weighing only 1500 pounds 
and operating from an ordinary light socket, has re- 
cently been placed on the market by the Olm Com- 
pany, Minneapolis, Minn. 

The machine is said to be simple in construction and 
operation and features a double top folder as well as 
a single top. It occupies only a small space. Further 
details may be obtained by writing Ralph J. Olm, man- 
ager of the company, at Minneapolis. 

——$—< > 


EXECUTIVE LAMP BY ALADDIN 

A new scientific lamp designed to meet the specifi- 
cations of the Illuminating Engineering Society as to 
height, reflecting surface of the shade and the elimina- 
tion of sharp contrasts and glare, has recently been 
placed on the market by the Aladdin Manufacturing 
Company, Muncie, Ind. 

Known as the Executive model, the lamp is made to 
clamp onto the edge of a desk regardless of the size 
or shape of the piece of furniture. Its principal fea- 
tures, besides that of eliminating eye-strain, are its 
conservation of space and its special swivel joint which 
permits the lamp to swing freely from side to side. 

A series of ingenious clamps with which the lamp is 
provided permit its attachment to any desk regardless 
of whether the desk is of the round edge type, has 


"se 








Two NEW CATALOGUES! 


One for office chairs 
Another for office desks 


—that differ from any catalogues 
you have ever seen; 


—that show the furniture so that 
your prospect can visualize it in 
his own office; 


—that give you the principal selling 
features of each piece, together 
with detailed descriptions; 


—that are replete with new designs, 
including new chairs, three new 
Executive Suites, reception room 
furniture in maple, and many 
others; 


—that rather than mere reference 
books, are positive selling tools 
with which to build up a greater 
volume in fine office furniture. 


Write today for these catalogues, and put 
them to work for you. 


The Sikes Company, Inc. 
Buffalo, N. Y. 


BRANCHES 


New York City Chicago Philadelphia 

















SURPRISE 
IS A MILD WORD FOR IT! 


@ Watch your se 
he hears N ip! * Reprodu: 
ime! you | he s light st feeling that we 
are over- aieaiaiiie about it, ask your own 


light up when 
‘tion for the first 


ret ry s face 


secretary to try it. Have her use this outstanding 


transcribing instrument—for just one day! 

Tell her not to judge it entirely by the at- 
tractive outward appearance that Stanford 
Briggs, the industrial designer, has given it. 
Let her get to the bottom of this Nuphoni 
Reproduction business, just as thousands of 
other secretaries have. It will be a new ex 
perience to her 


The Dictaphone office in your city will have 
an instrument on her desk within a few hours 
atter she phones them. Have her put it to the 


*“Nuphonic Reproduction—a new development of 
the Dictaphone laboratories-gives a new standard 
of voice clarity such as secretaries have never before 


experienced. 
Ee EE ee aa 
Dictaphone Sales Corporation OA10 
1 x Avenue, New York, N. Y 
[ W not B 1d | 
reser 
Nupt t t I 
- 
N 
: 
A 


THE NEW B-12 


DLCTAP HONE 


The word DICTAPHONE is the Registered Trade-Mark of Dictaphone Corporation, 
Makers of Dictating Machinesand Accessoriesto which said Trade-Mark is Applied. 
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a glass top or is without a lip. By virtue of its scientific 
principles, the lamp raises the four to eight foot-candle 
illumination of the average office to a minimum of be- 
tween forty and fifty foot-candles, the amount required 
for adequate visibility according to the I.E.S. standards. 

For those requiring daylight effect a 100-watt “Blue 
Daylight” bulb is furnished by the Aladdin Company at 
a slight cost. 





Aladdin Executive Lamp.—A. Translucent glass 

bowl. B. Shade treated to reflect light without 

glare. C. Swinging arm. D. Swivel joint. 

E. Clamps on edge of desk. F. Special flange 
for glass top desks. 

A new three-color folder containing illustrations and 
detailed information about Executive lamps, has been 
published. A new bulletin No. 3595, showing all types of 
office lamps in the Aladdin line, is also available on re- 


| quest. 


According to O. Sacksteder, Jr., general manager of 
the company, the firm’s general catalogue No. 36, fea- 
turing many I.E.S. as well as other types of lamps, has 
recently been completed and is in the course of being 
distributed to the trade. aon 

NEW CARDINAL RIBBON BY M. B. P. 


Inclosed in a highly-colored, enameled box free of 
all printed matter, a new typewriter ribbon to be known 


| as the “Cardinal” has recently been manufactured and 


marketed as a unit of the Miller line of the Miller- 
Bryant-Pierce Company, Aurora, IIl. 





Attractive Package for Cardinal Ribbons 


The new ribbon is made of a specially-selected staple 
cotton fabric. It is finely woven and its spool contains 
fifty per cent additional yardage. It is eighteen yards 
in length and comes in one-color and two-color com- 


a NRA 
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TRANSFER 
FILE 


Look at those 


COLUMNS 4 


They are made of heavy furniture steel, 
and are found only on Oxford Heavy Duty 
Files. 


When Oxford Files are stacked, the col- 
umns take the load—and can they take it! 
“Up to the ceiling” is not only a recommen- 
dation, but actual practice in many installa- 
tions, because Oxford Files interlock both 
horizontally and vertically into a_ solid 
battery. 


Transfer time is just around the corner— 
sell the file that holds all records for dura- 
bility and customer satisfaction! 


OXFORD FILING SUPPLY COMPANY 
340-A Morgan Avenue, Brooklyn, N. Y. 


= 
=/ 
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MASTER GRADE 


UNDERWOODS 


ARE NOW 
CHROMIUM PLATED 


MASTER GRADE again leads the way 


to faster and more profitable sales. 


—with a new modern finish, chromium 
plated parts, precision built and choice 


of crackle finish front plates and Eye- 





Ease keyboards— 


and reasserting its world wide reputation 
as the finest rebuilt typewriter. 


THE WHOLESALE TYPEWRITER CO. 155 SIXTH AVE., NEW YORK, U. S. A. 


CABLE: SALETYPE, N. Y. 
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binations for standard typewriters. The ribbon box is 
round with a domed cover and is enameled in Cardinal 
red, gold and black. The carton, in which is packed six 
ribbon boxes, is strongly constructed and similarly dec- 
orated and may be used as a gift box. 


—— 


NEW “FABRIX” FLOOR MAT 


A new mat, “Fabrix,” designed for use by persons 
obliged to stand for long periods, and manufactured 
from automobile tires, has recently been patented and 
placed on the market by the Atlanta Mat Company, 
487 Piedmont avenue, N. E., Atlanta, Ga. 

The mats are made by cutting automobile tires into 
strips, which are held together by rustless, steel-spring 
wires. In addition to their symmetry and beauty, the 
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The “Fabrix” Floor Mat 


mats are said to be non-skid and so springy and resil- 
ient that they eliminate foot-strain, prevent accidents 
and increase worker's efficiency. 

According to the manufacturers, the new ‘“Fabrix” 
mats are practically wearproof and in addition to their 
usefulness in office are especially adapted to stores, 
printshops, factories and homes wherever persons are 
forced to stand for long periods of time. The mats are 
made both standard and special sizes. 


>. -- 


JAPANESE CASH REGISTER SITUATION 

The National Cash Register Company, Dayton, Ohio, 
has acquired a substantial interest in the Nippon Cash 
Register Company of Japan. In the future the cash 
register business in that important field will be com- 
bined and conducted under the name of the latter com- 
pany. Mr. Aiichiro Fujiyama will continue as president 
of the Nippon Cash Register Company, and Mr. Roger 
W. Burman, heretofore manager of The National Cash 
Register Company’s interests in Japan, will be manag- 
ing director. The National’s selling company in Japan 
has become a wholly owned subsidiary of the Nippon, 
and under the name Nippon-National will handle the 
selling of the products of the united interests. Manu- 
facturing and assembling operations will be carried on 
in the Nippon Company’s plant at Ohito, Japan. 

A license to use the patents of The National Cash 
Register Company in manufacturing in the empire of 
Japan has been granted to the Nippon Company: also 
to sell its products embracing these patents in the Jap- 
anese empire, China, Manchukuo, Siam, French Indo- 
China and the Federated Malay states. 

iliinaem 
MAGOWAN IS U. S. VISITOR 

F. W. Magowan, of Magowan & Company, Ltd., Lon- 
don, England, was a visitor in New York during the 
latter part of September where he visited the Bates 
Manufacturing Company, Standard Mailing Machines 
Company, and other firms he represents in the British 
Isles. He was seeking new lines to take back with him. 


PRICE LIST 


(Illustrated) 


Now Ready for 
Distribution 


y 
Covering a complete line of 
FIBERSTOK Expanding Envelopes 
File Pockets 
File Folders 
Mailing Envelopes 
Expanding Files 
Office Specialties 


Brief Covers to retail 
at 5c to $1.00 


Shipping Tags 
yA 


Write for your copy now! 


National FiberstoK Envelope Co. 


429-447 Moyer St. Philadelphia, Penna. 


Los Angeles Warehouse 


Chicago Warehouse 
401 S. Flower St. 


308 W. Randolph St. 
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“Postur-Chair” 





No. 8500 
“Postur-Chair”’ 





It serves and sells better, and 
requires no replacements or repairs 


UHL “Postur-Chair” is most economical of first 
cost, upkeep and user’s time. It costs less than 
most good office chairs of its grade, there is no up- 
keep expense and users find it conserves health, cuts 
fatigue, and reduces lost motion. Actually a world 
winner and a remarkable opportunity for office 
equipment dealers. 


Along with “Little Dandy” Stands, File Stools and 
Fables, cafeteria chairs and tables, the 70-70 roll 
top typewriter desk, vault trucks, ete., **Postur- 
Chair” forms a line of equipment with many points 
of superiority. The dealer who keeps a few UHL 
numbers in stock and on display has recurring 
evidence of their popularity and profit. Catalog 
and details on request. 







The Toledo Metal 
Furniture Company 


1584 Hastings St., Toledo, Ohio, U.S.A, 






No. 9606-17 
“Postur-Chair”’ 
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STUHLMACHER CELEBRATES 40TH YEAR 

Last September 16 General Director Dr. Ing.e.h. 
Richard Stuhlmacher, general manager and chief of 
the technical departments of the Wanderer-Werke 
vorm. Winkler & Jaenicke Akt. Ges., Schonau near 
Chemnitz, celebrated his fortieth year of an uninter- 
rupted activity on behalf of his company. 

Dr. Stuhlmacher entered the service of Winklhofer 





Dr. Richard Stuhlmacher 


& Jaenicke, predecessors of the Wanderer-Werke, as a 
toolmaker in 1895. Within a short time he was given 
the technical supervision of the factory and in 1910 
was made a member of the managing board. 

In 1934 the factory official constructed the first Ger- 
man noiseless typewriter, known as the Continental- 
Silenta, and a few months later he was honored by 
the Technical College of Dresden which made him an 
honorary doctor of engineering science. 

ntisicagtliinirameian 
FOUNTAIN PEN USE GAINS IN INDIA 

The United States Department of Commerce reports 
that the popularity of fountain pens is increasing in 
India. It is pointed out that over ninety-five per cent 
of the sales are made to natives. With the gradual 
upturn in business the future of this market looks 
bright. 

Fountain pen sales are not segregated in the Indian 
customs statistics, but according to trade estimates 
between 250,000 and 350,000 are imported annually. 
These figures do not include the cheaper Japanese 
pens, which may be classed as novelties. Receipts of 
Japanese pens amount to about 150,000 each year. 

British export statistics for 1933 show that in that 
year shipments of fountain pens to India from the 
United Kingdom were valued at £21,000, while imports 
of American fountain pens to the Indian market in 
that same period, according to official export figures 
amounted to $23,629. These figures do not include 
imports from the United States to India by parcel post. 
It is estimated that exports of German fountain pens 
in 1933 approximated those from Great Britain. 

The report states that the majority of the more ex- 
pensive fountain pens sold in India are of American 
make. While there are five different brands of Amer- 
ican fountain pens sold in the East Indian market, one 
of them enjoys the bulk of the business. 

—_—_—_ 

RUSSIA PRODUCING A LIGHT TYPEWRITER 

Papier Zeitung (Berlin) reports that the Russian 
typewriter factory at Leningrad is producing a new 
light weight typewriter, which appears to be in the 
portable class. The machine is said to have easy action, 
and to be equipped with an automatic ribbon reverse 
mechanism. 
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Ditto R-1—The 
fastest gelatine 
duplicator made 
Reproduces 100 


Ditto R-2— A 
completely au- 
tomatic rotary 
duplicator — 
self-feeding, 
self-ejecting 
speed y electrical 



















copies per minute 
self-feeding, 
self ejecting. 





operation. 


DUPLICATING 
HINE FOR 









Ditto 8-10 A large 


heavy duty electric rotary dupli 


volume 


eator operated by pedal control 


Copies any size up to 14"xI7 





Ditto Direct Process Du- 
plicator—Uses Ditto Di- 
recto Process Fluid to make 
copies instead of gelatine 
roll or film. Makes 250 or 
more bright, clean-cut 
copies from each original. 


Ditto 14F5—The most flexible 
of all modern duplicators. Makes 
copies on any size or weight of 


Ditto R-3 


A low priced hand 
fed duplicator. For those who like 
modern, rotary efficiency at low 
cost. Copies any size up to 9"x14" 


Ditto Portable—A small inex 
pensive duplicator for the occa 
sional job. Light and compact 

easily carried from room to room 


paper or card sto« k 


- has always been Ditto’s policy to furnish 

machines that will do the work required of them 
with greatest efficiency and at least cost. The small 
infrequent user needs a small inexpensive duplicator. 
The large volume user must have speed, efficiency, 
low operating cost, sturdy construction and long life. 


The Ditto method is the only way to reproduce 


weight—without rewriting; several colors at once if 


desired; no stencil, no type, no carbon packing. 

Wherever copies are used or ought to be used— 
Ditto saves money. Even in the small business this 
saving is important; in big businesses it often reaches 
Our book, 


tells the complete story—what Ditto is, 


staggering sums. Copies—Their Place 
In Business,” 


how it can save money in 


anything typed, written, drawn or printed, } what it does, 


on forms or sheets varying in size and \ your business. Write. for a copy today. 








Ditto, Incorporated, 611 5S. Oakley Blvd., Henne iil. 


Please send me your new book “Copies 
’ telling what Ditto is and what 


Gentlemen: 
Their Place in Business 
it does. No obligation 


DITTO, 1ncoRPORATED 
611 SOUTH OAKLEY BOULEVARD 
ILLINOIS 


Concern 

Individual 

Address 

City State 


CHICAGO =.- - = 


Nature of Business 
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(TRADEMARK) 


TRANSFILE 


COLLAPSIBLE, CORRUGATED FILE 








SATISFIED? 


Were these two concerns satisfied with these in- 





stallations made by two dealers? Indeed they 


were! So much so they have reordered. 


And why not? With Steel Roller Bearing Sus- 
pension the DeLuxe TRANSFILE drawer operates 


with an ease and freedom you would expect from 


A complete price range —a TRANSFILE for 
every purse and purpose. 


files five times its cost. The heavier the load, the 


easier the roll. 


No wonder the TRANSFILE users come back 
The TRANSFILE steel drawer front, like the entire fae ene Mn wander WAMEIRE deslen 
outside of the case, is beautifully finished in olive are making money. 
green—an attractive appearance harmonizing with a ee 
regular steel filing equipment. woe 


TRANSFILES stack so easily with the 2-way Inter- 
lock—welding units in rigid batteries. No screws, GUIDE SYSTEM & SUPPLY CO. 


’ 335 CANAL ST. NEW YORK, N. Y. 
bolts nor tools required. > 
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IRREGULAR TRADING IN ENGLAND 


The British Stationer commented on “irregular and 
unfair trading,” as unjustified trading activities. 
“Trading Clubs” operated by employees of large con- 
cerns and municipal and other public offices are said 
to have a prejudicial effect on the business of retail 
stationers. 

The retail trader has to pay rents, rates, wages and 
delivery charges and meet other overhead expenses. 
Furthermore, the retailer has. to conform to statutory 
regulations in regard to hours and conditions under 
which his employees work. On the other hand, the 
staff buying clubs and similar bodies which carry on 
various forms of irregular trading are able to do so 
without having to meet any of these obligations. They 
are also able very frequently to conduct their selling 
activities in their employers’ time and make use free 
of charge of premises provided by their employers. This 
form of trading deflects from the bona fide trader a 
considerable proportion of his legitimate business, 
thereby endangering his livelihood, which ultimately 
affects the convenience of the purchasing public. 

oitinaaiieaielees 
INDUSTRIAL PSYCHOLOGY 


L’Organizziazione Scientifica del Lavoro, Rome, gave 
considerable space to the proceedings of the Sixth In- 
ternational Congress of Scientific Organizations de- 
voted to Labor. Some of the titles of papers presented 
appear here, to indicate the broadening field of psy- 
chology in office and factory. These papers include the 
following: 

Why and How the Vocational Psychologist studies 
temperament—Alec Rodger; Some Observations on In- 


spection for Appearance—J. Willock Seymour; The 


Measurement of Personality and Temperament—Pn. E. 
Vernon; The Industrial Misfit—C. A. Oakley; A Note 
on Memorability in Advertising—A. M. Lester; Package 
Appeal—N. Balchin; The Human Factor in Accidents— 
Chas. S. Myers; An Improved Typewriter Keyboard—R. 
A. Beigel; Co-Partnership and Control—L. Urwick. 
_— 

POLAND’S IMPORTS OF OFFICE MACHINES 

Poland has been increasing its imports of adding and 
calculating machines, according to Papier Zeitung. In 
a recent period imports have increased from 272 
machines to 619 machines. This total represents 320 
from the United States, 159 from Sweden and 59 from 
Germany. 

Polish imports of typewriters increased from 156 to 
400 machines. The United States supplied 233 machines 
and Germany 162 machines. Imports of statistical ma- 
chines and cash registers were increased from 70 to 108. 
The United States supplied 71 machines, and Germany 
29. 

> 
SIXTH “WEEK OF BUSINESS ORGANIZATION” 
TO BE HELD THIS MONTH 

The sixth semi-annual “Week of Business Organiza- 
tion,” a modern office exposition, will be held in the 
Exposition Hall, Barcelona, Spain, beginning October 
19. The show, which is held twice yearly and includes 
a showing of modern office furniture and equipment. 
will close October 27. The next exposition will be held 
at Madrid, in April, 1936. 

> 
KARDEX DISTRIBUTOR IN SPAIN 


The firm of Pons & Seuba, office supplies and equip- 
ment, and agents for the Addressograph, has recently 
been appointed official distributor for Kardex in Cata- 
lonia and the Balearic Islands, 
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C€EN-TR-KOTED 


CARBON 
PAPER 


assures sharp, clean 
impressions .. . and 
many of them! 


That’s why its sales are 
growing by leaps and 
bounds across the nation! 






An exclusive agency on 


GRAND PRIZE 


QUALITY CARBONS and RIBBONS 


is a sure step toward increased 
profits. Write for our Dealers 
Proposition Booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, Pres. 
Head Office and Factory: 


1451 Harrison Street, San Francisco, Calif. 








aeMerica 


| System of Indexing 
Has many practical selling advant- 
ages for the dealer over other sys- 
tems of a similar nature. 


Ni4y - /| NEW YORK CENTL. 14 


—— —< MAT. EIBC. LAMPCO. 14) \' =, 
— ay | @TROPOLItaN BANK 13) * 
{aN '* MS YTiasiny 6 Sons Q 


=v i me awh eis . uN 
a. Ss \— rf L 12) aay EbOac a < [ee ~& M.S. RY. 0. zy 
——— i2 Yy 4 | KENWEDY VALVE CO. 11) \) 
== Zi L « K wy KAY-SCHEERER CC 1X ne 4 
Kl ’ J 10. J |. G. JONNSTON 











(Che Wabash Cabinet Co. 


Wabash~Indiana. 














The Wabash Cabinet Co., Wabash, Ind. 
Please send us a copy of your NEW PRICE LIST with TERMS 
and DISCOUNTS and full information about your line. 


Name — eciepcmaan 


Address ——— 
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TYPISTS MEET IN GERMANY 


More than 15,000 stenographers and typists, repre- 
senting twelve nations, gathered at the annual meet- 
ing of the Deutsche Stenografenschaft at Frankfort on 
the Main last August 2 to 5, inclusive. 

Most of those in attendance were from various parts 
of Germany, while the remainder journeyed from Eng- 
land, France, Finland, Holland, Dutch East Indies, Italy, 
Jugoslavia, Austria, Poland, Sweden and Hungary. 

Among the many interesting features of the program 
of the convention, such as the greetings and opening 





Miss Lena Lohse, Chemnitz “Champion Typist of Ger- 

many” Pictured with Official of Wanderer-Werke, 

Schonau, after Her Visit to the Company’s Plant Where 

Continental Typewriters Have Been Made for More Than 

Thirty Years.—Miss Lohse won the championship on a 
Continental standard typewriter. 


of the first session by the leader of the organization, 
meetings of leaders and special groups, assemblies of 
teachers at schools and universities, the outstanding 
events were the general session of all members, the 
contests of shorthand and typewriting, and the exhi- 
bition of stenographic and office equipment. 

During the meeting, it was reported that the mem- 
bership of the organization has increased from 140,000 
in October, 1933 to 200,000 just prior to the convention. 

In the shorthand contests, more than 7,000 competed. 
Many exceeded the 300 syllable minimum rate allowed 
in the German language. In other languages rates up 
to 260 syllables were attained. 

From the 700 who entered the typewriting contests, 
29 emerged as champions in the various groups. Miss 
Lena Lohse of Chemnitz was named the champion 
typist of Germany. 

> 
ROWE IS FRIDEN OFFICIAL 

The Friden Calculating Machine Company, Oakland, 
Calif., recently announced the appointment of D. Ray 
Rowe as production manager. Mr. Rowe, who is a mem- 
ber of the American Society of Engineers, was formerly 
with the National Cash Register Company in various 
capacities. He also served as chief engineer of the 
Recording & Computing Machine Company, Dayton, 
and for three years was with the Remington Cash 
Register Company on special patent work. 
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No wrenches or tools are required 
to edjust the HARTER Chair. By 
means of this simple key, the three 
important adjust Bsa 0 oe 
height, and vertical and horizontal 
position of back, can be correctly 
made for any individual in a few 
seconds. The new HARTER ad- 


justment is simple, strong, con- 





ceaied, positive in action . . . far 
superior to bolts and nuts, or hand 
wheels. 








It’s Amazing!—How the Demand Grows 


For Handsome, Quick Adjusted 
HARTER Posture Chairs 


Up and up go sales of HARTER Posture Chairs—a Makes Perfect’’ 


definite indication that business executives are By Dr. M. M. Brill 
recognizing the value of HARTER Chairs, in By special permission of 
= : The Reader's Digest, we 
lessening fatigue and promoting the health of have reprinted this valu- 
able article on correct pos- 


ture in industry. Mail cou- 
on below for free copy. 
Read actual tests showing 


The correct design of HARTER Chairs. . . their lessened fatigue and in- 
‘ . . . creased efficiency. Learn 
pleasing appearance, exclusive quick adjustment what posture seating offers 
. YOU. Returncoupontoday. 
feature and complete range of models for office 
and factory, all unite to make the HARTER line 


today’s outstanding steel seating equipment. 


workers. 





MAIL TODAY 
HARTER Posture Chairs are a boon to the em- =e sennnn eaueenanne 
ployer and the worker . . . a source of volume sales pear ga ae 2 A 


Makes Perfect" by Dr. M. M. Brill. 


and profits to the office supply dealer. 


The HARTER Corporation |” 


Manufacturers of the World’s Finest Steel Seating Equipment PCIE Resi ee 
STURGIS, MICHIGAN lite. .»«0ccossiouvaudelluaiaeas 
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No other INDEX TABS make 


your sales job THIS EASY 








WITH THE EXCLUSIVE 100% All-Transparent™ ADVANTAGE 


packeoD up BY NATIONAL ADVERTISING 


Fix: S profit for you—generous profit!—and 


without elaborate effort. Not only customers being 


pushed into your store to ask for Mak-ur-own— 


they're coming so/d in advance on the advantages of 


this MODERN AIll-Transparent indexing tab. 


ADVERTISING on Mak-ur-own is now well under- 
way in the country’s biggest magazines— Colliers, 
Nation's Business, News-Week, Literary Digest and 
many others—an average of 10 million readers a 
month. Inquiries are pouring in promptly to be 
turned over to dealers who are pushing Mak-ur-own. 


So don’t be caught napping! Be sure your stock 
on all sizes, styles and colors of All-Transparent 
Mak-ur-own is ample to meet all requests. Be pre- 


pared he L7Ve them whrat they want. 


Why not get actively behind today’s extensive cam- 
paign to create new Mak-ur-own users? Here's a 


simple formula that builds sales like magic: 


CARRY—Have your salesmen carry a few Strips of 


All-Transparent Mak-ur-own with them wherever 
they go. 

DEMONSTRATE — Have them demonstrate the 
advantages, convenience, economy of Mak-ur-own 
to everyone they talk to. It’s easy—takes little time 


or effort. But how it produces results! 














Write for samples and full information on Mak-ur-own 
All-Transparent Index Tabs. The Victor Safe & Equip- 
ment Company, Inc., North Tonawanda, N. Y. 





AAll-TRANSPARENT> 


RAND Mak-Urx-Own INDEX TABS 
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FURNITURE SHOW BRINGS FAMILY TO STUDY 
OFFICE EQUIPMENT 

The office of today—contrasted with the cramped, 
hard-to-work-in business place of former years—fea- 
tured the furniture show of the W. H. Kistler Station- 
ery Company, Denver, Colo., which was held September 
16 to 21 inclusive. 

Before the show opened plans were made whereby 
families would be brought to consider the need of man’s 
office background by the issuance of scores of general 
invitations to the people of Denver. 

The invitational plan, backed by radio and other 
advertising as well as a printed circular sent to the 
mailing lists, brought hundreds to the second floor 
furniture department where the exhibits were arranged 
for three purposes: 1. To show the beauty and dignity 
of the properly furnished executive office. 2. To explain 
the various types of steel equipment for stepping up 
office efficiency, and 3. To show low costs on new equip- 
ment for those who are working on a strict budget. 
The material used throughout were Macey furniture 
and Shaw-Walker steel equipment. 

In one showing the model office was furnished with 
the highest quality desks and chairs. Another display 
was of the “Budget Set” of twelve pieces to sell for 
$150. 

A clever feature of the show was the collapsible walls. 
While salesmen talked to prospects the model office 
was rapidly made the dimensions of the customer’s 
office and the set interesting to him was moved in. 
This gave a picture of the prospect’s office exactly as 
it would be if he purchased the set. If the visitor was 
not ready to buy his name was taken for future con- 
tacts—_ATW 

<> 

HIGGINS APPOINTS SHUSTER FOR MID-WEST 

Coincident with the closing of its Chicago office, 
Charles M. Higgins & Company, Inc., manufacturers of 
Higgins’ American drawing inks and other commodities, 
with headquarters at Brooklyn, N. Y., has appointed 
Milton C. Shuster traveling sales representative for the 
mid-western territory. 

Mr. Shuster, who will make his headquarters at 
Brooklyn, has been active in the stationery and draw- 





M. C. Shuster 


ing material business for a long period in which is in- 
cluded twelve years with the Hampden Manufacturing 
Company, Inc., New York. 

According to Harry Tehan, sales manager for the 
company, who has just completed a transcontinental 
tour in which he visited all Higgins’ distributors, the 
decision to close the Chicago office was made because 
of the decision to centralize the firm’s sales manage- 
ment in the Eastern office. 
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Testing 
Shipman-Ward's 
Deluxe Grade 


PLATENS 
for Density 











HE Shipman , 

for all makes of tyg rs 
machines, is the climax of scientific platen 
manufacturing. Under patented chemical pro- 
cesses, which preserve the rubber, Shipmaa- 
Ward have been able to give the dealer a platen 
which will not harden, yet retain fully it’s life, 
resiliency and velvety gripping surface longer 
than the average platen. 


By means of the densimeter, a tester for density 
which you see in the photograph, we are able 
to guarantee any dealer that the Deluxe Platen 
can be kept in stock for one full year. If at the 
end of that time the rubber is not live, resilient 
and uniform as when it was first delivered, then 
we will gladly refund his money or recover the 
platen free of charge. Why not give the Shipman- 
Ward Platen a trial? You will find them 100% 
satisfactory. 
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All makes of Typewriter Parts, 
Supplies, Tools, Enameling, Nickel 


ing Plating, Welding, Crusader 
Pa +e: Grade Underwood and Royals, 
eens Blue Ribbon Rough Underwoods 


¥ Fa and Royals, 100°; Rebuilt Under- 
$ wood Typewriters. 





SHIPMAN-WARD MFG. CO. 


4401 RAVENSWOOD AVE., CHICAGO 
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It’s just about ten times as efficient 
as the old-fashioned desk lamp. 


VET IT COSTS NO MORE! 


THE NEW 


EXECUTIVE LAMP 


Contains every known scientific improvement. 
Light diffused to spread evenly, without glare 
or sharp contrasts, preventing eye strain. A\l- 
ways out of the way—clamped to edge of desk. 
Swings from side to side on swivel joint. Grace- 
ful and attractive. Finished in rich bronze 
with harmonizing washable parchment shade. 
Office equipment dealers find the Executive 
Desk Lamp a genuine stimulant—a 
powerful factor for building good will and pro- 
viding a satisfactory profit. 


sales 


Consider These Features: 
A. Translucent glass bowl diffuses light properly. 


B. Shade at correct angle. Inside surface specially 
treated to reflect all light possible without glare. 


C. Swinging arm brings lamp to any desired point. 
D. Swivel joint. 

E. Clamps on edge of desk. 

F. Special flange for glass top desks—no extra charge. 


Send for particulars and quotations 


ALADDIN Manufacturing Co. 


3500 S. Hackley Street 
Muncie, Indiana 
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OFFICE APPLIANCE EXCHANGE EXPANDS 

Prompted by increased business and need for in- 
creased stock space, the Office Appliance Exchange, 
Wilkes-Barre, Pa., recently underwent extensive alter- 
ations and remodeling of its quarters in the Dime Bank 
building. 

In addition to its usual line of sales the company last 
month completed an order for the Hanover Township 
School District for fifty-three Woodstock typewriters, 





Big Sale Completed.—Fifty-three Woodstock typewriters sold by 
the Office Appliance Exchange, Wilkes-Barre, Pa., to Hanover 
Township School district. 


trading in forty-two machines of foreign make, thereby 
giving Woodstock 100 per-cent representation. 

In addition to Woodstock the Exchange represents 
Thomas A. Edison, Inc., Orange, N. J.; Dictograph Pro- 
ducts Corporation, New York; Allen Calculators, Inc., 
manufacturers of the Add-Index adding machines and 
calculators, New York, and the Corry-Jamestown 
Manufacturing Company. 


— 
FRANKEL OPENS NEW STENCIL PLANT 

A factory for the production of duplicating machine 
stencils was recently opened by the Frankel Carbon & 
Ribbon Manufacturing Company, Denver, Colorado. 
The plant is equipped with modern machinery for the 
manufacture of protein stencils which, the manufac- 
turer points out, are unusually sensitive to climatic 
conditions, both humidity and temperature. Due to its 
lack of humidity, Colorado climate is said to be partic- 
ularly adapted to production of this type of stencil. 

Under the trade name Klean-Write, the Frankel Car- 
bon & Ribbon Manufacturing Company has been dis- 
tributing protein stencils in the United States since 
1928. The demand developed during that period re- 
sulted in the establishment of the new factory with 
adequate capacity for present needs and room for ex- 


pansion as required. 
— 


NATIONAL FIBERSTOK’S NEW CATALOGUE FOR 
DEALERS 

Said to be more widely illustrated than any previous 
copy, a new catalogue has recently been published by 
the National FiberstoK Envelope Company, Philadel- 
phia, Pa. The booklet contains, in addition to all of 
the former lines of the company, several new and 
recently-produced flat and expanding envelopes, file 
pockets and folders and other items. 

A copy of the new catalogue may be obtained by 
dealers by writing to the National FiberstoK Envelope 


Company at 429-447 Moyer street, Philadelphia. 
nancaioee VERIO 
ADDRESS WANTED 


The present address of Thomas H. Inskeep, formerly 
of Macon, Ga., is wanted. Information may be sent to 
the eastern office of this journal. 
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Another 
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There’s more profit to you in every “Y and E” 
Folder because this extensive line puts you in a 
position to fill every folder requirement. mS 


233 ITEMS — 7 GRADES — 8 WEIGHTS 
ALL STYLES — ALL CUTS — ALL SIZES 
These “Y and E” Folder Features put money in your pocket. 


RIGIDITY — ed ponent Os Arepw Van mrt 8 
SMOOTH SURFACE — makés removal and replacement easy. 


SPOCK —seeGdhy eeere es * snd & Reeeaions 
selected to prevent 


SCORING — Triple scoring provides maximum expansion. 
UNIFORMITY —All folders individually cut to insure smooth, 

clean edge. _ 

STYLES — forall sponal stone 

COLOR — Specially selected pleasing manila, restful to the 

eye, does not show soil. Four other colors available. 
TABBING — Individually cut tabs i omg fingering 

odeod Sih dsles tec cltanleniiaien 

ROUND CORNERS — ~All tap edges axe soundpl— —do not 


become dog eared. 
RE-INFORCED FOLDERS — eet Pe EP E* crimping! 
(pat. applied for) adds distinction and extra strength. 


This folder line +. the TRANSFER ITEMS listed below 


Direct Name Systems Folders 
Transfer Cases 
Board Storage Cases 


Cases 


Out Slips 


Juteboard Transfer 
Reference Sheets 
Follow-up Systems 


Guides 
Wood Transfer Cases 
Paper and Cloth Covered 
Perforators 
Gummed Labels 
Write today 


Steel 
Corrugated 


Cross 


YAWMAN-'? FRBE MFG.(O. 


1055 JAY STREET 


ROCHES 


STER, N. Y 
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IN EVERY, FOLDER) i 





“Y and E”’ Franchise 
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WU WuNNN 
To the Four Corners of the Earth 
Vou Ww WN 


INTERNATIONAL 


CUSTOM REBUILT’ TYPEWRITERS 
| il | \\ \ \ 


rR'O ALL major countries and possessions—to Iceland, Mada- 
gascar, New Zealand—to the West Indies, East Indies, South 
Sea Islands—to frigid Siberia and torrid equatorial Africa 
even to civilization’s most remote outposts—go International 
custom rebuilt typewriters. ... And at home—in business 
offices large and small—in schools, churches, homes, lodges. 
institutions—wherever letters must be written or records kept 
countless thousands of Internationals are giving satisfactory 





sa . 4a . 
W. F. (“Bill”) Clausing service under every conceivable kind of use. . . . Such is the 
My personal guarantee is back result of more than twenty years’ devotion to the task of pro- 
of every machine we ship viding industry with custom rebuilt typewriters that are high 


grade, bright, clean and as nearly perfect mechanically as 

human skill can make them. We always keep in stock thou- 

Vi sands of used typewriters, all standard makes, ready for ship- 
Un ment anywhere in the world. 

DEALERS 


. - A \ 
sca,cates (ternational Typewriter Exchange 
eatin 231-233 W. Monroe Street CHICAGO, ILL. 


*Rebuilt throughout by the same mechanic \ 








SIBERIA 


NORTH 
AMERICA 


JAPAN 


OPuiipeine — 
AFRICA 


SouTH 
AMERICA LAST INOIES 


MADAGASCAR AUSTRALIA 


New 
ZEALANO 
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ISSUES BOOKLET ON GOVERNMENT ACCOUNTING 

Prompted by a number of requests which followed 
the publication of an article entitled “County Offices 
Rich Field for Special Equipment” in the July issue of 
Office Appliances, the county of Cuyahoga, Ohio, re- 
cently published a twenty-one page booklet on “Gov- 
ernmental Accounting and Machine Methods in Cuy- 
ahoga County.” 

According to officials of the county auditor’s office. 
the booklet described the detailed operation of the sys- 
tem used in the county. Copies of the booklet may be 
obtained by writing to Clark L. Simpson, C. P. A., Room 
17, Courthouse, Cleveland, Ohio. 





Honolulu Dealer Visits General Fireproofing.Shown here is 
(left) M. R. Walsh, export manager of the General Fireproofing 
Company, Youngstown, Ohio, with J. A. Russell, manager of the 
office equipment department of Patten Company, Ltd., Honolulu, 
H.T. Mr. Russell's visit was part of a trip he won in the GF 
1934-35 “Quota Sweepstakes” for foreign distributors of the com- 
pany products. This photograph was taken outside the GF 
head quarters. 
oh 
SHEAFFER’S DRY-PROOF FEATURE INCREASES 
DESK SET SALES 

The new patented feature of the W. A. Sheaffer Pen 
Company’s “dry-proof” desk sets, which prevents dry- 
ing up of the ink by excluding the air from the pen- 
point, has created a new record in sales, according to 
a report issued by the company recently. 

Another factor which is said to be likewise respon- 
sible for the popularity of the new sets is the novel 
designing of the various offerings of the line. These 
patterns, it was pointed out, were created by some of 
the foremost designers in the country while others re- 
sulted from a series of prize competitions conducted by 
the Sheaffer Pen Company in several of the leading 
art schools in America. 

A complete description of the dry-proof feature and 
the principle upon which it works was contained in 
the September issue of Office Appliances. 
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New Displays 


nevA-CcCLoc 































These brilliant 
new colorful dis- 
plays are ready 
to send NEVA- 
CLOG dealers 

on request. 
Write for them. 


Colors: 
Red 
Black 
White 
Die-Cut 
with 
shelves. 
Heavy 
board 


Fade-proof 
Oil Paints 


Order NOW 


~" EUR-CLOG- 


DISPLAY 
C-3 





PRICE $3.50 


Permanent 


Model D-30 Desk 
Stapling Machine 


Or Temporary $3.00. 


Fastening 


e———S 


For use in 
place of pins 


Write for 
Complete 
Sales Manual 
Displays and 
Circulars 


tl Stapling Machine 
NEYVACLOG PRODUCTS. Inc. 
BRIDGEPORT. CONN. 
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VICTOR LAUNCHES ADVERTISING CAMPAIGN 

In line with the Victor Safe & Equipment Company's 
policy of dealer sales cooperation, a new campaign was 
recently launched in a number of the nation’s biggest 
magazines to stimulate the sales of Rand Mak-ur-own 
all-transparent index tabs. The campaign, it was said, 
will create an average potential of ten million readers 
every month. 

As part of the campaign. inquiries from interested 
prospects will be turned over to Mak-ur-own dealers 
throughout the country, while each inquirer will be sent 
a valuable sample of the index tabs. 

R. M. Tussing, president of the Victor Safe & Equip- 
ment Company, in speaking of the new campaign, said: 

“With business showing such healthy improvement 
everywhere we feel that now is a strategic time to give 
dealers the extra stimulus of national advertising on 
the all-transparent Mak-ur-own.” 

Lee eae 
PRENTZEL JOINS FIBROIN 

Earl H. Prentzel, who for the past ten years has trav- 
eled the states of Pennsylvania, New Jersey, Maryland 
and Delaware as a manufacturer’s representative, was 
recently appointed to represent the Fibroin Stencil 
Corporation in that territory. 

Mr. Prentzel, in calling upon dealers, will, in addition 


MEILINK 





STEEL SAFE DRAWER 
for FIRE PROTECTION 


very office needs some of these steel safe 
filing drawers for important records and 
correspondence. Here are some of the many 
features offered by Meilink: 

* Built in single drawer units that stack to 
any desired height. Letter, cap or ledger 
size with divisional inside partitions. 

Allow the office to build their fire protection 
as they require. 

Meilink standard structural strength con- 
struction with Thermal-Cel Insulation. 
Famous record of protection for over 25 years 
* Two steel walls—one inside to protect con- 








Earl H. Prentzel 


to introducing the Fibroin and Penguin lines of sten- 
cils, explain the recently-inaugurated cooperative 
service offered dealers through the Fibroin art and 
service department. This department was designed 
to aid dealers in interesting customers and assist them 





tents. 

* Furnace tested and certified by Meilink to 
meet the Full One Hour Standard Furnace 
Test. 

* New modernistic finish. Black crystalline 

enamel with plain black enameled drawer 

front. 

Chrome hardware. 

* Full roller drawer suspension. Operates 
easily with 100-pound load capacity. 

* Each drawer fitted with automatic locking 
bolt. 


There is a market for this equipment to- 

day. Cashin with Meilink. Our experience 

of building steel fire-proof office equip- 

ment for over 25 years assures you of aline 

of highest quality. The prices are scaled to 
meet present-day competition. 


Write for fullinformation 


MEILINK STEEL SAFE CO. 
TOLEDO, OHIO 


Meilink Built Steel Safes for Bank, 
Store, Office and Home Provide 
Better Protection 











in demonstrating the Fibroin lines. 
> 
CAMERON ENLARGES WAREHOUSE 

Cal Cameron, well-known manufacturers’ represen- 
tative for the lines of Browne-Morse and Compo Manu- 
facturing Company in the Atlantic seaboard district, 
has recently added more space to the New York ware- 
house facilities which he maintains. Increased busi- 
ness, Mr. Cameron said, caused him to lease a base- 
ment and first and second floors of a building at 140 
Maiden Lane, New York City. 

~ 
TAVERNIER SAILS FOR EUROPE 

Sailing aboard the S. S. Statendam for a well-earned 
and much-belated vacation, Louis Tavernier, sales man- 
ager for the Fulton Specialty Company, Elizabeth, N. J., 
and New York City, left September 24 for a combination 
business and pleasure trip which will take him through 
a number of European countries. 

During his stay abroad Mr. Tavernier will visit Rot- 
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Remington 


Junior $3950 


Remington 


Key Control $4950 
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ONEY-MAKERS 


3 


Noiseless 


Portable $67 50 


M 








Remington 


Speed Control $6250 








De Luxe 


Noiseless 


Desk Model 


Nine 


$7200 











AND HERE’S 


THE TH 

















Noiseless 


Desk Model $79 50 








ONLY 


$3450 


RETAIL 


New Remington Home Model 


NEW addition to Remington’s profit-making line! 
[A The new Home Model is the biggest machine ever 
offered for the money . . . supplies you with an amazing- 
ly attractive, amazingly practical price-leader to bring 
Fall and Christmas trade into your store. 
Modern streamline design. Famous Remington Key 
Control action. Simplified keyboard. Right and left shift 
keys. Right and left margin release and adjustable 
margin stops. Bell mechanism. Single and double line- 


spacing. Attractive fibre cover. Dozens of other valuable 
features. Never before so much offered for so little! 


Put the “biggest machine thirty-four fifty ever bought” 
to work right now. The Remington Home Model will 
pack the prospects in . . . boost your sales of higher 
priced machines as well. Place your order quickly to 
guarantee prompt shipment. Write Portable Typewriter 
Division, Remington Rand Inc., 205 East 42nd Street, 
New York City. 


Remington ... the fastest selling line 


FEATURED ON “MARCH OF TIME”. 


. ADVERTISED 


IN NATIONAL MAGAZINES 
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Stationers~ATTENTION 


PROTECTION FOR YoU 


UR sales policy is EXCLUSIVELY WHOLESALE—always 

has been. Our line is STRICTLY A DEALER’S LINE 
Inked ribbons—Carbon papers—Roll carbons—Honest Values 
Uniform Goods—developed through years of experience in meeting 
and solving Ribbon and Carbon problems. 
Successful dealers throughout the world give us their confidence and 
patronage. They KNOW our STRICTLY WHOLESALE policy 
merits their confidence and have found it insures their PROTEC- 
TION. 


Originators and Sole Manufacturers of Cleangrip and Whitedge 


b a TEV ut 


f . 
CORnds eTerR™ 





“The Complete Line” 


Efficiency Typewriter Carbon. 


GOODS—-AND 
THE DEALER 


PRICES—RIGHT 
FOR 


RIGHT 
PROTECTION 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N.Y. 


GUNN 


Manufacturer of 
Quality Office Furniture 
since 1889 








with many unique and 





exclusive improvements 


for the coming season 


No. 5060—60 x 34 


This pull combines beauty with 








Interesting new designs are being offered to the office furniture 
dealer 
Outstanding features of Gunn Office Desks are: 


® Genuine Gunn Lino Tops, providing the finest working and 
writing surface 

@ (;unn patterns distinctive in design, creating eye value and 
eliminating sales resistance 

@ Unique and attractive hardware of the finest quality is used 
throughout——for example 


GUNN FURNITURE COMPANY 


The new type drawer pull. 
improved usefulness, and provides color harmony, being avail- 
able with chrome or brass studs including the bail in the same 
finish, or in mahogany or walnut color to match the desk itself. 
The design is of gradual curves with ample clearance and 
smoothly rounded bail, unobtrusive, easy to grasp. It will be 
a real feature of Gunn moderately priced desks the coming 


season. 


The Gunn Line of office furniture will show the retailer a 
gratifying profit. Full information on request. 


GRAND RAPIDS, MICHIGAN 
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terdam, Amsterdam, The Hague, Paris, Berlin, Frank- 
fort, Nuremburg, London, Glasgow and Dublin. He will 
sail from Southampton for his return home about Oc- 
tober 30. 

A pleasant party was held by Mr. Tavernier for his 
friends aboard the Statendam just before sailing time. 
~~ 
HEYMANN OPENS WITH BUSINESS SHOW 

As a means of celebrating the acquisition of newer 
and larger quarters and of calling attention of custom- 
ers to the new address, the H. L. Heymann Company, 
Easton, Pa., held a combined grand opening and busi- 
ness show last September 14. 

The big event was held in the new establishment at 
17 South Third street and when the doors swung open 
at 9 o’clock in the morning H. L. Heymann and his sales 
and service representatives were on hand to greet the 
crowd which continued to pour in until the store closed 


at 9 p. m. 
In addition to the regular staff the store was manned 


by a number of factory representatives who assisted | 


the salesmen in demonstrations and sales. Among 
them were George S. Crumbaugh, who demonstrated 
the entire line of A. B. Dick Mimeograph machines; 
F. F. Aaron, assisted by Samuel Blumberg, a typewriting 
speed expert, showed the various models of L. C. Smith 
& Corona typewriters; W. B. Schiebel and Miss Mar- 
garet Lennon demonstrated the uses of the Sundstrand 
adding machine; W. R. Snavely, Diebold Safe and Lock 
Company, showed safes and safeguarding devices. 
Other representatives were J. H. Butcher, All-Steel- 
Equip Company; Henry L. Guth, Milwaukee chairs and 
Hoosier and Standard desks; J. A. Bertch, General Fire- 
proofing Company and George Harscheid, National 
Blank Book Company. 

Other lines which were featured at the business show 
included Do/More health chairs, Uhl typewriter stands, 
B. & P. blank books, Victor visible equipment, Wilson- 
Jones loose leaf, Sengbusch Dip-A-Day sets, Waterman 
fountain pen sets and Type-Kraft ribbons and carbons. 

Members of the staff and sales representatives of the 
Heymann organization are: Alfred C. Heymann, A. 
Fred Treher, Francis C. Coleman, James L. Strunk, 
Charles A. Mehne, Hazel M. Hawk, Viola E. Gessley, 
Charles G. Deck, Leona I. Oberly and Robert M. Golden. 

—~>— 
McCANN IS VISITOR FROM FRANCE 

J. L. McCann, of the Maison Petitjean, prominent of- 
fice machine establishment at 21 Boulevard Haussman, 
Paris, was a visitor in the United States last month, 
arriving aboard the S. S. Washington, September 20. 

Mr. McCann paid brief visits to several firms in the 
industry in New York, including the Wholesale Type- 
writer Company, before boarding a train for St. Louis, 
Mo. He expects to return to France late this month. 

Keen, enthusiastic, enterprising, Mr. McCann brings 
a refreshing note of optimism from abroad. 


oo 


ATKINSON JOINS MARCHANT 

Equipped with a background of useful experience and 
unusual success in the office equipment field, H. J 
Atkinson, formerly of Denver, recently joined the Bos- 
ton office of the Marchant Calculating Machine Com- 
pany, Oakland, Calif., as representative in Worcester 
county. 

Mr. Atkinson, who will introduce the new “Silent 
Speed” Marchant machine to New England prospects, 
was with Sundstrand in Denver before moving to 
Massachusetts. 
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To men with a successful experience in the office 
appliance, or “system” field, this message will be 
extremely interesting. 


For 25 years the Standard Mailing Machines Company 
has been one of the largest and most successful manu- 
facturers and distributors of a complete line of mailing 
equipment. During the past five years we have 
developed a complete line of duplicating equipment 
including Rotary, Portable and Junior models of Gelatin 
Duplicators, and the now famous Standard New Process 
Duplicators. All proved 
outstanding successes in the office appliance field, with 


these machines have 


profitable repeat supply business. 


@ Standard Rotary Duplicator—first to apply 
rotary operation to the gelatin method. 


@ Standard New Process Duplicator—pioneered 
duplicating ‘direct from the original." 


@ Hundreds of “system” installations of Standard 
equipment, from coast-to-coast. 


Due to this continued expansion of our line, our 
business has increased steadily. Last year was the 
biggest in our history and this year our sales volume 
has increased 40% over last year. Now we have several 
attractive openings in our Sales Organization for 
positions as District Agents in some cities and Sales- 


men in established agencies in other cities. 


This is an opportunity for a permanent connection in a 
rapidly growing organization for capable, well-qualified 
representatives. Write fully, giving sales experience, 
present connection, reason for change, education, age 


and address. 


Handard 


MAILING MACHINES CO. 


REVERE BOULEVARD EVERETT MASS 
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AN ALL 
PURPOSE 
LIFETIME 


POCKET 
KNIFE 





LOCKING 
POSITIONS 


OPENS AND CLOSES 
WITH ONE HAND 


SPECIALLY useful in offices. Simply press the spring— 

blade slides to any desired position and is held there 
rigidly unt'l moved again. Bookkeepers, draftsmen, artists, etc., 
find the short position of the blade much more efficient in 
making erasures and corrections than an ordinary blade. 
Numerous uses accommodated by other extensions of the 
blade. Highest quality materials and construction throughout. 
Handles of metal, Pyralin or pearl, in assorted 
colors and treatments. Various displays procure 
maximum sales. 








ATTRACTIVE DISPLAY CASE 
New design in counter cases. Gits-Nifes in- 
dividually boxed cellophane covered Tray 
holding twelve knives. 


THE GITS CORPORATION 


1846 S. Kilbourn Ave., Dept. O.A., Chicago, Ill. 
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GREGORY GOES TO ALL-STEEL-EQUIP 
Taking with him a background of extensive and 
practical experience in sales and advertising in the in- 
dustrial field, James H. Gregory, former advertising ex- 
ecutive in the industrial field, was recently appointed 
sales promotion manager of the All-Steel-Equip Com- 
pany, Aurora, Il. 








J. H. Gregory 


Mr. Gregory is a newcomer in the office equipment 
field, having recently left the ranks of the Commercial 
Advertising Agency, Chicago. For nine years he was 
advertising manager for the Barber-Greene Company, 
makers of contracting equipment. His experience 
ranges from tires and batteries in the automobile in- 
dustry to electric motors and grinders in the industrial 
field. 

The newly-appointed All-Steel-Equip official at- 
tended the University of Illinois and served as Ensign 
in the United States Navy during the World War, being 
assigned to the U.S.S. Vermont and the U.S.S. Pennsyl- 
vania. He has been identified for several years with 
the Engineering Advertisers Association and is a past 
president of that organization. 

—___—<g——___ 
IDEAL COMPANY SALES INCREASE 

Indicative of steady increases in factory and ship- 
ping department business, the Ideal School Supply 
Company, 8346 Birkhoff avenue, Chicago, makers of 
primary and kindergarten supplies, has experienced a 
considerable rise in the demand for the larger sizes, 
“heavy duty” types of its line of Ingento trimming 
boards. 

“There is also a quite heavy demand for our revolv- 
ing stand for dictionaries, large catalogues and price 
lists,” said William A. Parker, manager of the com- 
pany, “and for our utility folding easel, the first stand 
of its kind that will sustain heavy loads.” 

at 
RIBBON AND CARBON MAN ON LONG TRIP 

Bernard Wolff, traveling representative of the Pa- 
cific Carbon and Ribbon Manufacturing Company, San 
Francisco, is on a trip through the Pacific Coast, Rocky 
Mountain and Middle Western states. He has been 
successful particularly in introducing to stationers a 
new type of carbon paper recently announced by the 
company. 

> 

RESALE OF TRADE MARKED ITEMS IN CANADA 

Commerce Reports.] In a decision reported recently 
by Assistant Commercial Attaché Oliver B. North, at 
Ottawa, Canada, the Exchequer Court found that de- 
fendants in an action for passing off were not guilty of 
infringement in selling as original articles which were 
repaired and sold and so advertised. 
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SAY DEALERS | aan, Gc kasi 
ALL OVER THE COUNTRY! ae in the manufacture of all types of 


frozen wire staples crashes the staple 
- - - “and we take the profits!” 





market with the sensation of the year... 


. fiegli 
;, The Genuine No. “’7 
Every day from every part of the country come 


orders, re-orders and unsolicited letters ‘‘chock- tp ) 
ROUND-WIRE 


full” of enthusiasm for the SUPER ‘‘7”’ Speed 100% 
Sure the SUPER “7 CAN TAKE IT! ISTAPLES 
We built it ‘to withstand the constant smash and A (SPERSTENER. PRODUCT 


strain that stapling machines are subjected to a 
every day. ne , Best for All Standard Machines. 


EVERY SUPER “7” undergoes the most trying Here's Why: 
tests . . . and leaves the factory in perfect condi- * New freezing process eliminates glue 
clogs in machine, the cause of many 


tion . . . that’s why the SUPER “’7’° DOES NOT stapling troubles. 
COME BACK! * Increased rigidity insures greater 


penetration. 








Fastener. 





. a one-way profit ride over the dealer’s counter. With 
no repair-return to worry about. 


Makes for smoother action in opera- 


a tion of the machine. 
The improved type of stroke control and the new patented 


ribs embossed in the side plates together with other remark- * Rustproof—cadmium coated. 
able features make the SUPER “7”? the best bet for quick 
dealer profits. Speed Fastener Staples are superior in 


sharpness, penetrating power, uniform 


Literature and Handsome Display FREE! . . . Write size and strength. 


PARROT s? EEISTE ENER CORPORATION 


363 BROADWAY NEW YORK, 
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EED-O-PRINT 


OFFERS 


The World’s Finest Low Priced 
FULL SIZED ROTARY 
STENCIL DUPLICATORS 


$ 950 SPEED-O-PRINT FEATURES 
Automatic Speed-O-Print 1. Less working parts than any other du- 


6. e.b. plicator on the market. 

Chicago . Size of sheet: From postcard to legal 
size form. 

. Perfect registration. 

. Raising or lowering of print. 

. Stripper. 

. Inside Inking. 

Adjustable to thickness of stock. 

. Speed of automatic feed, 5000 per hour. 
9. Speed of regular model, 1000 per hour. 
10. Prints to the very top of postcard of 












te 


as « ° oe 
Sri DS Vie 


sheet. 
$9 950 ll. Fully guaranteed. 
oars Dealers: Write for prices and samples of 
‘ .0. bd. work. Speed-O-Print is one of the fastest 
Hand feed Speed-O-Print Chicago selling lines of duplicators on the market 
today. 











Speed-O-Print Corporation 180 W. Washington St. Chicago 










Experience 
that Counts 


SIXTY years of desk making has 
this definite implication — Jasper 
Desk Co. desks have given consist 
ent satisfaction. That is because of 
expert construction, designs are 


















The above design Is 
also available in ma- 
hogany (No. 917) 
and wainut (No. 
1017). 





















NO. 817 


New York Ware- 
house: 573 Broad- 









Pull euartered. oak: kept up to date and only best qual- way, New York, N. 
hs—48 t ° . : e ; : 
—E A yg _ 34. ity materials are used. And yet Chicago Representa- er, 
; height S , > ° ae een tive: W. H. Br » — 
sors R.A ~ , Jasper Desk Co. desks are reason- 6708 Glenwood Ave. 
weight 203 to 26! fel al | . ee 1 Telephone: ROGers 
pounds. aDly priced, Park 3644. 


Our catalog presents a wide range of styles. We'll gladly send a copy. 


JASPER DESK COMPANY, JASPER, IND. 


—_——4 
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PACIFIC NORTHWEST NEWS NOTES 

The John W. Graham Stationery Company, 707-11 
Sprague avenue, Spokane, Wash., recently celebrated 
its forty-sixth birthday anniversary with appropriate 
ceremonies and Sales activities. With their organization 
increasing in activities every year, officials of the Gra- 
ham Company pointed out that the firm has served 
Spokane business men over a period of many years 
under the same management. Birthday anniversary 
merchandise was on display in all departments and 
every division of the establishment was the center of 
increased sales activity. 

- > > 

The A. E. Fransen Stationery and Printing Company, 
Seattle, has recently undergone extensive interior alter- 
ation, including a thorough redecorating and rear- 
rangement and an increasing of merchandise stock. 

* * . 

Featuring office equipment, business supplies and 
stationery, the new store of Thompson-Brown was re- 
cently opened in Bremerton, Wash., the “Navy Yard 
City of Puget Sound.” This new retail outlet for office 
supplies has been established at 526 Fourth street in a 
city which is one of the sales white spots of the Pacific 
Coast due to the naval construction program which has 
created an enlarged and consistent payroll at the Navy 
Yard. 

The owners of the new establishment are Howard 
G. Thompson, in the stationery business for the past 
twenty-seven years in Bremerton, Seattle and Toledo, 
Ohio, and Earl Brown, formerly manager of a music 
store. For the past seven years Mr. Thompson has 
been the owner of the Thompson Stationery Com- 
pany at 126 Washington avenue, Bremerton. Capacity 
crowds visited the new store during the opening cele- 
bration. 

Glenn Marquis, well known among Pacific Coast trav- 
elers, has recently been appointed a member of the 
outside sales staff of the A. E. Fransen Company, Seat- 
tle. Mr. Marquis will contact office managers of the 
business district. 

The A-1 Stamp Works of Tacoma, Wash., prominently 
participated in the big educational display of Tacoma 
products staged recently on the seventh floor Civic 
Center of the Fisher Store of Tacoma. The booth of 
the stamp works proved to be of great interest to the 
many Tacomans viewing the industrial progress of 
their city. 

A pioneer of pioneer stationery houses, Lowman & 
Hanford, completed its stocks of school supplies and 
was well equipped with every line of school-station- 
ery merchandise with the re-opening of schools in 
September. For more than a half century in this “new 
country,” the big Seattle store on Second avenue, has 
been one of the standbys of the scholars, and to-day 
with augmented stocks of “study tools,” which are also 
business tools, presented a variety of items for public 
and private school pupils. One of the features of the 
school opening merchandising of this firm was the 
expert advice of experienced sales persons in helping 
students to select their special supplies. 

> * - 

Kershaw’s typewriter and stationery house at 612 
Sprague street, Spokane, Wash., was the victim of a 
fire starting in an adjoining jewelry store recently. The 
fire, eating into the stationery stocks, threatened to 
burn out the typewriter firm, but it was brought under 
control and suppressed within that store. However, 
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Time to 


Order Your 
HOLIDAY NEEDS 


There are many extra sales for better grade desk 
pads during the holiday season—additional profit 





_ which can be yours with a representative stock of 


AICO pads. 


Y 


The line is complete. 
Over 1000 styles 
and colors, ranging 
from pads at $2 list, 
particularly adapted 
for gifts. 


i 


HOLIDAY 
BOXED to 


aid your sales 


AICO pads and distrib- 
utors during the holiday 
selling season will be 
furnished to you packed 
in special holiday boxes 
or envelopes, providing 
a perfect gift for com- 
mercial trade appro- 
priately packed. 


AICO holiday numbers include many new items—for ex- 
ample, the side opening genuine leather portfolio, com- 
plete with tabs, listing at $10.00. Other ideal gifts are de- 
scribed in detail in our new 


CATALOG 


A valuable refer- 
ence for every 
buyer of office sup- 


v 
‘G-J-AIGNER:-CO: 


503 S. JEFFERSON ST. . CHICAGO 
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TAKE THE ““WASTE” 


OUT OF 


WADE 


BADKE| 
SELLING 


¢ Handling several lines of baskets means 


tying up your money, boosting your inventory 
WASTE. 
Stocking incomplete lines means losing sales 


WASTE. 


Saddling yourself with slow-moving lines 


means giving away profitable space in your 


store —WASTE. 
Selling inferior baskets means dissatisfied 
customers, fewer repeat sales -Y ASTE. 


Canco takes the waste out of waste basket 
selling—offers you a fast moving, profitable 
line. Complete, for every type of customer. 
Styled for every type of market— institution, 
office, home. Canco baskets will lower your 
inventory, increase your turnover, show you 


steadier profit. 


Canco baskets are metal, fireproof, durable. 
Handsomely lithographed in oak, mahogany, 
and walnut finishes, as well as green and white. 
They are priced to today’s needs; they are 
staunchly built \ 
metal work. We urge you to get the facts. 


by a company famous for 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


City Park Avenue and Hamilton St. 
rOLEDO, OHIO 
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considerable damage had resulted. This was followed 
by a large September fire sale which brought many 
persons to Kershaw’s where reductions ranged from 
twenty to thirty per cent, and embraced typewriters, 
adding machines, desks, files, stationery, ribbons, and 
many other lines of supplies. 
. . > 

Attributing his business success and rise in the world 
to John W. Graham Company, stationery house of 
Spokane, and to Mr. Graham himself, Bert H. Parks, 
formerly with Graham’s, was recently back in Spokane, 
renewing “old home ties.”” Mr. Parks, now the super- 
visor of agencies for the National Postal Meter Co., was 
given his first real job and real opportunity at Gra- 
ham’s store. As to the help from Mr. Graham himself, 
Mr. Parks had this to say on the occasion of his recent 
visit: 

“I feel sincerely that if I have achieved any degree 
of success at all, it has been due to the foundation I 
received under Mr. Graham. I have traveled the world 
over, but have never found another man quite so fine 
as he.” 

Pal Clark, of Clark’s Book Store, Walla Walla, pro- 
vided one of the most valuable and interesting com- 
mercial exhibitions at the Walla Walla County Fair 
this September. Recovery was the keynote of this well- 
attended exhibition. The fair had its symbol an em- 
blem with the words “The Bright Spot of the Sunshine 
Year,” and showed Mr. Clark’s business resources, as 
well as the agricultural and industrial prowess of this 
section of the state—CML. 

> 
NEW SENGBUSCH DISPLAYER 

As a means of displaying its line of metal “Dip-A- 
Day” desk sets, the Sengbusch Self-Closing Inkstand 
Company, Milwaukee, Wis., has recently completed a 
new counter and window fixture to be known as the 
“Displayer.”’ 

Finished in black and trimmed in chromium the dis- 








New Sengbusch Inkstand Displayer 


player is purposely made to harmonize with the various 
desk sets and clock which are parts of the exhibit. 
The sets are finished in chromium with black, red or 
green enamel trim. They come packed in gayly-colored 
gift boxes to match. 
Further details may be obtained by writing the Seng- 
busch Company, 915 Sengbusch building, Milwaukee. 
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For 25 years, dealers and 
users have preferred Im 
perial Desks for their 
ulility, their beauty, and 
their ability to stand up 
under long years of serv- 
we 


Character and beauty . . . without osten- 


tation . . . are built into the Wall Street 
group. Luxurious enough for the fine ex- 
ecutive office: yet its moderate cost will 
appeal to the budget-minded business 


The Wall Street group has all the earmarks 
of fine quality . . . genuine Walnut ex- 
teriors and drawer interiors, beautifully 


figured veneers on outside surfaces, heavy 


Imperial 
Wall Street Suite (No. 1300 Grade) 





No. 1367 Desk 
66" x 36" x 30'9" high. 
Group includes two 
flat top desks, secre- 
tarial desk, table. 
costumer, telephone 
stand, wastebasket 
and chairs. 








panels, distinctive hardware, and a hand- 





rubbed finish. 






If you do not have a copy of the Imperial 
Desk Selling Kit, one will gladly be sent on 






request. 






Imperial home desks and bookcases will 
earn extra profits for you; write for the 






brochure. 


IMPERIAL DESK COMPANY 
EVANSVILLE, INDIANA 





















THE 
EXECUTIVE 
FILE 


a Tremendous 
Appeal 








Has 








Has Improvements on 
Automatic’s Famous 
Desk Companion 
improved expanding drawers—ever present 


top flush with desk when closed and drops 
just proper height for convenient 


Lower priced 
working space 
down in back when open 
working —solid sides -wonderful casters—excellent 
beautiful finishes alphabetical guides furnished free. 


EXECUTIVES NEED THIS 
PROPER PLACE FOR PERSONAL PAPERS 


Where material may be read without removing 
where a real quantity of private papers may be kept 


at ““FINGER-TIP DISTANCE.” 


lock 


direct-to-consumer advertising campaign. 


WRITE for further details 


AUTOMATIC FILE & INDEX CO. 


Room 200, 629 W. Washington Blvd., 








We are backing up our dealers with an extensive 


Chicago, Ill. 








BRIGHT IDEAS > 
IN LEATHER FURNITURE 


Characteristic of all BRIGHT crea- 
tions is that evidence of finesse only 
true craftsmen obtain. Here the 
buyer of leather office furniture 
finds an expression of originality so 
desired. 


Every BRIGHT number is a real 
value—quality attractively priced. 
Every dealer can make more money 
selling them. You try it! 


No. 30-C Re- 
volving chair 
to match. 
Solid Walnut 
Height 3814” 
Width 25,” 
Depth 30° 


BRIGHT CHAIR CO. Inc., 
127-133 BLEECKER ST. 
NEW YORK, N. Y. 






Our profusely illus- 
trated catalog will 
be sent to every in- 
quiring office furni- 
ture dealer. Write 
for it now. Your 
first order will con- 
vince you. 
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A message from the 


“POUGHKEEPSIE PUP” 





Stationers! 


GZ GUnuine m 
“HUSTLE WITH Lyidssell 


“Be it a motto—message or slogan—it keeps me busy—So 
get in line and enjoy the merits of the TRUSSELL LINE. 
The outstanding features of the loose leaf world are found 


in TRUSSELL Ring Books.” 
HAVE A GOOD TIME AT THE CONVENTION 


THE POUGHKEEPSIE PUP, Poughkeepsie, N. Y. 




















More storage files are sold today than at any 
time in the history of the office supply industry. 
Display the Pronto file in your store and watch 
your storage file business increase by leaps and 


bounds. 








Pronto files are now made with an all green finish 











on the outer shell of the letter and legal sizes 





which match the olive green steel drawer front. 
PRONTO FILES CAN BE 


STACKED IN SOLID BATTERIES. POPULAR SIZES 
THE NEW INTERLOCKING AT- 26 PO > 
TACHMENTS KEEP PRONTO 
UNIFORM IN APPEARANCE PRONTO FILE CORP. 
AND ABSOLUTELY RIGID 636 Broadway New York, N. Y. 


STORAGE 


FILES 
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SAN ANTONIO NEWS 
The Maverick-Clarke Lithograph Company has in- 


augurated a unique use of one of its windows by turning 


it over to one of the firm’s clients for display of mer- 
chandise for two weeks. The new plan was launched 
soon after the return from an extended business trip 
of R. P. Grieve, vice president and general manager of 
the company. 

Scheduled to cover all lines produced by the concern, 
the Dorsey Company, Dallas, has been appointed dis- 
tributor for the Wilson-Jones Company, 3300 Franklin 
boulevard, Chicago, IIl. 

The following changes were recently announced at 
the branch office of utility division of Remington Rand: 
Gordon Randolph, utility division, promoted to the 
sales division; D. W. Patton, appointed to the sales 
systems division; Paul D. Ring, salesman to the type- 
writer division, and Walter Jackson, utility clerk. 


* * * 


W. R. VanDerveer, San Antonio manager of Under- 
wood Elliott Fisher reports an increase of sales well 
over the total of last year. Mr. VanDerveer recently 
returned from a fishing trip on the Pacific Coast. 


* * . 


A state convention of the Texas Graphic Arts Zone 
Federation held in San Antonio recently, brought many 
members of the office equipment industry to this city. 
Among them were Leslie B. Gardner, R. P. Grieve, Paul 
Anderson, J. D. McIIhenny and Tom Tengg.—BCR 

~>— 
FRECKS’ OPENS MODERN PORTLAND STORE 

Marking the thirteenth anniversary of its founding, 
the Frecks’ Stationery & Printing Company, Portland, 
Ore., recently opened a large and modern establish- 
ment at 723 Southwest Alder street, in the heart of 
Portland’s retail shopping district. 

With 1500 feet of floor space for sales purposes and 
2000 feet of office and storage space, the new store 
represents a sixty per cent increase in space over the 
firm’s former establishment at 811 S. W. Sixth avenue. 
More than three weeks of remodeling and altering 
turned the store into one of the most modern and 
efficiently-arranged on the Pacific Coast. 

In addition to its regular lines of staple office sup- 
plies, the company features a complete line of station- 
ery and fountain pens, as well as a printing and en- 
graving department. 

> = 
“G-F” BROADSIDE COVERS GOLDEN STATE 

A broadside sent out by the San Francisco branch 
of The General Fireproofing Company recently enlight- 
ened business men of the Pacific coast on the subject 
of office equipment. This broadside showed selections 
from the comprehensive “G-F” lines, including desks, 
filing cabinets, “Goodform” aluminum posture chairs, 
the “Secretaire,” and adapters for roll bearing guides 
for filing cabinets. The “Super-Filer” received “top 
of column position,” as is appropriate for’ a topnotch 
file. 

a 
BRISTOL COMPANY OPENS 


Equipped with a complete line of office supplies and 
Stationery, the Bristol Stamp & Stationery Company 
has recently opened for business at Bristol, Va. 


addition to a department for office supplies the new 
company, according to C. B. Wygal, proprietor, will 
also maintain a section devoted to the manufacture of 
rubber stamps.—CGJr 
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TripuNeE 
PENCILS 


Write Their 
Own Story 








Made with 
Southern Red 
Cedar in five degrees of 
hardness... by Staedtler. 


J. S. STAEDTLER, Inc. 


53-55 WORTH STREET, NEW YORK CITY 




















can make real 
money selling 


REGAL "Seu ROYALS 


You can now sell your customers a typewriter with all 
the latest features: a REGAL PRECISION REBUILT 
ROYAL with 


®@ SHIFT FREEDOM 

® TOUCH CONTROL 

@ COMFORT KEYS 

@ NON-GLARE KEYBOARD 


Direct from factory to you, ready for use. 


REGAL PRECISION REBUILT ROYALS all bear orig- 
inal REGAL serial numbers indicating year and se- 
quence in which each machine is rebuilt. Stop serial 
number comparisons. 


Get the new REGAL PRECISION REBUILT ROYAL 
merchandising plan today. 





REGAL 
TYPEWRITER CO., INC. 


75 VARICK STREET 
NEW YORK, U.S. A. 


CABLE 
REGALTYPE 














This Copying Pencil 
can 


| “TAKE IT’ 


| Moon Copying Pencils are recommended 
for route men and field work—durable and 
economical. 








DEGREES 


EXTRA HARD 
HARD 
MEDIUM 
SOFT 


J. S. STAEDTLER, INC. 
53-55 Worth St., New York City 











Prominent Display 


of the new ‘‘National’’ 
Three Way 
Zipper En- 
velope brings 
increased 
sales 













No. 902 
I5all inches 


Place this zipper envelope where your customers 
can see it—and watch the results. Dealers are 
reporting splendid business on the complete line 
of “National” Brief Cases and Zipper Envelopes. 


Upon your request we'll gladly send our illus- 
trated catalogue. It contains worthwhile in- 
formation on leather goods. 


National Brief Case Mfg. Company 


512-532 South Peoria St. Chicago, Hl. 
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DEHN OPENS ADDING MACHINE PARTS STORE 

I. A. Dehn, Jr., Oakland, Calif., who for the past ten 
years has been in the adding machine business, recently 
opened a store at 1450 102nd avenue specializing in new 
and used adding machine parts. 

The new establishment is stocked with parts and rib- 
bons for the following machines: Burroughs, Victor, 
Dalton and Sundstrand. Mr. Dehn has issued a price 
list which may be secured by writing to the company 
headquarters and announced that new dies and tools 
are being completed which will double this list by next 
January 1. 
























Iwo Stamford Girl 
Winners. (Up- 
per) Miss Elberta 
Eggleston, of 
Short’s Secretarial 
school, with cup she 
won for speed typ- 
ing at Internation- 
al Commercial 
Schools Contest at 
Chicago. (Below) 
Miss Jennie Kon- 
drasky, blind typ- 
ist from the same 
school, who was 
awarded a cup for 
putting forth the 
best effort. Both 
girls used Under- 
wood typewriters. 


DIRECT MAIL ADVERTISING CONVENTION 
Paul T. Babson, president of the United Business 
Service, Boston, will be a featured speaker and guest of 
honor of the opening luncheon of the Direct Mail Ad- 
vertising Association convention, to be held at Kansas 
City, October 16, 17 and 18. His address will center on 
business and political conditions as they affect present 


day merchandising and advertising. The convention 
will be held in the new $6,000,000 Municipal Auditorium 
oe 
ARTHUR MOORSHEAD BACK ON JOB 

Arthur Moorshead, treasurer and general manager of 
Union Ribbon & Carbon Company, is back at his desk 
after a prolonged illness. Two months of this summer 
were spent in a Philadelphia hospital. He has assumed 
his old duties and is progressing steadily toward his 
former healthy condition. 
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The OLM Automatic File Folder Machine 
= 


Operated by a % H.P. 
Motor on either AC or 
DC Current. Floor 
spare required 8 x 11 ft. 


sz 
sn" 
















\ SPECIAL CUTTERS 
FOR ROUND CORMERS 






Patents Pending 


Illustration shows machine com- 
plete with Double Top attach- 
ment. 

(Also sold without Double Top 
attachment. ) 





\ 














Double Top Folder 
This machine is especially adapted to the manu 


/ fact f Doub! File Folders which are 6 
The OLM File Folder Machine is the latest development in a completely automatic machine for pr cane Saadieraientn the fect thet ab teen 


feeding, scoring, tabcutting, printing, folding and counting, ready to box, ‘-~ or Double Top, of folder has double strength at the point of greatest 

letter or legal size file folders at a speed of 7500 revolutions per hour. Regular equipment Wr .on 4 lighter weight folder which permits 
lud tab ' ' f l more filing space. For example: 1M Single Top File 

includes ten tabcutting knives to take care of any standard tab cut on letter or legal size. Three Folders made of 11 point material requires 1 ft 

steel printing plates are furnished for printing tabs. Ordinary electros may be used for imprinting. 8% in. of filing space. 1M Double Top File Folders 

Cutting knives for special tab cutting and round cornering can be furnished at reasonable prices. —< : ee ee come * adn 

' 
Some of the largest manufacturers of File Folders who are now operating these machines have ° . = 


found that their production has been more than doubled 

‘merous Lee OLM COMPANY “aac 

MINNEAPOLIS CHICAGO 
Representatives Not Inc. Foreign agent 


E. C. Fuller Co. 
28 Reade St., N. Y. C : 

The Norman F. Hall Co : ’ 1-3, Baldwins Place 
167-73 First St., San Francisco Paper Converting Machinery Grays Inn Road, London 


Smythe-Horne, Ltd. 








MR. DEALER: 


Are you overlooking opportunities for 
a new source of income offered through 
the many Court Houses and Public 
Buildings that are being built with 
PWA funds. All of these buildings are 
furnished with equipment similar to 
that shown, which in many cases is 
secured through local dealers. 


You need not be familiar with this type 
of equipment as we maintain an ex- 
pert staff of engineers and designers 
who will gladly work out the necessary 
details. Contact the architect, secure 
drawings and specifications and we 
will prepare estimates and assist you 
in submitting your quotation. Write 





us for further details. 


CORRY-JAMESTOWN MFG. CORP. 


Corry, Penna. 
BRANCHES IN PRINCIPAL CITIES EXPORT DEPT.: 5713 EUCLID AVE., CLEVELAND, OHIO CABLE ADDRESS CORJAM 
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Pool shipments of these desks with 
New Indiana Chairs, offer savings in 
time and freight, worth investigation 


Indiana Desk Company 


JASPER, INDIANA 





No. 5000—28x52 
32x52 
34x60 
36x72 


The Georgian Desk shown above was 
first announced last year. At first 
gradually and now decisively, its pop- 
ularity is proved by increasing sales 
Improved business conditions and 
growing optimism are releasing orders 
that have been pending. Business men 
want to surround themselves with new 
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NOW 
the trend 
is toward 
the finer 


grades... 


FEATURE 
THE 
GEORGIAN 
SUITE 







and finer equipment to create a buoyant 
atmosphere. 

The Georgian has American four joint 
matched butt black walnut top, sides, 
back and drawer fronts; all solid parts 
including drawer sides and backs are 
genuine American black walnut. Put 
the Georgian on display for better 
desk orders. Details, deliveries and 
prices on request. 











NEW INDIANA 
UPHOLSTERED 









LEATHER 
CHAIRS 


Seven attractive New 
designs, covered with 
Titetan crushed grain 
leather—choice of 


eight colors. 






are today building 


their ability ft 


Shipped in poc! 


FIBROIN 
DRY 


Are the result f 


uce 


UNCONDITIONALL 


and PENGUIN 
STENCIL 


Inufacturing experience 


They 


ster sale xnd_ profi tor 


dealers by 


tine tenct! rinting at low cost 


b 





,UARANTEED W rite today without 











cars with Indiana bligation, for nd tull information 
Desks if desired. —_— = , 
Described in our — ’ Fi a 
new catalog just IORON ™ 
off the press. 
é . STENCIL CORPORATION 
New Indiana Chair Co. | 306 WEST ADAMS STREET... . .. JACKSONVILLE, FLORIDA 
JA Ss PER . INDI A N A Branches: BOSTON, CINCINNATI, DALLAS, LOS ANGELES 
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SMITH & CORONA PROMOTES LACASSE 


W. Bert Lacasse has been appointed manager of the 
Syracuse branch of L. C. Smith & Corona Typewriters 
Inc., and has already become busy in connection with 
the Corona National Rodeo. 

Mr. Lacasse joined the “Elsie” organization as a sales- 
man working out of the New York branch in January, 





W. B. Lacasse 


1934, after a varied career. After serving in the navy 
during the war he spent some years selling automobiles 
and then went to the Mack Miller Candle Company. 
He won rapid promotion from salesman to sales man- 
ager and, later, general sales manager for the Amer- 
ican and Canadian companies. He resigned to go to 
Smith-Corona. 
> 
NEW GLOBE CATALOGUE BY WEBER COSTELLO 


The Weber Costello Company, Chicago Heights, IIl., 
has just issued a new Fall catalogue of globes of the 


OFFICE 


LIBRARY 





Weber Costello Catalogue 


world. The catalogue includes a number of new models 
in all price ranges while the sizes available are six, 
seven, eight and twelve-inch diameter. 
~— , 
BUYS DEFUNCT R.R. OFFICE EQUIPMENT 

W. J. Corbridge, proprietor of the Wyoming Station- 
ery Company, Casper, Wyo., recently bought (and sold) 
the office equipment of the North & South Railway, 
a short line running about fifty miles out of Casper. 


When economic conditions forced the railroad to go | 
out of business Mr. Corbridge bought up all of its sup- | 


plies, including typewriters, calculators and other office 
machines. 

These, after a thorough renewing, were placed in the 
store window with large tags upon them bearing the 
legend: “North and South Specials.” Within a few 
days the enterprising business man moved the entire 
lot.—BS 











BORNE DESK 
NEWI ACCESSORIES 


Priced for today’s demand 


Sainberg's new creations win popular approval 
eve a. The harmony pf poral dadan. 
good materials, expert craftsmanship prove an 
irresistible appeal to buyers. 

Among the new items are 
Executive type desk sets ® Linoleum glass 
desk pads © Correspondence folders ® 
Glasstop desk top stripping © Felt latex 

interlined chair pads 


Priced for today's demand they are real values. 
Write for new illustrated price list. 


SAINBERG & COMPANY, Inc. 
37 West 26th St. NEW YORK 





OFFICE FURNITURE 








HOWELL Chromsteel is the 
new idea in office furniture. 
It is modern (but not’ modern- 
istic”), practical and inex- 
pensive. Mail this advertise- 
ment with your letterhead for 
the New Catalog and special 


HOWELL 


ST. CHARLES, ILLINOIS 
NEW YORK CHICAGO MIAMI LOS ANGELES SAN FRANCISCO 














158 


IT WON'T BE LONG, 


Wirn increasing activity in many 
lines of business, the purchase of popular 
priced labor saving marking devices 
has shown a gratifying pick-up. 


Foremost among these items are 


FULTON 
Daters, Stamp Pads, Inks 


The date bands on thousands of daters 
expire the first of the year. From now 
on push FULTON-made daters promi 
nently the FULTON-made 
stamp pads and inks that are so easy to 


and 


TO ¢ PALS \| 
POOR do ae 1 
|e $e liv 
WEY ETE | 


sell with them 


Write us for new catalog and price list 
Don’t delay. It won't be long 





now 


, FULTON DATERS 
before real demand begins SERVICE DATERS 
DRI-KWIK 
’ - ; STAMP PADS 
FULTON SPECIALTY CO. FULTON STAMP 

ELIZABETH, N. J PADS 

' . FULTON All Pur- 

Sales Office: pose STAMP PAD 
B20 Fifth Av., New) ork City INKS 














Whether a consumer, a dealer or a dis- 
tributor, the Crown line should meet your 
every requirement. Its wide variety of 
weights and finishes of carbon and the ex- 
cellence of the fabric and inks, which readily 
adapt themselves to the various typewriter 
ribbon needs, enable you to provide and 
maintain satisfactory service. 


Write today for full details covering our 
profit-yielding proposition. 


The Crown Ribbon & Carbon Mfg. Co. 
782-790 St. Paul St. ROCHESTER, N. Y. 


Good Impressions for More Than a Quarter Century 
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BATES CONTEST WINNERS NAMED 

Bringing to an end one of the closest contests and 
interesting events in recent months, the names of the 
winners in the Bates Stapler Trade-In contest were 
announced in the September issue of Bates Brevities. 

The contest was staged by the Bates Manufacturing 
Company, Orange, N. J., makers of staplers, numbering 
machines, indexes and other lines of office equipment. 

The winners and their firms were: 

S. Allen, Service Office Supply Company, Detroit, 
grand prize winner; Charles E. Farmer, Excelsior Stamp 
Works Company, Cleveland, winner in cities of ever 
500,000; Stanley Hall, Seattle Rubber Stamp Company, 
Seattle, winner in cities of 50,000 or over; H. M. Sym- 
mes, O. H. Shoemaker, Wilmington, N. C. 

The next five winners were: Harry Johnson, Seattle 
Rubber Stamp Company; Dan Elkind, Modern Office 
Supply Company, Hoboken, N. J.; W. D. Dotherow, 
Godwin Stationery Company, Birmingham, Ala.; H. T. 
Deckman, F. W. Roberts Company, Cleveland, and K. H. 
Solomon, A. M. Carrow Company, Houston, Texas. 

Under the rules of the contest dealers were permitted 
to make an allowance of $2 on any stapler regardless of 
make, condition or age against the purchase of a new 
Bates stapler. 

—_—> 
USED COMMERCIAL FURNITURE WEEK 


A movement is afoot in Chicago to organize a used 
commercial furniture week, to advertise these lines 
just as the household furniture manufacturers have 
conducted special displays to facilitate the sale of 
furniture for the home. The Chicago Office Furniture 
Dealers Club, of which W. J. Shay is secretary (ad- 
dressed in care of the Peerless Office Furniture Com- 
pany, 166 West Lake street) wishes to hear from com- 
mercial furniture organizations throughout the country 
to undertake the formation of a national association to 
facilitate the “Used Commercial Furniture Week” idea, 
and also to gain the benefits of organization and fra- 
ternization on a national scale. It is understood that 
the used furniture men in several cities have come to- 
gether for mutual benefit. The plan is to build up a 
national organization on the isolated local associations, 
so that a concerted plan of action can be laid to bring 
used commercial furniture to the attention of the 
public. 

Mr. Shay has undertaken the labor of preliminary 
planning in the hope that the groundwork can be laid 


| for a strong national organization for the benefit of the 


used commercial furniture trade. 


i 
A RECENT AMES SUPPLY FOLDER 


A new folder, featuring several lines of new ribbons, 
carbon papers and typewriter repair tools has recently 
been issued by the Ames Supply Company, 564 West 
Randolph street, Chicago. 

In addition to the articles advertised in its pages, 
the folder carries a statement which clearly sets forth 
the status of the Ames Company in the field. It reads: 
“We have served the trade for over thirty years, con- 
fining our efforts entirely to the wholesale supply busi- 
ness, thereby never competing with typewriter dealers 
in the wholesale or retail field.” 

Among the articles featured is a novel keyring pol- 
isher, modernized black keycards and a newly-designed 
aligning pliers. 

— 
PAGE PAYS LAST TRIBUTE TO WILEY POST 


C. E. Page, of C. E. Page, Inc., Oklahoma City, was 
one of those chosen by Governor E. W. Marland to act 
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The Lamp illustrated is 

No. 518. Obtainable in 

finishes—Statuary Bronze, 

Antique Brass and Black 
and Chrome. 





Calvert has created a New and 
Complete Line of Quality Office 
and Desk Lamps 


for every purpose. 

Featuring indirect lighting, eliminating eye 
strain with no glare, no shadows and com- 
plete diffusion. 

Write us for our circular showing the entire 
line of eighteen different styles. 


A trial order will convince you of the high quality 


of this line. 


THE CALVERT LAMP CO. 
300 E. FEDERAL ST., BALTIMORE, MD. 




























STANDS 
© 


OPERATING ROD a< 


™ like these new 
Utility Stands—they are 
ideal for typewriters, add- 
ing machines, etc. Sturdy 
steel construction with at- 
tractively finished wood 
veneer tops made accord- 
ing to ae ASCO require- 
ments. ith or without easily 
operated, convenient side 
tables. Roll silently without 
effort on rubber tire casters. 
Beautifully finished in green, 
walnut, mahogany or oak. Get 
a sample table today. 


ART STEEL Co., Inc. 
300 E. 145th Street 
NEW YORK, N. Y. 
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A NEW FLOOR MAT OF 
REMARKABLE SERVICE 


Unique design and non-skid material afford much relief from 
toot weariness, give practically never-wear-out service, cut 
down accidents and increase workers’ efficiency. Made of re- 
claimed automobile tires, reinforced by rustless, steel-spring 
wires. Costs no more than ordinary floor mats. Standard or 
special sizes. Office supply dealers, here's a profit producer for 
which there is a wide market among offices, stores, print shops, 
homes, factories and wherever people are required to stand 
while working 


Send for complete description and price 


Atlanta Mat Co. 


187 Piedmont Ave. Atlanta, Ga. 




















for the 
business 

of WRITING 
and the 
writing of 
BUSINESS 


V Smoothness 
V Durability 
\/ Variety 

\ Speed 

\/ Economy 


\/ Accuracy 





The name, Esterbrook, means writing 
perfection to thousands ...to dealers 
it spells steady turnover and profits. 


GstertivuR 


STEEL PEN MFG. CO. 


Brown Bros., Ltd. 
Canada 


86 Cooper Street 


Camden, N., J. bai 


Toronto, 
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Daylite Office Lamps 


A line of outstanding quality and designs 
with distinctive features which readily promote sales. 
A trial order will prove convincing. 
Write today for complete catalog — No. 44D. 


Adjustable Fixture Co. 


Established 1911 


104 E. Mason St. Milwaukee, Wis. 
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That Counts 
KLEAN-WRITE 


stencils are the pioneer non-cel- 
lulose dry stencils on the American 
market. Their quality and uniformity 
are guaranteed to you by our years 
of experience—our large national 
distribution and our financial 
responsibility. 







MANUFACTURED BY 


FRANKEL CARBON & RIBBON MFG. CO. 
DENVER, U. S. A. 




















New Improvements 
Make 


DORSON Jr. 
the Out- 
standing 
Time Stamp 


Value 







Beautiful Modern 
Design 
Brilliant 
Chromium Finish 
40 Hour Lever 
Clock Movement 
Durable 
Shock Proof 
Exclusive features that are found in no 
other time stamp on the market today, 
means quick sales for you. This 
beautiful, sturdy unit sells on sight. 
Backed by an unconditional Guar- 


antee. Write today for special offer. 


DORSON TIME INSTRUMENTS COMPANY 
605 W. Washington Bivd., Chicago, Ill. 























Fill the BIG DEMAND 


for these two 
A-S-E CABINETS 


Here are two members of the 
A-S-E line—on which dealers 
are doing a sizable volume of 
sales, right now. The Counter- 
Hi Cabinet holds a surprising 
amount of supplies and serves 
as a work counter. Ideal for 








a . 4-S-E Counter-Hi Cabinet 
small plant offices, clubs, Fisee adtustehis dhelves 


shops, etc. The Desk-Hi Cabi- 
net answers a need for personal 
storage of material. Neat in 
appearance. There's a big de- 
mand for these two items. 
They are priced to bring you 
a nice commission. Send to- 
day for details. A-S-E steel 
equipment includes: Lockers, 
Cabinets, Shelving, Filing 





A-S-E Desk-Hi Cabinet 


Equipment, ete. I'wo adjustable shelves 


ALL-STEEL-EQUIP CO. 


INCORPORATED 


602 JOHN ST. AURORA, ILL. 
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as honorary pallbearer when funeral services were held 
for Wiley Post last August 22. 

Mr. Page, who was an Army pilot during the World 
War as well as a personal friend of the famous flyer, 
acted as aide to the Governor on a special committee 
and assisted in arranging the funeral ceremony.—ATW 

8 
J. D. VICKERS HONORED BY REMINGTON RAND, 
INC. 

J. D. Vickers, manager at Cincinnati for the type- 
writer division of Remington Rand, Inc., has received 
a twenty-year service pin. He joined the organization 
in 1915. He has seen a diversity of trade advancements 
during his period of service with the organization and 
has survived the changing times, as well as witnessing 
the many improvements made in business machines 
which have brought increased efficiency to American 
business houses and institutions. 

—_———_ 
BUDGETARY CONTROL 

L’ Organisation, Paris, devoted several pages to the 
operations of an American manufacturer in his control 
of the manufacturing budget. The Perfection Stove 
Company, Cleveland, Ohio, was cited as having an- 
alyzed its field of operations on the basis of population, 
nativity of inhabitants, marital condition, etc., so as to 
approximate closely the possibilities of its field for sus- 
tained business. A table was printed to show the direct 
sales and operating expense of its production, classified 
as to actual operating expenses per month, the 
budgetary estimate for the current month, and the 
actual figures for the same period in the previous year. 

> - 
AUTUMN NUMBER OF PAPIER ZEITUNG 

The Autumn number of Papier Zeitung, Berlin, is an 
issue devoted to the fair and export trade. It is an 
advance view of many of the novelties in the stationery 
and printing trades to be shown at the Leipzig Fair. 
Included with this issue are a number of inserts dis- 
playing German printing at its best. Many of these 
inserts are printed on cellulose paper, similar to the 
Cellophane with which the American printer is 


familiar. 
> 


GERMAN EXPOSITIONS TO COME 

The West Deutsche Biro Austellung (West German 
Office Equipment Exposition) will be held at Frankfort 
a. M. October 12-20. 

The I. B. A. (International Office Equipment Exposi- 
tion) will be held in 1937. It had been planned to hold 
this exposition in 1936. However, after a canvass of the 
situation the German Trade Group for Business Ma- 
chines recommended that the show planned for 1936 
be postponed until 1937. 

<> 
PARIS INTERNATIONAL EXPOSITION IN 1937 

Franco-American Trade, published by the American 
Chamber of Commerce in Paris, announced that the 
International Exposition of 1937 will be held in the Tro- 
cladero, Champs de Mars, Seine. This will be the 
tenth of a long series of expositions held at Paris, 
beginning in 1801. 

The French Government and the City of Paris will 
assume the burden of financing the exposition, which 
will approximate about 399 million francs. 

WE wi 

“STREAMLINERS” IN JAPANESE ADVERTISING 

The Bungu-Kai, published at Osaka, Japan, indicates 
that Japanese advertisers have a keen appreciation of 
novel things. A recent issue contains an advertise- 
ment of “Poplar” ink, embellished with an illustration 
of a streamlined train of Occidental design. 
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STORAGE FILES 


‘“‘THE STRONGEST MADE'’ 


GREEN-EDE 





LABORATORY TESTED— 


WILL SUPPORT 2000 LBS. 
WITHOUT A BULGE 


Actual Tests on a Compression Tester show 
the ‘‘Green-Edge"’ to withstand a crush- 
ing test of 2150 tbs. This proves conclusive- 
ly that double thick construction makes 
the ‘‘Green-Edge"’ the strongest made. 





DEMONSTRATION SAMPLE 
‘* YOURS FOR THE ASKING"’ 


Small and compact—easy to carry 
Inside label carries complete sales 
story, prices and special informa- 
tion. Send for one today and com- 
plete details on this superior Stor 


age Fik a 
C. L. BARKLEY & CO. 





Ag oe ng plies 


517 S. Jefferson St., AGO 








NOW is the time to 
stock and display these 
2 NEW 12” Globes 


This is the time of the year 
people are globe-minded. 
Stock and display these two 
numbers and you increase 
volume and profit. 


No. 1200—12” Swinging Base 
Globe 


The swinging meridian so popular in 
the 8" size is now available in the even 
more popular 12” Globe. The full 
non-breakable meridian and the sup- 
ports are bronze plated. This har- 
monizes with the genuine walrut 
base, which has a satin finish. Re- 
tails at 86.50. 








No. 1201—12" Atlas Swinging 
Base Globe 


This model has the same globe ball 
and mounting as the No. 1200, but 
with an atlas base-——with an up-to- 
the-minute Rand McNally Ready 
Reference Atlas included. is com- 
bination Globe and Atlas will appeal 
to your customers. Retails at $10.00. 


Send for NEW Globe 
Catalog just off the press 


WEDER COSTELLO CO, 


hte aed PCE ES, BRE. 











MASE FACIOLRLLS 2 
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DoppCraft Brief 
& Zipper Cases 







No. 115 T 


The Secre 
tary Case 
made of Sea Shark 
grain with neatly fin 
ished turned edge. Inside lining of strong Tufhyde. 


DoppCraft Brief Cases and Zipper Envelopes are smartly 


styled and substantially built. Years of experience enter 
into their manufacture. Feature a few of these numbers 
and watch your trade respond. A wide range of styles 


and prices to fill every want. 


We'll gladly send our catalog 


Charles Doppelt & Co. 
412 Orleans St. Chicago, Ill. 























Stencils of Character 


FAWN BRAND STENCILS 


Sturdy enough to stand the battering of thou- 
sands of impressions, yet sensitive enough to 
reproduce the finest line work, as well as the 
more rugged type of typewritten work, 
FAWN Stencils have passed the test every- 


where. They can always be depended upon | 
| Hand machines can deliver 750 addresses an hour. 


for uniform, effective, clean cut copies. 
Made of strong silk-fibrous tissue which 
climate will not affect, and non-cellulose, in 
blue or white. 

You can develop and maintain a fine business 


with FAWN Stencils. Write for samples and 


prices today. 


FAWN BRAND sten- 
cils, inks and duplicat- _~ 
- machine supplies ‘*& 
will please all your cus- 
tomers. You can get 
results with them. 


FAWN BRANDS, 
LTD. 


One West Thirty-Fourth Street : 
NEW YORK, N. Y. 
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AUSTRIAN IMPORTS OF OFFICE MACHINES 

In the first quarter of 1935 Austria imported 2,837 
typewriters valued at 540,000 shillings. This represents 
an increase of 1,200 typewriters with an increase of 
210,000 in value. This increase represents largely the 
imports of German typewriters. 

Imports of adding and calculating machines in- 
creased from 297 to 1,999 machines. The values repre- 
sent 98,000 shillings and 123,000 shillings. American 
machines represent a large part of this increase. 

Czechoslovakia imported 3,890 typewriters, contrasted 
to 790 machines in the previous year. 

Adding and calculating machines showed an increase 
of 935 and 1,065 respectively; American machines ac- 
counted for more than half of the imports, while the 
German product, which formerly was sixty per cent of 
the imports, has now shrunk to thirty-five per cent. 
(Tenger Schreibmaschinen-und Biirobedarf-Zeitung). 

i 
GERMANY FOSTERING INTERCHANGE OF 
YOUNG MEN 

Transatlantic Trade, the journal of the American 
Chamber of Commerce in Berlin, reports that a com- 
mittee was formed some time ago to foster the inter- 
national exchange of young business men. The plan is 
to select on an interchange basis representative young 
men, trading posts and salaries. They would have the 
benefit of mutual interchange of training and oppor- 
tunities to understand humanity from their several 
viewpoints, and to appreciate the cultural, commercial 
and industrial importance of the countries to which 
they are assigned. 

a oe - 
LEIPZIG FAIR SHOWS TRADE REVIVAL 

Reports of the recently-concluded Leipzig Trade Fair 
indicates a vigorous recovery of business in many fields, 
according to dispatches received here recently. The 
Fair was attended by 125,000 business men from sev- 
enty-four countries and included 5,200 exhibits assem- 
bled from twenty-two countries. Because the Fair acts 
as an international clearing house for every industrial 
product it is considered a good European barometer of 


trade conditions. 
— i — 


RUSSIAN ADDRESSING MACHINE PRODUCTION 


According to the Tenger Schreibmaschinen-und 
Biirobedarf Zeitung, Vienna, the electro-mechanical 
factory Kaluga in Russia, has produced 100 address- 
ing machines for the USSR. It is said that these ma- 
chines have a capacity of 10,000 impressions an hour. 


———<— 
INTERNATIONAL CONGRESS OF CHAMBERS 
OF COMMERCE 
Transatlantic Trade, the publication of the Amer- 
ican Chamber of Commerce in Berlin, announced that 
the next congress of Chambers of Commerce will be 
held at Berlin in 1937. 
> 
TYPEWRITER INSTRUCTION IN CZECHOSLOVAKIA 
SCHOOLS 
Biiro-Bedarf Rundschau reports that the Czecho- 
slovakian school authorities have included typewriting 
classes in the studies of the common schools of that 
country. 


IRAN EXTENDS FREE PERIOD FOR MACHINE 
IMPORTS 
Iran (formerly Persia) has extended the period of 
free entry for machines of all kinds three years. 
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rlobe 
2 LTT 


A Big ¢ 
——— Send Today for 


Se New Catalog OA-36 
ss 

= 4 Profitable 
gag Fast-Selling Globes 


INN 
‘ei Ke)=]35 


In school and home, there is tremendous interest in interna- 
tional developments, Ethiopian and other war threats, airplane 
flights, and other world events. Folks will buy globes this 
season as never before—especially Cram Globes, with their 
durable construction, beautiful finish, pleasing colors, and at- 
tractive prices. Geographical detail accurate and up-to-date, 
type plain and easy to read. A complete line of 75 different 
mountings; 7, 9 and 12 inch sizes; prices from 75c to $50.00. 
Globes that sell, with substantial dealer profits. 





Line of 


Send today for new catalog OA-36. 
See what this profitable line offers you. 


The George F. Cram Company 
Map Publishers since 1867 











To = Best Results from This | T h e 
CARBON / 
Fee Pay-of f 
QUEEN RIBBON & CARBON CO. 
Business “‘pays off’ on re- 
sults—not alibis—only _re- 
sults count. 
If you concentrate on 


“Queen”? Ribbons and Car- 
bons you are sure to be there 
at the “‘pay off’’—they give 
results. Try them. 


QUEEN RIBBON & CARBON CO., Inc. 
360 Furman St. Brooklyn, N. Y. 


Manufacturers of a complete line. Inked ribbons for a 
variety of purposes. Carbon in rolls for every need. 
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ADD-A-UNIT 
TRANSFER FILES 


America’s Finest Low Priced Transfer File 



















PRACTICAL 


Built to give service 


PERMANENT 
Will last a business 
lifetime 
EFFICIENT 
Drawers slide easily 
when loaded to ca- 
pacity 


ECONOMICAL 
In the price class of 
Corrugated Card- 
board 


Four Letter Size 
Add-A-Units 
stacked make a 
fine low priced 4 
drawer file. Fol- 
lower blocks if 


Patents Pending . 
desired. 






Hedges Mfg. Company 
2700 Wentworth Ave. Chicago, Ill. 





























PERFECTION 
DAILY REMINDER 


is also available with half hourly 
appointments in » 5 x 8 inch size. 


GEM e JUMBO GEM e PERFECTION 
DESKAID e@ PERFECTION DAILY REMINDER 


—® - —_ 
THE MOST COMPLETE 
LINE ON THE MARKET 


DEFIANCE SALES CORP. 


72 SPRING ST., NEW YORK, N. Y. 
The CALENDARS inthe BLUE BOXES 




















Re 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. ©. Patent 1.783.698. Canadian Patent 334.059. Other patents pending) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in an 
desired shape. (No soft stampings used eiaainever} 
For cradle slides our ball bearings and rivets are in one 
unit for = assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. 


Kilian Manufacturing Corporation 


107 Nerth Franklin Street Syracuse, New York 





EAGLE-A 





All grades included in the Eagle-A line are 
made to meet the high standards of quality for 
which Eagle-A Papers have long been known. 
The prestige of the famous Eagle-A trademark 
is well known to the constant users and buyers 
of paper. To the average consumer the Eagle-A 
watermark in paper is a guarantee of honest 
value and a promise of faithful performance. 
A number of attractive displays and mailing pieces are 
available to dealers carrying the Eagle-A line. Write 


for full information. 


Bradner Smith & Company 
333 So. Desplaines St. Chicago, Ill. 
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Before GENERAL’S Inks were 
produced commercially, samples 
of each type, together with 
competitive inks, were given 
the most exhaustive tests by 
the N. Y. Testing Laboratories 
(the oldest and largest un- 
biased testing laboratories in 
this country). The results of 
these tests conclusively proved 
GENERAL'S superiority, in every 
respect, over all other inks. 


And today, the four popular 
sizes of GENERAL’S Inks are 
definitely proving their superi- 


Send for Details 
ority in SALES throughout the 
country. Everywhere, the de- GENERAL PENCIL COMPANY 


mand is increasing for these 
finest of writing fluids. 


JERSEY CITY ° 








All-Metal Utility Stand 


A new stand offering distinct 
advantages in quality, utility and price 






Electrically 


2616" High 
Welded 


Including 

Casters Absolutely 
Rigid 

Heavy Gauge 

Steel Top Full Size 
Stationery 
Drawers 


Top 
1" Wide 
14” Deep 


9” Wide, 12” 
Deep, 2” High 


This stand is an especially good item for the dealers to sug- 
gest to their school and institutional customers. It is par- 
ticularly useful for typewriters and other office machines, 
ledger trays, large books, etc. Its features will commend it 
to your customers. Attractively finished in olive green 
baked-on enamel. Special finishes extra. Shipped knocked 
down. Easily and quickly assembled: Leaves and drawers 
mounted either side and are sold separately. Locking casters 
of special design prevent stand from moving when brake 
is on. 
Write for sample, quotations and 
exclusive distribution plan. 


THE OFFICE APPLIANCE COMPANY 


905 Walnut Street Philadelphia, Pa, 











NEW JERSEY 
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COTTON AND FILING EQUIPMENT 


King Cotton is receiving added advertising in Mem- 
phis, Tenn., this month aided by a number of station- 
ers and office equipment dealers as well as other busi- 
ness men in the city. A. R. Taylor & Company, E. H. 
Clark & Bro., and S. C. Toof & Company are all show- 
ing window displays of cotton gin books, together with 
various forms and filing devices useful in the cotton 
trade. As a result of the practice, inaugurated last 
month, sales in various office equipment lines are said 
to have received a new impetus.—CG 

= oe — 
NEW MARVIN CATALOGUE 

Containing descriptions of a number of new lines, of 
interest to the trade, a new 125-page catalogue will 
shortly be released by the Marvin Envelope and Paper 
Company, 439-445 South Clark street, Chicago. 

Among the new items listed are, Monoplane water- 
marked Sulphite bond, Pennsylvania unwatermarked 
Sulphite bond, Bogus Bristol, Newsprint and many 
others. 

At the same time it was announced that increases in 
the Chicago territory has necessitated the appointment 
of Clem T. Strauss, well-known in the field. 

> 
EVEREADY APPOINTS FEDERATED SALES SERVICE 


The Eveready Manufacturing Company, Worcester, 
Mass., makers of stapling machines and staples, re- 
cently appointed the Federated Sales Service, of Bos- 
ton, as marketing counsel to aid in all phases of sales 
work, especially in the building of a national sales 
organization. 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFrrice 
APPLIANCES, are tangible business opportunities 


Wants Abroad 


Catalogues on Office Supplies Requested.—The Superior Ribbon & Car- 
bon Company, 803-04 Empire building, Detroit, Mich., wishes to receive 
from manufacturers catalogues covering office supplies, such as second 
sheets, typewriter paper, inks, stamp pads, note books, pencils, etc. 
These items are to be added to the company’s established line of type- 
writer ribbons and carbon paper 

Des Moines Dealer Asks Catalogues.._The DeLuxe Office Equipment 
Company, 730 Forty-fifth street, Des Moines, Iowa, wishes to receive 
catalogues from manufacturers of office equipment Please mark replies 
for the attention of Joseph Poole He has been selling office equipment 
the past twenty years 

Sales Service Available for Wisconsin. An experienced salesman is 
seeking lines of office appliances and related items for distribution in Wis- 
consin He contemplates taking on several non-competing items, and is 
prepared to co-operate with manufacturers who wish to have sales repre- 
sentation without the expense of a district office. This gentleman was con- 
nected with one of the addressing machine manufacturers, and can give 
references Address SEM 67, care of Office Appliances, 417 South Dear 
horn street, Chicago, Ill 





New Enterprise 
wing is a ncern reported in further detail elsewhere in this issue 
It offers possibilities of additional outlets for 
manufacturers in this field. 


Stationer Opens at Decatur, lil.-The Tanzyus Printing & Office Sup- 
ply Company, 248 North Park street, Decatur, Il E. G. Tanzyus is 
operating this business, which includes office machines and office equip- 
ment, with a print shop as well 
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Buffalo, N. Y.—A. D. Stubblebine has become systems manager here 
for Remington Rand, Inc 

Elizabeth, N. J.—The Wilson-Jones Company has transferred its eastern 
offices and finished stock to its enlarged plant at 1000 South Elmora avenue 
Limited stocks will be carried at the Manhattan office, 314 Broadway, for 
the convenience of New York dealers 

Clifton Heights, Penna.—Dave Polmar is representing the Buchan 
Loose Leaf Record Company in New York 

Kansas City, Mo.—Jack Grey, of The Pitt Corporation, spent his vaca 
tion in Colorado 

San Antonio, Texas.—The Dorsey Company has been appointed a dis 
tributor for the Wilson-Jones Company 





FROM FAMOUS 


ST. JOHNS 





St. Johns Office Table No. 24 


Northern Grey Elm. Golden Finish. 
Top, %" thick. Legs, 2%" square. 
6 Sizes: 24x36, 27x42, 27x48, 27x54, 
27x60 and 30x72. Shipped K. D.; 
Packed two of one top-size in crate. 


A New RECORD VALUE 
IN OFFICE TABLES 


ERE is just one of the new office table designs from St. 
Johns, the biggest table factory in the world. Built with 
the extra strength, fine workmanship and good-looking business- 
like lines that have made St. Johns tables favorites since 1868. 
Line gives choice of standard office colors—-golden, mahogany or 
walnut; range of sizes from 24x36 to 30x72. All tables equipped 
with dovetailed drawers with 3-ply bottoms. Ample capacity. 
Ideal for majority of your trade; a good profit line. Write for 
catalog, supplement and prices today. 


ST. JOHNS TABLE COMPANY 
CADILLAC, MICHIGAN 


aa 








thousand 
copies 
from one 


TEMPO STENCIL 


You are not only assured of long 
runs but Tempo does produce an 
excellent copy and brings repeat 
orders. Manufactured in both 
blue and white. It’s ALL AMER- 
ICAN made and sold through 
dealers only. The line is com- 
plete. 


Tempograph Duplicating Ma- 
chines from $45.00 to $150.00. 


Dealers interested in this popular 
line should write today for full 
particulars. 


Manufactured by 


Milo Harding Co., Ltd. 


1362 South Hill Street, Los Angeles, Calif, 
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An Old Standby 
A Modern Standard 





HIGGINS 








PHOTO MOUNTER 


For the Finest Mounting 


HE first—and finest of photo mounters, this paste has 
T cacoaty increased in popularity among professionals 
and amateurs for all types of mounting work. Gradual 
improvements from time to time have kept it strictly in 
tune with modern requirements. 


HIGGINS' PHOTO MOUNTER spreads with remarkable 
ease and smoothness—it is never lumpy. Mounts photos 
flat—will not warp, wrinkle or discolor even the most sen- 
sitive prints and mountings. Stocked by reputable dealers 


everywhere. Made by 


CHAS. M. HIGGINS & CO.., Inc. 
271 Ninth St. Brooklyn, N. Y. 
Manufacturers of Higgins’ American Drawing Inks, Writing Inks, 
Adhesives and Sealing Wax Since 1880 
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-TEN Stapler 





A 
well designed, sturdily built, high grade hand model wire 


List Price $3.50 inctuding 1000 staples. 


stapling machine, using standard ‘4 inch crown wire 


staples frozen together in strips. 


This NEW EL-TEN STAPLER is built 
for your customers in the office, store, 
factory, school and home. Descriptive 
Folders which can be sent to those 
customers will be furnished free of 
charge. Order your folders now, along 


with a few EL-TEN STAPLERS. 


Manufactured Exclusively by 


Bump Paper Fastener Company 


LA CROSSE, WISCONSIN, U. S. A 
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Birmingham, Ala... Walter H. Blaney, who has been in charge of the 
Alabama territory of the Underwood Elliott Fisher Company, has been 
transferred to New York, where he will be national assistant sales manager 





of the typewriter division Frank A. Knowles, who has been a salesman 
here the past ten years, has been made manager of the Birmingham 
branch 

Boston, Mass.--The E. A. Raphael Company has moved to a new loca- 


tion at 49 Bromfield street. The company celebrated its twelfth anniver 
sary, taking increased space to house the business 
Brockton, Mass.—-A branch of the Royal Typewriter Company, 
been established here under the direction of Frank M. Gill 
Buffalo, N. Y.—H. L. Tindall, formerly typewriter manager at Chicago 
transferred the home office as 


Inc., has 


for Remington Rand, Inc., has been to 
assistant to W. H. Matthews 

Chicago, t1.-_-F. M. Echoff has been appointed manager of the local 
Remington Rand, Inc., typewriter branch 

Chicago, I11.--Clyde T. Jungbluth, of the portable typewriter division 
of the Underwood Elliott Fisher Company, was a visitor at the Chicago 
branch in September. 

Chicago, tt).—-Earl Harris, formerly of the service department of the 
local Smith-Corona branch, has been transferred to sales of the Corona 
line 


Bert Denman has been transferred to his former loop ter 


Chicago, II. 
Smith & Corona Typewriters Inc. His post as assistant 


ritory for the L. C 


branch manager has been taken by E. W. Cornelius 
Chicago, tll._-Typewriter Service & Exchange, Inc., 16 North Wells 
street, has expanded, taking also the store at 18 North Wells The 


mechanical service department now has increased space, which was neces 
sary 

Chicago, lll.J. W 
the typewriter division, Underwood Elliott 


Culpeper has rejoined the Chicago sales staff of 
Fisher Company Several new 


salesmen have joined the typewriter sales staff, including L. H. Olson, 
Leo B. Koons, Wm. V. Collins and D. W. Benware 
Chicago, tl.-The Reliable Typewriter & Adding Machine Corporation 


will have its new fall bulletin in the hands of the trade early in October 


The bulletin will be larger than ever, with more illustrations and more 
complete listings. 

Davenport, lowa.—-Tom Murphy has joined the local sales staff of the 
Royal Typewriter Company, Inc 

Escanaba, Mich.—-The local offices of Remington Rand, Inc., have been 
moved to 611 Ludington street The branch had been located in the 
Escanaba National Bank building 

Fresno, Calif..-M. Tavowich has been promoted as manager of the 


Fresno district office of the Smith-Corona. The Fresno district covers the 
San Joaquin Valley 

Grand Island, Nebr. 
Inc., is now in charge of 

Kansas City, Mo.—-S. M 
local branch of the Royal Typewriter Company, Inc 
man at Chicago before his promotion Previously 
Royal at Toronto, Cincinnati and Detroit 


Lawrence, Mass. W. Cochrane has been appointed manager of 


The local office of the Royal Typewriter Company, 
Bert W. Hunt 

Steeves has been appointed manager of the 
He had been a sales 
he had been with the 


George 


the new branch of the Royal Typewriter Company, Inc., which was opened 
recently 

Norfolk, Nebr.—-D. J. Murphy has taken over the local territory for 
the Royal Typewriter Company, Inc 


Wyant’s Book Store, 120 South Main street, has estab 


Marion, Ohio. 
Earl R. Van Zant Royal 


lished a typewriter department, in charge of 
typewriters are featured 

Ontario, Calif.—Stockwell & Binney, the well-known typewriter firm 
of San Bernardino, is opening a shop at 130 North Euclid avenue, with 
Bert Reed, a well-known resident of Ontario, as manager. The new shop 
will deal in new and used typewriters and in adding machines. Walter 
Gunn, an experienced mechanic, also comes from San Bernardino to take 
charge of the mechanical part of the work. 


Pittsburgh, Penna.—J. M. Hughes, Jr., has been promoted to be man 
ager of the Pittsburgh branch of Remington Rand, Inc 

Sacramento, Calif._-The Sacramento Acme Typewriter Company has 
opened for business at 1124 Eighth street. They give their attention to 
machine sales, repairs and accessories 

Sacramento, Calif.—Jimmie David has started the David Typewriter 


Company at 1605 J street. He is already familiar with the trade, having 
been employed by another firm 

San Francisco, Calif.-Henry Hardy, representing the Munson 
Company, has moved back to his old quarters at 153 Kearny street 

San Francisco, Calif.—-The Smith-Corona office has added two new sales 
people to their list. One is Herman Gaba, experienced in typewriter sell- 
ing, as he was formerly with the L. C. Smith Company for about twenty 
Under 


Supply 


years. The other is Victor Armenio who was previously with the 
wood Company at St. Louis 
San Francisco, Calif.._C. H. Billington, in charge of the Smith-Corona 


organization for this district, reports August their heaviest month for the 
year. Only $3,000 than the 1929, and near eighty-five per 
cent above the sales of the previous August. July also topped last year’s 
sales by twenty-five per cent. Billington acknowledges that when the home 
office sent in the quota of sales they expected for August, he feit though 
he didn’t complain that they were asking too much; so he feels a little 
surprised himself that they went so high above the quota 

San Francisco, Calif.—The San Francisco Typewriter Dealers Associa- 


less sales of 


| tion met August 20, and elected the following officers for the ensuing year 


President, R. E. Revalk, of the Revalk-Perry Typewriter Company, 300 


| Bush street; for Vice-President, Louis Smith, of the Typewriter Company, 


106 Sutter street; for Secretary-Treasurer, Miss Marion Lieber (reélected) 


connected with the Holladay Typewriter Company at 366 Market street 
The Association resolved to make a bid for the 1938 convention of the 
| National Typewriter and Office Machine Dealers Association. That will 
be the occasion of the official dedication of the Golden Gate and San 
Francisco-Oakland bridges; and also the occasion of a World’s Fair to 
celebrate the event 

Sault Ste. Marie, Mich.—The Underwood Elliott Fisher Company has 


opened an office at 604 Central Savings Bank building, in charge of G. M 
Altman 


Seattle, Wash.—-The Golden Rule Typewriter & Stationery Company have 


established a new branch at 4204 University avenue, in the neighborhood 
of the University of Washington 

Sioux City, lowa.—Gene Gates has been transferred to the local office 
of the Royal Typewriter Company, Inc 
Denver office. 


He had been connected with the 
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IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 








NEW YORK STOCK 





CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. 











CARBONS and RIBBONS 


Will be found economical for the reason 
they possess DURABILITY resulting in 


maximum wear and longer life. 


This is just one of the reasons why the 
Dealer should carry the BUCKI LINE. 
Other reasons lie in the Buckeye Merchandis- 
ing Plan which will be explained upon re- 


quest. 


~™ Buckeye Ribbon & Carbon Co. 


1458-1468 East 55th St. Cleveland, Ohio 


A copy of the Buckeye Booklet awaits your request. 
Dealers have found it indispensable. 
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PREVENTS EYE STRAIN 


No one can pretend indifference to the pre- 
ventable causes of impaired eyesight, headaches, 
etc. 


And no one can use Neo-Leum on our 10- 
day trial offer and not demand this relief from 
the damaging effect of glare as scientifically ex- 
plained in our booklet, “Reflections on Desk 


Tops.” 


PLACE NEO-LEUM ON 
APPROVAL AT OUR RISK 


Grand 


Rapids Michigan 














ELIMINATES POSTAGE WASTE 


Improved — 
Triner No. 9-T 
meets postal 
tolerance of 
ONLY FIVE 
GRAINS 











Increased 
Markets 





Capacity 
9 oz. x I oz. 


Never before were the post-office requirements so exact- 
ing. With a tolerance of only five grains now permitted 
many business concerns are wasting money in over-post- 
age because ordinary scales cannot indicate a five-grain 
variation and thousands of scales now in use are inade- 
quate. Your market for Triners is thereby greatly in- 
creased. 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities nine ounces to 
four pounds in various models, with computing charts 
on those of one pound and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Ilinois 
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Transfer Your Records Into 
‘*All Automatic’’ EASY SNAP 
Collapsible Storage File Boxes 








Keeps them 
CLEAN, SAFE and 
EASILY ACCESSIBLE 


Bottom as well as top closes ‘‘auto- 


matically.”” Requires NO PASTING 


112 stock sizes for your requirements. Samples and prices 


sent on request 


STRAYER COIN BAG CO. 
(Beak Sepp) New Brighton, Pa. 


Since 1914 











Even though the 
smoke be black, 

The future pros- 
pect can be 

bright! 









SCHWAB SAFES 
protect the _ vital records of business 


Almost every” business has records that are needed at 
hand for ready reference during business hours, and at 
the same time are indispensable to its existence. And 
yet it is not uncommon to find cases where these records 
are not properly arranged and not given even the flimsi- 
est protection against fire and theft. 


The sales opportunities for the Schwab Representa- 
tive were never more plentiful than today. A safe must 
be sold like a specialty and, like a good specialty. Schwab 
Safes are well worth selling. Let us tell vou about the 
Schwab sales plan. 


The Schwab Safe Company 


Lafayette, Indiana 

















it adds up: 
MORE LAMPS 


All this agitation about better light and better eyesight 
adds up to more lamps, and we meet your demand for a 
good-looking, dependable lamp— Amronlite—inexpensive, 
but de luxe. It is designed to keep company with the most 
costly furniture, but quality is not sacrificed in achieving 


beauty. 





PATENTED 
No. 3603. Height 
15 inches to center 
of shade. Base 7 
inches square. Tor 
60 watt lamp or 
smaller. Wired 
with 9 feet of silk 
cord, pull socket, 
plug. All brass; 
electro-plated fin 
shes. 


ae 


The only lamp with 
the patented slip-on 
shade—it rmits in- 
stant replacement of 
shade or bulb, and 
easy cleaning. 






Cash In: “Better light; better > aon “Quality merchan- 
dise; quality customers.” “Satistactory products; satisfied 


trade.” The Faries Line is your answer. Send for catalog 
and prices. 


FARIES MANUFACTURING COMPANY 


DECATUR, ILLINOIS 














VALUE that SELLS 






Take the short cuts. . . 
be sure that your pencil 
sharpener sales make 
new customers—and 
hold them! Keep APSCO Pencil Sharpeners ON 
DISPLAY—IT PAYS. 

For—“APSCO Cutters Don’t Scrape . . 


CUT” and give continual satisfaction. 


The Premier . . . $2.50 
AUTOMATIC FEED, sharpens 
various sizes of pencils. 


Now in 3 styles, No. 1 with celluloid in the receptacle, No. 
2N with Nickel plated and polished metal strip, and No. 
2B—with “Photo Electric” metal strip. 


Depend on APSCO for Profitable, Satisfied Customers. 


AUTOMATIC PENCIL SHARPENER CO. 
CHICAGO, ILLINOIS 


. THEY 
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ADDING MACHINES 


Buffalo, N. Y.—W. H 





Dautel has been assigned to the adding-account- 
Rand, Inc., concentrating on book- 


ing machine division of Kemington 
keeping machines 

Chicago, Il1.—The Underwood Elliott Fisher Company had an exhibit 
at the Sherman House during a large convention of postmasters held 
in September 

New York, N. Y.—W. A. Ericson has been appointed foreign sales 
manager for the Allen-Wales Adding Machine Corporation He has had 
a long experience in the office machine field 

Spokane, Wash.—S. P. Lovegren, manager in the Spokane District for 


the Monroe Calculating Machine Company, Inc., spent the week of Sep 
tember 2 at Spring Lake, N. J., attending the sales conference of the 
company He also visited the company’s plant and general offices at 
Orange, N. J. His sales the past year have won him membership in the 


Monroe High Point Club. 








OTHER MACHINE §S 


Birmingham, Ala.—Charles Eagan, Inc., dealer for the A. B. Dick Com- 
pany, has opened this business at 314 North Twenty-first street Mrs 
Eagan assists in the operation of the business, having completed a technical 
course at the home office of the A. B. Dick Company, Chicago 

Brooklyn, N. Y.—Stabro Manufacturing Company, Inc., has been char- 
tered to do a duplicating machine business; capital stock, $10,000; Bene 
dict Stambler, charter representative, 391 Fulton street 

Rochester, N. Y.—The Sampson Permagraph Company 
tion for voluntary dissolution 


FURNITURE 


Buffalo, N. Y.—-The Buffalo School Equipment Company, Inc., has been 
chartered ; capital stock, 200 shares non par value; incorporators—Lor- 
raine Subke, 97 Victoria avenue; Daniel J. Ryan, 80 Stevenson street, and 
Eugene J. Coonley ; Wm. L. Mcginnis, charter representative, 525 Ellicott 
square 

Chicago, Ill. 
street, has been 





has filed a peti 











LaSalle 
incor- 


29 South 
par value 
Fischman 
has been 


The Bank Equipment Company, Inc., 
chartered; capital stock, ten shares 
porators, W. K. Altman, Hazel L. Hoffman and 8. Y 
Des Moines, lowa.—The De Luxe Office Equipment Company 
established by Joseph Poole 
Los Angeles, Calif.—T. E 
Globe-Wernicke Co. 
Philadelphia, Penna.—The Stiffel-Freeman Safe Repairing Company, 
Chestnut street, has been registered in the common pleas court by Willard 
P. Snyder, 271 South Fourth street 
San Francisco, Calif._-W. A. Burke 
for the Peerless Steel Equipment Company 
Front street 
Seattie, Wash. 
moved into a new 
at 211 James street and 
have the same space they 
square feet, increasing the 


Claypool has become junior salesman for The 
wer 


headquarters 
Penn., at 7 


established 
Philadelphia, 


has now 
of 


The Desk Exchange, Arthur M. Hansen, president, has 
daylight location on the second floor, with entrances 
518 Second avenue. On the one floor they now 
formerly occupied on three floors, about 9,000 
efficiency in showing the merchandise 








Cc & 3S 


has installed a 


NG DEVI 


Company 


MAR K 1 


Bristol, Va.—The Bristol 
marking device plant 

Chicago, II!l.-The 
3519 Lincoln avenue. 

Chicago, !1!.—Carl O. Lindgren, secretary of the American Numbering 
Machine Company and manager of the Chicago branch, enjoyed the attrac- 
tions of his summer home at Walhalla, Mich., during recent weeks. 

Cleveland, Ohio.—The Excelsior Stamp Works Company was a winner 
in the recent sales contest conducted by The Bates Manufacturing Com- 
pany. 

Elizabeth, N. J.—Louis Tavernier, sales manager of the Fulton Specialty 
Company, is on an extended European tour which will end late in October. 





Stamp & Stationery 


Lineberger Rubber Stamp Shop has been opened at 


San Francisco, Calif.—0O. H. Davidson of 72 New Montgomery, repre- 
senting the Neva-Clog products and the Fulton Specialty Company, re- 
cently completed his northwest canvass, finding excellent reception 


throughout Oregon, Washington, Idaho, Montana, and Nevada. He is now 


covering the southwest in the same thorough manner 


Seattle, Wash.—The Seattle Rubber Stamp Company was one of the 
winners in a recent contest conducted by The Bates Manufacturing Com- 
pany 








AND PENCILS 


Hamilton Kendrick, district manager for the American 
made his customary trip to Detroit last month. 
Priesing has been elected president of The Wahl 
Company. He succeeds the late J. C. Parsons. 

Chicago, ti1.—The Commercial Stationery Company has expanded its 
Christmas lines of fountain pens and mechanical pencils, and will make 
extensive displays in its stores 

San Francisco, Calif.—The McCoy Pen & Pencil Company, 672 Market, 
has recently doubled its space by adding the mezzanine floor 

San Francisco, Calif.—Tom Emerson, manager for The Conklin Pen 
Company at Toledo, Ohio, recently touring the coast, expressed great 
optimism for the immediate future 

Toronto, Canada.—R. 0. Pennington has joined The 
Pen Company, Ltd., as managing director. He had been 
The Wahl Company, Ltd., as managing director 


PENS 


Chicago, Hil. 
Lead Pencil Company 
Chicago, Hli.—C. W 





Parker Fountain 
formerly with 
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Announces 
NEW COMFORT 
in 
Posture Chairs 


= 
Rubberized 
Curled 
Hair Cushions in 
Seat and Back 


” 
Resilient, 
Comfortable, 
Lasting 
— 


Easy, Quick 
Adjustments 
Without Tools 
or 
Special Keys 
a 


A Model for 
Every Purpose 
oO 


Write Us 
és 


STUR 





This new, inexpensive Posture Chair is upholstered in a fine 
quality imitation leather over Rubberized Curled Hair 
Cushions. (Seat cushion 2!/2” thick; back cushion I'/2” thick.) 
It represents the last word in Posture Chairs. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 











Four lines always in demand 


Stainless Steel FILE SIGNALS —» 
For classifying and identifying vertical card 
files and visible record systems. Stainless 
Steel, cannot rust or tarnish regardless of cli- 
mate. Twelve standard colors in a variety of 
styles. Patented construction makes them 
“stay put.’’ 






“Burro” 
PAPER CLIPS~> 
The “aristocrat’”’ fas- 
tening for letters, in- 
voices, enclosures, etc. 
Four sizes including th 
Cling Clip. 
Paper Clips have spe- 
cial tongues, which 
prevent side slip of 


“Burro” INDEX TABS papers. 


Detachable for cards and ledgers. Patent 
tongue insures firm grip. Of spring steel 
well nickeled. Supplied with alphabets, 
days of the week, numbers 1-31 and 
months. Also aveilable with Blank Inserts. 


“Bull Dog” PAPER CLIPS 
. AND VACUUM CLIPS — 


“Bull Dog” clips for classifying work, 
holding stacks of papers, etc., are made 
of tough spring steel in five sizes. Jaws 








Al your 


jobbers 


brightly nickeled. Body in three standard . 

colors in addition to regular black finish. Send for 
“Vacuum Cup Clips’’ are regular No. 1 catalog 
“Bull Dogs” fitted with rubber suction price 
cup for attaching to glass or other non- sheet 


porous surfaces. 


THE H. C. COOK CO., 14 BEAVER ST., ANSONIA, CONN. 


COOK'S 
STATIONERS’ 
SPECIALTIES 














{ 
! 
} 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 
EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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OFFICE APPLIANCES 








RIBBONS AND CARBONS 











DICTATOR 


STENCILS 


After more than a year 
of intensive practical 
tests we are now offer- 
ing to the trade these 
new non-cellulose 
stencils, attractively 
packed, for all styles 
and size machines. 


DICTATOR 


INKS 


This new quick drying non-offset 
ink is guaranteed not to injure 
any type stencil. It is an intense 
black and comes in grades for 
either open or closed drum ma- 
chines. 








We co-operate with dealers to 
the fullest extent. 


INK SPECIALTIES CO. 


FRED B. CANODE 
519-21 South Laflin Street 
CHICAGO, ILL. 








Chicago, I!!.—F. S. Cooper, president of the Codo Manufacturing Cor 
poration, returned from a sales trip in September, and found his trade 
optimistic 


Chicago, Ill.—R. A. Williams has joined the Chicago staff of the Colun 
bia Ribbon & Carbon Manufacturing Company He had been operating in 
the eastern states for the Columbia lines 


Chicago, Ili.—John G. Oberman has been appointed to supply sales 
activities of the local branch of the L. C. Smith & Corona Typewriters 
Ine He succeeds E. W. Cornelius, who has been appointed assistant 
manager of the Chicago branch 


Seattle, Wash._-T. G. Duggan, factory representative of the Columbia 
Ribbon & Carbon Company, called on the local trade last month 


=- —— ~~ 
(Exports—Continued from page 8) 


6134 
Bank and 6135 6159 
safety Other Other 
deposit office metal 
vaults and furniture furni 
Sates equipment fixtures ture 
Countries N Value Value Value Value 
Poland and Danzig 18 
Portugal : 
U.S.S.R. (Russia, Europe and Asia 
Spain 
Swede ‘ 
Switzerland 207 
United Kingdon 7 4,200 1, O8¢ 1,54 
Canada } 1,148 os 1,812 5.054 
British Hondura enee 19 


Cuba l “a 4 ) l 
Dominican Republi 83 
Netherland West Indies ° 72 441 
French West Indies 

Hait Republic of 

Argentina 2 

Brazil $15 St 
Chile 

Colombia i 235 $85) 1,11 25 
Ecuador . 780 l 

Peru 23 781 ’ ; 
Venezuela ‘ 434 . 468 
Saudi Arabia l 368 

British India ven 

British Malaya l 163 27 

China 2 <3 | 725 

Netherland India ‘ 2 oe d 

Hong Kong l 59 . 164 800 


Lritish Oceania 

French Oceania 118 
New Zealand l 55 t 51 
Belgian Congo 

Union of South Africa 
her British West Africa 
Egypt 

Liberia 169 
Moroces 

Mozambique 4 

Other Portug st 
Canary Islands ‘ 


Total 189 $11,254 $6.41 $19,982 
Shipments t 

Hawa 4 $ 162 $2 984 $ 60 ¢ $97 

Puerto Ric 244 1¢ 1.889 1314 
Virgin Islands , 


United States Exports of Writing Instruments, June, 1935 


301 ) 
Refillable Metal 
pencils and 1302 pens 
refill Other except 
leads pencils gold 
Countries Value Doz Value Gross Value 
Belgium * Soe 
Czechoslovakia 
Finland ‘ 
France 1,164 5.761 542 
Lithuania 2,564 
Netherlands 11 1,71 
Norway OU 148 
Spain 4,535 
Sweder 1,185 24 
Switzerland i. 
United Kingdor 2.000 54 21 247 %4 
Canada 352 9,83 25 30 32s 
Costa Rica a 834 248 
Guatemala 2 340) : 


Newfoundland and Labrador 12 1,072 
tarbados : pt) 29 
Jamaica 
Trinidad and Tobag« qi 1,032 
Cuba ° 277 68,79 655 6,585 2 

Dominican Republ ) 840 789 ; 

Netherland West Indic os 1,260 on 20 
Haiti, Republic of S7t 164 -_ 
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A PosTuRE CHAIR 


Devoid of all 
| Complicated 
Mechanism 


Just adjust for height 

. and this chair 
is ready to give 
hours, days and years 
of healthful, comfort- 
able sitting. Posture 





DEALERS and SALESWEN:- 


Write for Booklet “Vari-typer and the 
Salesman," if you are interested in 
selling an office appliance which meets 


features are builtin 





..not manipulated. 


oa now for complete facts about a new need and is sold on the saving 
this correct posture, comfort induc- s : : 

nn dha: An Baek GA Oe in dollars the machine makes possible 
Distributing arrangements with responsible dealers for R A L Pp “ C P C ox 4 E AD C OR POR AT ' 0 . 


other than educational institutions will be considered. 


17 Park Place 

















American Seating Company New York City 

Se 8, Makers of Dependable Seating for Offices, Schools, a 

XR 5 Churches, Public Auditoriums. wy 

General Offices: GRAND RAPIDS. MICHIGAN 250 STYLES OF TYPE = WEARLY ALL LANGUAGES, 
IMSTANTLY INTERCHANGEABLE ON ONE VARI-TYPER 

FOR LETTER PERFECT TYPING DISTINCTIVE QUALITY 


F AT C) N ’ S HAS SALES APPEAL AND GIVES 
MORE PROFIT TO THE DEALER 
Corrasable Bond 





SMART DEALERS PUSH QUALITY 


If every typist could write with errorproof accuracy at INTERNATIONAL 
standard speed all day long, EATON’S Corrasable 


wouldn't be so important. As it is, every typist can turn Swvroe eweestv es 

out perfectly typed pages with speed and accuracy on 

EATON’S Corrasable, for from this excellent sheet; a few EBOEBO0000808098E 

strokes of a soft eraser remove typed letters, words or 

even paragraphs, leaving clean, smooth space for re 

Write, Ee SS SS NS SS ND SD NS GS GD GED GED GEES GEES GEES GED GEES GEES GED Gu Gu ame 
Light, medium and heavy weights. Boxed 500 sheets to 10 
the ream. Sold by leading stationers. For samples and 

quotations writ Munson Suppry Co., 348 Hudson St., New York City 


Please send information about the New Key 
—New Package and Counter Display to 


Eaton Paper Corporation Name 
TYPEWRITER PAPER DEPARTMENT Address 
PITTSFIELD, MASS. | 
Me SS Me a 








Cily Slale 
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U. S. TYPEWRITER RIBBON MEG. Co. | 













RIBBONS CARBONS 


ESTABLISHED 1895 
Dealers Inquiries Solicited 


Sansom at Tenth Street Philadelphia, Penna. 

















Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 















Efficient andeconomical. 
Will keep correspond- 





PATENTED 













VES. 17,1920 JAN. 11. 1028 ways right side up. No need to hunt 

e 
mig bee ge — | Sov. 6, 1088 and fumble to find the place where 
on and an properly Seven Slane the ring opens, if it’s an Adams ring. 
arranged. The most ef- | sacide @tameters: Here is the simplest, quickest-operat- 
ficient desk file on the 7 ing and most satisfactory ring ever 
k Mode i f No. 000,%,’’ No. I, 1%’’ invented for perforated sheets or 
marxet. ace in four No. 00, 54°" No. 2, 1%" binders of all sorts. Allows binder or 
sizes. A very profitable No. 6, ia eo 2% sheets to lie flat when open at any 
3. % point. The enlarged joint, nicely 


it 
item for stationers. | rounded and smoothed, keeps ring 


right side up in position to be in- 


511-15 Howard St. stantly unlocked. 
Order through your wholesaler. We also 
San Francisco, Calif. anne ~-, y my atm 


Henry T. Adams Mfg. Co. 36'S: Silcsze A 


The T. J. Cardoza Company, Ltd. 
Western Representatives: 





Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 

















BACKING SHEETS 


Stencil Manufacturers and Distributors Should 


Write to 4 Coles :, 
. pread Grippit with your fingers 
THE 7 see how it rubs off, leaving 
them cleaner than before. See how th tpt 
it brings actual pleasure to the 9B 
pasting of charts, reports, stamp Srtepy 25) 
albums—erstwhile pesky jobs . . . 
— Look for this display on stationery Greg, 
’ Pa 
TECHNY, ILLINOIS counters ... Write us for newly t 
For Quotations on: BACKING SHEETS, STYLUS designed, larger tube — Free 
PENS, LETTERING GUIDES, STENCILSCOPES, 
STENCIL FOLDER BOXES and CUSHION SHEETS Harriman-Welts Products Co., 200 Summer St., Boston 














Rebuilt 


ADDRESSOGRAPHS 
MIMEOGRAPHS 
ELLIOTT-FISHERS 
COMPTOMETERS 
MONROES, etc. 


pares 
Bought and Sold = 


United Typewriter and a wy 
Adding Machine Co., Inc. W I L L I A M Pp R Y M 
OF AMERICA, INC. 

47-28 37th St. 223 W. Jackson Blvd. 
LONG ISLAND CITY, N. Y. CHICAGO, ILLINOIS 





813—14th Street, N.W. 
Washington, D. C. 












































OCTOBER, 1935 
9301 M11 
Refillable Metal 
pencils and lic pens 
refill except 
leads. gold 
Countries Value. Gross Value 
Argentina $110 
Bolivia 
Brazil $150 $110 
Chile ON 208 104 
Colombia 7 
Ecuador t 22 16 
Peru 28 188 69 
Uruguay 
Venezuela 4s 385 241 
British India 10 
British Malaya 5S 
China 69 1,761 2,650 1,812 
Neth. India 46 1,680 
Japan 2,140 
Palestine 2 6, 36€ 
Philippine Islands 14 48,891 7 au) 
Siam 3,000 
Australia 8 18,348 
French Oceania at ) 
New Zealand 23 1,404 247 
Union of South Africa i,312 406 
Gold Coast . 2 
Liberia 14 4 
Mozambique 4s 17 
Total $19.665 50,625 $34.68 12.678 $6,114 
Shipments to 
Hawaii $304 26,514 i t 349 $208 
Puerto Rico 55 7,644 3,639 wn? 125 
Virgin Islands XS 42 17 








ER Y 


Bedford drive, 
Among his 


StTATI(QQOn 


William T. Van Culin, 435 South 
following a prolonged illness 
Higgins Company, Inc 





Beverly Hills, Calif. 
has returned to his territory, 
lines are the products of the Chas. M 


Bristel, Conn.—United Stationers, Inc., has been chartered; capital 
stock, $2,000; incorporators—Louis Gancher, Morris Reiss and Francis E. 
Coffey 


The Thompson-Brown music and stationery store is 
a new business at 526 Fourth street, the combining of two dealers for 
mutual advantage. Howard G. Thompson has for seven years past operated 
a stationery store at 126 Washington avenue, carrying office equipment as 
well as school supplies. He continues in charge of this part while Earl 
Brown cares for the musical instrument department 


Bremerton, Wash. 


Chicago, Ili.—K. E. Wallace, of J. W. Pritchard Company, spent his 
vacation in Wisconsin. 

Chicago, !I1.—Sales of Horder’s, Inc., during the first seven months of 
the fiscal year ended August 31, show an increase of approximately 


eleven per cent over the like period a year ago August was the twenty- 
eighth consecutive month in which sales exceeded the same month of the 
previous year. 

Chicago, !1.—Constitution Day, September 17, the street front of the 
Stevens, Maloney & Company store was made prominent by a reproduc- 
tion of the Constitution of the United States. Many paused to look at 
the document, and to ponder on the importance of Constitution Day.—Dis- 
play space for school stationery items has been secured in the Y. M. C. A. 
building adjoining the store. Several thousand students attend the classes 
conducted by the Y. M. C. A., and many of them respond to the stationery 
displays in the lobby. 

Exeter, Calif.—Enlivened with floral greetings from friends, the Exeter 
Stationery Store was opened on Saturday, August 31. Louie A. Franks 
and wife are the proprietors. Mr. Franks has been reporter on the local 
newspaper for the past nine years. The new store carries a complete line 
of stationery for home, office, and school and adds a typewriter depart 
ment both for sales and repairs 

Lindsay, Calif.—M. H. Gifford has added considerable floor space to his 
stationery store to accommodate his increasing stock 

Los Angeles, Calif.—The Pillion Cabinet Company, 
maker of cabinets, boxes, and wood novelties for stationers, 
lished an office at 208 Broadway, with G. F. Weaver and W. B 
charge 

New York, N. Y.—-Ben Weinkrantz & Company, manufacturing sta- 
tioner, has leased 18,500 square feet of space at 15-19 West Fourth street 

New York, N. Y¥.—Leland Brothers, Inc., stationers and printers, has 
been chartered; capital stock, 100 shares no par value; Benjamin Katz, 
charter representative, 26 Coudt street, Brooklyn 

New York, N. Y.—Zit Field Service, Inc., has been chartered to conduct 
a stationery and printing business; capital stock, 100 shares no par value ; 
Herman Scheckner, charter representative, 551 Fifth avenue 


Swanton, Ohio, 
has estab 
Baker in 


Oakland, Calif.—Chris W. Halliday, recently of Berkeley, Calif., has 
opened a new stationery store at 1750 Broadway, in the center of the 
business district 

Pasadena, Calif.-_Keenan & Dorn have opened at 1149 East Colorado 


street, handling stationery and printing 

Portiand, Ore.—The Freck Stationery & Printing Company has moved to 
723 S. W. Alder street; this business had been located the past ten years 
on 8S. W. Sixth avenue 

Salinas, Calif.—-The C. E. Dunn Stationery Store has moved to 343 Main 
street. Stock is being increased; and the fixtures have been changed to 
conform to the latest mode, with low tables for the ready selection of small 
articles. A full line of commercial stationery is carried. The agency for 
the Friden calculator has been acquired; and new and used typewriters 
and adding machines, and filing equipment are being continued. W. C 
Winkelhake, a specialist on servicing ali makes of office machines, takes 
charge of the mechanical department 

San Francisco, Calif.—L. M. Rank is covering the San 
district for the George F. Cram Company 

San Francisco, Calif.—Whittle Poor, of Poor & Allured, 74 New Mont- 
gomery street, has taken the Buxton line for much of the North Pacific 
territory. 

San Francisco, Calif.—Edward H. Wobber, president of the Stationers 
Association of San Francisco, and vice-president of The National Sta- 
tioners Association, addressed the recent convention of the Pacific North- 
west Association, telling of the California Fair Trade Act. He expressed 
the belief that while we may never force the chiseler to drop his chisel, 
there is reason to believe that its edge has been considerably dulled, and 
that will save California stationers many thousands of dollars 


Francisco bay 
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VISE-VIZ—CELLUGRAF 


2. Three Famous Signals 
made by Graffco 


SIGNALS Keep card and vertical 


files alive and bring to your at- 
tention the right thing at the 
right time. Simple, durable, 
inexpensive, 12 colors, 2 sizes. 













SIGNALS In types to fit every kind 


of visible index system. Invaluablein 
giving instant information on cred- 
its, collections, stock, shipments, 
10 styles, 12 colors each. 






ete. 


CELLUGRAF The celluloid signal that has revo- 
SIGNALS lutionized visible record signalling. 
Two types—transparent for visibility; opaque to 
provide added writing surface. Six beautiful colors. 









Write us for full details. 


GEORGE B. GRAFF CO. 
64 Washburn Ave. Cambridge, Mass. 













2 








“We'll standardize 


on these cards” 





to business cards done on Wiggins 
Scored Card Stock and carried in a iggins Compact Binder, is one of 
quality regardless of what they cost. No matter if they be elaborately 
engraved or humbly printed, the feeling is that they could not possibly 
have been done better for the money. 

Quite naturally any executive who receives one of these cards thinks of 
their application to his own firm. Very likely he will tell his secretary 
to ask the stationer about them on her next visit. 

Through communication with any paper merchant listed here, or with 
us, you will receive samples and full details for filing of the cards that 
tear from tabs with perfect edges. 


The JOHN B. WIGGINS COMPANY, 1162 Fullerton Avenue, Chicago 
(Originators of Scored Cards) 


’ HE reaction 


New York City: Richard C. Loesch Co St. Lowls: Tobey Fine Papers, In 
Pittsburgh: The Chatfield & Woods Co. Grand Rapids: Carpenter Vaper Co 
Detroit: Seaman-Patrick Paper Co Houston: L. S. Bosworth Co., Ine 


WIGGINS 


BOOK FORM CARDS 
COMPACT BINDERS 


=eO 











——" 
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a 4 LOOSE LEAF 
» « ba 


Bind sheets orderly and se- 
curely. Fit any width of mentale é 
sheets or distance between seit 
punch centers, capacity regu- H Oo L D E R 
lated by interchangeable 

posts. $3.50 per dozen sets, 

fob. N. Y Request on 

your letterhead brings sam- 

ple and details 


F. B. Mfg. Co., ‘Ne Youen y 




















BUSINESS AHEAD! 
New and Replacement Demand for 
PEERLESS KEYS 


T! [TERE’S business going begging right 


in your neighborhood business — 





that you can get now. The demand 
created by the Depression for 
PEERLESS RUBBER TYPE- 
WRITER KEYS for replacement 
and for new machines now being 
bought is tremendous. Go out and 
get it-—and remember that PEERLESS is 
the key with the “Security” feature. Send 
for samples, prices and details 


PEERLESS KEY CO., INC, 


Wanufacturers of the only complete 
line of rubber kevs sold through dealers 


176 Fulton St. New York City 








u-Wda- 


Brands 


v ” 4 ~J 
DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfacticn 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


Coast Distributors unham-(datson 


West Coast Duplicator 
Supply Co., 43! Bush St., Manufacturers of Ink Specialties 


oe fveseen, Cae 644 SO. CLARK ST., CHICAGO 








OFFICE APPLIANCES 


ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
Adding Machines and The Allen- 
Wales Franchise to office machine 
Dealers of experience and sales 
power equal to a first-class 
proposition. We offer a valuable 
business getting opportunity. 
Write today for details. 








Allen-Wales 
Adding Machine 
Corporation 


515 Madisen Ave. New York, N. Y.- 


A TTS 





A Snappy Salesman 


of fifty years ago looked like this. Today 
he has doffed the checks, the high hat and 
the walrus moustache, but he still depends 
upon his 























Beach’s 
“Common Sense” 
Expense Book 


to give him a quick, accurate record of his 
travelling expenses 





Beach Publishing Co., 1351 Book Bidg.. Detroit 
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Make Money SELLING 


TYBON’S 


RIBBONS AND CARBONS 


Tybon’s Silent Salesmen sell them for you 


TYBON’S Reel Ribbon Economy 
Is Real Ribbon Economy 


Exclusive Franchises—Send for particulars 


TYBON CORPORATION 
1026 Filbert St. Philadelphia, Pa. 
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For 27 years the 
Browne-Morse Company 
of Muskegon, Michigan 


has been satisfactorily serv- 
ing worthwhile dealers and 
their customers with of- 


fice equipment and supplies 





























; 
; POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 
! ' 
3 MEYER & WENTHE- CHICAGO § 
) OFFICE & FACTORY - 24 to30 S. Jefferson St. ; 
5 LOOP STORE - 31 North Clark Street " 
" WEST SIDE STORE - 30S. Jefferson St. " 
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Pelouze Postal Scales—warranted accurate 


HE dials show the exact amount of postage in cents 
required on all mail matter, including parcel post 
rates by zones. Beautifully finished in Green or Gold Bronze. 


Made in several styles. Intended for the individual desk, 
library, office or shipping room. 


Write for new catalog 


For sale by leading dealers everywhere. 





NATIONAL, ¢ Ibs PELOUZE MANUFACTURING CO. 
COLUMBIAN, 21% Ibs aor Sb agit mae “STANDARD” CAPACITY 
CRESCENT. 1 Ib. 232 East Ohio Street, Chicago, Illinois 2 POUNDS AND 4 POUNDS 
















Moore Metal Maptacks unci®S ag CIL 
‘ . no E 
20 Plain Colors 100 Symbols col KR cK L cTEN 


a Si 
wad Tasattnel Gates hy MiewnmectantsesSaias aad Possess LETTES AT or $ 3 = 


tion Managers; by Professional and Business Men and by heads 


of Police and Fire Departments everywhere. Demand con- \ 1C 
stantly increasing. D 


Small Counter Displays for Transient Sales 





Retail Price 








Special Orders promptly filled for Dealers 


>nSé ons -rice oO > 
Send for Color Chart and Price Lists, and descriptive circular. sen aia ee aad h ae 
MOORE PUSH-PIN COMPANY ——© Supplies 
113-125 Berkley St. Philadelphia, Pa. THE MAILMARTS, CINCINNATI, oO. 
Manufacturers of the World-Famous Dept. OA Established 1930 


Moore Push-Pins and Push-less Hangers 


| Fac @) Tie 


RELIABLE’S WHOLESALE 
CATALOG & BUYER'S GUIDE 

















Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 
Paper 





Open Easily, 
Close 
Securely 


SUMMER ISSUE @ NUMBER 850 


For loose leaf books, binding reports, blueprints, etc. 
Write for inf i 
rite ine or" Loose Leaf Metals 


The E. W. Carpenter Mfg. Co. 


Write or Wire for Your Copy 
RELIABLE TYPEWRITER & ADDING MACHINE 
CORPORATION 
303 W. MONROE ST., CHICAGO, U. S. A. 











A GOOD product with 
a good PROFIT 


Clarotype is a steady repeat item It makes regular 
customers for you because it gives value. Clarotype is 
a scientific type cleaner It does not evaporate Claro- 
type really cleans typewriter type, and does it efficiently 
and quickly Its handy dauber is liked by stenographers 
because it eliminates spattering. ‘That is why Claro 
type makes repeat sales—year after year—for nearly 
4000 dealers 





' YOUR QUESTIONS | 
/ANSWERED FREE 








Subscribers to Office Appliances have free 
access to a competent service bureau which 
is prepared to answer almost any question 
relative to office equipment. 


| 

This t 
A considerable number of our readers have douber somes CARO Tyre 
found that this service in itself is worth with each 


bottle. the modern type cleaner 


Clarotype retails for 50 cents. Dealers all over 
the country maintain this price. You make a 





many times the subscription price. 


The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. ::: 





worth while profit on each sale. Your order for 
a dozen or more will be delivered promptly by 
your jobber or, if preferred, may be obtained 
direct from 


CLAROTYPE CO. INC, 
16-L Hudsen St. New York 
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ACME ~— 
STAPLE 


CAMDEN, N. J. 


You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick @%") 

y with the New 

SAV ACME No. 1 

SN Heavy Duty 


COMPANY 


1643-1647 Haddon Ave. 


Hand Stapler 





















TINY TYPE 


NOV 18%42 


Retails for 


AMCODATER 


NOW W rn Dsize TYPES 


Sharp, engraved type— 


Self-inking— $995 


American Numbering Machine Co. 
224 Shepherd Ave.. Brooklyn, N. Y. 


REGULAR TYPE 


NOV 18°42 














tages and 





Brooklyn 


DEALERS WANTED 


for a patented typewriter 
cushion key, with advan- 


merits no other 


key possesses. You'll get 
MORE key business by 


selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 


Speed Key Mfg. Co., Inc. 
298 Columbus Place 


N. Y. 








wt 


“© 











Loosen ce 





0O€¢ 


properly prepared. 


formly. Samples 
dealers. 


Brooklyn, N. Y. 
Fectory: foot 20th St. 
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Stencil Duplicator Ink 


There's big business in stencil 
duplicator supplies for dealers 


Build up your 


sales with ROOCO—the one dupli- 
eating ink that GIVES FIRST- 
CLASS RESULTS on both open and 
closed drum types of machines. 
A dense black, distributes uni- 


and prices to 


H. D. ROOSEN CO. 


Chicago 
609 S. Clark St. 





OFFICE APPLIANCES 


__.. FA ARKILO Celluloid Products —— 





Made of the acetate (slow-burning) cellulose, and embody features 
of our own design. Flat type envelopes for ring binders, billfolds, 
cards, papers, pictures, letters, etc. Bound type for factory-records 
and menu cards. Box type for inserts of thickness. 


MARKILO CO., MFRS. 


936c W. 63rd St. Chicago, U. S. A. 


e WwW JEWISH - HEBREW 
Keyboards on 
ROUGH, RECONDITIONED AND 100% 
REBUILT REMINGTONS 














A Large and Assorted Stock of 


MAKES SELECTED ROUGH 

A L L MODELS RECONDITIONED 
SIZES 100% REBUILT 
KEYBOARDS 


PORTABLE TYPEWRITERS 


ALL MAKES FACTORY NEW AMERICAN KEYBOARDS 
MODELS USED FOREIGN KEYBOARDS 


TYPEWRITER CIRCLE COMPANY 


359 Broadway New York, U.S. A. 
CABLE ADDRESS “TYPECIRCLE" NEW YORK ESTABLISHED 1918 
LE AS TS ST TS 





*“DIP-NO-MORE”’ 


The Quick and = 


Dependable A, NRA POR PAPER 


Ink Eradicator @xrp © Tt spent a en 
. creel ie 






0 OME 19800! bocseee Cy 

FoR cL =". eum 
Wherever writing ink — OTHING. 
is used, a good eradi- Sempre TORY! Be Shand wrt ance dump of 
eator is a necessity. : monte. 
Keep a stock of DIP- 
NO-MORE for extra 
profit. Handy as a 
pencil. Its bent neck 
releases a drop at a 
time. Especially ree- 
ommend for travel- 
ers, students, account- 
ants, ete. 


H. A. INK ERADICATOR COMPANY 
1707 Zerega Ave. Cable Address ERADICATOR New York, N.Y. 
Manufacturers of Ink Eradicators for over a Quarter Century 


This Cabinet 
Belongs On 
YOUR 
COUNTER 


Sell 
U-KUT-EM INDEX TABS 
AND INCREASE YOUR PROFITS 
Dealers: Write for Information 
UNIVERSAL INDEX TAB COMPANY 
445 Central Bldg. Seattle, Wash. 
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YOUR CUSTOMERS 


SAVE “Money 


Write for FREE Circular on Addressing Machines, 
Duplicators, Dictating Machines, Multigraphs, 
Folders, Sealers, Etc., and Make $ $ $ Yourself. 





526 Pruitt Building CHICAGO 


Meilicke. Systems 


cover computations 
of Payrolls 
Time 
Interest 
Tonnage 
Unit Costs 
Express and 
Freight Charges 
Discount 


Etc. 


End Mistakes—Double Speed with Precalculated, 
Verified Answers 


Meilicke. Systems, Inc. 











3468 No.Clark St. Chicago, Illinois 








ZIPIT 


THE NEW 
TIME SAVING 
CARBON 


Territory now being 
allotted. 


Send for samples and 
agency proposition — 


IT SELLS 
PHILLIPS PROCESS CO., Inc. 


82 ST. PAUL ST., ROCHESTER, N. Y. 


MODERN - 


CARBON PAPER 




















Curmanco PIGEON HOLE FILE 


Used Up or Down 
: i MANY USES 
Letterheads 

Freight Bills 
Shop Orders 


Letter Size 


Order Blanks 
Applications 
Many Others 
Order Today 
Olive No. 106, 6 part, $3.50 
Green No. 107,12 part, 7.00 


CURRIER MFG. COMPANY 


Northwestern Terminal Minneapolis, Minn. 


There's a Hanson Model for 
every postal need. Send for 
descriptive literature. 


Sell More Seales! 











Five 
There’s a wide market pounds 
by half 
ounces 


for shipping scales, as 
well as those designed 
for regular postal and air 
mail use—if you know 
how to reach it! 


Let HANSON Ideas 
Help You 


Hanson Service does not stop at me 
chanical perfection. There's a success J 
ful merchandising plan available to all HANSON SCALE CO. 


Hanson dealers—write for it today. 525 N. Ada St., Chicago 








MARTENS TYPE CLEANER Co. 





Will See You at 
Kansas City 
Our Mr. S. M. Obstfeld will 
be more than happy to discuss 
with Select Dealers our unique 
Plan of Controlled Distribution 
on Markwell Fasteners and our 


Improved PATENTED Staples. 


MARKWELL MANUFACTURING CO., INC. | 
200 Hudson Street New York, N. Y. 











INTRODUCTORY OFFER 


MARTENS 
TYPE CLEANER 


Typists go for it in a big way. They 
like the way it cleans so thoroughly and 


They like it and they ask for it again. 


profitable. You will, too. 

In Every 
Bottle 

Get our free introductory offer today. 


120 E. 28th St. 
New York, N. Y. 








quickly without the usual muss and fuss. 


That’s why many dealers find it so 





The DEX 


COPY HOLDER 


Increases Typing Efficiency 
Prevents fatigue, eyestrain 
and errors — VIBRATIONLESS 


Provided with easy gliding extension 
arm which clamps on the desk and can 
be moved as desired. Holds notebooks, 
sheets or cards and brings all work to 
best ition for accurate reading. 
Crackle finish. baked on, and nickel. 
Guaranteed against defects in material 
and workmanship. 


DEX Manuracrurine Co. 


184 Summer Street, Boston, Mass. 


$$ retail 
Write for liberal trade 


discount and illustrated 
booklet 


















A New and Im- 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable ma 
chine rests in 
place of the usu- 
al solid top. 
Can be equipped 
with raised or 
flush, inter- 
changeable right 
and left side 
shelves 


Fits 
Any [ypewriter 


or Hand Operated Adding or Calculating Machine 


[ Write for further particulars and prices } 


SHERMAN-MANSON MFG. CO. 
621-31 S. KOLMAR AVE., 
CHICAGO 


The Bentson 700 Line 


A Quality Product 
at Moderate Cost 


Made with Cradle Type Rust-Proof 
Roller Bearing Suspension Slides 





The 700 line answers all re- 
quirements for appearance, 
convenience and durability. 
The outer case is furniture 
steel, with corners acetylene 
welded and smoothed to give 
attractive finished appearance; 
connecting parts electrically 
welded, and case welded to 
inner framework. No addi- 
tional sides or end panels 
necessary. Dust-proof flange 
seals opening between drawer 
and case when drawer is 
closed. 


The merits of this line war- 
rant your careful investiga- 
tion. Complete information 
upon request. 


THE BENTSON MFG.COMPANY 
AURORA - - ~~ ILLINOIS 








OFFICE APPLIANCES 








A COMPLETE LINE 
Correct in Design 


At the Right Price 


CHICAGO: L. H. Farber 
529 S. Wabash Ave. 
Telephone WEBster 3217 








Honestly Built 





Glad to send catalog 


Jasper Seating Co. 


JASPER, INDIANA 


NEW YORK: 
Office Furniture Warehouse 
573 Broadway 

















FREE “COMFORT” TEST 





/ 











WINS THE ORDER 
a ee 









New Faultless way of selling & 


Casters proved a profit-maker 


Briefly, here's how! Put a set of Faultless 
Casters on a buyer's chair for a two-day 
Free Comfort Test. If he likes ‘em, he 
buys ‘em—or you take them back. A 





No. 2479 Ball Bear- 
ing Office Chair 
Caster with 2” 


Ruberex cushion 
tread wheel. 


simple idea, but the evidence shows that sizable orders for com- 
plete office equipment generally follow this easy way of demon- 
strating a caster that really rolls and swivels freely. Furnish your 
salesmen now with Faultless Free Comfort Demonstrating Sets and 
see for yourself that here's a real selling idea. 


FAULTLESS 


CASTERS 


Factory and Executive Offices—Evansville, Ind. 
Branch Offices in Principal Cities 
Canadian Factory: Stratford. Ontario 
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LINE... EXCLU S/VELY/ 


“STEEL-STRONG”’ PROOUCTS ARE SOLD 
THROUGH DEALERS ONLY. 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure ... with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 
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CARBON 


TYPEWRITER 


Developed for a 








STEEL-STRONG PRODUCTS 





Bill STRAPS 


THE C.L.DOWNEY CO. cincinnati.o 





Discriminating Trade 








PAPERS 


RIBBONS 





The Codo Manufacturing Corporation was built 
by salesmen. It was established and is now mak- 
ing progress because these men knew that better 
grade carbon and ribbon is in demand and can 
be sold in large volume if uniform results can 
be assured. The success of Codo Ribbons and 
Carbons is proof of their better quality. The 
fact that these products are sold in profitable 
quantities at various markets testifies to the op- 
portunities now available elsewhere. Write for 
details. 


Codo Manufacturing Corp. 


Coraopolis, Penna. 
New York Chicago 























300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


417 South Dearbern Street 
Chicago, 111. 




















& 


Fi 


For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: : 
S. & D. Loose Leaf Co., 427 N. San Pedro St., Los Angeles, Calif. 
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WITH ) 
TOUCH CONTRO o> 
WE CAN BOTH U soe ve 
THE SAME -: ne 
ROYAL ef ae 
PORTABLE  - Kn 
_ PERFECTLY! ( * 
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Cash in on Student Demand with TOUCH CONTROL 


rade-mark—for key tension device) 


Telephone—call in person! Whisper—talk— 
shout—use sign language, if necessary! Make 
sure that every student and teacher in your 
vicinity knows about the New Royal Portable. 
Explain how Touch Control, the most sensa- 
tional improvement ever offered, makes it easy 
for everyone to type—easy for every member of 
the family to use the same Royal Portable per- 
fectly. Do this and your Fall sales will soar. 
More and more students are using portables— 
and the New Royal is what they need! 





Royal Typewriter Company, Inc. 
2 Park Avenue, New York City 


* EXCLUSIVE WITH THE 
NEW ROYAL PORTABLE 


WATCH THE BIRDIES! See the New Roya! Port- 
able advertising in the magazines, in the news- 
papers! Tie in! Use Royal’s novel dealer helps! 











Irs “OPEN SEASON” For LOW PRICED 
DUPLICATORS and SUPPLIES 





THE SCHOOL SEASON IS NOW IN FULL SWING 


Teachers all over the country are back on the job and 
with their return comes an increased demand for inex- 
pensive duplicators. What will you have to offer them? 
Will it be a nameless, unguaranteed duplicator or will it 
be an accepted product-a Heyer Quality Product. For 
Heyer does build acceptance into their duplicators, ac- 
ceptance that has been steadily growing for the past 
thirty-two years ever since Heyer first introduced their 
duplicators in 1903. 

The ‘‘Heyer Quality’’ Hektograph and Ideal Duplicators 
are especially suited for teachers’ use. They are simple to 
operate, attractive in appearance and inexpensive enough 
for the teacher to buy for her own use. The letter size 
Hektograph (illustrated) retails for $2.75 complete and the 


two-surface, letter size Ideal Duplicator (illustrated) re- 
tails for $5.50 complete. And remember too, that thou- 
sands of teachers already own duplicators which have be- 
come worn and require refilling. Remember that Heyer 
Refill Composition is made of the same high quality 
materials used in the Hektograph and Ideal Duplicators, 
that it is easy to use and will assure a refilled duplicator to 
be just like new. It’s very reasonably priced, too. 

Heyer makes all of the necessary accessories for the above 
illustrated duplicators which form only a small part of 
their complete line of Gelatin and Stencil Duplicators and 
Supplies for All Duplicators. Investigate this line for it 
holds great profit possibilities for you. Write for catalog 
and complete price information. 
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UNDERWOODS/~(TY PEWRITER 


Underwood Elliott Fisher Speeds the World's Business 














